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By simply placing the required quantity of this new 
Ethyl additive in the tank truck, or tank car during 
normal filling, you can convert heating oil to diesel 
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In Racing Competition— 


Mobiloil protection pays off! In 1954 
alone — Bill Vukovich broke the Indian- 
apolis Speedway record with a 130.84 
mph average Stan Sayres set a 
record in winning the Gold Cup with 
his famous hydroplane Slo-Mo-Shun V. 
And in the air—Joe DeBona whisked 
across country in 4 hours and 24 min 
utes in an F-51 Mustang. These record 
breakers all used Mobiloil! 
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In Popularity— 


Bio 56 


Mobiloil Special outsells any other gave 
year-’round oil, by far. That’s be- 
cause motorists are fast discovering 
new Mobiloil Special makes a differ- 
ence you can feel at the wheel. Quick 
starts faster acceleration . . 
smoother, more powerful running 
engine. And this year-round oil 
boosts gas mileage, too! 
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Publisher's Page 


[ EAR Mr. Ratcliff: 

When you asked how gas turbine automobiles would 
affect oil marketing, you posed a question that’s bothering a 
lot of oilmen 

For the past six months, Holger Ridder, our automotive 
editor has been talking to top engineers in both the automotive 
and oil industries about turbine cars. Because much informa 
tion is confidential and many plans are secret, it has been a 
slow job obtaining material. Questions he has been running 
down include: What is the outlook? What are the advantages 
for the consumer? What are the problems? What will it do to 
oil distribution and selling? 

By diligent reporting and researching Ridder amassed 
stacks of notes and a lot of substantial material. Last year, 
NPN carried some articles based on preliminary information 
In particular, a gas turbine story in the July 7, 1954 NPN 
was widely discussed. 

Now, Mr. Ratcliff, we can give you a lot of information 
that has a bearing on the marketing problems you mentioned 
Admittedly, much of it is speculative. But it is the speculation 
of the men best qualified to speculate on this—the top 
engineers 

It is the most complete report to date on the automotive 
gas turbine and the oil industry. Holger’s article begins on 
page 45 


Fact Book for Oil Marketers 


In one of our modular offices, a pretty, blonde staff member 
sits in a flood of numbers and facts. She is Pat Farrell, who is 
assembling the material for a world almanac of statistical and 
reference data for oil and TBA marketers 

his is the first attempt to lump these facts together in a 
single book. While you can locate many of them at scattered 
sources, they have not been available in one place before. A 
lot of the data has been developed exclusively by NPN. It is 
information you can’t obtain any place else. 

When completed, this will constitute NPN’s first annual 
statistical and reference yearbook. Its purpose is to serve as a 
handy reference for the oil marketing industry. 

his will appear as a special issue of NPN in mid-May 


Texan Joins NPN 


An oil reporter from the Southwest 
has been added to NPN’s. Washington 
bureau. He is Ernest Conine (pronounced 
‘ko-9’), 29. Born and reared in Dallas 
Ernie was graduated from Southern 
Methodist in 1948. Working for United 
Press in Dallas, he covered oil develop- 
ment stories until 1951 when he was re- 
called to active duty with the army (a 
first lieutenant). Upon release, he began 
newspapering in Washington. On the 
staff of Bascom N. Timmons, Washing- 
ton correspondent for several news- 
papers, Ernie handled oil and gas indus- 
try stories. 

Hakry Wappe t, Publisher 
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Manufactured by 


Companies, like Chapman, whose prod- 
ucts must meet the most exacting re- 
quirements, are proving that good pro- 
tection is an essential part of good selling. 
They protect every gallon—in steel con- 
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Sold on Jobbers—Deep Rock Oil Corp., convinced of 
the wisdom of its jobber program, will intensify its drive 
for increased jobber distribution this year. Deep Rock 
converted all direct marketing operations to jobbers in 
1950 and still is convinced that a jobber can market 
cheaper, better and more efficiently than a supplier. Deep 
Rock also will watch for good locations for its “Short 
Stop” stations, which provide one-stop service, to give 
continuity of brand between jobbers’ territories. 


Stamp-Stopper—A major marketer that condemns pre- 
mium stamps may fight them with price. The company 
would offer dealers a price cut if they dropped the stamps 
—a saving large enough so the dealer could split it with 
his customers. 


Price Probe Hitch—Chances are slim that congressional 
committees will solve the gasoline price war problem. 
Investigators are hampered by failure of retailers to provide 
factual data on volume and profits lost. The Justice De- 
partment and the Federal Trade Commission also report 
dealers are reluctant to co-operate fully because many 
may be guilty of fixing prices themselves. 


Kerosine Cuts Costs—A Socony-Vacuum heating oil 
distributor has pared service costs by delivering kerosine 
instead of No. 2 fuel to home-heating accounts with burner 
service contracts. Kerosine contains no wax or water, so 
the service calls for carbonization of electrodes, corrosion 
and sludge are cut to a minimum. Some companies figure 
service calls cost about .75¢ a gal., and kerosine often can 
be picked up for less than the usual .75¢ differential over 
No. 2. 


Premium Sales Climbing—A Southwest major looks 
for a substantial gain in premium gasoline sales this year. 
Sales shot up 8% during the first two months of this year, 
far above the increase expected. 


Fuel Injection Coming—Fuel injection systems for pas- 
senger cars may be here soon. Four-barrel carburetors have 
gained popularity in high-compression engine models. And 
this year, many “power package” models with high horse- 
power and high compression are being produced with two 
of these carburetors. That means one barrel for each 
cylinder in a V-8. Thinking in Detroit is that fuel injection 
is the next step. This probably will make for more even fuel 
distribution in an engine, but is not expected to change the 
quality of fuel required. 
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Antiknock Additives—Du Pont says it has synthesized 
new antiknock compounds “equal to, and in some cases 
superior to, tetraethyl lead in antiknock ability.” But the 
new products are in the laboratory stage and need several 
years of work to be competitive with TEL. Du Pont doesn't 
look for anything to replace TEL, at least not “in the near 
future.” 


Youth vs. Complacency—A Midwest jobber association 
may try to bring more young men into oil jobbing. The 
officers say too many older jobbers—without sons coming 
up—are self-satisfied and not too interested in keeping up 
with competition. The group might even work out a pro- 
gram through which qualified young men could buy into 
older jobbing firms—with the association acting as an agent 
to bring buyer and seller together and helping to iron out 
details. 


Nozzle Clip Relief?—Some equipment men feel St. Louis 
has paved the way for widespread future use of clip devices 
On automatic gasoline dispensing nozzles. That city has 
approved their use and says the devices, used to hold open 
the valve and shut off flow when the customer’s tank is full, 
are not a fire hazard. Equipment spokesman have hopes 
that the many other cities banning the clips on safety 
grounds will follow suit 


‘Gas’ Volatility Boost—Plans are underway to raise 
the gasoline volatility standard. Committee D-2 on Petro- 
leum Products and Lubricants of the American Society for 
Testing Materials will submit to letter ballot a proposal to 
increase the vapor pressure of summer grades of gasoline 
by 0.5 Ib. Reid vapor pressure, except in certain mountain 
states. If the proposal is adopted, it will permit use of more 
light ends in motor gasoline. Results will be announced at 
the committee’s June meeting. 


Auto's Electric Age—Electrical devices eventually may 
replace all automotive hydraulic systems, including brakes 
—so predicts Ward's Automotive Reports. In the immedi- 
ate future is electrical power steering, Ward's says. 


* 
Re-Tooling at Buick—Buick may undergo as radical a 
change in 1956 as some makes of cars did this year. Exact 


nature of the model changes remains vague, but Detroit 
reports indicate they will be drastic. 


For more Ahead of the News & 
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—F ahead of the news 


Dealer-Aid Plan-—Sales force of a leading tire company 
is ready to ask top-level approval of a program to finance 
distributors carrying time-payment or budget-sales plans. 
Company funds, not loans from banks or credit agencies, 
would supply capital. 


Private Brand Strength—Merger of Direct Service Oil 
Co, with Western Oil & Fuel Co, of Minneapolis strength- 
ens private brand distribution in the Upper Midwest. Direct 
Service will operate independently of Western’s “Mileage” 
stations, Each company brings about 150 stations to the 
merger. Western plans to add 75 to 100 stations this year. 
International Refineries, a Western subsidiary, supplies 
product from its Wrenshall, Minn., plant. 


Buckeye Grows Again—-Buckeye Pipe Line's Midwest 
products system will be expanding again this year—to 
supply existing terminals at Cleveland with products from 
the Chicago and Toledo areas, Buckeye will connect in 
Michigan with another products line, converting an 8-in. 
crude line to products from that point to Cleveland. New 
tankage and “certain short spur lines” also will be built. 
An 8-in. crude line from Toledo to Lima will be converted 
to products to provide a through line from Toledo to 
Columbus. 


Wage Talks Founder—Negotiations between Standard 
Oil of California and Western States Service Station Em- 
ployees Union have recessed—to be resumed June 14. Con- 
tract between the company’s subsidiary, Standard Stations, 
Inc., the union’s 6,100 members expired Jan. 31 and has 
been extended to July 1. No agreement was reached on 
union demands for a 5% wage hike, higher commissions, 
shift differentials and health and welfare benefits. Some 
fringe matters, such as a new vacation schedule, were 
settled. 


Kerosine Explosive—A new explosive combining kero- 
sine or light fuel oil with liquid oxygen is being used by a 
coal company in its open-cut mining operations. 


Warning on Earnings—Continenta! Oi! Co. sees little 
chance of improvement in 1955 earnings over last year 
unless the oil industry manages its excess refining capacity 
more effectively. Conoco gained 2% in net earnings last 
year over 1953 and predicts a demand increase in 1955 of 
3% to 5%. Company officials say, “An increase of that 
order would permit the industry to reduce its present long 
supply of refined products. The extent to which advantage 
is taken of this opportunity will depend upon the wisdom 
exercised by the industry in magaging excess refining ca- 


pacity.” 
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Farm Sales Slipping—Jobbers in the heavy rice-growing 
areas of Texas and Louisiana look for a serious drop in 
farm oil consumption now that rice farmers are on an 
acreage allotment plan. One jobber expects to lose one- 
third of his farm sales this year. Under the allotment sys- 
tem, rice farmers will be able to cultivate in 1955 only 
76% of the average acreage they have had in crops over 
the last five years. 


Second Tax Round—Pennsylvania oi] men are readying 
their defenses against coal interests, expected to try again 
this year for a state tax on heating oils. The oil industry 
beat down the first attempt in 1953. 


Phillips Branches Out—Phillips Petroleum Co. will 
move into north Louisiana this year if current plans go 
through. Reports indicate the company has been sounding 
out jobbers in the area. Up to now, Phillips has marketed 
only in the southern part of the state. 


Curtice Looks Again—General Motors President Har- 
low Curtige now pegs 1955 domestic car production at 
7.5 million vehicles, This would be the biggest passenger 
car year in automotive history. The GM head says the 
increase over his former prediction of 6.8 million is pos- 
sible if “we continue to enjoy labor peace.” 


Another Power Extra—A new power transmission cou- 
pling for automotive use automatically reduces the speed 
of fans, power steering devices and other belt-driven units 
when the car is driven at high speeds. This reduces drain 
on available engine horsepower and leaves more margin 
for other applications. 


Octane Needs Rise—Gasoline octane requirements for 
lower priced cars may be expected to climb rapidly in the 
next four or five years. The key is the growing trend to 
offer “power packages” as optional equipment. These 
engines have higher compression ratios and octane re- 
quirements than standard units. Usual procedure is to offer 
in the following year a standard-equipment engine that was 
the previous year’s power package. Then another optional 
power package is developed, previewing the next step up 
in engine design. 


High-Octane Engine—A 100-octane auto engine may be 
with us in three years, advancing the date on previous 
estimates. Car-makers are experimenting. And if those 
experiments pan out, the manufacturers will need 100- 
octane gasoline in a hurry. 
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= petroleum indicators 


- NPN PRICE AVERAGES* 
ar a , ee i! Refinery /Terminal 
. tc Hast (¢ per gal.) 
Bitar : cee Mar.** Feb. Mar. 
L 1955 1955 1954 
Gasoline 11,29 2 11.77 
Kerosine 10.71 e] 10.57 
Distillate 9.32 9.16 
Residual 4.23 : 4.01 
4 principal 
products 8.85 8! 8.99 
Lube oil 16.80 ; 17.03 
Crude at 
eee O ee gman tenen, | well ($ 
en per bbl.) 2.82 2.82 2.82 
Weighted average price, prin 
cipal markets. **Through Mar 
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MONTHLY PETROLEUM STATISTICS 


Primary stocks (Last Day) 
Finished and unfinished gasoline (thous. bbl.) 
Distillate fuel oil (thous. bbl.) 
Kerosine (thous. bbl.) 
Residual fuel oil (thous. bbl.) 
Crude oil—B. of M. (thous. bbl.) 
Refinery Activity 
Crude runs to stills (thous. bbl. daily) 
Foreign crude included (thous. bbl. daily) 
% of refinery capacity operated 
Refinery Output 
Gasoline (thous. bbl. daily) 
Kerosine (thous. bbl. daily) 
Distillate fuel oil (thous. bbl. daily) 
Residual fuel oil (thous. bbl. daily) 
Crude Supply 
U. S. crude oil production (thous. bbl. daily) 
Crude oil imports (thous. bbl. daily) 


*Through Mar. !1, except crude stocks—Mar. 11 
Source of Data: API Weekly Reports, except 1954, Bureau of Mines 


MONTHLY MARKET TRENDS Latest Month Previous Month Year Ago 


Petroleum products in secondary storage (thous. bbl.) 46,640 (Jan.) 50,107 49,951 
Exports of crude and refined products (thous. bbl.) 10,599 (Dec.) 11,327 12,132 
Average station gasoline price, ex tax (¢ per gal.) 21.16 (Mar.) 21.13 21.60 
**Gasoline consumption (million gal.) 4,195 (Dec.) 4,162 3,990 
***Service station permits (number) 914 (Sept.) 831 eee 
Passenger cars—domestic shipments (thous.) 612 (Jan.) 644 435 
Trucks and buses—domestic shipments (thous.) 74 (Jan.) 80 R4 
Automotive replacement tire shipments (thous.) 4,967 (Jan.) 3,470 3,993 
Replacement battery shipments (thous.) 1,794 (Dec.) 2,410 1,890 
Oil burner shipments (thous.) 47 (Dec.) 68 45 
**Excludes Missouri. 


***On new basis, including urban and rural, unincorporated as well as incorporated places. 
1953 data on new basis not available. 
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FJ supply and demand 


Growing Inventories Danger to Markets 


ONTINUED high refinery output 
C and climbing inventories of gaso- 
line at refineries could threaten market 
stability during the coming months of 
peak demand. 

However, summer touring gasoline 
business will be the highest on record, 
from present indications. For the U. S. 
it will run greater than in 1954, the 
oil company touring bureaus have re- 
ported. They base their estimates on 
early requests for route maps, on the 
volume of touring to southern resorts 
during the winter, and on indications 
of general business conditions in their 
marketing territories. 

This proportionate increase in tour- 
ing is a little larger than the total 
anticipated gain in domestic gasoline 
gallonage for 1955, which is 4.1%. 

In general, the oil companies serv- 
ing the South reported increases in the 
tour business this winter as compared 
with January, February and March, 
1954, 

Two companies said their actual 
touring business this first quarter was 
10 and 15% higher than a year ago. 
Their estimates of the increase in the 
coming summer business are lower. 

General business indicators for the 
second quarter support the oil com- 
pany predictions of larger summer 
touring business. Automobile produc- 
tion is at an all-time high. It may run 
about 4,000,000 cars during the first 
half of 1955, close to that for all of 
1952. 

Automobile sales will be high, even 
though there should be a decline this 
spring, when a rise in sales generally 
occurs, Consumer purchasing power is 
expected to continue high. 

While the increase in actual gaso- 
line consumption in the summer 
months is not as great as it used to be 
in some territories it amounts to a 
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GASOLINE DEMAND—Ahead of 1954 and going up 


good slice of the oi] marketer’s annual 
business. In the New England states, 
nearly 30% of annual gasoline sales 
are made in June, July and August. 

About the same proportion holds in 
such resort areas as Wisconsin, Min- 
nesota and Michigan, and other states. 

Stability of the wholesale gasoline 
markets this spring and summer may 
be affected by the high crude runs to 
refinery stills, if they continue. Crude 
charged to stills in January and Feb- 
ruary was about 7,420,000 bbl. daily, 
about 6% larger than in these months 
in 1954, The forecast figures was 7,- 
190,000 bbl. daily for the first quarter 
of 1955, 

Gasoline supply at refineries in 
January and February was 5.6% 
above that of the same two months 
in 1954, Gasoline shipments from re- 
fineries, after running 7.1% ahead of 
January, 1954, were 2.6% larger in 
February, and for the two months, 
4.9% larger. 

This compares with the forecast of 





Gasoline Stocks 1955 and 1953 
(1000 bbl., API data) 


Refinery Districts 
East Coast 
Gulf Coast 
Total Coastal 
Ind.-Ill.-Ky. 
Okla.-Kan.-Mo. . 
Other Inlands 
Total Inland 
East of California 
California 
Total 


Feb, 28 Feb. 28 
1953 1955 
35,084 35,672 
28,385 38,200 
63,469 73,872 
36,322 40,520 
17,393 19,415 
22,776 26,579 
76,491 86,514 
139,960 160,386 
16,438 21,368 
156,398 181,754 





over-all gasoline demand at refineries 
in 1955 of 3.5% more than in 1954, 

U. S. gasoline stocks Feb. 28 totaled 
181,754,000 bbl., which was 2.5% 
larger than inventories Feb, 28, 1954. 
This increase might not be considered 
very large, in view of anticipated de- 
mand in 1955. However, the inven- 
tories a year ago caused refiners to re- 
duce their runs through the summer. 

A comparison of today’s inventories 
with those of two years ago gives a 
better picture of the supply-demand 
and stocks relationship. Inventories 
are 16% larger than on Feb. 28, 1953. 
The average of the actual 1954 de- 
mand and that estimated for 1955, is 
only 3.3% larger than demand in 
1953. 

East of California refiners’ gasoline 
stocks are nearly 15% larger than two 
years ago. Inventories at East Coast 
refineries are about in line with those 
of two years ago. Gulf Coast refiners, 
however, had nearly 35% more gaso- 
line in their tanks this Feb. 28. 

The combined East Coast and Gulf 
Coast district stocks are more than 
16% larger than two years ago. In the 
Ind.-Ill.-Ky. districts, gasoline stocks 
Feb, 28 were about 11.5% larger than 
two years ago. Details of the two-year 
difference are shown in the accom- 
panying table. 

U.S. liquid petroleum reserves 
rose in 1954 to 34.8 billion bbi., 
while natural gas reserves climbed 
to 211.7 trillion cu. ft. Net increases 
are 422 million bbl. and 263 billion 
cu. ft., respectively, making 1954 the 
lith straight year of new reserve 
highs. Statistics come from the annual 
report of American Petroleum Insti- 
tute and American Gas Assn. cy 
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“_..I'm sold for all-around station use...” 


says Fred Zeitler of Zeitier's Sinclair Service Station, 
Chicago, Illinois, as he uses his Service Model 1030 
Saf-Lift Bumper Jack. 


Here's Mr. Zeitler's enthusiastic letter 


“I'm really sold on my Servi 


use here in the station 


“All | have t 
in place and 
steady until | 
it can't be 

| have use 














Here's why the 
arouses such 
service station 

IT’S EASY TO | 
carried to the | 
SETS UP FAST—t 
set in place and turn 


For emergency 
legged base hol 
WEATHER 
SHOULDERS AND ¢ 


action—call or visit your Jobber toda 
J 


AND HERE'S AN EXTRA PROFIT TIP 
sell passenger car Model 1020 Saf-Lifts to 
your customers! Have several handy around 
the station—a mple demonstration will 
Model 1030 Saf-Lift— m& show how eas 
for heavy service use 


Model 1020 Saf-Lift— 
for passenger car use 


ly and safely a Saf-Lift will 


work on their car. Try it and see—today! 


AUTO SPECIALTIES MFG.CO. Inc., DEPT.NP4, St. Joseph, Michigan. Other plants in Benton Harbor and Hartford,Michigan, and Windsor, Ont , Canada 
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Continental Oil 
salutes the 


Conocos 1955 advertising campaign 


They all have new high-compression 
motors...new styling...new beauty 
...and they all deserve the fuel and 


oil designed for today’s new cars — 


Conoco Super Gasoline 


with 1CP 


Conoco Super Motor Oil — 
America’s First Double-Duty Motor Oil 


= 43 = ie 


CHEVROLET 


IMPERIAL 
LINCOLN 


= 
Bey 


ap 


PACKARD 


a 
TUDEBAKER \ 
SNe i 


STUDEBAKER WILLYS 


OLDSMOBILE 
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Company 
Automobile Industry 


fei lures lhe NCW Cars of all makes 


A 


ie 7 
Ve 


CHRYSLER 
NEW YORKER 


During the first 4 months of 1955, 

millions of readers of hundreds 

of daily and weekly newspapers 

will be exposed to each of Conoco’s 
MERCURY NASH newspaper advertisements. The 


lm. 
“) wr = 
Dy es 
Ar ‘ie Wie 
PONTI 
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Continental Oil Company is proud 


to salute the automobile industry 


PLYMOUTH AC 


for its achievements. 


=" Continental Oil Company 


HOUSTON, TEXAS 
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Wherever flammable liquids — oil or solvent — are used or 
stored, you need AER-O-FOAM Protection. National Foam will 
fire-engineer a completely integrated AER-O-FOAM System specif- 
ically related to your operations and hazards. 

National offers you ‘“‘triple-guard” fire protection: (1) Custom- 
designed system. (2) Quality-controlled foam made by National 
for National devices. (3) Fire-tested foam, every batch pre-tested 
on a flammable liquid fire. 

Don't gamble with fire. Don't buy fire equipment piecemeal. 
Let National fire-engineer your foam system for instant, positive 





protection. 


tadusteial Plammeable Materials Write for new, free booklet, ‘‘Foam Fire Protection’’. 


NATIONAL 


FOAM SYSTEM INCORPORATED 
Headquarters for Foam Fire Protection — WEST CHESTER, PA. 
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@ lt is often necessary to remove suction stubs in 
underground tank installations — for shortening or 
lengthening if tank settles, for pumping out an accum- 
ulation of water on the bottom, or for cleaning out 
rust and corrosion which collects on the bottom and 
which may contaminate the product or foul the pump. 


The Buckeye No. 559 B Angle Check Valve with 
removable suction stub and 20-mesh strainer saves 
the time, expense and inconvenience of excavation. 
A few turns of one wrench, which can be used for the 
entire assembly, permits valve cage, strainer and 
suction stub to be immediately removed. 


The easy removal of the inside assembly of No. 
559 B also completely eliminates doubt about a 
perfect seal, a question always present when suction 
stub is permanently installed in a tank with a double 
tapped bushing. 

This valve is available with a 312” or 4” male 
thread to go directly into the tank flange, or a short 
nipple may be used between a 2” female thread on 
valve body and the tank bushing. The valve cage, 
strainer and suction stub may be used in presently 
installed No. 559 A or No. 559 AS 2” bodies. Write 
for complete information. 


Buck 


BUCKEYE IRON & BRASS WORKS * DAYTON 1, OHIO 
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rOlators Annual Spring 


Check Time COVERS the 
talking... all thru — 


If you ever talked it up with your dealers... TALK Ir Up Now 
—all thru April. Purolator’s Annual Spring Oil Filter Check 
Time is your best bet to build your accounts—help every dealer 
on your list make MorE MonrEy—get them going on a profitable 
month-after-month basis selling Purolators. 


Oil Filter 


V—tell your * erviceman to 


w Puro lator Oil Filter 
wu 


Millions will read about it... 


This big 2-page, 2-color Purolator ad appears in the April 
9th issue of the Saturday Evening Post. It tells motorists to 
get set now for warm weather . . . see their dealers at once for 
a spring oil change—and a new Purolator Micronic Oil Filter. 
‘Two sales—two profits from every customer! TALK IT UP! 


PurOlator’s Annual Spring Oil Filter-Check 





Oil Filter 


Purolator’s annual Spring Oil Filter Check Time—now in its 
4th season—is the industry’s tried and proved, most powerful, 
most concentrated sales drive! 
Each year it grows bigger and bigger—as more dealers tie in— 
as more customers ask for Purolator—the First and the FINEst. 


Make sure your dealers are stocked to sell every car that 
calls. Have your men stock-check every name on your list. 
The time is Now. TaLk It Up... AND KEEP TALKING. 


‘Donit do the job HALFWAY! 


ALTER CHECK § 
' ‘ cern VME... 











Millions will see and 
do something about it! 


These powerful Purolator Spring Filter Check 

Posters belong in every dealer’s windows—on his 

walls—wherever his customers can see them best. 

They say “HERE is the place to stop for an oil change 

and a filter check Now.” PUROLATOR PRODUCTS, INC., 

, Rahway, New Jersey 

Remember: Purolator’s posters mean extra sales — and Verein: Gatun Qenede 

extra profits Now . . . Bigger better business all year 

around! Tak Ir Up! 


Time Advertising GELS EveryBopy ! 





blueprints 
for profit 


Here are just seven of the many types of 
oil-marketing hose by Goodyear. Study 
these blueprints carefully. They tell the 
inside story of superior service that saves 
you money through lower, ultimate hose 
costs. 

There’s no secret to the longer service ren- 
dered by Goodyear hose. Its higher quality 
is known to many users in many indus- 
tries. It results from long experience, 
specific designing to the job and the use of 
the finest in materials and workmanship. 


A major factor in the higher quality of oil 
marketing hose by Goodyear is CHEMIGUM 
—the Goodyear-developed synthetic rubber. 
CHEMIGUM exhibits maximum resistance 
to oils, greases and gasolines. It is used 
wherever needed to insure longer life. 


No matter what the conditions of service 
in your operation—heat, cold, heavy abra- 
sion, high pressures, severe flexing, 
abusive handling—you’ll find a Goodyear 
hose to give you longer service at lower 
cost. See your Goodyear Distributor for 
details. Or write Goodyear, Industrial 
Products Division, Akron 16, Ohio. 


GOODYEAR 
213-H Tank Filler Hose 


5 As 


Synthetic oil- and gasoline- 
resistant tube, breaker-bonded 
to hose body 
Reinforcement-plies of close- 
woven fabric encasing heavy- 
duty steel wire helix 


Oil-, weather. and wear-resistant 


GOODYEAR 
Style 71 Fuel Hose 


Synthetic tube with highest re- 
sistance to fuel oils and gasoline 
Multiple braids of high-strength 
rayon cord for reinforcement 
with flexibility 

Non-marring, light tan cover of 
unusual wear-, oil-and weather. 
resistance 
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Style WWH 
Tank Truck & Car Filler Hose 


Long-aging, gasoline- and oil- 
resisting rubber tube 

Woven jacket reinforcement with 
static bonding wire filler 
Rugged, wear-, oil-and weather- 
resistant cover 


felelej say) i 
ORTAC Hose 


A Seamless, synthetic tube handles 
oil, gasoline, solvents, air and 
water 

B Braid of high-strength rayon 
cord for super-flexibility and 
strength 
Tough cover resists all service 
conditions 


chee] say .\ 


Style BH Tank Truck Hose 


A BC 
Non-flaking, low-diffusion, syn 
thetic rubber tube 
Flexible, three-braid, cord rein 
forcement with permanent static 
bonding 
Abrasion-, sun- and oil-resistant 
cover 


GOODYEAR 
Style WWC 
Gasoline Pump Hose 


ABC 


Synthetic rubber tube, highly 
resistant to gasoline and low 
temperatures 

Vertical braid reinforcement with 
static bonding withstands crush 
ing, pulling ond tugging 
Scuff. and weather-resistant 
cover will not mark or mar 








CUT HOSE COSTS with the right hose for 
every oil-marketing job—with a Goodyear hose. 


See your Goodyear Iistributor, today. 


oopD7yY (EAR 


THE GREATEST ee IN RUBBER 


We think you'll like ' THE GREATEST STORY EVER TOLD — every Sunday ~ ABC Radio Network —THE GOODYEAR TELEVISIOr 
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ONLY— 


DILLECTRIC 
HAS IT / COMPLETE PUNCTURE REPAIR 


SERVICE FOR ALL TIRES — 
@ TUBELESS AND REGULAR 


MAKE YOUR STATION TIRE REPAIR HEADQUARTERS 


Big business is coming in tubeless tire servicing. Now original equipment on most new cars, 

it is estimated also that half of all tire replacement business this year will be tubeless tires. 
Alert service stations everywhere are bringing their equipment up-to-date with Dillectric — the 
only complete puncture repair service for all tires — both tubeless and regular. Approved and 
recommended by leading tire and oil companies, Dillectric is by far the world’s most popular 
repair service. No other service provides the Dillectric combination of simplicity, speed and 
perfectly vulcanized repairs for all type tires. Profit by ordering Dillectric now from your 


wholesaler, tire or oil company. 


DILLECTRIC “U” CLAMP: No. 6690 


P omy $995 


including “U” 
Clamp, Second- 
ary Wire, Ground 
Wire, Buffer 


Designed for use with regular Dillec- 
tric Clamp which supplies the oper- 
ating current and transformer. Uses 
standard small size Dillectric Speed 
Patches with Filler Rubber for per- 
fectly vulcanized “Deep Cure” punc- 
ture repairs. 


GET BOTH FOR COMPLETE TIRE SERVICE 


DILL RUBBER COVERED 
SNAP-IN VALVE © Easily 


No. T-151-8 applied 
Dealer om © “PGy’ 


Price , with 


4lc cach & APPLICATION 
Packed § [\. TOOL No. 5215 


Stobox ||) 
kal Dealer Price 


$3.40 each 
cot This valve snaps into rim hole before 
Pr mounting tire. The thick rubber cover 
of the valve provides leak-proof ten- 
sion seal of the rim hole. No washers 
or hex nut are required. 


THE DILL MANUFACTURING CO., CLEVELAND 3, OHIO 
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DILLECTRIC OUTFIT No. 6695-T 


ONLY 


$1960 


complete with 
clamp a 
supplies 


Over 120,000 service stations are now cash- 
ing in with Dillectric service. This liberal 
deal includes a Deluxe Dillectric Pressure 
Clamp and 220 Dillectric Speed Patches. In 
addition you receive a Free Bonus of a Wire 
Buffer, a Tire Center Display and a beauti- 
ful set of Pomtongs. 


DILL ALL-METAL 
CLAMP-IN VALVE 


No. V$-710-R 


for quick valve 
replacement 
without 
removing tire 
from rim 


etree) ae 


-_= 
Te 


Dealer Price 


4lc 


Packed 5 te box 


This valve snaps into rim hole before 
mounting tire. The thick rubber cover 
of the valve provides leak-proof ten- 
sion seal of the rim hole. No washers 
or hex nut are required. 


FREE 


WITH THIS 
OUTFIT 


Your wife 
will love 
this handy 
set of 3 stain- 
less steel 
Pomtongs 
for food 
handling 
and serving. 
It's the same 
as used by 
restau- 
rants every. 
where. 


DILL 
ALL-METAL 
CLAMP-IN 
VALVE 


No. VS-185-R 


Apply to rim 
before tire is 
mounted 


Dealer Price 


51 C each 


Packed 
5 te box 


This valve is used on many 
tubeless tires now ia service. 


1402 5S. Los Angeles St. 
Los Angeles 15, Calif. 





ANNOUNCING: 





ats 
AMOCO CHOOSES \\\ 


C= 


LION UNIFORM 


Lion is first with the “Business 
Clothes Look” ...gives Amoco 
dealers smarter appearance... 
longer wear! 


Lion proves its leadership again! More major oil company 
service men wear Lion than any other brand. And with good reason. 
Lion is first with the “business clothes look”. . . a new concept in 
uniforms that combines utility with good looks; wearability with work- 


easy comfort. Amoco wants the finest . . . chooses Lion! 


LION UNIFORM, INC. 


44 WEBB STREET, DAYTON 3, OHIO DEPT. A 
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reports J. D. Rockett ROCKETT’S SHELL SERVICE Memphis, Tennessee 


“This is my first venture into the service station business. When 
| took over this station, everyone told me that the best and 
fastest way to build steady customers was through my lubrica- 
tion department. And they all agreed that Lincoln was the 
lubrication equipment to do faster, better jobs. 


“Now | know what they mean! In a short time, I've seen how 
easy it is to keep customers coming back for top-notch lube 
jobs. I'm glad | got started with Lincoln.” 


(signed) J. D. Rockett 
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You can build busi 

with a modern, fast-working TUPCR Scavice 
Lincoln Lube department. Every car 

on the rack gives you a chance 

for extra service sales. See 

for yourself... 


The man with the plan 


eee To LINCOLN ENGINEERING CO. 
mborsenigreinnetsent,- 5702-74 Natural Bridge Ave., St. Louis 20, Mo. 
lubrication department 
was Les Morgan, ‘ Please send me free booklet ‘Path To Profits In The Lube Room."’ 
jobber salesman from 
Ozburn-Abston Co. ’ Name 


Company 





Address 
City 
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GLASS MUST BE FULL BEFORE ANO AFTER DELIVERY 
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Ww IR PRESSURE 


() '' "« GALS. 
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ANNOUNCES @ wu the new 3-D brand 


ai 
. 


ANOTHER “FIRST” FOR panel that seem 
SALES-MINDED MARKETERS j_ FLOATS IN ya 


TOPS IN VISIBILITY ... TOPS IN VALUE! 
GREATER (142°) ANGLE OF VISIBILITY! 
WHISPER-QUIET! Decibel (noise) meter tested. 
RUBBER-CUSHIONED ALIGNED PUMP AND MOTOR. 
3-D PROJECTION-LIGHTED BRAND PANEL! 


VIBRATION-DAMPENING THREADLESS FITTINGS! 
and many other features 





See the "TV" model be- 

1955's truly new, completely modern TV “picture- fore you buy any pump. 

window" sales tool for marketers who carefully analyze Your choice will affect 

the merits of equipment designed to sell more your sales volume, You 

gasoline. The exclusive TV design is available in computer, will be way out front 
noncomputing and remote-control types. Get all the with the TV model! 

facts and you will want Bowser. Write for TV data now. 











tala 


1301 E. CREIGHTON AVE., FORT WAYNE, INDIANA SEE THE “TV” PUMP AT THESE REGIONAL OFFICES: 





5 Atlanta @ Chicago e@ Cleveland @ Dallas @ Fort Wayne 


BOWSER. INC. 
. 





AD) 


CROWN opens up broad new vistas of package- 


design through the creative ingenuity of a brilliant 


young art-staff. The services of these Modern-Design 

artists are yours for the asking. 

Next comes CROWN Lithography with new facilities 

and new techniques contributing to the achievement of 

A FAMILY OF PACKAGES DESIGNED TO SELL YOUR PRODUCTS ... TO SELL 
THEM HARDER AND FASTER... AND TO KEEP THEM SOLD. 

For details about CROWN Design Service and Lithography, talk with your 

CROWN Sales Representative or write Crown Cork & Seal Company, Ine., Dept. H, Box 6208, 


Philadelphia 36, Pa. 


CROWN CORK & SEAL COMPANY, INC. 


CAN DIVISION 


PHILADELPHIA © CHICACO © ORLANDO «© BARTOW «© BIRMINGHAM 
BALTIMORE © NEW YORK © BOSTON © ST. LOUIS © SAN FRANCISCO 


April, 1955 * NATIONAL PETROLEUM NEWS 





UNEXCELLED LIGHTING 
Lights under integral modern can- 
opy furnish brilliant illumination for 
dial face, entire front and back of 


dispenser and part of the island. 


The new SMITHway Gasoline Dispenser 
offers you brilliant new beauty and proved 
with styling in 


keeping with modern station design and 


ability to handle today’s more powerful 


gasolines. Before you buy dispensers be sure 
to see the NEW SMITHway. Write for 


Bulletin 171. 


yy 
Ww 
Through research haf Will} ...a better way 
2 


@ a 
. © 8 F. © 8. 7 3 
METER PrRoouwect s 


Factories: 5715 Smithway St., Los Angeles 22, Calif.; P. O. 
Box 500, Succasunna, N. J. Offices: Atlanta, Chicago 7, 
Houston 20, Los Angeles 22, New York 17. Canada: Toronto 
12, Vancouver 1. International Division—Milwaukee 1, Wis. 
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Take a look at these 
OUTSTANDING 
FEATURES: 


Better Visibility—Thanks to overhead 
lighting, computer numerals are not 
recessed. Instead, they are placed close 
to glass and are clearly visible even at 
extreme angles. Broad dial face is trimmed 
with stainless steel. 





More Advertising Space—As much as 
38% more space provided for advertising 
slogans and decals. And it’s always under 
full illumination, right at point of purchase. : 


Self-Purging A. O. Smith PM-2 Meter— 
Remarkable A. O. Smith PM-2 Meter is b 
doubly-guaranteed to give you years of 
service. First —a full 2-year guaranty. : 
Second — a $15.00 replacement plan. j 


Dual Purpose Hood — The smartly styled 
hood not only conceals lights for this self- 





illuminated dispenser but also protects dial 
face against poor visibility in rainy or 
snowy weather. 


Durable Scuff Plate —Large scuff plate is 
handsomely formed of stainless steel, 
stands up against nozzle banging and 
eliminates unsightly scratches and paint 
chipping. 

Easy to Keep Clean — Bonderized, baked 
enamel finish — equal to that on highest- 
priced motor cars. Easy to keep clean with 
only normal care. 


The new SMITHway Dispenser is only 57 inches high and 
its base measures 17” x 24”. Connections and hold-down 
bolts are located on the same spacing as most conventional 
models, making change-over installations easy. It is equipped 


with an outside hose retractor for a 13-foot length of hose. 
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VALUE PLUS 


AIR COMPRESSORS 
AIR METERS LIFTS 


ROLL-ON LIFTS. Full 
hydraulic operation 
with plunger solidly 
supported on column 
of oil, or semi-hydraulic 
if preferred. Frame lifts 
and free-wheel models 
also available. Built 
to most rugged 
standards. 


AIR METERS. ‘Pres- 
sure-Guide” for tire 
pressures of the 21 
makes of cars. Lights 
up for night service. 
Wall or post mounting 
(bracket furnished) ... 
without ‘’Pressure- 
Guide” if desired. Pre- 
cision-built for trouble- 
free performance. 


You can make no wiser investment in serv- 
ice station equipment than Gilbarco. Every 
Gilbarco unit benefits not only from ad- 
vanced design and engineering, but also 
from long-wearing components that pay 
off in lessened maintenance and extra 
years of service. In Gilbarco air compres- 
sors, for instance, such components as 
Lynite connecting rods, tapered Timken 
roller bearings, and mirror-honed cylin- 
ders provide not only better performance, 
but better performance longer. 


Remember that when you specify Gilbarco, 
you're specifying VALUE PLUS in every 
unit of service station equipment. 


Gilbert & Barker Mfg. Co. + - 
Fai ae 


West Springfield, ro ! rv YS 


, mare 
Mass. ; Mt most motes 0 i 
“8s oynaps, mk o 
an FF 


Canada s SS er“4 


Toronto, 





Now! Supet-efficiency with Economy 


Tr The new 
fa GG 


© Operate at any elevation 
from 10° horizontal to 
vertical 


© Shockless loading valve 


© Remain in loading posi- 
tion automatically 


© Regain out-of-service 
position automatically, 
without shock 


e Feature highest quality 
fittings 


Also available in Type 
683 for direct mounting 
to overhead tanks or 
piping. Call or write for 
complete information on 
faucets, valves, loading 
assemblies, vents and 
fittings. 


ow 
erm 680 


LOADERS 


— THE MOST ECONOMICAL SPRING- 
BALANCED ASSEMBLY EVER OFFERED 
TO THE INDUSTRY. WHEATON Type 680 
series loaders operate at any desired angle of 
elevation from 10° above horizontal to verti- 

cal. They remain in the tank manhole dur- 

ing loading without being held down and 
elevate automatically from horizontal to 
out-of-service position without shock. 

All fittings are standard to assure long 

wear and ease of maintenance. Swing 

joint seals are replaceable without 

breaking threaded connections. 

Inlet sleeve of double swing joint 

can be furnished with male 

thread, female thread or 

flanged connection. The most 

flexible and economical 

loaders offered to the 

oil industry. 








Manviactured also by 


EMPIRE BRASS MFG. CO., LTD., LONDON, ONTARIO, CANADA 


4ee ad EAT (é | EMCO BRASS MFG. CO., LTD., WESTWOOD INDUSTRIAL 
ESTATES, RAMSGATE ROAD, MARGATE, KENT, ENGLAND 


WORTHINGTON S.A. (MAQUINAS), RUA SANTA LUZIA, 685, 


BRASS WORK. RIO DE JANEIRO, BRAZIL, S.A. 


UNION, 


Represented in Mexico by 


NEW JERSEY MR. ENRIQUE A. TESSADA, 1510 PASEO DE LA REFORMA, 


MEXICO CITY, D.F., MEXICO 


DIisTRIsBUuUTORS PRE CHP as ea a 


ranscy: eae) rg 7 Fy net CT SPs 


ae ys f Bea Tete ad 


NATIONAL PETROLEUM NEWS °¢ April, 1955 





Let this tag help sell your 
premium line of 
batteries... 


ict 
prTer 80 
sunt ‘e9° 
pEEkt auBer® 


of 6 
pavcRON Oo ARAT Zi 
$ w 


qi & 


You slip this eye-catching salesman onto the TOMER OF THE ADVERTISEMENTS 

battery post easily and quickly. OF Peerless Separators HE HAS SEEN 

@ It dresses up the battery. IN THE SATURDAY EVENING POST. 

@ Tells the customer instantly that the bat- Send today for your free supply of these tags. 
tery has the best insulation available. It They announce, in the quickest, strongest 
can also be used as a price tag. way, that the batteries you sell are loaded with 
Gives the retail sales person more ammu- protection and long life. And read the U. S. 
nition to sell premium grade batteries. Peerless Separator ad, in the May 7 issue of 
THE TAG REMINDS THE CUS- The Saturday Evening Post. 


US UNITED STATES RUBBER COMPANY 


BATTERY SEPARATOR SALES DEPARTMENT - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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Top Performance 


A GENERAL MOTORS PRODUCT [cc A UNITED MOTORS LINE 








DISTRIBUTED BY WHOLESALERS EVERYWHERE 
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Makes Em Top Callers 


DELCO-REMY IGNITION CONDENSERS HAVE 
WHAT IT TAKES TO DELIVER TOP PERFORMANCE 
ON THE JOB. THEY’RE SUPERIOR Sx ways—THE 


RIGHT REPLACEMENTS IN MILLIONS OF DELCO- 





REMY EQUIPPED CARS AND TRUCKS. 


@) Correct electrical capacity is assured by precision automatic winding and 
100 per cent testing. 


Ultra-high resistance to voltage breakdown is assured by premium-grade 
extra-thick insulation, special impregnant, and automatic overload testing 
of the winding of every condenser. 


Maximum insulation resistance is secured by hours-long impregnation of 
winding under vacuum and rapid assembly in a humidity controlled plant. 


Low series resistance is built in and maintained by solder-free, spring- 
loaded, vibration-proof, internal electrical connections to the winding. 


Hermetic seal preserves original electrical characteristics and protects 
internal assembly against moisture, oil, and vapors. 


Maximum durability for long, trouble-free life is assured by steel container, 
plastic cable insulation, oil resistant seal, and secure vibration-proof, 
spring-loaded internal assembly. 


Delco-Remy original equipment condensers for every replacement need 
on Delco-Remy ignition systems, old or new, are readily available every- 
where through United Motors distributors. 


COPYRIGHT 1% DELCO ¥ DIVISION, GENERAL MOTORS CORP 


Delco-Remy 
WhurderVokt 


ELECTRICAL 


/ 


DELCO-REMY e DIVISION 
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RUTLEDGE “T” LIGHTS 


THE ORIGINAL IN ALUMINUM CONSTRUCTION 


BETTER : 8 DONT WAIT 
LIGHTING ore a) SEE 


MEANS & ait 
we BY RUTLEDGE 
GREATER tills ay . | | NOW 


PROFITS 


THE BEST QUALITY “T’ LIGHTS BEING BUILT 


ATTRACT PROSPECTIVE 
Se CUSTOMERS TO YOUR ISLANDS 
—USE RUTLEDGE “’T’ LIGHTS. 


CHOICE OF SIX DIFFERENT 
TOPLIGHT STYLES AVAILABLE. 
Model 9606-A 15° Angle with 5 Toplights plbrpncn sor Pages pone 


MANY ADVANTAGES:  ‘SHARGE. 


. Five Year Paint Job 


- Aluminum Construction O 
Lighter Weight om Q € 


ee 





Easily Installed 

. Fully Assembled 

. Single Pin Tubes iT] 
ETL Labelled Ballasts 

. Heavy Duty Ballasts 

. Completely Serviceable 
No Rust 


Model #4806-A 15° Angle with 3 Toplight 
Model 4806 Flat odel # ngle wi oplights 


RUTLEDGE HAS DONE 
IT AGAIN—REDUCED _: 
PRICES—SEND FOR 


YOUR NEW LOW COST. , 2 bh ; 
Model #9606 Fiat 


RUTLEDGE FLUORESCENTS CAN BE FURNISHED IN MULTIPLE 12-16-20-24 FOOT UNITS 


RUTLEDGE EQUIPMENT COMPANY 


334 Bivd. Of Allies, Pittsburgh, Penna. 
MANUFACTURERS OF A COMPLETE LINE OF SEALED BEAM FLOODLIGHTING 
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HERE'S WHERE YOU Ger 


Complete Spring 
J ° 
Change-Over Service 
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GOOD BUSINESS AHEAD! 


New, Different, Powerful, D-X 
Advertising Can Sell For You, Too 


Posters, television, newspapers, radio, painted 
highway bulletins, dramatic station display 
material, and all forces of modern selling will 
soon back D-X Distributors and D-X Dealers 
to make 1955 a record sales year. 


Millions will learn about the famous D-X 
upper-cylinder lubricant in D-X Lubricating 
Gasolines which sell at no extra cost. Millions 
will see and hear the challenge of the money- 
back guarantee behind all D-X products. Mil 
lions will switch to D-X—with increased sales 
and profits to all who fly the D-X Fiag! 


Get all the details about a profitable 
Franchise. Mail coupon TODAY 


Mid-Continent Petroleum Corporation 
Box 381 
Tulsa, Oklahoma 


Please send me complete information about the 
D-X Franchise 


Name 
Street Address 


City Zone 


MID-CONTINENT PETROLEUM CORPORATION 
TULSA, OKLAHOMA 


Waterloo, lowa 
Chicago, Ill. 
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Terre Haute, Ind 
Minneapolis, Minn 


Omaha, Nebr 
Madison, Wis 
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INTRODUCING: 
A true multipurpose 
additive which sets a — 


| new standard of gear 
lubricant performance. 























MONSANTO 


CHEMICALS ~ PLASTICS 





SERVING INDUSTRY. WHICH SERVES MANKIND 


A NEW DEVELOPMENT Santopoid 44 combines in one 
additive the best performance characteristics of several 


separate additives that are effective only in limited 


applications 


Santopoid 44, incorporated in quality base oils, meets 
increasing automotive demands for a Superior Multi 


purpose Gear Lubricant. 


1) HIGH SPEED—SHOCK LOAD PASSENGER CAR PROTEC- 
TION” Lubricants compounded with Santopoid 44 pro 
vide complete final drive gear protection under the 
most severe road test and laboratory conditions — not 
only in the SAE 90 grade but in the SAE 80 grade as well. 


Field experience proves Santopoid 44 suitable for 
proper protection of late-model high-output passenger 
car hypoid gears. 


2) HIGH-TORQUE TRUCK AND BUS PERFORMANCE— 
Field experience proves Santopoid 44 gives better high 
torque, low-speed protection without compromising 
superior high-speed performance. Heavy equipment is 
protected even when performing the most severe off 


highway service. 


3) LUBRICANTS CONTAINING SANTOPOID 44 MEET CUR- 
RENT MILITARY SPECIFICATIONS With this true multi 
purpose additive, lubricants pass all current military 
requirements for Homogeneity, Miscibility, Compati 
bility, Storage Solubility, Copper Strip Activity, and 
greatly exceed performance requirements. 


Monsanto also produces these other quality additives for 


the petroleum industry 


Pour point depressants Corrosion intubitor for distillate fuels 
Motor oil antioxidants sludge inhibitor for fuel oi 

Viscosity index improver Cutting oil additive 

Gear lubricant additives Inhibitor detergent combinations for 


Motor oi! detergents premium and heavy-duty service 


WRITE TODAY for full technical information on 
Monsanto Santopoid 44 tt MONSANTO CHEMICAL 
COMPANY, Organic Chemicals Division, Box 478-F-3 
St. Louis 1, Missouri. 


opoid: Keg. t 





Kellys make the NEWS! 


4 
i 4 
Tt 


*» 


SUPERLATIVE KELLY CELEBRITY KELLY PRESTIGE TUBELESS 


premium nylon cord, tubeless safety! great new safety bargain! 








3 SS 


fF 


KELLY SUPER ARMOR TRAC KELLY ARMOR TRAC 
rayon or nylon for highway trucking! dependable quality, low price! 
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You make the SALES! 


Kelly’s Leadership Line of new products, 


Selling Kelly Tires is 2 bood Business: 


Ome 


Low ¢ 


new selling features can build profitable volume for you! 


Today, any tire dealer who stays ahead of his 
competition must have an up-to-the-minute 
line of products to bring in enough volume for 
worthwhile profits. 


That’s exactly why it’s so much easier to get 
in front of the selling parade, when you're 
handling Kellys. 


The tires you see on this page are typical of 


the entire Leadership Line. They all carry the 
high acceptance of one of the great names in 
quality tire-building. And they all give you 
something new—new benefits, new features, new 
values—to sell! 


s 
ost whitew all 


Axe 


—_ : 5 ’ 


elgaes 





on atmisnicllise tht: 


Mem 8 .. F 


ECONOMICAL KELLY CRUISER 





cushion or regular, white or blackwall! 
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The completeness of the Leadership Line is 
important, too. You get pace-setting products 
in every price bracket for every type of vehicle. 
You can build volume for profits in all three 
departments of the tire business—retail, com- 
mercial and associate dealer. 


More than that, as a Kelly Dealer you'll get 
powerful national advertising support and close 
personal cooperation in building your business. 
Certainly, a Kelly Dealership is an opportunity 
you should know more about. Write us today. 
The Kelly-Springfield Tire Company, Cumber- 
land, Maryland. 





_ 


SELL A COMPLETE LINE! 





quality tires for every vehicle on the road! 





IN PETROLEUM (Oil and Gasoline Additives) 


IN SURFACE COATINGS (Paint and Shellac) 


Enjay helps move 
products fast 


More and more industries in the petroleum, surface coating and 
chemical fields are relying on Enjay to help move their products 
fast. For Enjay supplies them with a complete line of uniform, 
high quality petroleum chemicals that assure dependable product 


performance and proved results. Enjay is also ready to assist 
you in developing new or improved products through chemistry. 
For petroleum chemicals backed by 35 years research, experience 


and know-how, nezt time, call on Enjay. 


Enjay Company, Inc. . 15 West Sist Street, New York 19, N. Y. 
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IN CHEMICALS (Rocket Fuels) 


PETROLEUM 
PARANOX 
PARATONE 
PARAFLOW 
PARAPOID 
PARADYNE 
PARATAC 
PETROHOL 

Methy! Ethy! Ketone 
Dewaxing Aid 

Ethy! Ether 
tsopropy! Ether 
Reference Fuels 


SURFACE COATING 
PETROHOL 91 

PETROHOL 95 

PETROHOL 99 

JAY 

Secondary Buty! Alcohol 
Secondary Buty! Acetate 
Isopropy! Acetate 

Acetone 


Methyl Ethyl Ketone 
Dicyclopentadiene 

Ethyl Ether 

1s0-Octyl Alcohol 

Decy! Alconol 
Denatured Ethy! Aiconol 


CHEMICAL 


cohol 
Denatured Ethy! Alcohol 
Tridecy! Alcohol 


Ethy! Ether 
Isopropy! Ether 
Tetrapropylene 
Tripropylene 
Aromatic Tears 
Benzene 


Acetone 
Methy! Ethy! Ketone 


35 sguccesstul 
years of 
leadership in 


serving industry 
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Plans for a national campaign to promote heat 
ing oil have been sidetracked by the creation of 
Oil Heat Market Reports 
ing oil’s fight against natural gas and other com 


[his means that heat 


petitive fuels will continue to be waged on a 
regional basis. 

Oil Heat Market Reports 
vidual refiners, will survey markets to determine 


subsidized by indi- 


the competitive outlook for heating oil in each 
On the basis of these reports, promotional cam 
paigns may be undertaken in those regions. Be- 
cause the objective is to strengthen heating oil in 
areas where it shows well competitively, it appears 
doubtful that a national campaign as outlined by 
the National Oil Heat Council will be staged in 
the near future. 

The successful campaigns being waged in Mary- 
land and Greater Philadelphia demonstrate that 
heating oil can defend its business on a regional 
basis. The large-scale promotion campaign antici- 
pating the natural gas invasion of the Pacific 
Northwest reflects a confidence in ability to com- 
pete successfully. 

In areas where natural gas has taken most of 
the business away from heating oil, the distribu- 
tors gave up without trying hard. They 
reluctant to support defensive efforts that cost 


were 


money. 


of finding ways to trim distribution costs, they 
might well consult the oil industry. 

They could get some good information, for the 
asking. 

AFL Teamsters announced that it would sup- 
port a nonprofit research organization, known as 
the Economics of Distribution Foundation, to 
seek ways of getting farm and factory goods to 
the consumer more efficiently. Private corpora 
tions will co-operate with labor in this undertaking 

An AFI 


costs more to move an orange from a New York 


Teamsters economist noted that it 
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Helping Themselves to Help Themselves 


In Philadelphia, dual-fuel distributors are the 
heaviest contributors to a hard-hitting promotion 
campaign aimed at keeping business away from 
natural gas. They account for 85° of the money 

In most cases, the dual-fuel companies started 
as coal merchants, then took on heating oil when 
the latter began displacing coal. Grim experience 
taught them how bitter it is to see a competitive 
fuel take away one’s business. They don’t want to 
go through that again, so they're stoutly resisting 
natural gas. 

Many heating oil distributors who haven't had 
that experience feel less concern about natural gas 
And apparently many of them are reluctant to 
support any promotion campaign in defense of 
their business. 

Skepticism, indifference or defeatism may in 
duce this attitude. 

Recent developments make it clear that oil heat 
distributors will have to depend on their own 
regional efforts to buck competitive fuels. And 
these regional efforts need the support of heating 
oil as well as dual-fuel men. Or they all may 
undergo the bitter experience of watching a com 
petitive fuel take their business away 

(For details on Oil Heat Market Reports, see 
page 132; and for the story of the Greater Phila 


delphia drive, see page 119.) 


Experience for the Asking 


When the AFL Teamsters begin their project 


wholesaler to a New York housewife than it does 
to grow, grade, pack and ship the same orange 
from California to New York. 

In the oil industry, some of the significant de 
velopments have been efficiencies in distribution 
Three principal ones have been: refinement of 
direct delivery, expansion of products pipe lines 
and the installation of new marine terminals. Con 
sequently, the average haul in most parts of the 
country seldom exceeds 50 miles 

Over the years, the price of gasoline has been 
fairly constant compared with other commodities 
Distribution efficiency has been a factor 
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Be sure of lasting neatness at the pumps— 
Order uniforms made with ORLON 


Like courtesy and service, appearance contributes to the impres 


sion your men make on a customer. And uniforms made with 
“Orlon” assure a businesslike look that’s a credit to your man 
agement, With uniforms of “Orlon’’, neatness lasts... they hold 
a press through muggiest days, 

With these uniforms, you save on replacements and mainte- 
nance, too, As one attendant says: “Uniforms made with ‘Orlon’ 
sure can take it—they outlast any other type of uniform we've 
ever used.”’ That's because “Orlon’’ acrylic fiber resists battery 
acids, And it makes upkeep simple and economical. Regular 


weight, year-round uniforms made with “Orlon” are washable 


Above: Washable uniform of 90°, “Orlea’’ and 10% rayon, made by Topps Manvtacturing Co., Inc., Dayton, Ohio . 


under proper conditions. Check washing instructions supplied 
with each garment. Uniforms made with ‘Orlon’’ iron easily 
and quickly, too. 

Lasting neatness and economical upkeep of these uniforms can 
pay off for you. For more facts about uniforms made with “Orlon”’, 
see your local supplier or drop 
us a line for free folder. Du Pont 
Company (Dept. 4S), Room 2522, 
Nemours Bldg., Wilmington 98, 
Delaware. 


4 u 6 vat orf 
BETTER THINGS FOR BETTER LIVING 
. « « THROUGH CHEMISTRY 


Du Pont mates fibers, not fabrics or uniforms 


“Orlon” ie Du Pont's registered trade-mark for its acrylic fiber 
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only MA cab-forward design _ 











Twelve inches shorter overall length than 
other C.0.E. designs . . . Up to 50 inches 
shorter than conventional types . . . Saves a 
foot in overall length for any given size body 
or tractor-trailer combination . . . Permits 
a foot longer body for same overall length 
as other make C.0.E.’s, 











b) _GREATER MANEUVERABILITY — 


Shorter turning diameter . . . Easy steering 
... Simple, convenient controls . . . Better 
ability to get in and out of tight quarters 
... Easier handling in heavy traffic . . . For 
example, with cab-to-rear-axle dimension 
of 814%” turns can be made in a 34-ft.- 
diameter circle. 


Built in sizes from 20,000 Ibs. to 28,000 Ibs. G.V.W. as straight 


t ks, d t torin the 40, “23, .G.C.W. ° P : : . ‘ 
rucks, and as a tractor in the 40,000-53,000 Ibs. G.C. W. range Light chassis weight consistent with Mack 


quality standards, plus basic design that 
puts more of the chassis weight on the 
front, permits maximum payloads... . 
Greater bulk capacity, too, because of 
compactness. 





_ [best fills all 10 basic C.0.E. requirements 

















EASY sepyici®® 


Usual every-day servicing 
is accomplished without 
raising cab . . . Engine is 
clean — requires no time- 
consuming, complicated 
service work on cluttered 
accessories . . . With cab 
locked in raised position me- 
chanic can reach the com- 
plete engine from one posi- 


ORivER ComFo®® | | tion with no lost motion. 


Improved seats and driver's posi- 
tion in a wide-door cab that’s in- 
Sulated, fully ventilated, easily 
heated, and fume-proof.. . Low, 
wide step... . Easy entrance and 
exit no body contortions getting 
in and out behind the wheel 
Counterweight-type windows no 
cranks to turn. 








You get both in) Mack Cab-Forward Picture-window cab that really puts the 
“DPD” Series. They’re truly modern —with driver in the ‘‘driver’s seat’’—a C.O.E. 
eye-catching distinetion. That’s the first cab that permits a driver to get in and 


thing you notice about these sensational out without contortions. 
new units. , 
And—of great importance to you as an 
But—take a deep-down look at what’s owner—in terms of low maintenance and 
underneath. You'll find broad shoulders low operating costs, there’s nothing com- 
there—the rugged construction that for plicated about these great new trucks. 
more than half a century has been the No intricate levers or shifting mechanism 
hallmark of hard-working Mack trucks no troublesome surge tanks for cooling 
... A conventional chassis throughout... 
You'll see smart engineering throughout And an engine that’s entirely free of 
cluttered accessories. 
The revolutionary new Verti-Lift ‘raise 
type” cab—up and locked in seconds Yes—any way you look at them—and it 
exposing all engine and front chassis Willpay youtotakea good look—you'll see 
parts for quick and easy servicing. trucks that mark a new concept in C.O.EF. 
design —trucks that are the ultimate both 
Compact design—to give you shortest in styling and in engineering. See them 
overall length or extra bulk capacity. at your Mack branch or distributor. 


vides full re ( lenpine 1 fre hassis 
parts, IVs the working ata beoch with | MACK TRUCKS 
FOOT GHG S108! | EMPIRE STATE BUILDING, NEW YORK 1, N.Y. 
IN CANADA: MACK TRUCKS OF CANADA, LTD. MONTREAL, TORONTO 
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What it Means 


@ Eventually the biggest change 
will be in automobile fuel—tur- 
bines have been operated on 
everything from sewage gas to 
gasoline. 





HTN OG 


AUTOMOTIVE TURBINE is mounted in a 1955 Plymouth production model 


Gas Turbines—How They 


crane, ince eee | Can Change Oil Marketing 


the casualties. 


by HOLGER RIDDER 
N aN / “ “ , d “ 

@ Motor oil probably will be- , iutomotive Editor 
come a minor part of station sales : oe 
and oil changes will drop to « UTOMOTIVE GAS turbines can 
fraction of today’s volume. be powering cars on the nation’s 
highways in 1960. By 1970 turbines 
can be in large-scale production and 
the piston engine can be part of auto- 

@ Stations may be selling and motive history. 
sorvicing fuel neszics end turbine In 20 years—by 1975—there could 
wheel blades. The turbine’s simple - 
forward-reverse transmission may 
bring a new type of lubricant and on the road and the face of oil mar- 
changes in tr ission service. keting will have changed. 

This forecast is based on the find- 
ings of a six-month study by NPN 





be 62 million automotive gas turbines 








April, 1955 * NATIONAL PETROLEUM NEWS 


that included interviews with 18 top 
automotive and oil industry engineers 
and research directors. Information 
was Obtained from confidential oil 
company research reports and was 
checked with automotive gas turbine 
men for accuracy 

More than 80% of the automotive 
and oil industry engineers interviewed 
believe gas turbines will power pas 
senger cars—certainly trucks and 
buses—within 10 years. More than 
half predicted that gas turbines will 
appear first in passenger cars in five 
years, and eventually will replace 


45 





fj industry news 


today’s high-compression piston en 
gines. 

Oil company opinion, like that of 
automotive men, varies widely on the 
how” and “when” of gas turbines 
Of 14 oil companies interviewed, eight 
see the gas turbine in action by 1960 
Four others vote for 1965, one “didn’t 
know” and one company said “never.” 

Ihe oil companies’ prediction for 
large-scale production lines up this 
way: One company expects it in 1965, 
five believe it will come in 1970, six 
think it is a long time off, one didn’t 
know and one company believes it will 
never come. Oil company thinking 
parallels that of automotive turbine 
men who see a future for turbines in 
passenger Cars 

Chrysler and Ford, who seem to 
have made the most progress in tur 
bines, are firm in the belief that gas 
turbines for passenger cars are inevi 
table and possible within the next 10 
years, General Motors sees the first 
practical application of turbines in 
trucks and buses, and that some time 


off 
IMPACT ON MARKETERS 


At the marketing level, the coming 
of the turbine will mean largely a 
change in the type of oil products 
handled, with a drop in the sales of 


some, an increase in others and per 
haps the addition of completely new 
items. 

It doesn’t look as though the auto 
motive turbine will demand a_ third 
grade of fuel. 

Both at Ford and Chrysler the 
thinking is that when the turbine is 
introduced, it should be able to oper 
ate on available fuels. This probably 


would mean regular-grade gasoline 


[here may be cases where some mar- 
keters will make kerosine or distillate 
available at their stations in order to 
capture new customers with turbine 
cars by selling a “real turbine” fuel. 

But by 1970, maybe sooner, a spe- 
cial turbine fuel is almost a certainty. 
Even then, it may not involve a third 
grade of fuel, for this reason: 

Auto manufacturers are stumping 
more and more for one grade of fuel 
to handle all cars. It has been pre- 
dicted in some quarters that by 1960 
the compression ratios (and octane re 
quirement) of low-price high-price 
cars will be the same, so only one 
high-octane fuel will be needed. 

If that is accomplished, it will be 
easier for oil companies to produce 
and market a turbine fuel. This, in 
effect, will extend the life of the two- 
fuel system for at least another 10 to 
15S years 

It is possible that the turbine, as it 
is developed and improved, will de- 
velop the same appetite for two grades 
of fuel as did the piston engine. 

And the refiner several years from 
now may be getting more motor fuel 
out of a barrel of crude than he does 
now 


THE SERVICE STATION 


Whether one or two types of fuel 
are needed, the service station will re- 
main the place where customers re- 
fuel 

Instead of trying to promote pre- 
mium gasoline sales as he does today, 
the station operator may find himself 
having only one grade of gasoline and 
one grade of turbine fuel to sell. His 
problem will boil down to selling gaso 
line to piston engine owners and tur 
bine fuel to turbine owners 
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However, once the transition is 
completed, he may face a problem of 
selling quality. Since turbine fuel, un- 
like high-octane gasoline, may have 
few quality features, the station oper- 
ator may have to build business on 
service. 

There is considerable speculation 
on what advertising approach will be 
made to encourage brand preference. 
With no octane requirement, what 
will be substituted for claims of the 
highest octane fuel on the market? 

Lubrication—The motor oil market 

whether synthetic, as some think 
turbines will need, or petroleum base 

will be lessened. Oil changes will 
drop sharply. Oil ratio reports will 
lose their significance completely. 

Upper cylinder lubricants, special 
motor oil and gasoline additives prob- 
ably will find a small market with 
turbines. Chassis lubrication can be 
expected to continue about at today’s 
level. 

Changes for TBA—The TBA mar- 
ket will undergo some changes, in- 
volving loss of some markets and ac- 
quisition of others. A sharp reduction 
in sales may come for some items, and 
still others will be completely new 
products and services. 

The tire and battery market prob- 
ably will be unchanged, except as af- 
fected by the growing number of cars 
on the road. There will be a diminish- 
ing need for spark plugs. Sales will 
drop as turbines increase in number. 
The same situation probably will hold 
true on spark plug cleaning 

rhe turbine as it looks now prob- 
ably will not have an oil filter. Oil 
filter sales will drop off and may even- 
tually disappear. There is always the 
possibility that continued turbine re- 
search may reveal the need for an oil 
filter of some sort. 

The turbine has no radiator, so anti- 
freeze sales will dwindle to nothing 
after a long period. So will the need 
for rust inhibitors, thermostats, fan 
belts and water pumps. 

New Tasks for Dealers—While the 
gas turbine may eliminate some serv- 
ices it probably will create the need 
for new ones. 

It may be that fuel nozzles will 
need replacing or adjusting. Right 
now it looks as if service station 
mechanics could handle this job. This 
job would be comparable to engine 
tune-ups, 

If carbon deposits become a prob- 
lem, the proper training and right 
equipment may make it possible to 
adapt the rice or walnut-shell tech- 
nique for blasting out regenerator or 
combustor deposits. 

Installation of replacement blades 
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is another possibility for turbine serv- 
ice. 

Because the transmission will be 
simplified compared to today’s auto- 
matic transmission—perhaps only for- 
ward and reverse—there may be a 
change in type of lubricant used and 
the manner and frequency of service 


TRANSITION PERIOD 


A 100% transition from pistons to 
turbines probably will take 25 years 
Even the most optimistic estimate 
places it 15 years away. Whichever is 
right, the oil industry will have from 
5 to 10 years longer to make the 
change than will the car manufacturer 
and his supplier. 

There is agreement in automotive 
circles that a turbine, once proven 
practical and acceptable to the public, 
will signal a rush of all car and truck 
manufacturers to build turbines. As- 
suming turbines first appear in spe 
cialty cars by 1960, there will follow 
at least two years of testing the tur 
bine market and ironing out produc 
tion problems. 

Once the pilot stage is completed, 
about three years must be allowed for 
tooling and building plant facilities for 
the first mass-production turbine. That 
brings us to 1965. 

Even then it is not expected that 
car makers will switch entirely to tur- 
bines. This may take another five 
years, with piston engine production 
continuing at 50 to 75% of total out- 
put, the percentage dwindling in direct 
ratio to public acceptance of the tur 
bine. 

[he most optimistic see the com 
plete shift achieved shortly after 1965 
Ihe more conservative think it will be 
closer to 1970 

The supplier of piston rings, valves 
carburetors, oil filters, fan belts, and 
other parts of the conventional engine, 
is faced with about the same schedule 
as the car manufacturer. In 
cases it will mean his products no 
longer will be needed for the new 
power plant. His only market will be 
in replacement and that will last only 
until the transition from turbine to 
piston is completed, probably 20 to 
25 years. During that period his mar 
ket will dwindle steadily. 

For other parts suppliers, like the 
spark plug manufacturer, his product 
will still be needed, but in a drastically 
reduced quantity. The turbine needs 
only one plug (for starting) and it lasts 
the life of the engine. Most of today’s 
engines take eight plugs at frequent 
intervals during the life of the car. 

Because the turbine is less complex 
in design, mostly because it has fewer 
moving parts, the machine tool indus- 


some 


try also Can expect a drastic change 
in their market 


IMPACT ON REFINERS 


Even if piston engine production 
ceases 15 years from now, there will 
be another 10 years during which 
high-octane gasoline will be needed 

furbine men would like to see a 
straight-run, unleaded gasoline avail 
able for the first turbines 
they will compromise on available 
gasolines until the volume of turbines 
warrants a special turbine fuel. Best 
guess is that this will come between 
1965 and 1970 

Turbine fuel may be either a wide 
cut gasoline, or a mixture of straight 
run gasoline and distillate. This means 
less product refinement, lowering fuel 
production costs. The need for lead in 
the fuel will disappear. However, as 
the turbine develops, it is entirely pos 
sible other types of additives may be 


However, 


needed. 

Over-all, capital expenditures for 
refinery equipment are expected to be 
less for making turbine fuels than for 
gasoline. But no refiner today need 
worry that his present equipment, or 
that installed in the next few years, 
will become obsolete before he has 
time to write off the investment. 

Lubricant Needs—Currently there 
is mixed Opinion on the type of lubri- 
cant the turbine will need. Some say 
it will have to be a synthetic product, 
others insist that a petroleum base oil 
with proper additives, can do the job 

If an additive-improved motor oil 
will do the trick, it’s a matter of de 
veloping the right additive, but retain 
ing present lube oil producing facili- 
lies. 

If it’s a synthetic lubricant, then a 
more-drastic change in refinery equip 
ment and needed 
Though synthetic lubricant manufac 
turing equipment is not common, re 
finers have the know-how to produce 
it 


procedures is 


PISTON ENGINES 


Right now it looks very much as if 
automotive piston engines will be in 
the minority 20 years from now 

Piston engine advocates contend the 
piston engine has a long way to go yet 
They point to 
the 12:1 engine as still far ahead but 
definitely coming. As more improve 
ments are made, they say, the advent 
of the turbine will be delayed for it 
must be competitive with, or better 
than, the piston engine before it can 
invade the automotive field 

One oil company source says that 
even in the commercial aircraft field 


and is being improved 
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piston engines had a long useful life 
ahead. He added that gas turbines for 
commercial aircraft probably would 
be a long time coming 

Turbine men claim the turbine to 
day is as far advanced as the piston 
engine was 50 years ago. With : the 
current rate of research and develop 
ment, the turbine will rapidly over 
take the piston engine and eventually 
bring its demise 

\ ( Raviolo, 


car engineering director, makes this 


Lincoln-Mercury 


observation 
“The most remarkable facet of the 


postwar scene has been the acceler 


ated, almost exploded, rate of techni 
cal development. Five years ago the 
extent and rate of horsepower in 
crease, predicted by trend, showed far 
less for 1960 than that which we al 
ready have. . .. The company ofr 
laboratory, or even individual engi 
neers, who devote their time and effort 
to polishing the status quo are going 
to be rapidly left behind. 2 

Again, opinion seems split on the 
basis of who has an efficient turbine 
regenerator unit and who hasn't; who 
believes one has been developed and 


who doesn't 


PROBLEMS 


Ihe problems of producing an auto 
motive gas turbine are fewer than they 
were five years ago, or even last year 
But many serious obstacles remain 
and they are not being minimized 

Acceptance of an automotive tur 
bine depends on 

Ihe cost to produce it 

Its selling price 

Performance in comparison to 
piston engines 

General sales appeal to the 
public 

Production and operating costs of 
gas turbines must compete with piston 
engines if the turbines are to get a 
significant portion of the market. Tur 
bine proponents seem to believe tur 
bine production costs can be about the 
same as for piston engines when mass 
produced. And the operating cost to 
the owner of a regenerative turbine 
will compare favorably with piston 
engines, it is believed 

Among more important obstacles to 
overcome are the need for costly criti 
cal materials and the need for preci 
sion-measured manufacturing toler 
ances for many turbine components 
to enable mass production 

Safety—Another subject, which so 
far has received little comment, is the 
one of safety. Turbines, at their high 
rate of speed, have been known to fly 
apart. What needs to be done to assure 
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the safety of the turbine owner? Per- 
haps that will involve design that will 
rob the turbine of some of its size and 
weight advantages. 

Then there is the matter of testing 
procedures by the manufacturer. Will 
automotive gas turbines require the 
elaborate kind of turbine test cells 
now in use? How many will be needed 
to satisfy testing requirements for a 
mass-produced engine? What standard 
testing procedure will be used? 

Braking Techniques—-Because the 
gas turbine affords no engine braking 
torque, conventional foot or hand 
brakes would prove inadequate. Sev- 
eral approaches to this problem have 
been advanced. These include electro- 
magnetic braking, fluid torque braking 
or similar devices which absorb power 
from the wheels of the car. While 
these solutions offer possible merit, 
refinements are needed for satisfac- 
tory automotive application. 

Once a practical automotive turbine 
is developed, its timing can be affected 
by the capital investment required to 
add a gas turbine production plant. 
With hundreds of millions of dollars 
spent to produce new engines for 1955 
cars, the question is, how soon will 
auto companies be able to invest sev- 
eral hundred more million to make 
turbine engines? 

One auto company executive told 
NPN that if a practical, mass-pro- 
duced automotive turbine is devel- 
oped, his company probably would 
invest the millions needed for new 
engine plants, even if their last engine 
conversion expenditure was not amor- 
tized. He said once the automotive 
turbine is produced, the flood gates 
will open and “everyone will jump 
on the bandwagon.” The fellow who 
is first stands to profit most from the 
first turbine-powered cars. 

The cost of setting up plants to pro- 
duce gas turbines is no small item. 
One automotive source said his com- 
pany probably would have to plan on 
spending about $120 million to build 
turbine plants. Each engine plant, he 
said, would need a foundry in con- 
junction with it. He points out, 
though, that these costs were “strictly 
off the top of my head,” since so little 
is known at this time about what a 
turbine plant will involve. 


WHERE FIRST? 


Opinion among engineers inter- 
viewed points toward gas turbines for 
passenger cars, with truck, bus and 
other heavy duty application develop- 
ing as a natural by-product of turbine 
progress. But there is sufficient opin- 
ion that limits turbines to trucks and 
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buses so that this possibility can not 
be overlooked. 

Ford’s Raviolo, at an API Lubrica- 
tion meeting in Detroit, said: 

“Obviously, as piston engines get 
better the competition is tougher for 
the gas turbine to meet. The question 
is, when will it catch up? 

“I expect that the gas turbine will 
continue to look as if it is a long way 
in the future, until suddenly, almost 
unexpectedly, it is in production. It is 
entirely reasonable to expect to see a 
gas turbine in production by 1965 or 
sooner.” 

The more optimistic in the automo- 
tive gas turbine field advance this 
theory in support for the turbine entry 
in the passenger car field. 

Large volume passenger car output 
lends itself to lower turbine produc- 
tion costs than would be true in either 
the truck or bus field. This assumes, 
of course, that numerous metallurgical 
and production problems are solved 
in the next few years. 

George Huebner, chief of Chrysler’s 
central research division, is already on 
record as saying “automotive gas tur- 
bines will come as fast as we can make 
them come.” And he was thinking in 
terms of passenger Cars. 

Passenger car gas turbines are still 
Chrysler’s objective, but truck and bus 
turbines may emerge first as research 
and development progresses. 

Chrysler, and other automotive 
manufacturers with turbine projects, 
shy away from revealing their progress 
so far. But information compiled dur- 
ing this study indicates Chrysler has 
made greater progress in the last sev- 
eral months than might have been 
anticipated. 

Meanwhile, Chrysler's Plymouth 
with a turbine (now in a 1955 model) 
continues to build up mileage and 
service without any major engine or 
maintenance difficulties. Some of that 
service is known to have been in De- 
troit traffic. 

In January, the Society of Automo- 
tive Engineers heard A. H. Beaufrere 
reveal progress of gas turbine work 
done by his company. 

Beaufrere, Ford’s gas turbine de- 
partment manager, said, “The results 
of our research are encouraging and 
inspire us to accelerate our efforts in 
the development of the automotive 
gas turbine.” 

So far as is known Ford has not in- 
stalled a gas turbine in a production 
model car. But it is almost certain that 
Ford may soon have one. Ford, like 
Chrysler, seems to have developed a 
compact heat exchanger that will fit in 
a production car. 


General Motors, in its discussions 
with top oil industry research men, 
implies that it still considered its study 
of turbines only a part of an over-all 
study of different power plants and is 
not yet decided on applicability to 
cars, trucks and buses. 

It is no secret that GM is not sitting 
idly by. If it is behind Chrysler and 
Ford, it is a foregone conclusion that 
every effort is being made to catch up 
If and when gas turbines do appear in 
passenger cars, GM can be almost 
considered a sure bet to have one too 

One automotive engineer, who is 
not yet certain that a gas turbine can 
be made that will operate with as 
good fuel efficiency as today’s piston 
engine, told NPN that in spite of this 
disadvantage he feels passenger car 
turbines will come, and soon. 

“The fact that the turbine may use 
twice as much fuel as a piston engine 
will not prevent its introduction and 
acceptance. Look at the automatic 
washers of today. If someone 10 years 
ago had said we would have washers 
which used three times the hot water 
and twice the soap used in conven- 
tional washers, they would have been 
laughed at. Yet, today we have them 
and they are a household must. 

“I think the car customer will react 
the same way. He wants something 
new and the gas turbine will give it to 
him.” 

A gas turbine report prepared by 
eight second-year students at Harvard 
Graduate School of Business Admin- 
istration, based on interviews and 
published material on gas turbines, 
has this to say about automotive gas 
turbines. 

“The competitive spirit of the truck- 
ing industry will force manufacturers 
to develop commercially practical 
lightweight units (gas turbines) within 
a very short time. 

“The pleasure automobile of 1975 
will be designed around the passen- 
ger’s cabin and not the engine housing. 
The small gas turbine will be com- 
pactly hidden and the present day 
gasoline engine will have joined the 
vanishing steam locomotive. New 
automotive shapes will dominate the 
roads.” 


WHY A TURBINE? 

The potential advantages of an 
automotive gas turbine are many. It 
affords the engineer a small power 
plant capable of surpassing in horse- 
power anything of piston engine de- 
sign that will still fit in a car. The 
turbine’s fuel requirements are easily 
satisfied and there is evidence that 
turbine fuel economy will not only 
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equal but outdo any engine in cars 
today. 

Those who see no immediate future 
for the automotive gas turbine obvi- 
ously can see no reason for going to 
one. Their opposition is based mostly 
on the basis that turbine efficiency 
rests mainly on an efficient heat ex- 
changer (rapidly being referred to as 
a heat regenerator). This thinking is 
confined mostly to the automotive 
people who do not have a compact 
regenerator now, and oil industry men 
who doubt that Chrysler and Ford 
have come up with a practical regen 
erator for their turbines. 

Depending on how soon certain de- 
sign and production problems can be 
solved, or if they are ever solved, the 
gas turbine-heat exchanger combina- 
tion promises these advantages. 

Ihe turbine has fewer moving 
parts, weighs less for equivalent per- 
formance and simplifies the transmis- 
sion. Savings on size, weight and pro- 
duction of fewer parts, may largely, if 
not completely, offset the high-cost 
alloys needed for combustors and 
blades. There is a good chance—if 
certain basic problems are overcome 

that turbines can be made at the 
same cost as piston engines. 

Because the turbine is small, the 
body stylist is promised a fresh start 
in new styling conceptions. It may 
bring the dream car of tomorrow 
within easy grasp. 

Fuel is another factor. The sensi- 
tive taste of today’s high compression 
engines for high octane gasoline re- 
stricts the engine builder in how far 
and fast he can improve his engine 


TURBINE STATUS NOW 


General Motors, Ford and Chrysler 
are reluctant to discuss the status of 
their gas turbine programs. Chrysler 
has revealed the most, Ford next and 
GM data remains about the same as 
it was when the Firebird was intro- 
duced last March. On the basis of in- 
formation available, it looks as_ if 
Chrysler leads the field. Unconfirmed 
reports indicate Chrysler’s progress in 
the last year is encouraging enough to 
support a prediction that an automo- 
tive turbine may come within the next 
five years. 

Consensus of oil industry reports 
to top management on the automotive 
gas turbine status adds up about like 
this: 

Ford—Company is still studying 
design; has built and run one engine 
but is reluctant to discuss it in any 
detail. However, Beaufrere revealed 
in his SAE paper these facts. The 
Ford compressor is of the centrifugal 


type. The turbine is of the radial in- 
flow type and is provided with variable 
area nozzles. The heat exchanger ts of 
the regenerative rotary matrix type. 
General Motors—Several turbines 
have been built. Two have been shown 
publicly in the Firebird and the Turbo- 
cruiser bus. To date no turbine has 
been shown equipped with a heat ex- 
changer. However, company appears 
to be working on other developments 
but is reluctant to discuss them. 
Chrysler Corp.—Company has been 
working on an automotive turbine for 
at least the last five years and inten- 
sively the last year and a half. Its 
present turbine engine represents 
achievement of the first goal—an en 
gine that will operate with reasonable 
economy. Best available current infor- 
mation indicates several problems re 
main to be solved, such as noise; long 
starting time (about eight seconds); 
slow response to throttle; use of criti 
cal or expensive materials for parts; 
blowout of flame on 
formation of hard and soft carbon 
deposits in combustors; deposits in 
turbine or regenerator; odor of ex- 
haust; effects of fuel on performance; 
efficiency and durability; starting at 
cold temperatures; and effects of lubri- 
cants on performance and durability 
There are indications that at least 
some of these are on the way to being 
solved or have been licked already 


deceleration; 


One oil industry source told NPN 
that Chrysler's engine achieves about 
95% regeneration 


TURBINE OUTLOOK 


Oil industry sources sum up thetr 
interpretation of the automotive tur- 
bine outlook about like this 

Ford—Definitely interested in au- 
tomotive turbine development but not 
yet settled on basic design. They feel 
the turbine should be designed to op- 
erate on available fuels 

General Motors—The gas turbine 
study is only a part of an over-all pro 
gram of studying different power 
plants. No decision has been made yet 
on applicability to cars, trucks and 
buses. At least no decision has been 
made known. GM contends develop 
ment of a successful automotive gas 
turbine hinges on the design of an 
efficient and compact heat exchanger 
They seem to doubt that Chrysler or 
Ford have found the answer. 

Chrysler Corp.—There is serious 
interest here in turbines for passenger 
cars. They hope to develop a turbine 
with better fuel economy (up to 30 
miles per gal.), better performance, 
10% less weight and lower manufac- 
turing costs than for comparable pis- 
ton engines. They believe these goals 
are possible. Introduction to the auto 
motive market of a passenger car tur 
bine within five years seems to be an 
objective * 
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Oil Faces Challenge in Automotive Future 


| hontneygie HING technical ad- 
vances and a bigger, harder-to 
serve market will be automotive chal 
lenges to the oil industry as the 1960's 
approach. 

That’s the forecast that V. G 
Raviolo, Ford Motor Co. engineer, 
made before the API lubrication com 
mittee at its Detroit meeting. Commit 


tee members listened to Raviolo’s 


predictions and then held a question 
panel on fuel and lube 


and-answer 
problems in 1955 and other recent 
model cars 

Raviolo foresaw five 
changes likely to effect oil men during 
the next few years: 

Full-scale adoption of 10:1 com- 
pression ratio automobile engines by 
1958, calling for a heavy volume of 
100-octane gasoline. 

Single-grade fuel by 
with demand for 100-plus 


technical 


1960-62, 
octanes 
possible 

Introduction of a gas turbine in 
passenger cars by 1965 (see p. 00). 

Permanently sealed lubrication 
and coolant systems in five years. 

“Optional” equipment such as 
automatic transmissions, power brakes, 
and power steering to become stand 
ard on most cars before long. 

Raviolo cited the “exploded” rate of 
technological development in recent 
years as the big difficulty in anticipat 
ing petroleum needs, Innovations now 
come so rapidly, he said, that trend 
charts of the past will be almost use 
less in predicting the future 

Commenting more specifically on 
future developments, Raviolo pin 
pointed five areas of change: 

Rear Axles—Improved rear axle 
lubricants are needed right now, but 
permanent, factory-sealed rear axles 
are sure to come, 

Cooling Systems—Sealed systems 
are likely. Coolant will probably be a 
synthetic, Ethylene glycol or a silicone 
family synthetic could be used. 

Automatic Transmissions Should 
be standard in a few years. A higher 
VI oil Type A is desirable in the mean 
time. The product needs improved 
stability and more anti-foaming quali- 
ties. Noise must be lessened. 

Rear Suspensions Independent 
suspension is highly possible. 

Wheel Bearings Permanent-seals 
desirable, but must await development 
of better sealings. 

Power Devices—Power steering and 
brakes may soon be standard on all 
but low-priced cars. They may require 
a central hydraulic system 
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THE MARKET AHEAD 


Raviolo observed that technological 
improvements will create a bigger pe- 
troleum market, but he pointed out 
that it will be a harder market to 
satisfy. It will be power-conscious and 
acutely aware of the latest technical 
advance. 

According to Raviolo, the 1960 oil 
market will consist of 9% more fam- 
ilies, with a 22% higher income per 
family. Fifty per cent more families 
will be in the over-$5,000-a-year 
bracket. Seventy-two per cent will own 
cars, and in this group 12.5% will 
own two cars. The market will con- 
sume about 52 billion gal. of automo- 
tive gasoline per year. 


FUEL AND LUBE PANEL 


After Raviolo’s talk, a panel of five 
oil men and five from the automotive 
industry discussed fuels and lubes in 
current model cars. The panelists in- 
cluded M. D. Gjerde, Standard Oil 
(Indiana); Hugh Hemmingway, Pure 
Oil Co.; Leonard Raymond, Socony- 
Vacuum; Larry Grunder, Richfield 
Oil; R. E. Jeffrey, Shell Oil; C. E. 
Burke, American Motors; J. M. Camp- 
bell, General Motors; A. E. Cleveland, 
Ford Motor; J. M. Clark, Studebaker- 
Packard, and C. M. Heinen, Chrysler 
Corp. 

Here’s the way the panel answered 
some of the questions. 

® New models and design changes 
create new lubrication problems. With 
hydraulic valve lifters the emphasis is 
on premium grade oils. Do MS serv- 
ice oils have superior load carrying 
capacity? 

Jeffrey—In recommending MS oils 
to the customer, you are telling him 
to use the best engine lubricant there 
is. He should also be told to use multi- 
viscosity oils. 


MULTI-PURPOSE LUBES 


@ Multi-purpose lubricants haven't 
proved entirely satisfactory. Why 
aren't they being improved more in 
tensively? 

Gjerde 
recommendations of auto manufac 
turers. Elimination of axle drains ob 
viously doesn’t encourage research to 
develop new and better axle lubricants 

@ What's the reason for this sort 
of drain practice recommendation? 


Because of the “no drain” 


Vance McCloud (for Cleveland of 
Ford)}—When you have such contra- 
dictory axle lube requirements in pas- 
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senger cars and trucks, the oil industry 
seems to pick a compromise to suit all. 
Ford doesn’t feel it is the best com- 
promise possible. It would like, for 
example, to see oil companies leaning 
more toward lead soap active sulfur 
axle lubricants. With the present com- 
promise, it seems wiser to favor a 
longer run-in on factory-fill lubricants 
and longer axle drain periods. 


Heinen—Elimination of axle drains 
results from the failure of oil company 
research to keep up with automotive 
needs. Lead soap active sulfur lubes 
don’t work in most trucks. Keeping 
such lubes in stations invites a lube 
mixup between passenger cars and 
trucks. If the oil industry wants the 
axle lubricant business back, it will 
have to come up with a lubricant that 
is really multi-purpose. 


Raymond — Perhaps co-operation 
with the military in research is the 
answer. 


CHASSIS LUBRICATION 


¢ How about multi-purpose lubri- 
cants in relation to chassis needs? 

Campbell—Chassis lubes start los- 
ing effectiveness at 50 to 250 miles. 
The auto industry would like to see a 
lubricant effective for 1,000 miles. 

@ Could the Multi-Luber pushbut- 
ton lubrication systems—(offered on 
Lincolns and Mercurys)—displace or- 
dinary lubrication techniques? 


Cleveland — Multi-Luber provides 
the benefit of lubrication at more fre- 
quent intervals than the conventional 
lube job. 60 Trucks with Multi-Lubers 
are in operation with one Detroit com- 
pany. On two vehicles there are five- 
Luber setups which lubricate every 
point but wheel bearings and univer- 
sal joints. After 10 months, studies 
show all points being satisfactorily 
lubricated. Driver response is favor- 
able because the vehicles handle more 
easily than before. 


TRANSMISSION FLUIDS 


e Are new transmission fluids in 
the offing? 


Campbell—General Motors’ Allison 
Division asked SAE in January to con- 
sider development by the oil industry 
of a Type C fluid. Allison would like 
to see it available at the same price as 
currently available engine or turbine 
oils. GM _ probably won’t demand as 
exact control for the Type C as is now 
required for the Type A’s. ® 
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| Brief but Significant 


Chairman John H. White of Na- 
tional Oil Jobbers Council predicts 
that the oil industry's pricing struc 
ture will break down if suppliers con 
tinue cutting prices on commercial 
consumer accounts. 

SIGNIFICANCE: If that happens, a 
congressional investigation is sure to 
follow, he warns. 


Richfield Oil Corp. seeks a veto of 
a National Labor Relations Board 
ruling that the company must bargain 
collectively on its stock purchase plan 
SIGNIFICANCE: Richfield says this 
procedure permits a union to force 
investment of an employe’s private 
funds against his will. 


Ihe automotive industry is doubling 
its contributions to air pollution re 
search this year 
SIGNIFICANCE: Company engineers 
report studies to date promise a reduc- 
tion by 30% to 50% of unburned 
hydrocarbons in auto exhausts—and 
possibly increased fuel mileage. 


American Petroleum Institute re- 

fining division and the Bureau of 
Mines are co-operating in a survey of 
refiners to determine the types and 
characteristics of distillates and resid- 
ual fuels available. 
SIGNIFICANCE: Burner manufactur- 
ers requested the survey so they would 
be able to design burners to operate on 
fuels being supplied. 


[he trucking industry has more 
than doubled its fleet of units and 
more than tripled its tax payments in 
the past 10 years, says American 
Trucking Assns. 

SIGNIFICANCE: Trucks represent 
only 17% of all vehicles, but pay 
33% of state highway user taxes. 

Interior Department economists 
are wary of the expansion rate in do- 
mestic crude production and crude 
and products imports so far this year 
SIGNIFICANCE: They say “some- 
thing will have to give soon” or the 
industry will have serious over-supply 
trouble. 


Esso Standard Oil Co. has budgeted 
a record $32 million for capital ex- 
penditures in marketing this year. 
SIGNIFICANCE: A large part of the 
fund will go for new service stations 
and improvement of existing stations. 
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The North Carolina price 

which saw prices drop 12¢ gal. below 
normal and tank 
climb to 8.3¢ gal., has ended. The end 
apparently was hastened by a visit 
from an FBI agent during the height 
of the battle. 
SIGNIFICANCE: Senate Monopoly 
subcommittee reportedly is “keeping 
an eye” on the situation, which al- 
ready is under study by the Senate 
Small Business Committee. 


war, 


wagon discounts 


Representatives of the National 
Congress of Petroleum Retailers will 
discuss the problem of longer leases 
for service 
month with 18 major oil company 
marketing executives 
SIGNIFICANCE: NCPR says 16 of 
the 18 executives agreeing to the dis- 
cussions were “enthusiastic in their 
acceptance” of invitations. 


station operators — this 


[he Montana legislature has ap 
proved and sent to Gov. J. Hugo 
Aronson a bill appropriating $20,000 
to investigate retail gasoline pricing in 
the state. Regular is priced at 26.5¢ 
ex 7.5¢ state and federal taxes 
SIGNIFICANCE: The bill proposes 
“to determine whether such price fix- 
ing methods” violate the state con- 
stitution. 


Great Lakes Pipe Line 
tions for regular and premium-grade 
point of 


specifica 


gasoline octane ratings at 
input have been raised from 84 to 86 
and from 92 to 94 respectively 
SIGNIFICANCE: The line owners rec- 
ognize the upward trend of octanes in 
the Midwest. Since there is co-min- 
gling of products, they don’t want 
sub-par products in the line. 


Commerce Secretary Sinclair Weeks 
will be asked to outline Administra 
tion plans for concessions to service 
stations and other business on limited 
access roads when he testifies on the 
proposed $101-billion 
before the Senate 
mittee, 
SIGNIFICANCE: Jobbers fear eco- 
nomics will cut them out of the station 
market on the new highways. 


road program 
Roads 


subcom 


Humble Oil and Refining Co. re 
ports a 10.9% decline in net earnings 
in 1954 from the 1953 level 
SIGNIFICANCE: Humble lays part of 


the blame on increased oil imports. 


ws 


Majors are fighting authorization of 
four service stations on a proposed 
5§-mile tollroad in western Washing 
ton from Tacoma through Seattle to 
Everett 
SIGNIFICANCE: Service can be pro- 


vided at the 40 egress and ingress 
points, the majors contend, 


Federal court has issued a perma 
nent order prohibiting Pacific North 
west railroads from cutting rates 15% 
to 50% for hauling oil products trom 
Portland, Ore., to Spokane and other 
Inland Empire Basin points 
SIGNIFICANCE: The court doubts 
the “propriety or legality” of the 
Interstate Commerce Commission ar- 
gument that barges and trucks could 
make up their losses by hauling to 
cities not served by rail. 


Armed Services Petroleum Purchas 
ing Agency's latest bid tnvitations in 
lude a cover sheet calling attention 


to errors frequently made in sub 
mitting bids 

SIGNIFICANCE: Errors cannot be 
corrected in some cases and the bidder 
runs the risk of being held to a con- 
tract even though it might cause him 


to lose money. 


Shell Oil Co. has moved into a new 
14-story office building in New Or 
leans 
SIGNIFICANCE: Exploration, produc- 
tion and marketing office staffs, for- 
merly scattered through a half-dozen 
buildings, have been centralized. 


Ihe Agriculture 
retail prices of gasoline used on farms 
were higher than for any 
1955 


Department says 


last year 
previous years. But prices are 
expected to show little variation 
SIGNIFICANCE: Prices in 1954 were 
only about 45% higher than the base 
period 1935-39. Only other farm-use 
product showing a lower increase was 
fertilizer, which stood slightly below 
gasoline. 


Retail Gaso 


have reyec ted 


District of Columbia 
line Dealers 
for their participation in plans to de 


proposals 


velop outlying space (including service 
stations) into fringe parking areas 
SIGNIFICANCE: Dealers discount the 
possibility of increased service busi- 
ness, feeling reduction of auto travel 
would reduce such business in the 
long run. 








What Oil Companies Are Doing to Win 





What Is Happening 


@ The post-war auto travel 
boom is leveling off. No increase 
is seen in car tourist volume over 
1954. 


@ The number of lower-income 
travelers is growing. 


@ Family travel is increasing. 
Strong interest in camping and 
park facilities underlines the prom- 
inence of the tourist's budget. 


@ American Automobile Assn. 
and other agencies see the touring 
motorist with the small bankroll 
as a “tough customer.” 





FTER steady increases following 

World War II, the upward car 
travel spiral has broken. American 
Automobile Assn. and oil company 
tour routing predictions run about the 
same as last year. 

But the market is still big. More 
than 65 million motoring vacationists 
are expected to spend $9 billion this 
year, with 21¢ of each dollar going 
for transportation. 

The low-budget motorist is multi- 
plying. AAA says the growing number 
of low-income travelers constitutes an 
“evolution in car travel.” Here’s why: 

Motorists are spending less money 
and shopping for bargains. More re- 
gions are becoming tourist conscious 
and competing for the motorist’s dol- 


lar. The “upper crust” market is 
saturated and any growth in tourist 
ranks will come from low-income 
groups. 

Public park officials report interest 
in camping is growing and there is 
more demand for low-cost state and 
national park housing facilities. Na- 
tional parks had the heaviest traffic in 
their history last year, with almost 48 
million visitors. 

Washington State reports 27% of 
the visitors to the state last year 
camped out—and 29% of them stayed 
with friends and relatives. Another 
4% traveled by trailer to avoid high 
living costs on the road. 

More Per Car— The Washington 
State Chamber of Commerce reports 








The New Approach 


@ Oil companies are opening 
tour bureaus on street level to 
attract car-trip planners. 


@ Advertising marks the station 
as the source of travel information 
and the place for pre-trip car 
service. 


@ Tour bureaus are providing 
more camping and park informa- 
tion. 


@ jobbers and dealers are 
meeting tightened competition by 
giving information on local tourist 
attractions and offering other spe- 
cial services. 








HETHER they go along with 

the “tougher competition” argu- 
ment or not, major oil companies are 
consistent in holding the line on 
tourist promotion budgets. 

But looking to the future, a Mid- 
west major has commissioned a Chi- 
cago advertising agency to study the 
possibilities of a concerted car travel 
promotion campaign—to which all 
majors would contribute. 

If the plan goes through, it would 
include advertising in all media. A 
large part of the outlay would be in- 
vested in travel movies for local 
showings. 

Principal activity now is in the ex- 
pansion and remodeling of oil com- 
pany tour bureau offices and pushing 
the touring services at the dealer level. 
Offices are being moved to street floors 
to get more “in person” request busi- 
ness. 

Cities Service opened a new street- 


floor bureau in its New York head- 
quarters this spring and The Texas Co. 
will follow later this year with a street- 
floor bureau in the Colgate Building 
on Park Ave. Texaco has remodeled 
its Houston bureau and plans a 
ground-floor bureau in the Los An- 
geles building, to be built next year. 

Texaco will open a street-floor office 
soon in Chicago and Sinclair has one 
in its new building there. 

Emphasis this year in major com- 
pany touring service programs—both 
in intracompany publications and pub- 
lic advertising—is on the station deal- 
er’s role in the program. 


STATION’S ROLE 


Motorists are being told that the 
station is the source of maps and 
tourist routing service applications and 
dealers are being urged to follow up. 

Postcard applications for routings 
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Trade of the Cost-Conscious Tourist 


another trend that may be significant 

the number of persons in the aver- 
age tourist car has been growing in 
recent years. This means more family 
travel and indicates many couples are 
doubling up to share a car. At the 
same time, per-car expenditures have 
remained the same. So per capita ex- 
penditures are lower. 

But one New York major oil com- 
pany indicates the urge to “rough it” 
may have just as important a part in 
the rise of camping as finances. Of- 
ficials report many requests for camp- 
ing information from people who are 
not concerned with cost—who often 
spend as much money for fancy camp- 
ing equipment as they would for a 
resort vacation. 


AAA reports the travel picture for 
last year showed a large increase in 
low-priced tourist areas usually 
natural and historical attractions - 
and a dip in traffic to the “luxury” 
areas. Motorists are learning the “off 
season” lesson to the extent that many 
former seasonal locations are becom 
ing year-round vacation areas. 

Off-Season Travel—The number of 
summer vacationers in Florida 
strictly a winter “luxury” spot—grows 
every year. Many cities and areas that 
live principally on tourist dollars are 
promoting themselves as year-round 
attractions to catch the 
traveler. 

Motel operators, who built rapidly 
during the lush years after World War 


once 


off-season 


Il, have hit rough times. Industry 
sources say they ran about 70% of 
capacity last year and expect to drop 
lower this year. They report customers 
are bargain conscious and demand 
free television and other “gimmicks 
at the same prices as they paid before 

[his fosters the belief that motorists 
may carry this attitude to other busi 
nesses they patronize on the road 
and service stations may have to give 
in to the “gimmick and service” de 
mand to stay competitive 

Oil company tour don't 
agree, but AAA reports a drop in the 
length of trips. The motor club lays it 
to shortage of facilities at state and 
national parks and the economic dip 
last year 


services 





usually are kept in the map rack at 
the service station. The dealer puts 
his imprint on each card. The tourist 
fills out the card, with his home ad- 
dress, destination, nature of his trip 
and whether he wishes to take a fast 
or leisurely route. The dealer mails it 

How the Dealer Benefits—Profit for 
the dealer’s role begins when the rout- 
ing is completed. The company mails 
marked maps—with brochures and 
folders describing attractions and ac- 
commodations—to the motorist. At 
the same time, a card is mailed to the 
dealer, giving the particulars of the 
trip and time of departure. 

If the dealer follows up and con- 
tacts the motorist for his pre-trip busi- 
ness, he usually can turn a good profit 
E. H. Beatty of Esso’s advertising and 
sales promotion department says that, 
in cases where the dealer follows up 
the cards consistently, the average 
pre-trip sale is $20. 
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Much of the selling job is done for 
the dealer even before he calls the 
prospect. Letters in the files of all the 
major oil companies show that a 
motorist tends to trade with the com 
pany that routed his trip 

Shell has put a wrinkle in the tour 
routing plan that gives the dealer an 
added advantage. The kit of marked 
maps is mailed to the dealer, to be 
picked up at the station by the motor 
ist. This gives the dealer a natural 
opening for selling the pre-trip service 
job 

Continental Oil Co. has veered from 
the traditional map-packet system. It 
puts out a spiral-bound booklet called 
the “Touraide.” The booklet includes 
a marked sectional and state maps, 
plus a U. S. map. Several pages in the 
booklet give information about ac 
commodations, tourist attractions and 
historical events at various points on 


the trip. 
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Map Revisions—All the majors re 
vise their maps at least once a year to 
provide motorists with the latest high 
way information. New maps come out 
during the first three or four months 
of the year, before the touring season 
gets into full swing. Some companies 
do a second revision on thei 
popular maps in the fall 


more 


PROMOTION BY MAJORS 


One of the most widely known pro 
motion schemes is Shell’s Carol Lane 
program, which started aftet 
World War Il 

Carol Lane, women’s travel director 
for Shell, travels more than 60,000 
miles a year checking tourist attrac 
tions, road conditions and other facts 
of interest to travelers. 

She spends much of the fall-winter 
spring “club season” speaking before 
organizations of station dealers’ wives, 


soon 
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women’s Clubs and other civic groups 

Miss Lane has written many pam 
phlets on travel subjects distributed by 
Shell, and a book called “Traveling by 
Car,” which has been published by 
Simon and Schuster 

Her articles on “Traveling with 
Dogs,” “Traveling with Baby,” and 
other travel topics have appeared in 
national magazines and feature syndi 
cates. 

The program is strictly institutional, 
with no plugging of Shell products, 
either in published articles or in the 
many speeches Miss Lane makes. The 
only connection made with Shell is 
the listing of Miss Lane as women’s 
travel director for the company. 

Esso Travel Car-—This year, Esso’s 
“White Car,” which has been on the 
road since 1939, will become a “White 
Van.” 

Since the start of the program, the 
white car, marked with “Esso Touring 
Service” identification signs, has 
traveled 10 or 11 months of the year 
The two merchandising experts who 
man it give dealers pointers on selling 
to tourists, how to promote the use of 
customer tour service cards and other 
aspects of exploiting the tourist 
market 

The car visits 2,000 stations a year 
in Esso’s 18-state Eastern Seaboard 
marketing area. The men who take the 
car around its route work through dis 
trict offices to pick the stations at 
which to stop. They try to choose 
dealers who will use the information 
to best advantage. They stop at differ 
ent locations each year 

The new van will have the same 
markings and do the same job—but it 
will have room in the back for model 
displays, promotional material avail 
able for use by Esso dealers, [Esso 
marketing officials feel they can bring 
the points home to dealers more effec 
tively by carrying the equipment nec 
essary to do a “demonstration” rather 
than “explanation” job.] 


WEATHER MAN has trevel 
Philadelphia TV station 
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“WHITE VAN” tours Esso marketing area as a rolling travel center 


No Push in California—There will 
be little special tourist promotion by 
majors in the heavily traveled Califor- 
nia tourist areas this year. The opinion 
is that the market is strong and stable 

enough so to make sales promotion 
unnecessary. 

A Richfield retail sales official says 
the only cost-conscious customers are 
those who are moving to California to 
stay 

He goes against the AAA position 
and predicts higher expenditures per 
tourist this year. “There are more new 
cars requiring more expensive up- 
keep,” he says, and tax relief means 
higher incomes. “People don’t travel 
unless they have the money anyway.” 

As a special promotion piece, Rich- 
field will open a miniature service 
station in the Disneyland exposition 
near Los Angeles this summer. The 
company has exclusive station rights 
at Disneyland 

For the past three years, Richfield 
has been passing out free Coca-Cola 
tickets to out-of-staters and will con- 
tinue it this year. At the first Richfield 
station a car patronizes inside the 
state line, passengers are given tickets 
that can be redeemed for bottles of 
Coke at the next station. 

One of Sinclair’s major tourist pro- 
grams this year is institutional promo- 
tion of national parks. A schedule of 
ads has been set up to run in national 
magazines. 

Oil companies in the heavy tourist 
area of the Pacific Northwest are try- 
ing co-operative institutional advertis- 
ing this year to promote travel, in 
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addition to their individual company 
programs. 

Turnpike Hostesses—Cities Service 
has come up with one of the most at- 
tractive promotion ideas in the major 
company ranks, tied in with its wide- 
spread concession rights on toll roads 

Girls trained in tourist service, 
called Pikettes, are located at every 
Cities Service station on the New Jer- 
sey Turnpike—where Cities Service 
has exclusive station rights—to route 
motorists and help them with their 
problems. 

Some of those problems call for 
ingenuity and resourcefulness on the 
part of the hostesses. One of the girls 
drove a woman motorist home to 
Connecticut when the woman said she 
felt too ill to drive. There was no 
charge for the service. 

Another called on her college 
French to soothe a Parisian racehorse 
that, having grown temperamental on 
a long sea voyage, tried to kick the 
wall out of his trailer at one of the 
Turnpike stations. 

Ihe girls put in a training session 
with the manager of the New York 
City touring bureau after they go on 
the payroll. Then, outfitted in smart 
green uniforms, they take up their 
posts on the turnpike. 

Their most important job is answer 
ing travelers’ questions about routes 
to follow, mileages and accommoda- 
tions on the road ahead. During the 
peak of the winter season, when 
Florida-bound traffic is the heaviest, 
prepared route maps are stocked at all 

(Continued on p. 56) 
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but success Is more than one good month 


It is a string of good months, each better than before. We oflet 
the independent jobber more than Ashland Branded Gasolines 
and other quality petroleum products. We offer planned pro 
grams tailored to the jobbers needs, everything he needs to 


build independent success for all the months and years ahead 


ASHLAND OIL & REFINING COMPANY 
Home Office: Ashland, Kentucky 


NASHVILLE 
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(Continued from p. 54) 

the Turnpike stations so the Pikettes 
will not have to hold up the tourists to 
mark regular maps. 

Almost 8,000 of these prepared 
Florida maps have been distributed 
during each of the last two winters 

A new service being planned now 
is a “To the Rescue” box, which will 
be located at each station. In the box 
will be such items as needles and 
thread, cellophane bandages, 
matches, baby bottle nipples, rubber 


tape, 


bands and safety pins to meet cus- 
tomers’ emergency needs. 

Cities Service is planning to expand 
the hostess service. Under the name of 
Parkettes, another staff of uniformed 
hostesses will give aid and comfort to 
motorists on the Garden State Park- 
way when permanent stations are 
completed. 

Ihe service also will be offered at 
the two Cities Service stations to be 
built on the New York Thruway and 
at four Maine Turnpike stations 


TV Weatherman—Shell has tied in 
its weather program over WIOP-TV 
in Washington with travel and product 
promotion and reports a healthy gal- 
lomage increase in the stations area as 
a result. 

After the weatherman—Louis Allen 
—gives his report, he turns to a board 
and draws a “Woodle” (weather 
doodle) relating the uses of Shell oil 
products to the predicted weather con- 
ditions. 

Shell has sponsored Allen’s daily 
television program for two years and 
has signed him for a third year. 


JOBBERS AND DEALERS 


Four major oil companies—Cities 


Lu Ba I onthe island 
SELLS MORE OL/ 


Service, Shell, Standard Oil Co. (Ohio) 
and Standard Oil of Kentucky—are 
members of a Washington, D. C., or- 


LuBar on your island keeps oil right out in front where it’s seen and 
sold. LuBar island display is a constant reminder to every gasoline 
customer to buy that extra quart of oil that brings you a huskier profit. 
This powerful merchandiser offers high capacity—96 quart cans—on 
a minimum of island space. It's styled to match your pumps, incor- 
porates “can-tainer" for empties, locks against theft and tampering. 
Models available with advertising panels, 
and overhead lighting systems. On all 
counts, LuBar sells more oil... and 
selling just one extra quart a day will 

pay for a LuBar. Write for bulletin! 


PIKETTES help travelers at the New Jer- 
sey Turnpike stations 


ganization called National Assn. of 
Travel Organizations, through which 
jobbers and dealers can work to pro- 
mote tourist attractions in their areas 

The travel group, composed of per- 
sons, firms and organizations inter- 
ested in travel promotion, holds 
“Travel Host Schools” throughout the 
country. The usual procedure is to 
enlist the local Chamber of Commerce, 
hotels, motels, newspapers and other 


General Products Division 


TOKHEIM CORPORATION 


Designers and Builders of Superior Equipment 
1650 Wabash Ave. Since 1901 Fort Wayne 1, ind 
Factory Branch; 1309 Howard $1., San Francisco 3, California 
Canadian Distributor; H. Reeder, 205 Yonge St., Toronto, Ont. 


ata 
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local interests in the “course” for a 
specified period. 

A model course runs for six nights 
and consists of lectures on: 

e Importance of the tourist indus- 
try to the city, county or region—by 
a state official or other well-known 
person. 

e Impact of the tourist on the area 
and the area’s advantages and weak- 
nesses in serving them, by local news 
paper publisher or other civic per- 
sonality. 

e What the state has to offer tour 
ists, by qualified speaker from outside 
the area. 

e What the area offers tourists 

e Recreational features of forest 
and park regions, and local fish and 
wild life resources—two lectures 

e Summation and review 


STREET-LEVEL tour bureaus are part of 
drive for tourist trade 


Jobbers interested in exploring the 
program for their areas should contact 
James L. Bossemeyer, vice president 
of the organization, at 1424 K. St., 
N. W., in Washington. 

State Assn. Activities—Some state 
jobber associations are becoming ac 
tive in the tourist market this year 
George Hofmayer, secretary of Texas 
Oil Jobbers Assn., says TOJA is try 
ing to get the state to advertise as a 
place for tourists to visit. He reports 
some encouragement from the state 
legislature that a bureau will be set up 
for the purpose. 

North Carolina Oil Jobbers Assn 
board of directors is fighting the state 
Department of Interior, which wants 
to impose tolls on the Blue Ridge 
Parkway—scenic route atop the Blue 
Ridge Mountain range between Roan- 
oke, Va., and Asheville, N. C. This 
road is one of western North Caro 
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lina’s prime tourist attractions and the 
jobbers fear tolls will change tourists’ 
minds about using it. 

Edward J. Fennessey, operator of a 
Cities Service station in Chicago, has 
cashed in on the company’s regular 
touring service by establishing a “mini 
ature touring bureau” of his own. 

In addition to supplying motorists 
with regular Cities Service routings, 
he keeps a running record of activities, 
accommodations and other facts on 
top tourist areas around Illinois, He 
maintains two bulletin boards on 
which he posts pictures of customers 
on vacations, at resorts and on fishing 
trips. 

Florida Superstation 
has an unusual feature at an elaborate 


Cities Service 


Bring farm fueling 


up-to-date with 


superstation on the Broad Causeway, 
linking North Miami with Bay Harbor 
Islands, Fla. When a touring car pulls 
into the company-operated station, a 
photographer takes a picture of the 
occupants and sends a print to their 
hometown newspaper. The station was 
built to handle a daily traffic of 5,000 
cars 

Dealers in several Washington cities 
have set up co-operative billboards at 
their city limits to promote local at 
tractions and their own services. The 
billboards mention that travel infor 
mation is available at the stations 

Hotels Buy Gasoline—-A “free gaso 
line” plan sponsored by hotels is get 
ting a foothold in Florida. Under the 
system motorists going to the Florida 
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and enjoy steadier fuel 
sales, lower upkeep and 
more loyal customers! 


Developed specifically to provide a de- 
pendable, low-cost method of serving 
the profitable farm and independent-user 
markets.A rugged, quality-built pump that 
guarantees operating dependability. No 
threat of break-downs, costly repairs 
common to used, out-moded equipment. 
Your low initial investment will be re- 
turned to you over and over in terms of 
steadier sales, lower maintenance, cus- 
tomer satisfaction. 


General Products Divisior 


TOKHEIM CORPORATION 
Desiqners and builders of Superior Equipment Since 190! 
18658 Wabash Avenue Fort Wayne 1, indiena 
Factory Branch: 1309 Howerd S., San Francisco 3, Calif, 
Cenadian Distributor; H. Reeder, 205 Youge H,, Toronto 


Check these Important Features! 


Built-in check valve 


Gear-type pumping unit with built-in 
by-pass valve 


Explosion-proof motor 
Removable strainer screen 
Welded steel housing 

Baked enamel finish 

Dial meter at slight extra cost? 





—fJ3 industry news 


Keys from Miami can refuel at a 
specified station. If they stay two days 
at a designated place in the Keys, they 
get back the cost of seven gallons of 
the gasoline it took to drive there. 
Clarence Dalton, Miami hotel man 
who originated the idea, has applied 
for U.S. and Canadian copyrights. He 
hopes to expand the service in tourist 
areas throughout the two countries 
Dalton says the cost to hotels would 


run about the same as the 10% they 
pay travel agents 


HOUSEKEEPING CAMPAIGN 


Station housekeeping will be a 
strong campaign this year, particularly 
applying to restrooms. Major compa- 
nies are stressing it 

Ihe American 


says 


Automobile Assn 


Tf you're in the 
MOVIE business 
== i 


BUYING OR USING 


@ You'll never go wrong dealing with 


experience. 


@ Now when it comes to making 
color sound motion pictures for the 


Petroleum or TBA 


industries we're 


about as experienced as anybody 


around. 


@ We're proud of the dozens of films 
we've made about your business... 
We're proud of the effective jobs 


they've done. 


@ You may find that good color mo- 
tion pictures can be produced by 
experienced people for less money 


than you think. 


Oo 


THE CALVIN CO. 


1105 TRUMAN ROAD 
KANSAS CITY 6, MISSOURI — HA. 1230 


NATIONAI 





We had more complaints in 1954 
on restrooms. 

“If service stations want to keep 
people on the road, they’d better tidy 
up, because the service station is a 
very, very important element in the 
picture. The name of the operation is 
“service” and if these fellows think 
service ends with putting gasoline in 
the tank, they’re in for trouble. They’re 
going to find the motorist can get a 
little broader, better service elsewhere 

‘This word—dirty restrooms or bad 
service—gets around very fast. It does 
damage to the station, the brand it 
represents, the highway it’s on, the 
state it’s in and the entire nation. 

“For a time, several years ago, ma- 
jor companies went intensively after 
their stations to clean up and the im- 
provement was noticeable. The entire 
thing has sagged in the past couple of 
years. 

“It does nobody any good for every- 
body to blame somebody else. Dealers 
blame the motorist, the motorist 
blames the big oil company, the oil 
company blames the dealer. That’s an 
endless circle. 

“We're all in this thing on a partner- 
ship basis, and if everybody looks at it 
like that, we'll all come out ahead. If 
marketers and the big oil companies 
keep educating and encouraging the 
stations, and if they cut a few fran- 
chises to the people who won't be edu- 
cated, we'll make significant progress. 

“AAA certainly will keep up its part 
in this most important campaign by 
continuing to drum into its members 
the importance of such things as keep- 
ing the restroom clean for the next 
person.” 

How three Midwest jobbers build 
trade with tourists in resort area, p. 61 





Extra-Long Service 


An ingenious dealer in Mack- 
inac City, Mich., found a way to 
cash in on a slow ferry. 

During the hunting season 
last fall, cars full of deer hunters 
were lined up for 15 miles wait- 
ing to cross the Straits on the 
ferry to the Upper Peninsula. 
Some of the cars were in the line 
as long as 28 hours and couldn't 
pull out for gasoline or they 
would lose their places. 

The dealer strung three 
lengths of gasoline hose together, 
dragged the 40-ft. line out into 
the road and did a tremendous 
business serving the cars at their 
places in line. 
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Another of the 


1001 JOBS 
MADE PROFITABLE 


by revolutionary 
GLOBE 


rane nl 
HOISTS 


Tubeless tires can now be inspected 
and, in most cases, repaired without 
removing wheels from the car. The time 
required for removing and replacing 
wheels is saved when servicing is done 
on Globe “Frame-Kontact’’ Hoists. 
There is no bending, stooping, lifting. 
Neither jacks, horses nor wrenches are 
needed. Time saved is profit gained! 


75% OF ALL JOBS HANDLED 
UP TO 60% FASTER 


For example, complete tire rota- 
tions take 10 minutes or less. Muffler 
installations average 15 minutes. Brakes, 
tail pipes, shock absorbers, starters, 
spring shackles, steering rods, in fact 
all undercar parts are serviced faster, 
more efficiently, on a “‘Frame-K ontact” 
Hoist. 

Globe ‘“‘Frame-Kontact” Hoists 
provide the highest lifting height plus 
many exclusive design features. 





‘ 


waddddd STTLTY 


ACCOMMODATES ALL CARS 





GREATE 


SIMPLIFIED SPOTTING 


pyr y 


ee ae 


GET COMPLETE DATA 
FROM THE ORIGINATORS OF 
FRAME LIFTING 


Trade Mark Reg. U. S. Pat. Off 
Globe ‘‘Frame-Kontact™ Hoists 
are made under = or more of 
the following S. Patents 
2458986— 2393630. 2593635 
—2612344--2612355 
2654443. Other U. 5. & Foreign 
Patents pending. 


sT UNDERCA 


oe at 


> ZF 


WEAR POINTS FULLY PENETRATED 
BY LUBRICANT BECAUSE 
SUSPENSIONS HANG FREE 








q AccEssiBiLity 


| | MORE CLEARANCE 


East Mermai 
Philadeiphi 


COMPAN 
id ye at id 


NPN-719. py 
18, teen Street mn 


__ Please 


5 
Frame K one me addi 
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ADDRESS 
CITY_ 


WORLD'S MOST COMPLETE LINE OF AUTOMOTIVE AND HEAVY-DUTY TRUCK HOISTS 
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Every gallon saved by 
SUSTAINED METER ACCURACY 
saves the profit on several gallons sold 


Every gallon lost by inaccurate measurement .. . every dollar spent adjusting 
or servicing your meters . . . loses the profits on many gallons sold. With con- 
stantly shrinking margins, you no longer can make up these losses simply by 
boosting volume. Best way to hold the profit line is to select the meters with the 
finest record for sustained accuracy and low maintenance. Red Seals stand head 
and shoulders above all other meters . . . for tank trucks and bulk plants alike. 
Want proof? Keep your own accuracy and maintenance records. Ask the men 
who have worked with Red Seal meters . . . in your own company or your 
neighbors. 


Here’s more proof of sustained accuracy 
things you can see with your 


Measuring chamber has Capillary” seal Double-case design This patented ‘'Gear 
only one moving ele a thin film of liquid eliminates distortion of Shifter’ firmly locks 
ment. No complicated prevents wear be measuring chamber calibration. Cannot 
mechanism to get out tween piston and cham caused by pressure or drift or slip between 
of adjustment. Occa ber Seal is rigidly § piping stresses Pre tests, Easy to adjust 
sional dirt won't dam controlled by precision vents binding and un when required, but it's 
age a Red Seal , machining stays even weor seldom required 
chamber is easy to re constant through long 

move, easy to clean accurate life 








, 7 “) ) 
TOCLALA_ OLA f You C2 72 Aank Qn 


“/ 


NEPTUNE METER COMPANY 


19 WEST SOth STREET «+ NEW YORK 20, N. Y. Branch Offices 
ATLANTA + BOSTON + CHICAGO + DALLAS + DENVER 
MO. KANSAS CITY, MO. + LOS ANGELES + LOUISVILLE 
PORTLAND, ORE. + SAN FRANCISCO 
IN CANADA: MEPTUNE METERS LTD., 
1430 LAKESHORE RD., TORONTO 14, ONT. 
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Jobbers Grow on Travel Service 


[hree jobbers in the Upper Mid- 
west have built a good part of their 
business around the large number of 
fishing and hunting enthusiasts who 
vacation there each summer and fall 

R. J. Cuskey (Cuskey Oil Co.) has 
his headquarters in Spooner, Wis., in 
the heart of Wisconsin’s famed Indian 
head country—13 counties in the 
northwest corner of the state. This is 
one of the nation’s top fishing areas, 
principally for muskie, pike and trout 

Cuskey’s tourist business is concen 
trated in a station at the intersection 
of the U. S. highways 
through Spooner. That 
tourist going through the town passes 
his station—about 1 million of 


two running 


means every 


them 
each year 

Cuskey accepts credit cards of all 
companies, announcing the fact to the 
approaching tourist with large signs 

He keeps a record of each credit 
card holder who stops at the station 
and sends him a Christmas card each 
year. He mailed 700 last 
Christmas. 


out cards 
A Chamber of Commerce informa 
tion booth and a fishing tackle-bait 
store adjoin the station. So a customer 
can fill his tank, buy fishing supplies 
and find a place to stay all in one stop 
Despite the handy Chamber of 
Commerce booth, every attendant at 
the station has a ready store of in 
formation about camps and resorts 
motels, lakes and rivers in the area 
Detailed maps of the Spooner areas 
are passed out at the station and a 
larger map under a transparent plastic 
covering is mounted on the office wall 
Cuskey has found that many fisher 
men are dog lovers and bring their 
dogs along. So he keeps a special dish 
filled with cold water for the pets—a 
service that he says has brought many 
compliments. He gives away candy to 
the children and a combination coin 
holder, key chain and_ windshield 
scraper to adults 
Beds for Travelers 
Chieftain Oil Co., 


Ray Johns of 
jobbership in Chip 
pewa Falls, Wis.—also a Wisconsin 
Petroleum Assn has helped 
many a traveler find a place to sleep 

One of 
section of two | 


director 


the inter 
S. highways in Chip 
pewa Falls, across the street from the 
local tourist bureau 

The bureau p.m. But 
many tourists arrive later than that in 
search of a place to spend the night 
In the past, when they found the in 
formation center closed, they headed 
for the station. Then the dealer would 


his stations is at 


closes at 9 
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start calling various hit-and 
miss to find a vacancy 

This 
worked 


tourist 


places 


Johns 
the 
p.m 
each evening, it furnishes Johns with 


was a time-waster, so 
with 


before 9 


out an agreement 


center—shortly 
a list of places where rooms still are 
Now 
stops at the station, the dealer merely 
the list 


available when a. late-comer 


consults vacancy’ and gives 


industry news —Fj3 


the traveler a telephone number. 
Michigan Jobber—Northwood O01! 

Co., Shell distributor in Cheboygan, 

Mich., and um 


brellas outside some of its stations for 


has installed chairs 


the convenience of customers waiting 


for their cars. Northwood owns seven 


stations, leases three and supplies 30 
dealer accounts 

Northwood handles all trip routings 
within the state and the Shell touring 


service handles vacations to out-ol 


state destinations & 


Alo) (o - 


ANNOUNCES THE NEW 


HYDRAULIC JACK! 


THE ONLY COMBINATION 


HAND ona AIR 


OPERATED BUMPER JACK 
MODEL 7-11 


— 


> td Mt ed 


by bumpers or bumper brackets . 
castered rear wheels, non-castered front wheel give 


rollers... 


+S 


walt 


w/ 


1% ton capacity lifts cars 
. jack rises on needle bearing 


quick spotting .. . power unit gives smooth, even rise with auto- 


matic shut-off attop.. 
bumpers 
operated model only . 


, adjustable contact pads lined to protect 
automatic safety latch. Also available in hand 
. model 7 


SEE WHY BUMPER-UPPER IS YOUR BEST EQUIPMENT 


BUY 


3 


WRITE FOR COMPLETE INFORMATION TODAY! 


THE JOYCE-CRIDLAND COMPANY 


IN CANADA: MIDLAND FOUNDRY & MACHINE CO., LTD., MIDLAND, ONT 
DAYTON 3, OHIO, U.S.A. 
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What Congress Is D 


( Il. MARKETERS this year can 

count on at least a measure of 
action from congressional committees 
on several aspects of oil marketing 
including: 

®@ Complaints that gasoline retailers 
suffer an annual “mortality rate” of 
more than 30% because of lease terms 
imposed by major companies 

@ Alleged monopolistic practices in 
distribution and sales of automotive 
including TBA 
override commission contracts 

® Gasoline price wars in New Jer 
sey and possibly other states, will come 
under investigation 

@ “Squeeze out” complaints by in 
dependent West Coast marketers. This 
died in Congress last year. 

Chief forum for oil marketers to 
watch will be the House Small Busi 
ness Committee, headed by Rep 
Wright Patman (D., Tex.) and to 
some extent the Senate counterpart, 
chairmanned by Sen. John Sparkman 
(D., Ala.). 

Political overtones of the current 
congressional climate cannot be 
ignored. Democrats are anxious to 
hang a “big business” label on the 
Republican Administration, and in 
vestigations concerning oil marketing 
undoubtedly will reflect this goal 
Nevertheless, action to protect small 
business has strong bi-partisan back 
ing. 

Rep. Patman set the theme with a 
statement suggesting that every action 
of government affects the welfare of 
small business 


parts and accessories 


“Business environment in this coun 
try long ago became one which is 
friendly to big business and which is 
unfriendly to small business,” said the 
Texan. “What we must do now is to 
eliminate or offset, insofar as we can, 
the special, non-economic advantages 
that have come to surround big busi 
ness,” 

The small business committees can 
not write legislation. But they exercise 
influence through the bright light of 
publicity, and by making recommen 
dations to which other committees of 
Congress pay considerable heed 


62 


Patman Steed 


industry news 


oing in Oil Marketing 


Roosevelt 


HOUSE LEADERS who will be studying oil marketing problems are Rep. Wright 
Patman, Small Business committee head, Rep. Steed and Rep. James Roosevelt 


STATION LEASING 


fo the oil marketer, the most im 
portant of the five subcommittees 
under Patman is the group on dis 
tribution problems, headed by Rep 
James Roosevelt (D., Calif.) 

Roosevelt calls the dependence of 
small companies upon monopolistic 
suppliers one of the most “serious sore 
spots” in our business system. Pointing 
out that there are some 200,000 inde 
pendent retail gasoline dealers, he 
Says 

“We have had some vigorous com 
plaints from retail gasoline dealers 
about the treatment they get from 
their suppliers—the large oil compa- 
nies. We plan to look into this, It has 
been alleged that (Independent deal- 
ers) are free to manage their businesses 
only on the terms and conditions 
dictated by the oil companies, If such 
‘hard’ terms are found in our investi 
gation, then this is one area where 
both small business and the millions 
who buy gasoline need to be protected 
through the restoration of free—and 
independent enterprise 

“We also plan to look into whether 
there are unfair, coercive and monop- 
olistic practices in the distribution and 
sale of automotive parts and acces- 
sories.”” 

Roosevelt 


added that his group, 


NATIONAT 


which also includes Rep. Tom Steed 
(D., Okla.) and Timothy Sheehan (R., 
Il].), will “expose the facts” regarding 
price discriminations. 

Ihe station lease renewal problem 
is the one that promises to get the 
most attention from the Roosevelt sub- 
committee. The short duration of some 
leases, and lease clauses allowing the 
major oil company to cancel at its 
discretion will undergo close ex- 
amination. 

The committee may recommend 
action by the Federal Trade Commis 
sion or by Congress. 


TBA AND FTC 


Roosevelt’s interest in TBA under- 
scores the FTC’s delay in resolving the 
legality of the practice under which 
some oil suppliers get sales commis 
sions on TBA’ merchandise — sold 
through their service station dealers, 
although the major companies them 
selves perform no service. 

The FTC has concluded a lengthy 
study of such contracts, but the com- 
mission staff is reported split over 
whether a complaint attacking the 
practice can be successfullv prose 
cuted. 

Two Side Issues 
Small Business 


Iwo other House 
subcommittees may 
(Continued on p. 67) 
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the biggest problem 


in automotive lift 


maintenance 


TURN THE PAGE... for one of the most important announcements 
ever made to auto lift buyers and users 





NEW ROTARY 


makes auto lift 


SS 


444, 
U 
TTT Te seen’ 


Lasts for years without replacement! Never requires adjustment! 


Positively prevents oil leaks! Reduces plunger friction! 


Eg 3 


Hydra-Seal utilizes oil pressure inside jack to prevent leaks 


Hydra-Seal 3 Gland holds Hydra-Seal in place 

is a single molded ring J : » A malleable iron gland is bolted to 

A special synthetic, completely un- - 9 : Py —s thee jack flange over the Hydra-Seal, 

affected by oil, is used for the ~ / flush with the top of the aw 

Hydra-Seal. It is molded in a single 5 if  Onee in place, it never requires ad- 
ring that slips over the head at he ; justment or tightening of bolts. 


d into place. No fitti | 
plunger an into place oti ng or | ; » oil 
kt 


/ 
i} 
i 


adjustment is necessary. It can be pressure 

: bs forces seal against plunger 
The Hydra-Seal is designed so that 
Springs assure constant contact : : oil pressure inside the jack forces the 
Non-corrosive phosphor - bronze . seal against the plunger. The higher 
springs keep the wiper edge (at top i the pressure the tighter this seal be- 
of Hydra-Seal) and sealing edge (at my comes, yet even under conditions of 
bottom) in constant contact with the : highest pressure there is no binding 
plunger. These springs take up any q . of the plunger. 
slack resulting from normal wear, as 5! 
and compensate for eccentric loading \ Designed for faster downspeeds 
. . . $0 there is no chance for oil 7 + The lower lip of the Hydra-Seal 
leakage. There is no expansion or : 5 offers no resistance to the plunger 
contraction of the springs to cause 5 3 during lowering so that faster down- 
fatigue or make them wear out. speeds are attained. 


installed in minutes. 








HYDRA-SEAL 


packing obsolete! 


HYDRA-SEAL OUTPERFORMS ALL TYPES OF PACKING 
IN SEVERE TESTS IN LABORATORY AND FIELD 


Absolutely no oil leakage in a test 
equivalent to five years of normal wear 
In the Rotary Lift Co. plant a stock Ro 

it Frame Pic] t 

Hydra-Seal. A 

lift and it wa 

least 9 yeal 

in an open shed iIbyec 

installation At the end 

leakage and the Hydra-Sea 


Hydra-Seal used successfully to stop 
oil leaks in many troublesome field installations 


This revolutionary new Hy 





Greatest lift ever developed for service stations 
+++ Now equipped with exclusive Rotary Hydra-Seal 


This sensational new lift cuts lubri- 
cation time 50 to 60% . . . and does 
a better job because it relaxes all 
spring suspensions. It gives maxi- 
mum undercar accessibility, bringing 
hard-to-reach parts out in the open 
for easier, faster brake and tire work 
and repairs on all cars, 


Hydra-Seal prevents oil leaks 
Rotary’s exclusive new Hydra-Seal, 





described on preceding pages, is now 
standard equipment on the Rotary 
Frame Pick-Up and other Rotary 
lifts. This amazing new development 
replaces old-style packing. The 
Hydra-Seal utilizes oil pressure in- 
side the jack to positively prevent 
oil leaks, It never requires adjust- 
ment, reduces plunger friction, and 
lasts for years without replacement, 


Before you buy any auto lift 
check these features of the 
Rotary Frame Pick-Up 


* Handles all models new and old cars and pick-up trucks 


¢ Handle: 


lrameles 


automatic transmissions, intricate wheel suspensions and 


bodies 


Handles 98% of all cars without axle supports or adapters. Easily 


iwched adapters furnished as standard equipment 


Satety-grip rubber Pick-up Pads grip the frame securely, prevent 


ccidents and minimize danger of damage to out-of-position under- 


car parts 


Automatic combination Non-Rotator and Safety Leg furnished as 


Standard ¢ quipment 





Easy, fast front-wheel spotting 


it’s a mechanic's lift! 
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= 
Ge) Auto Lifts 


ROTARY LIFT CO., Memphis, Tenn. - Madison, ind. 











(Continued from p. 62) 
get into problems affecting oil mar- 
keters. 

Rep. Joe Evins (D., Tenn.) heads a 
group that will seek to determine 
whether federal regulatory agencies 
have properly guarded the welfare of 
small business. 

The FTC’s current philosophy on 
price discrimination cases could come 
under fire here 

[he subcommittee on government 
procurement, disposal and loan activi 
ties, headed by Rep. Abraham J 
Multer (D., N. Y.), will see whether 
the defense department is giving small 
business a fair shake at government 
procurement contracts. The National 
Oil Jobbers Council has urged that 
preferential consideration be given to 
non-integrated marketers in procure 
ment contracts. 

Chairman Patman has promised to 
take under consideration a complaint 
by the National Federation of Inde 
pendent Business that major tire com 
panies have gone into the recapping 


Record Barge Tow 


@ The Ashland Oil and Refinery 
Louisville 
pushes a 30,000-ton cargo under 


Co. towboat, Aetna 
the Memphis-Arkansas bridge, set 
ting a Mississippi River tonnage 
record. Towboat’s 13 barges were 
loaded with 8,400,000 gal. of pe 
troleum products, measured 1,605 
ft. (more than one and a half 
times the length of the Queen 
Elizabeth ) 
screw diesel 


Towboat is a_ three 








field in a big way, leading to distress 
among independents 


PRICE WARS 


The Senate Small Business subcom 
mittee definitely will conduct hearings 
into New Jersey gasoline price insta- 
bility, under Chairman Hubert 
Humphrey (D., Minn.). Humphrey 
said he has been tied up on work of 
other committees but that hearings 
should begin “before May.” 

Ihe Senate Small Business Commit 
tee, headed by Senator Sparkman, has 
received all “price war” questionnaires 
sent last fall to major oil companies 
operating in New Jersey. These ques 
tionnaires required oil companies to 
supply details of relationship with 
New Jersey retailers—including copies 
of the different supply contract forms 
used for retail outlets 

Requests for committee intervention 
in price wars also have come from 
Pennsylvania, Ohio, Connecticut and 
North Carolina 


ON THE AGENDA 


Legislation that would have an in 
direct, but important, impact on oil 





to the problem of accounts that 


1. LOW COST 
2. NO INSTALLATION COST 


P.O. Box 293 





DISTRIBUTORS — HERE IS YOUR ANSWER 


just do not justify the high cost of 
expensive greaseracks. 


SOLVE THIS PROBLEM by ordering our Model 100 Drive-on Greaserack, 
24,000 Ibs. capacity: 


5. HEAVY DUTY—WILL TAKE TRUCKS 


NEWBERRY EQUIPMENT COMPANY, Ine. 
Phone 5-1751 


Will be glad to furnish prices and specifications on request 


industry news 


jobbers is grinding through the con 
gressional mill 

Attorney General Herbert Brownell 
appears likely to win approval of two 
bills he sponsored. One would raise 
the fine for anti-trust violations from 
$5.000 to $50,000. The other would 
allow the government to recover dam 
ages suffered from violations of anti 
trust laws. 

Bills have been introduced in both 
houses to amend the Robinson 
Patman Act and undo the Supreme 
Court’s decision in the “Detroit Case’ 
that good faith is a complete defense 
against price discrimination 

Jobbers fear that if suppliers are 
forced by such legislation to police 
their entire distribution, many would 
turn to direct distribution—forcing 
out the independent jobber. 

Another bill, introduced by Sen 
Francis Case (R., S. Dak.) would re 
fund the federal tax on gasoline used 
by farmers for non-highway purposes 
Noting the growing demand for a l¢ 
gasoline tax increase, Case said, “What 
the farmers are most interested in are 
better farm-to-market roads. They 
should not be taxed more to build 
roads in urban areas.” 


3. NO MAINTENANCE COST 
4. PORTABLE 


Memphis 1, Tenn 











April, 1955 * NATIONAL PETROLEUM 


NEWS 








it's a 





tepewees. MF re i 


£° EM 


Notice the snakelike, flexible way this 12” 
I. D. hose drapes over and around objects on 
this oil-barge dock. This is one hose that’s 
not bulky, heavy or stiff. It’s a dockworker’s 
dream of a hose. 


Known as Amazon® H-1515, this United 
States Rubber Company hose is 2/3 lighter 
than conventional hose. It is so flexible and 
easy-to-handle that it sharply reduces make-up 
time to the header. And naturally, this light 
weight and extra flexibility reduce accidents. 
As for durability, U. S. Amazon, despite its 


hook-up of U. S. Rubber’s H-15 


15 


light weight, takes rough treatment without 
damage. /t’s in a class by itself. Its ease of 
handling, quick make-up time reduce loading 
charges. 


U. S. Amazon has been thoroughly proven 
by five years of Navy service and four years 
of oil company service. It is now used by 
every major oil company in America and 
most foreign countries. Made only by United 
States Rubber Company and sold through any 
of the 27 “U.S.” District Sales Offices. For 
more information write address below. 


«4 


“U.S.” Research perfects it...“U.S.” Production builds it... U.S. Industry depends on it! 
UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION +« ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hose + Belting +« Expansion Joints « Rubber-to-metal Products « Oil Field Specialties + Plastic Pipe and Fittings « Grinding Wheels + Packings « Tapes 
Molded and Extruded Rubber and Plastic Products + Protective Linings and Coatings + Conductive Rubber « Adhesives + Roll Coverings «+ Mats and Matting 
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Multi-Pump Stations 
Save on Every Gallon 


Bennett RAM System Gives Remote 
Automatic Multi-Pump Service From 
a Single Central Submerged Unit 


The Bennett RAM system is the answer to vapor 
locks caused by high temperatures, high altitudes, 
and extra-long pipe runs — to pumping problems 
wherever multiple dispensers are needed for one 
grade of fuel. Because the RAM Pump is entirely 
submerged, it pushes the gasoline. The RAM sys- 
tem saves dollars in capital outlay, because one 


submerged pump serves up to 8 dispensers. - 


In addition to saving on original 

cost, the RAM system saves in 

operation, too—saves real money 

S&S ways: 

Dispensers require no air 
eliminators 

Single discharge line serves all 
dispensers 

No return line needed 

No priming required 

Never needs lubrication 

No belts, gears, packing to 
replace 

Installs in pit or above ground 
as desired 

Simple design—field tested— 
assures traditional Bennett 
economy 

Ask your John Wood Represen- 

tative for full details on the 

Bennett RAM system — remote 

automatic multiple pump han- 

dling at lowest cost and highest 

efficiency. 


og 


> JOHN WOOD COMPANY: 
BENNETT PUMP DIVISION * Muskegon, Michigan 
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DISCHARGE 
HEAD 


4.1NCH . SEALEL 
TANK , ELECTR 
OPENING CONDUIT 
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REMOTE AUTOMATIC MULTI-PUMP 
SUBMERGED SYSTEM 





OFFSET DOWN-TIME 
WITH ON-TIME 
DELIVERIES 














Standard Steel goes best when the goin’s rough! 


THE HOURS OF SERVICE that a TRANSPORT BRINGS 
IN REVENUE each day are, indeed, few. The cost 
of operating the transport includes driver's salary 

. depreciation of the unit... maintenance... 
fuel, oil, tires, licenses, taxes and many other items 
which all add up to a very sizable sum. 


NATURALLY YOU CANNOT AFFORD LAYOFFS... nor slow 
performance ... nor short capacity in a transport. 
Every operating hour must chalk up top capacity 
operation to make you money. 


PERFORMANCE ... CAPACITY ... ENDURANCE are where 
STANDARD STEEL TRANSPORTS really prove their 
value. From the time the skeleton of a STANDARD 


STEEL TRANSPORT starts out on the assembly line, 
until the last instrument is mounted, scores of tests 
are made and repeated to assure maximum years 
of trouble-free performance. 


HYDROSTATIC TESTS ARE MADE to find pin-hole breaks. 
Surge tests made on the loaded unit over rough 
roads. Bounce tests are made and recorded by a 
sensitive IMPACT-O-GRAPH. By placing stiffeners 
only where required, hundreds of pounds of weight 
can be eliminated without sacrifice of strength, and 
the weight saved in the unit becomes additional 
payload capacity. Yes —it pays to GO STAND- 
ARD. Write for details. 


OTHER PRODUCTS OF STANDARD STEEL 


ASPHALT DISTRIBUTORS BURNERS 

BROOMS MAINTENANCE DISTRIBUTORS TAR KETTLES 

STREET FLUSHERS PIPE LINE EQUIPMENT... SUPPLY TANKS... 
AND AGRICULTURAL EQUIPMENT 


POWER AND TRACTION DRIVEN CONSTRUCTION 
AGGREGATE SPREADERS 
SHELVING HARDWARE 
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industry news 


Dressler Quits New Jersey Arena 


ae | LOST the confidence of the 
dealers. A leader who loses 
that can’t be a leader. It was a long, 
hard battle.” 

Because of that and failing health, 
John Dressler has resigned as presi- 
dent and executive secretary of the 
New Jersey Gasoline Retailers Assn., 
closing a career that for nearly 20 
years was devoted to working for the 
state’s independent gasoline retailers 
(see NPN, Nov. ’54, p. 49). 

Dressler began in 1936, forming a 
deaiers’ group in Bergen County. Five 
years later, he moved into the state 
picture, organizing the NJGRA and 
serving as its president and secretary 
until March 1. 

Today he’s helping his wife run 
a restaurant on Route 9, Marlboro, 
but he’s ready to talk about the retail 
price of any product—even milk—to 
anybody. The association’s affairs are 
in the hands of an eight-man com 
mittee selected by the executive board 

“You can’t work at a project for as 
many years as I did and say you're 
glad to be out of it. But I’m glad I’m 
free of the pressures,” Dressler says 


WHAT'S WRONG 


Says Dressler: “The crude oil mar- 
ket is rigged, letting integrated com- 
panies with crude holdings make 
excessive profits. These profits are 
then used by weak marketers to sell 
gasoline to unbranded and 
branded dealers at a low price. 

“Add the normal amount of ornery 
people at the market level and price 
the product to attract the motorist, 
and there you have it. 

“There’s no hope of stabilizing the 
market with the present tools. And 
the dealers won't fight to have the 
state recognize the need for fair 
trading.” 


some 


NEW TOOL 


New Jersey Senate Bill 93, intro- 
duced this session at NJGRA’s re- 
quest, is the weapon that could end 
gasoline price wars, Dressler thinks 

To Dressler, the key point of the 
bill is a five-man board that can sur- 
vey the industry to determine the fair 
price. “The majors won't like the law 
because it gives the state board tre 
mendous investigating powers and 
would put the blame where it should 
belong,” he says. 

Majors could end the present war 
by fair-trading their product, accord- 
ing to Dressler. “We had fair trade 








Now He'll Just Relax 








for 12 years. It wasn’t perfect but it 
worked. Only two dealers violated 
fair trade; in both cases they were in 
rural areas and weren’t much of a 
threat.” 

Dressler likens majors to old-time 
employers. “They seem to feel that 
they can go on driving the dealer down 
and down. They want to keep alive 
the myth of independence of dealers 
They want to dominate the station 
without any of the responsibility in 
volved at that point 

Favors Probe He sees some good 
coming from the Senate Small Busi 
ness Committee’s current questioning 
of majors active in the Jersey market 

“If the investigation is complete and 
the results are made public, it will 
prove my story that there is actually 
a monopoly from the well to the con 
sumer and that no independent dealer 
can survive in that atmosphere 
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IN RETROSPECT 


Dressler would make only one 
change in his policies if given the 
chance to do it all over. In 1950, the 
association staged a state-wide service 
station strike, calling it off at the end 
of 24 hours 

‘That strike,” he says, “should have 
gone on untt! we had some definite 
results in the legislature But we 
called it off when Gov. A. E. Driscoll 
assured us that we would get an ade 
investigation and that 
would be a remedy 


quate there 
“We got an investigation padded by 
the majors. Their hearings were pri 
vate; we couldn't even hear what the 
Opposition was saying 
Ihe results were a whitewash 
Investigators said price conditions that 
prevailed resulted from free competi 
tion at work and that there was no 


need for legal remedies.” a 


V1 





SEIBERLING 


WRITE OR PHONE ME: 
L. M. SEIBERLING 
Vice-President in Charge of Sales 


Seiberling Rubber Company 
Akron 9, Obio 


There isn’t another franchise in the tire business 
like Seiberling’s Oil Jobber Franchise for building 
a big tire business with satisfied customers. And 
satisfied customers are what it takes for you and 
your dealers to do a bigger-volume business year 
after year. 

When you have these Seiberling advantages, tire 
sales come faster and easier: 


1. COMPLETE TIRE LINE...no missed sales 


A full passenger-tire line so that you can sell every 
type of buyer . . . best snow tire on the market... 
complete line of truck tires ranging from light 
delivery to heavy hauling . . . road-building equip- 
ment tires. . . off-the-road tires... farm tractor and 
implement tires . . . industrial tires. Priced to you so 
you can sell them at a fair profit to your dealers 
. and your dealers can make a good profit. 


With Seiberling’s PRICING STRUCTURE 
you can be COMPETITIVE. 

And Seiberling tires have more than just price appeal 
.. . Seiberling Tires have ACCEPTED VALUE with 
tire buyers. 


Seiberling UNCONDITIONAL GUARAN- 
TEE is a powerful sales tool. 

A guarantee in writing covers every Seiberling tire as 
to materials, workmanship and road-hazard damage 
with no limits on time or mileage! No other tire is 
so unconditionally guaranteed! 


NATIONAL PETROLEUM NEWS « April, 1955 





on |) ie). 


4. Your dealers are the boss on 


ADJUSTMENTS. 


Adjustments are made on the spot by dealers without 
waiting for a factory representative to call. 


Little or NO SAME-BRAND COMPETITION. 
A protected trading area is worked out whenever 
possible when a Seiberling Franchise is awarded .. . 
in every case the sales area is clearly defined. 


if you or your dealers want the advan- 
tage of BUDGET SELLING, 

Seiberling will supply supervision. If you aren't 
in but want in the budget business, Seiberling will 
find and train budget personnel and develop a work- 
able, profitable program. 


Outlets identified with SEIBERLING 
IDENTIFICATION. 

Seiberling spares no expense in identification. What- 
ever is needed for ‘stand out” identification is used. 


TIRES WITHIN 24 HOURS. 

Seiberling warehouses and district offices are within 
approximately 24-hour range. A phone call is all it 
takes in most cases for emergency next-day delivery 
of tires. 


EXCLUSIVE PRODUCT-SELLING FEATURES. 


Seiberling leads the industry in visible, easily demon- 
strated exclusive product features that make sales. 
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12. 


Sales help with Seiberling ADVERTISING 
and MERCHANDISING. 


Seiberling shares the cost on newspaper ads, radio 
and TV. Supplies Direct Mail, Point-of-Sale Dis- 
plays, Sales Tools at cost. And backs up your local 
advertising with strong national advertising 


Sales help from FACTORY and SALES 
REPRESENTATIVES. 


Seiberling will train your dealers and their employees 
—make them experts on tubeless tires, truck tires, 
every kind of tire that goes on a wheel. And Seiberling 
sales help doesn’t stop with training. It is given freely 


and promptly whenever and wherever needed 


Tire Buyers get the mileage they expect 
—and more! 


Replacement tires don’t give the mileage of original 
equipment tires unless they are of better quality—due 
to mechanical wear of cars. Seiberling tires are 
finest quality — specifically designed for the replace- 
ment market. 


We know that no over-all program applies to every 
business; and our franchise is tailored to individual 
requirements. 


We would like to talk with you about your business 
(not ours) and see if we can't match our products 
and programs to your needs. You will be under no 
obligation. Please let us know if you are interested. 





BOWERS 


BATTERIES 


woyS 


SOWIRS BATTERY & SPARK PLUG CO, READING, PA 








PROVEN HELP 


FOR YOUR 


SALESMEN 


Sales executives agree that products 
information is of real help to salesmen, 
especially under competitive conditions 
This training enables salesmen to re- 
duce their customer mortality rate and 
increases their prospect - to - customer 
ratio. 
Hundreds of marketers use our sales 
training program in products informa- 
tion for their salesmen. 

Check below and mail 

for detailed information 


HOME STUDY COURSE 
A basic training in Products Informa- 
tion 


PE! JOURNAL 
New and changing developments in 
Products Information 


REFERENCE LIBRARY 
Information in Products Information 
salesmen need in ao hurry. 


WHEN TO DRAIN 
Products Information for dealers 


PETROLEUM 


EDUCATIONAL INSTITUTE 
9020 Melrose Avenue 
Los Angeles 46, Californie 


CO FREE yu, Sot 


NAME 
TITLE 
COMPANY 
STREET 
cITy 





industry news 


New Dealer Group in Jersey 


The brand new Garden State Gaso- 
line Retailers Assn. is trying to do 
what the New Jersey Gasoline Re- 
tailers Assn. and the Independent 
Gasoline Dealers Assn. of New Jersey 
have attempted: end the state-wide 
gasoline price war. 

Claiming more than 3,500 mem- 
bers, about one-third of the state’s 
retail service station operators, the 
new Organization says it’s going to 
raise prices to give dealers a 6.7¢ per 
gal. margin. Regular has been selling 
at the 16.9-19.9¢ per gal. range with 
premium running from 20.9¢ to 22.9¢ 
per gal., ex state-federal taxes of 6¢ 
per gal. 

This is but one of the developments 
in Jersey’s retail gasoline market 
Others include 

John Dressler’s resignation as 
president and executive secretary of 
the NJGRA and the appointment of 
a eight-man committee to fill his 
shoes. 

Possible merger of IGDA and 
NJGRA, now that Dressler is out of 
the picture. 

Introduction of two bills that 
aim at fair-trade price provisions 


BUMPY ROAD 


The Garden State group, headed by 
Anthony Vitolo of Elizabeth, isn’t get- 
ting the support of the other two or 
ganizations. 

Dressler says before he retired from 
NJGRA, he was asked to head up the 
new organization but declined. H. B. 
Graeff, IGDA president, says Vitolo’s 
group asked for IGDA backing but 
didn’t get it. The reason: Dressler and 
Graeff say they didn’t like the implica- 
tion that new organization may resort 
to strong-arm methods to force non- 
co-operating retailers to hike prices. 

Graeff’s organization has beaten 
GSGRA to the gun, having already 
boosted prices in Camden, Burlington 
and Gloucester counties, it’s strongest 
area, to 20.9¢ for regular and 23.9¢ 
for high-test 
Graeff says. 

Reception According to Graeff, 
the GSGRA hasn't been too active in 
the southern part of the state. But 
reception has been good for Vitolo’s 
organizers in the northern part. 

Charles E. Rabig, Jr., chairman of 
the committee now running NJGRA, 
says: “They have every member who 
is dissatisfied with our organization. 
They are welcome to them.” Appar- 
ently this would include Vitolo be- 
cause he was a member of the Union 
County unit of NJGRA 


“Prices are holding,” 


Reaction—The new association also 
includes dealers who were not mem- 
bers of NJGRA. One such dealer says: 
“It looks like a live outfit. Their or- 
ganizers are tops. They look like 
regular union organizers to me; they 
are definitely not oil men. But they 
have answers the oil men want.” 

The same dealer, following up the 
union organizer angle, came up with 
this: “It wouldn’t surprise me in the 
least if they were union organizers. 

“First, they'll go ahead = and 
straighten out our price-war mess to 
give us a decent margin so that we 
can make a living. Then they'll come 
around and ask us to unionize our 
station help. They'll be able to point 
out that we’re now in a position to 
pay our help more because of steady 
price conditions. And they'll be right, 
too.” 


MERGER TALK 


No definite program of merging 
NJGRA and IGDA has developed. 
But there’s talk about it from both 
camps. Rabig says the eight-man 
committee now running NJGRA will 
continue as long as practicable before 
acting to select another president and 
executive secretary. He admits that 
there is the possibility of a union with 
Graeff’s group. 


LEGISLATION 


Both the NJGRA and IGDA have 
bills in the hopper at Trenton. The 
NJGRA is plugging for passage of 
Senate Bill 93. That bill creates a five- 
man regulatory board that would: 

-Examine and license all station 
operators and their help. Operators 
would have to know something about 
accounting, wage-hour laws, com- 
pensation law and social security laws 
among other subjects. 

Have the power to revoke or sus- 
pend any license for many reasons, 
including violations of its own regula- 
tions. 

Establish a_ state-wide posted 
price that includes all dealer selling 
expense. The price would be deter- 
mined by a state-wide survey of the 
gasoline industry. 

Graeff’s group would like to see 
Assembly Bill 120 passed. It gives to 
the Director of the Division of Taxa- 
tion of the state the authority to fix 
retail gasoline prices after determining 
what the selling expenses are at public 
hearings. 

Both bills would outlaw rebates, al- 
lowances, concessions or any other 


benefits. w 
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FAMOUS CTO METER 


with new foolproof strainer and air separator! 


alo)’ a-ak e-lit-le) (= 
fo) mm tele]. Qe iat ley, cy 


Air separator with built-in 
strainer — eliminates all 
air from liquid! wi 


Tokheim positive piston displacement-type measuring unit. 


This new Model 634 Meter features the same Standout Features 
accurate, dependable metering mechanism as used 
* Adaptable—separator inlet and 
strainer are reversible; counter may be 
especially for tank trucks, bulk plants and industry rotated to desired angle. 


in Tokheim service station pumps. It is designed 


—and brings to their metering operations a degree wk Veeder-Root Register and Totalizer; 


of efficiency never before available. Unsurpassed Ty an 

. . ° ° i — V" 

in quality and workmanship. Readily adaptable to wx 40 G.P.M. copecity— stenderd 1 
f tl ; flanged inlet and outlet connections. 

many types of installations. Handles wide range 

die 8 *& Simple, readily accessible adjustment. 


of petroleum products. For more efficient metering, i sen sail teaiiacialal e 
ir separator wi val valving an 


make sure it’s a Tokheim. Write factory today for hydraulic air release—handles both small 


complete descriptive literature and prices. and large bursts. 


*® Built-in strainer with 30 and 80 mesh 
screens, used together or independently 


*& Back-pressure valve, optional. 


General Products Division 


TOKHEIM CORPORATION 
Designers and Builders of Superior Equipment 
FORT WAYNE 1 Since 1901 INDIANA 


Factory Branch: 1309 Howard Street, San Francisco 3, California 
Canadian Distributor; H. Reeder, 205 Yonge Street, Toronto, Ontario | 
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Thar’s TBA Gold 
in the Yearbook 


MARKETING. 


infogmation formerly found 
40 pages of TBA data: 

© TBA market potentials 
1954-1964. 

© TBA ratios. 
supplier personnel directory 
personnel directory. 
territories, 
IBA program directory. 

¢ Battery date codes. 


@ AAA car breakdowns. 


passenger car sales potential. 


facts from advertising 


advertising expenditures. 


annual reports. 


important to oil men. 


senger Cars, 


keters all year long. 


New York. Price $1 


IBA marketers and suppliers 
who since 1949 have looked for- 
ward each year to our annual 
IBA Directory and Buyers’ 
Guide, will find it this year un- 
der a bright new cover—THE 
STATISTICAL AND REFERENCE 
YEARBOOK OF OIL AND TBA 


The YEARBOOK, to be pub- 
lished in May, will contain the 


the TBA Directory—more than 


e TBA manufacturer and 
e Oil marketing company 
e Oil company = marketing 


e Oil company dealer and 


@ Estimate of 1955 national 


And TBA is just ONE of the 
subjects you'll find in the Sra- 
rISTICAL YEARBOOK, We'll cover 
the waterfront of oil marketing 


weights and measures. Here are 
some of the features you'll find 
A report on oil company 


Summary of oil company 


A list of oil marketing as- 
sociations, plus a directory of 
government agencies and offices 


A complete automotive sec- 
tion with the latest data on pas- 


These are some of the reasons 
why the YEARBOOK will be a 
desktop necessity for oil mar 


The STATISTICAL AND REFER- 
ENCE YEARBOOK OF OIL AND 
TBA MARKETING will be sent 
free to all NPN subscribers as 
an extra issue. It will be avail- 
able to non-subscribers from 
Readers’ Service Dept., Na- 
TIONAL PETROLEUM News, 330 
W. 42nd St., New York 36, 











Mergers Bulwark Union Strength 


Merger fever is in the air through- 
out organized labor—including the oil 
industry branch. And each alliance 
means the unions will be stronger at 
the bargaining table. 

Close on the heels of the AFL-CIO 
merger proposal, Oil Workers Inter- 
national Union and United Gas, Coke 
and Chemical Workers of America 
last month joined forces to form the 
Oil, Chemical and Atomic Workers 
International Union (CIO). 

At the helm of the new union is 
O. A. (Jack) Knight, president of 
OWIU for the last 15 years, who be- 
gan this new phase of his labor career 
with a long-range warning to oil mar- 
keters. 

He told the oil-chemical merger 
convention that the two union alli- 
ances “should, in the long run, im- 
prove prospects for organizing in the 
marketing field through increased re- 
sources and through elimination or 
reduction of jurisdictional disputes.” 

Reuther Pledges Aid—CIO Presi- 
dent Walter Reuther, who will be vice 
president of the AFL-CIO group, has 
made it obvious that the huge, 15- 
million-member organization will back 
expansion efforts of the new oil- 
chemical union. As its president, he 
also pledges the financial support of 
the powerful United Auto Workers 

Knight, who is almost a sure bet 
to be chosen a vice president of the 
AFL-CIO alliance, is laying big plans. 

He wants to expand the oil-chemical 
group, which now numbers 200,000 
members, to 1 million. 

He sees the possibility of yet an- 
other merger for the new OCAW 
“within a year, possibly a little longer” 

this time with AFL’s International 
Chemical Workers Union. 

The new union is “not prepared to 
say” at present whether it will con- 
centrate its organizing in any particu- 
lar branch of the industry in which 
it is weak. 

To a specific question about its 
plans for service stations or any other 
phase of oil marketing, OCAW 
answers: “We want to organize all 
branches of the industry, but priority 
will depend on circumstances.” 

Wage Drive Ahead—Definite plans 
call for “consideration of the possibil- 
ity of asking for additional wage in- 
creases in 1955,” further study of the 
5% wage increase demand made to 
the industry last year and organization 
of the “petrochemical giants” like 
Du Pont, Union Carbide and Carbon 
Corp. and others. Plans also are afoot 
for organizing atomic workers. 


©. A. KNIGHT 
New bargaining muscle 


This, and OWIU’s long record of 
concentration on refining, indicates 
OCAW will not concentrate on mar- 
keting for the present. That leaves the 
AFL Teamsters still the big marketing 
union—with a Teamster-OCAW clash 
a definite possibility if the newly 
created union decides to move into 
the marketing field. 

Dave Beck’s powerful Teamsters 
union always has been the “bad boy” 
of AFL. Its move to block a CIO- 
proposed constitutional bar against 
raiding in the new AFL-CIO unit 
serves notice it has no intention of 
changing its attitude. 

The Teamsters have concentrated 
on tank truck drivers and service sta- 
tion attendants in the past without 
any real opposition from OWIU. Beck 
has said on more than one occasion 
that he plans to organize every service 
station in the country. 

There is no indication that the 
Teamsters are mounting a drive spe- 
cifically directed at oil marketing now, 
though they have been making steady 
gains on the West Coast, in the Chi- 
cago area, in Philadelphia and some 
other areas in the East. 

But the revitalized organizing cam- 
paigns that are bound to be set in 
motion by the mergers could prove 
the stimulant the Teamsters need, 
particularly if Beck and his followers 
get strong backing and encouragement 
from the new AFL-CIO. * 
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To make your bid for the growing 


diesel fuel market more competitive ... 


Du Pont FOA-2 helps you stabilize 
cracked distillates—at lower 
cost——for use in diesel fuels. 


With the railroads concentrating on re- 
ducing operating costs, you are probably 
faced with the problem of producing— 
from existing stocks—more diesel fuel 
at lower cost. 

To solve this problem profitably, you can 
use DuPont FOA-2 to stabilize cracked 
distillates and overcome incompatibility 
between blends of cracked and straight- 
run stocks. And you'll find this additional 
flexibility will help you keep your heat- 
ing oil stocks in better balance to meet 
varying seasonal demands, 


E. 1. DU PONT DE NEMOURS & COMPANY 


Petroleum Chemicals [ 
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Many leading railroads are using No, 2 


) 


fuel oils containing Du Pont FOA-2, with 


excellent results. They have found, after 
careful testing, that they can efficiently 
operate diesel engines on well-stabilized 
cracked distillates at lower cost, and with- 
out harmful effects. 
Good filterability 

Because of the 
tion of FOA-2, 
most filter plugging problems 


excellent dispe rsant ac- 
it helps you to bypass 
And being 
an ashless, nonmetallic Du Pont 
FOA-2 does not contribute to the exhaust 


additive 


stack sparking problem. 
Economical 
Du Pont FOA-2 


extremely economical to use, 


is effective in low con- 


centrations 


Petroleum 


INC.) 


jware 


NEWS 


And you need no special equipment to 
add it, 
Ask for samples 

Your laboratory can easily test the effec- 
tiveness of FOA-2 in your own stocks 
For samples and technical information, 
contact your Du Pont Petroleum Chemi 
cals Division representative or regional 


ofthice, 


Better Things for Better Living 
through Chemistry 


Chemicals 





Only FRAM 
offers ALL these 
advantages... 





7 
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FRAM backs you with 
nationwide promotions 


to build customer traffic... boost your profits! 


Since vacation time is the traditional time for a 
check-up, FraAm’s ‘“Vacationland America” promo- 
tion sends motorists to Fram Dealers for FRAm’s 
big 68-page ‘‘Vacationland America”’ Book. Helps 
sell everything from FRAM Filters and Cartridges to 
fan belts, radiator hose, spark plugs and dozens of 
other items. 


FRAM keeps after car owners with special CLEAN 
OIL MONTH promotions and CLEAN OIL 
MONTH billboards. Again and again, FRAM says 
check your oil . . . check your filter! That means more 
hoods up... more TBA sales! 


And don’t forget the effect of sledge Result? Sales! Millions of sales! 
hammer advertising that pounds away’ Are you getting your share? If not, in- 
day after day. Magazines! Farm Publi- vestigate Fram now! Ask us for facts 
cations! Outdoor advertising! All and figures. FRAM CORPORATION, 
backed up by hottest collection of mer- Providence 16, R. I. Fram Canada Ltd., 
chandising aids you ever saw! Stratford, Ont. 


¥ Motorists prefer FRAM more than 2 to 1! 


"4 FRAM is standard equipment on more cars and trucks! e 

/ FRAM is custom-engineered for most every engine! ; 

V FRAM is backed by the industry’s strongest, broadest, 
most liberal, unconditional money-back guarantee... 


the only guarantee of its kind! OIL « AIR © FUEL * WATER 
/ FRAM Cartridges are protected by work-saving, sales- mae 


¥ FRAM gives you the most effective advertising-merchan- = @I pRS _ 


dising program in oil filter history! 
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AMERICAN LIBERTY MARKETING CO 
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“... looking forward to 
a purple banner year in 1955” 





The story's the same in every p 
nal increase in sales of Roy 
Products such as Unoba and Red Line Grease 
this increased demand there's been 
Eastern Territory 


art of the country a phenome. 


1 other Union Oil 
Ss. And because of 


4 rapid expansion of oyr 
Write us 





al Triton Motor an 





UNION OIL COMPANY 


OF CALIFORNIA 
* New York : 45 Rock 
* New Orleans: 
Atlanta: 40) Atlanta Nationa} Bldg 





Sales Organization 
franchises in your area 





Los Angeles: Union Oil Bldg 


about available 1612 Bankers Bldg 





efeller Plaza« Chicago: 
644 National Bank of Commerce Bldg 
. * Kansas City, Mo.: 612 w 47th St. 





sO 





NATIONAL 





PETROLEUM NEws « April, 1955 




















xj industry news 


Southern Pacific Plans 
Products Pipe Line 


Southern Pacific Co. soon will start 
building an 800-mile pipe line to de- 
liver products to the Phoenix-Tucson 
marketing area in Arizona from the 
Los Angeles and El Paso, Texas, re- 
fineries. The project has tank truckers 
worried. 

The Texas-California line will: 

@ Cost $30 million. 

@ Have an initial capacity of 10,- 
000 b/d that can be increased by 
50%. 

@ Be operating by the end of the 
year. 

@ Follow the railroad’s right-of- 
way. 

SP has organized Southern Pacific 
Lines, Inc., to operate the new ven- 
ture. And additional lines may be 
built in other areas served by the rail- 
road, if economically possible, D. J. 
Russell, SP president, says. 

Truckers’ Reaction—The railroad’s 
entrance into pipe lines is alarming 
tank truckers. Ordinarily they don’t 
oppose long pipe lines because their 
truck operations are over short dis- 
tances. But in this case, tank truckers 
see a loss of business especially if SP 
makes area distribution in its own 
tank cars and tank trucks. 

One trucking industry official said 
he was “amazed” at the railroad’s 
plan in view of frequent arguments 
by railroads in that area that rail rates 
should be cut to forestall the threat of 
pipe line construction. 

Wants Crude—Although SP says it 
“has no plans now” to use the pipe 
line for transporting crude oil, it has 
a customer for such business in the 
rhunderbird Refinery Corp. 

John B. Mills, Thunderbird presi- 
dent, says his company will have 
Arizona’s first oil refinery in operation 
within 18 months if SP will deliver 
16,500 b/d of crude to the plant. 
Thunderbird plans to build a $30-mil- 
lion refinery in the Florence-Coolidge 
district, which is southeast of Phoenix 
and near the Phoenix-Tucson axis, if 
it gets crude by pipe line 


Briefs 


Pure Oil Co. will devote $41 million 
to capital expenditures this year 
60% for exploration and development 
and a sizable share for catalytic re- 
formers at Lemont, Ill., and Smith’s 
Bluff, Tex. Earnings were up 15% 
last year over 1953 and product sales 
increased 3.6%. Drilling operations 
doubled. 


Richards Oil Co., Minneapolis 


heavy fuel oil distributor, is “talking 
up” a pipe line from its new terminal, 
under construction on the Minnesota 
River, to the Great Lakes Pipe Line 
terminal one mile south. The company 
also is dredging an 11-ft. channel from 
the terminal to the Mississippi River. 
The terminal will handle light and 
heavy fuel oils and asphaltic road oils 
. 

A new marketing territory for 
Crown Central Petroleum Co. is being 
organized in the coastal city of Wil- 
mington, N. C.—with products sup- 
plied via a new terminal being built 
there. Coastal Terminal, Inc., of 
Charleston, S. C., has an interest in 
the terminal. Crown Eastern Petro 


leum Corp. will supply the area 
covering 18 to 20 counties—and con- 
struction of 25 to 30 new service sta- 
tions is planned 

o 

Standard Oil Co. (Indiana) will 
start work this summer on a new 
6,000-b/d Ultraformer at its 30,000- 
b/d Mandan, N. D., refinery. Initial 
operation is planned for late next 
spring 

- 

Farmington Funding Corp. of Colo 
rado Springs, Colo., has purchased an 
85% interest in Wisconsin Oil Refin- 
ing Co. and 30% of Corpus Christi 
Refining Co. A 2,500-b/d vacuum 


(Continued on p. 84) 


SPRING 


Order 12 cans of any Warner Products—pay for 
only 11 cans—one can is FREE! Offer expires — 





A clean cooling system stops 
trouble. Make extra profits 
this spring. Offer your cus- 
tomers WARNER RADIATOR 
CLEANER. 





Every car that comes over 
your driveway needs at 
least one Warner Product 


Prevent rust, corrosion, scale 
Stop water pump squeaks 
Offer every customer WAR 
NER COOLING SYSTEM leaks 
PROTECTOR. 


Famous over 30 years. The 
one way for immediate, easy 
repair of all cooling system 
Sell the leader 

WARNER LIQUID SOLDER 





— oti a 
mn gamous NAME IN AUTOMOBILE wist? 


WARNER RADIATOR PRODUCTS 
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WARNER-PATTERSON COMPANY 
920 S. MICHIGAN AVE., CHICAGO 5. ILL. 














VNGICY. 8 of the 


A, You are in Business 
for PROFIT 


Your profit depends on 
HOW MANY batteries you 


sell... HOW MUCH you . 


make on eéach sale. 


Ew, Get the full story 



































| Ramey BUOINESS © 


&. Your real competition is not 
between brands, but between 


the grades you display. it, 


C. Ordinary batteries cost 
just as much to handle 
as high profit batteries. 














—#j industry news 


(Continued from p. 8&1) 

unit, to produce road oil and asphalt, 
will be installed at Wisconsin’s 5,000- 
b/d Sheboygan, Wis., plant. The in- 
vestment firm plans no immediate 
changes for the 8,000-b/d Corpus 
Christi (Tex.) refinery 

. 

Rapid tax writeoffs have been 
granted Skelly Oil Co. for 252,000 
bbl. of new storage at its Edgewater, 
N. J., terminal; Standard Oil Co 
(Ohio) for a 10-mile products pipe 


line from its Lima, Ohio, refinery to 
the Inland Corp. pipe line, and The 
Texas Co. for a 95,836-bbl. pipe line 
terminal at Waskom, Tex 
° 

Richfield Oil Corp. will spend $4.5 
million to double the capacity of its 
terminal on Channel 2 in Long Beach 
harbor—an increase of about 500,000 
bbl. When the project is finished in 
12 to 15 months, operations at the 
Richfield terminal on Channel 3 will 
be discontinued. 


With Crescent you get 


Lead Terminal 
insulated Cable 


Lead Terminal 
Strap 


Crescent serves the largest in the in- 
dustry. Let us show you the way to 
increased sales and profits. 


Pa 
Givin CRESCENT COMPANY, INC. 


Elmer Horstmeyer 


Sohio Dealer Wins 
Brand Names Award 


Iwo major oil companies—Stand- 
ard Oil Co. (Ohio) and Atlantic Re- 
fining—swept the first five places in 
the 1954 Gasoline Service Station 
Retailer of the Nation contest spon- 
sored by the Brand Names Founda- 
tion. 

First place went to Elmer Horst- 
meyer, Hyde Park Sohio Service 
Station, Cincinnati, Ohio, who won 
third place last year. Three Atlantic 
dealers—Joe Hartnett, Philadelphia; 
J. Robert Cole, Sr., Cole’s Atlantic 
Corner, Atlantic City, N. J.; and 
Charles Lott, Moorestown, N. J., 
finished second, third and fourth. 

John Stefanko and George Sidor of 
West Sohio Service Station, Cleveland 
placed fifth. The winners were chosen 
from 35 finalists who submitted de- 
tailed, illustrated reports of their ad- 
vertising and sales promotion. 


Oil Year Book 


The 45th annual edition of the Oil 
and Petroleum Year Book, \ists infor- 
mation on 945 oil producers, refiners, 
transporters and marketers throughout 
the world. Names and addresses of 
top men in oil firms, names of equip- 
ment manufacturers and a “Buyers’ 
Guide” section also are included in 
the new volume. Price of the book is 
$5. It is compiled and published by 
Walter E. Skinner, 20, Copthall Ave., 
London, E.C. 2, England. 


Unions in Texas 


Gordon Griffin, secretary of the 
Texas Service Station Assn., claims a 
statement in NPN (Feb., 1955, p. 9) 
to the effect that labor unions even- 
tually will succeed in organizing Texas 
service stations does not represent his 
views. Griffin says that in his opinion 
unions will lose the organizing fight. 
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See how 
FRUEHAUF TRAILER COMPANY of Canada, Ltd., 


“We are at present using Cor-TEN steel in 
the construction of our semi-tank trailers, and 
have found it to be more than satisfactory,” 
says Fruehauf Trailer Company of Canada. 
The Engineering Department says, “‘We use 
this high strength steel for two main reasons. 
First, because of the reduction in weight that 
it makes possible—a most important feature 
in building tank trailers. And second, be- 
cause of its low sulphur content. As is well 
known, a low sulphur content assists in elimi- 
nating porosity, helps to improve welds and 
therefore safeguards a tank from leakage at 
the seams. 
“In the belly or bottom section of 
the tank we use a 10-gauge Cor-TEN 
steel which must be able to withstand 
the strain of a load under various road 


uses USS COR-TEN steel 
to improve tank trailers! 





conditions, and in the sides and roof 
of the tank we use a 12-gauge Cor- 
TEN steel for reduction in weight.” 


TWO TANKERS built by 
Fruehauf Trailer Com 
many of Canada, Ltd 
The Rogera Fuel Oil 
Trailer has @ capacity 
of A200 gallons the 
Trinidad Leaseholds 
Regent ‘Trailer carries 
5400 gallons, 


require less maintenance and last 
longer, because USS Cor-TEn steel 


And here’s how you can get the benefits 
of USS COR-TEN steel in your equipment! 


has a 50°) higher yield point than 
carbon steel gives 4 to 6 times 


the resistance to atmospheric corro 


By building your tankers lighter 
with USS Cor-TEN steel, you can 
obtain increased capacity without 
increasing loaded weight. The extra 
steel poundage required in ordinary 
construction can be traded for addi- 
tional pounds of payload by build- 


ing the tanker bigger without in- 
creasing weight. If preferred, how- 
ever, you can maintain the capacity 
you would have in a unit built the 
ordinary way, and reduce both dead 
weight and loaded weight 

Cor-TEN steel-built tankers also 


sion... and offers higher resistance 
to load surge and road vibration 
For more information, write for a 
free copy of our new book on USS 
Cor-TEN steel. It shows many ex 
amples of improved construction 


with this premier high strength steel 


UNITED STATES STEEL CORPORATION, PITTSBURGH + AMERICAN STEEL & WIRE DIVISION, CLEVELAND COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
NATIONAL TUBE DIVISION, PITTSBURGH + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRisuTORS 


UNITED STATES STEEL EXPORT COMPANY, HEW YORK 


USS COR-TEN High Strength STEEL Us) 


UNITED wn ee AO Re ee oe ee 
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A Helping Hand to Greater Profits! 


...8ervice-station operator counts on the dependability and efficiency of 


Westinghouse Air Compressors to help him turn out more work at lower cost 


The operations that make those extra profits for you 
require air power. That is why you should select a 
compressor that is dependable, and so efficient that 
you get all the air you need at lower cost. 


That is why you should select a Westinghouse Air 
Compressor. Just look at a few features: 


Low oil-level protection — your Westinghouse won't 
pump air if the oil-level or oil pressure is too low. 
You never get repair bills for lack of lubrication. 


Starting unloader — keeps compressor unloaded until 
motor reaches normal speed and oil circulation starts. 


Thermal overload protection — cuts current if motor 
should overheat. 


Automotive-type lubrication — pressure principle 
forces oil to every moving part for longer life. 


Two-stage, air-cooled design — provides air at max- 
imum efficiency. Costs less to operate. 


Insist that your station is equipped with a West- 
inghouse Air Compressor and you'll truly have a 
helping hand to greater profits. Sizes from 114 to 
15 hp are available for automatic start and stop and 


continuous operation. Write for literature. 
w-100 





Milwaukee 14, Wisconsin 


3 ko) Jans Division of Westinghouse Air Brake Co. 


a= | 
‘ 


PORTABLE AIR COMPRESSORS + TRACTAIR * STATIONARY alm COMPRESSORS 


enoines AiR TOOtS + TRUCK MIXERS 


Distributors in all principal cities 
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liquefied petroleum gas 


a 


POTENTIAL MARKET for Texas oil marketers are these farm tractors. But hundreds of farmers are switching to LP-gas 


How Texas Oil Marketers Fight LP-Gas 


Some move into LP-gas sales, too, but find 


it's tough going to get business started 


ee farming operations are 
‘J moving at full speed in rural Texas 
this month. And an estimated 60 of 
every 100 fuel-burning engines used 
by Texas farmers are burning lique- 
fied petroleum gas. 

he Petroleum Marketers Assn. of 
Texas makes this estimate, based on 
the losses of gasoline and diesel sales 
reported by commission agent mem- 
bers. 

The LP-gas problem is nothing new 
to agents and jobbers in the Southwest 
It has been with them now for several 
years. But it is becoming more serious 
each year, as output of this relative 
newcomer to the petroleum products 
field grows. 

Many marketers operating in rural 
areas are stymied. They can see only 
two possible solutions: 

Get into the LP-gas selling busi 
ness. 

—Forget about losses, and concen 
trate on what business is left. 

Hardly anyone likes either solution 
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Some, but not many, have already 
picked the first. A few have chosen 
the second. The vast majority remains 
undecided 


BREAKING iN 


Those thinking of joining the LP 
gas sellers get little encouragement 
rheir suppliers generally advise against 
it. So do LP-gas manufacturers, who 
seem to believe the field is already 
saturated with established distributors 

But good salesmen hate to lose busi 
ness that may have taken 20 years or 
more to build. So many marketers are 
thinking seriously of adding LP-gas to 
their business. 

Holding them back, however, is the 
uncertainty of what they would face 
It is hard for a newcomer 
established as a refined products mar 
keter—to crack the LP-gas field 
A survey of a few marketers who 
have either entered the business in 
lexas, or who have investigated the 


even one 


possibility of doing so, shows five 
tough hurdles to LP-gas selling 

The high cost of getting into the 
business 

Ihe difficulty of 


sources of supply 


getting sure 


Uncertain price conditions 

rhe prospect of facing established 
and keen competition 

he nature of LP-gas customers 


INITIAL EXPENSES 


rhe cost problem may not seem big 
at first glance 

For a marketer to start out from 
scratch, it is generally estimated that 
a capital investment of $20,000 to 
$25,000 is necessary 

But this amount will put him in 
business only on a limited basis in 
lexas 

He has to plan on further outlays of 
And he has 
to be prepared for a hard struggle in 


capital as he goes along 


the beginning, until he can make a 
name for himself as an LP-gas dis 
tributor 

Ihe $20,000 to $25,000 allows for 
one truck and tank, about $5,000 
working capital, and limited storage at 


$/ 





—_¥y LP-gas 


his bulk plant, plus tanks for his cus 
tomers 

The amount doesn’t include bulk 
plant property. In some cases, the mar 
keter can use present space. Jn others, 
because of local ordinances that pro 
hibit LP-gas bulk plants within city 
limits, he would have to spend more 
money. 

In figuring the cost of getting into 
business, a marketer also has to count 
on employees experienced in installing 
and servicing customer storage tanks 
Generally he will be able to use his 
present salesmen and bookkeepers in 
his LP-gas operations. But this ex 
cludes truck drivers 


PRICE CONDITIONS 


|_P-gas prices are uncertain. Mar- 
keters usually find that they cannot 
expect to buy and sell on any “estab- 
lished” market, as they do in the case 
of gasoline and other refined products, 
Cost prices fluctuate greatly from sea- 
on to season, depending on supply 
conditions. And resell prices go up 
and down with cost prices. 

But combination LP-gas and refined 
products distributors who are now in 
there is not much 
fluctuation in the margin they work 
on. If the cost price jumps, they raise 
Competition, how- 
ever, tends to keep this margin “re- 


the business say 


the resale price 


Add ‘2,190 a year 


to Your Net Profits by Balancing 
One Car a Day with the Famous 


BOUNTER 


Ask your Hunter representative 
for complete details and actual 
case histories on amazing Hunter 
profits. By balancing only four 
cars a week your 

Hunter Tune-In 

Balancer will pay 

for itself out of profits in 90 
days. No wonder more Hunter 
Wheel Balancers have been 
sold than any other make. 


Hunter Trim-A-Wate 
the all-in-one, all-purpose 
wheel weight tool 


Hunter X-Act passenger 
car and truck wheel weights 


® 


HUNTER Engineering Company 


Hunter Avenue and Ladue Road 
St. Lewis 24, Missouri 


CONTACT YOUR JOBBER OR MAIL THIS COUPON 


TO HUNTER ENGINEERING COMPANY WPN 45 
Hunter Avenue and Ladue Road 
St. Louis 24, Missouri 


Please send me more information on the Hunter 
Tune-in Wheel Balancer 


Name 
Company 
Address 
City 


NATIONAL 





spectable.” In Texas it seems to run 
from about 3¢ to 3.5¢ on farm and 
industrial accounts, and from about 
4¢ to S¢ on domestic ones. 


SOURCE OF SUPPLY 


Then there is the supply problem. 
Most people in the LP-gas industry in 
Texas deny that there is still a short- 
supply problem. But during severe 
winter weather, there are times when 
supplies do become tight. 

lo overcome supply difficulties dur- 
ing winter months, many LP-gas dis- 
tributors contract to buy material on 
a quota basis. They get winter supplies 
according to their summer purchases. 
Others buy material “spot,” whenever 
they need it. 


COMPETITION 


rhe established competition is rough 
on the newcomer to the LP-gas field 
in Texas. 

The field is loaded with LP-gas dis- 
tributors who have been in business 
for a long time. In many cases, these 
distributors have built up an appliance 
supply business on the side, and they 
can meet all of their customers’ needs 
the “easy payment” way. A marketer 
who has been confining his business to 
selling gasoline finds it hard to fight 
this kind of competition. 


CUSTOMERS 


Then there’s the nature of the LP- 
gas customers. 

Some in the business say that you 
have to do everything for an LP-gas 
customer except sign his name to the 
payment check. 

Farmers are especially “spoiled.” 
Sellers now have to furnish them with 
storage tanks, which often cost $100 
up, either on a loan or rental basis 
They also must install them. Some dis 
tributors help farmers with the main 
tenance of converted equipment. 

Selling a farmer LP-gas for his farm 
machinery generally means selling him 
LP-gas for his domestic uses, too. A 
jobber or agent needs employees ex- 
perienced in installing and servicing 
home appliances. 

Another difficult customer is the 
drilling rig operator in oil production 
areas of Texas. Marketers operating in 
these areas at one time sold a lot of 
diesel fuel to these drillers. But now 
it is estimated that 90% of the drilling 
rigs operate On LP or natural gas. 

[hese drilling contractors seldom 
offer credit problems. But they are 
hard to service, since drilling for oil 
is a 24-hour business. They require 


(Continued on p. 92) 
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Coming in April 


A new plan to 
win new customers for 


iobbers and dealers of 


4 
‘4 


A CERTAIN OIL COMPANY 
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ITS PERFORMANCE THAT COUNTS! 
Hleres what mororists say about 


PHILLIPS 66  FLITE-FUEL! 


THE PERFORMANCE 
OF FLITE-FUEL (— PHILLIPS 66 
CONVINCED ME. NOW I FLITE-FUEL BURNS 

USE IT REGULARLY. CLEAN. |T DOESN'T 
NEED ANY ANTI- 
FOULING ADDITIVE. 


ane 


I GET LONGER GASOLINE MILEAGE WITH 
PHILLIPS 66 FLITE-FUEL. 





























<< 


WITH FLITE -FUEL I 
CAN CERTAINLY FEEL A 
DIFFERENCE IN THE 
SMOOTHNESS OF MY CAR, 


~~ 


4 
az) 














PHILLIPS 66 FLITE-FUEL HAS 

are AN EXCLUSIVE NEW ANTI-COLD- 

. STALLING COMPONENT. I GET 

INSTANT RESPONSE — EVEN WITH 
A COLD ENGINE. 








The widespread enthusiasm of motorists for Phil- 
lips 66 FLITE-FUEL means increased business for 
Phillips 66 Dealers. For information about a Phillips 
66 franchise, write to: Sales Department, Phillips 
Petroleum Company, Bartlesville, Oklahoma. 
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RUGGED, DEPENDABLE 


HANNAY nose reets 


Wherever fuel oil, gasoline, diesel oil and other petroleum 


fuels are handled —for refueling airliners or for making home 
and industrial deliveries—wherever absolute dependability 


is a must—Hannay Hose Reels are the accepted standard. 


Hannay Hose Reels are made and backed by an organiza- 
tion devoted exclusively to the manufacture of the best hose 
reels it is humanly possible to make. From its forged brass, 
leak proof swing joint to its rigid mounting frame a Hannay 
Reel is built up to one standard—the Hannay standard — 
the best. 


QUICKER DELIVERIES - LONGER HOSE LIFE 


Explosion-proof heavy duty motor speeds rewinding. More 
deliveries per day 


Air motor or hand rewind models also available 


Full-flow hub assembly assures quick oil delivery without 
turbulence 


Forged brass, precision machined swing joint; threaded or 
with Victaulic groove 


Positive sprocket and chain drive. No clutch or gears to shift. 


Wide range of sizes to fit any side cabinet or bucket box 


Hose size range from 4" to 4" 1.D 


WwANNAy 


For complete details and further information ask your oil equipment jobber or write to us L H 0 s f . E E L 5 


CLF ORO & HANNAYT & SOM ln 


HANNAY ... Greatest Name in Hose Reels! “= 
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| | LP-gas 
the only pennants made es 


. | fuel deliveries at all times of the day 
with a full and night. 


BUYING OUT 


fo overcome the problem of break- 
ing into the LP-gas selling field, some 
a marketers in Texas have bought out 


existing distributors, taking over thet 
equipment and customers. To show 
how this can work, here’s the story of 
a Wichita Falls, Tex., commission 
agent. 

His name is John Wolf. He faced 
the prospect of being put out of busi- 
ness when LP-gas took over most of 
his drilling contractor customers back 
in 1944. 

% Guaranteed for a full 60 DAYS! He moved into LP-gas with a 


$1,200 second-hand truck, a $1,000 
* Now in ! >t, 
ack brilient colors! tank, and a lot of high hopes about 


*& Only $1.25 per 25-ff. set (12 flags) regaining his lost business. After three 
- + « less if you buy in quantity! months, he saw his limited equipment 

wouldn't do the job 

Send for your free catalog of Pratt's service Besides, drillers were skeptical. 

station display material. It's filled with sales- They wondered if he could get sup- 


building ideas every station can use. plies in times of short supply. And 
—_ they wondered if he could give as good 


) service as the established dealers. 

Rather than lose more money try- 

ing to prove himself, Wolf decided to 

201 PRINTCRAFT BUILDING, INDIANAPOLIS 4, INDIANA buy out a distributor in Wichita Falls 

He had to pay $20,000 for the dis- 

tributor’s equipment, which included 

ai. ks a number of skid tanks and _ three 

LIGHTER, BETTER, STRONGER : trucks. Before Wolf really got started, 
\ he had invested $22,200. 


elas E £ 3 } C | E hi T on : When he bought out the LP-gas 
¥ Vs 



































distributor, he also got customers, 
x YM am but it was up to him to keep them. He 
GORMAN-RUPP : yf lost a few in the beginning, and he 
; ‘ had supply problems. To cut down 
4, - - si , expenses he built a garage and did his 
Series Centrifugal Pumps own repair and maintenance work. He 
figures this was a great saving in the 
THAT PRIME | There is a wide range of “O” beginning, and he thinks it cuts his 
. agp cig See igs operating expenses by about 

~ Oo. 


take - off, pedestal for customer's 
power-—or complete units, engine By giving good service and building 
or motor driven up his reputation as a reliable de- 
liverer, Wolf has been able to succeed 
in the LP-gas business. Today he is 
@ STRAIGHT-IN SUCTION, NO CHECK VALVE: selling 60,000 to 100,000 gal. of LP- 
gas per month, depending on the sea- 
son of the year and weather condi- 
tions. Most of this volume is sold to 
e SAFE AND DEPENDABLE: drillers, and he has a few industrial 
accounts. He doesn’t sell much to 
CARTRIDGE DESIGN domestic users. 


Advanced engineering know-how ap- 
plied to meet everyday needs in han 
dling petroleum or industrial liquids. 


Increased simplicity, longer life, better 
performance, 


Always ready. Arctic cold or desert heat 

— no priming failures. 

In both vertical and horizontal By adding on over the years, Wolf 

e@ SAVINGS: rg Another Gorman - Rupp is now equipped to handle up to 150,- 
irst. Completely disassemble 

y — ( ‘ . > 

Fewer parts. Easy maintenance with ex pump without breaking piping. a ae peo 2 — monthly 

clusive Cartridge Design Quick changes in field with min His books presently show: 
imum loss in pumping service. 

Bulletin 4-PP-11 Saves time reduces spillage 

increases safety. 





Lot and Building (separate 
from his gasoline bulk plant) $1,107 
Automobile for butane 


RUPP Cc business $1,964 
°., MANSFIELD, OHIO (Continued on p. 94) 
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POINT-OF-SALE* 
AC Bird Cage 


Dealers all over the country requested the 
return of the AC Bird Cage—the most 
popular spark plug sales aid of all time! 
So here it is, with powerful appeal that 
will boost sales and profits for you! 


The Sparkettes 


Little Sparkys put life into your window 
trim. They can be used in pairs in a wide 
variety of ways to attract attention and 
to make sales! 


Campaign Envelope 


The envelope, containing the AC Spring 




















Campaign, has a special cut-out section 
printed on the back. This section, with it: 
detailed sales story on the AC Hot Tip 
Plug, can be posted anywhere for your 
customers to read 


NATIONAL 
SUPPORT 


National 
Advertising 


Millions of readers will meet 
Sparky againin POST, LIFE 
LOOK, COLLIER’S, and 
other magazines. Sparky, in 
his Scotch outfit, will heip 
you sell the AC Hot Tip 
story to your customers 





Television 


The NBC-TV network, with more 
than one hundred stations, carries 
AC's dramatic show, “Big Town.” 
The power of television, with mil- 
lions upon millions of viewers, 
solidly supports AC's Campaign 


GM 


AC SPARK PLUG DIVISION 
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Farm Advertising 


The farm 
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THESE BIRDS 
WERE CAUGHT 
\. STEALING Gas! 
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and REPLACED with 


Lively Ge 
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Hoot, 
Mon! 
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market will hear from 


Sparky, too He'll tell millions of 


farmers 


Plug 


about AC Hot Tip 


park 


during the Spring Campaign 








HOOT, MON! 
Gas savi 
a, go sky high! 
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Outdoor Postings 


Wherever motorists go, they'll see Sparky and the At 
Cu omy theme » billboards (more than 5,006 f the 
from coast to coast) You'll receive a 
for your window 


niature of this poster 


SPARKY SAYS— 
‘a THIS IS THE 
KIND OF SELLING 
SUPPORT THAT 
MAKES AC AGREAT 
LINE TO HANDLE. 

. 


Re eg 


_ 


{ 





FLINT, MICHIGAN 

















—fILP-gas 
{ k | k f C0 cti (Continued from p. 92) 
’ 5 
ose 0 ma e d Qa proo nne ion Trucks (2) soe 


Truck tanks & equipment $27,568 
Inventory $1,722 
Office equipment $77 

Total $41,143 


Wolf combines accounting and 
other paper work, so he has little ad- 
ditional overhead 

He has two men who are strictly 
LP-gas truck drivers and salesmen 
They are paid on a commission basis, 
getting 0.75¢ gal. for each gallon de- 
livered. Since deliveries to oil well 
drillers are made at all hours of the 
day and night, Wolf finds this method 
to be fairest. He believes commission 
drivers give the best service, since it 


4 is to their advantage to keep cus- 
in one secon me 


Wolf also finds prices vary a lot in 

the LP-gas industry, but he is generally 

New, economical Titeflex Quick-SzaL Couplings able to keep a 3.5¢ margin between his 

cost price and his resale price. In 

are leakproof at all operating pressures—provide February, he was paying 4¢ for prod- 

ucts and reselling to drilling contrac- 

tors at 7.5¢. On the few domestic ac- 

counts he had, he paid the same 
price—4¢—but resold at 9¢ 

without tools. Quicx-SeaL Couplings are inter- Wolf's story is fairly typical of the 

situation of combination petroleum 

changeable in the same size; come in a variety of marketer-LP-gas distributors in Texas. 

, ° Most were more or less forced into 

alloys in many s1Zes yi" to 12'' diameter. the business, and most have found it 

: ap s cost a lot of money to get set up 

Straight-through, Single and Double Check-valve properly. However, in cases where the 

types. Write today for Titeflex QUICK-SEAL marketers had the capital to expand 


and the patience to go through some 
dark days in the beginning, success 
coupling catalog. has been the rule 
Otis H. Gray, a combination jobber- 
LP-gas distributor in Hillsboro, Tex., 
is another who has found there is 
profit in a combined operation. Gray 
now finds that he is making as much 
money in his LP-gas operations as he 
is in his refined products business. But 
he says he would think twice before 
getting into both businesses again. 


full swivel action, full free flow, versatility, long 


service life—couple & uncouple IN ONE SECOND 





Titeflex, Inc. 
Industrial Products Division 


525 Hendee Street QUICK-SEAL COUPLINGS | iL \OBBER 


4 (A] ( i 
Springfield 4, Mass. 


Please send your new, free Quick-Seal Coupling Catalog 


Name 


Title 





Firm 
Address 
City Zone _ State 


“. . . And any man who doesn’t 


The higher the pressure the tighter the seal pay his dues is condemned to do 


business near an army base.” 
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New Money Maker for your job... Ford F-800 design. GCW 48,000 lbs. Wide equipment 
Bic Jos outsells all others because it’s the most choice available: single or 2-speed axle; power 
profitable in its class rugged 170-h.p. Cargo hydraulic or full-air brakes; 5-speed direct or 
King V-8 lasts longer due to Short Stroke Overdrive transmission; and Power Steering 


To get the most for your money 


LOOK UNDER THE HO00/ 


Make sure your next truck has a modern 


short-stroke engine—that gives gas savings 
of up to 1 gallon in 7 ... prolongs piston 
ring life up to 53%. Only Ford offers 

Short Stroke power in every engine. 


Short Stroke engine design for trucks is 
making headlines. In some makes of trucks 
it’s still in a development stage. In others, it 
has reached the early production stage. But 
only in Ford Trucks has it been advanced by . . 
over 3 years of experience and muore than 5 ~. ar! 
billion miles of service. Only Ford ‘Trucks Pa. 
offer Short Stroke design in every engine, ee ee ey ee ee ce 
V-8 or Six, for EXTRA long life! as, or shorter than its “bore Chat’s a modern short-stroke 


° - engine—-the Ford kind of engine that gives you: reduced 
, . — . 
Look under the hood for gas-saving Short slates travel and piston enced eh ral er 


Stroke power. Look behind the wheel for more usable power yas savings up to 1 gallon in 7 I 
driver-saving Driverized Cab comfort. Look wear on vital moving parts and much longer engine life! 
over the axle for trip-saving payload capacity. 

Ford Triple Economy Trucks give you all 


. infiae. ahd ° 
ee! Ca your mere Fort Dealer — FOF Triple Economy Trucks 
THE MONEY MAKERS FOR ‘55 
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TESTED ana PROVED 
-the BEST IOW-30 


Faster pick-up, better gasoline mileage, 
far cleaner engines in test cars using... 


HAVOLINE 
SPECIAL 


distinctive can 
... in gold, 


red and blue @ SPECIAL 10 


= descending. Maximum speed 35 mph — tem- 
perature to 20° below zero — day after day, 
for 10,000 miles. 

It’s ‘light’... has range for “flash Brand new cars, heat-soaked in the Texas 

lubrication” during cold starts. It sun — were driven at high speeds, at high 

has “body” to withstand heat. temperatures. Maintained speed 65 mph — 

temperatures well over 100° —hour after 

hour, for 20,000 miles. 


Where a motor oil with maximum tempera- 
ture range is required — Havoline Special 
10 W-30 is far better than 10 W-30 motor 
oils of leading competition. 


Test after test, conducted by an independent 
research organization, proves it can take it — 
at any temperature! Brand new cars, cold- 
soaked at the base of a Colorado mountain, 
climbed steep, rugged roads to the top. The 
same cars, cold-soaked at the top before 
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TALKING SHOP at the California Petroleum Distributors Assn. 
convention in Sacramento are H. C. Reinert, H. C. Reinert Co., 
Glendale; Dan Lundberg, CPDA executive 


Californians S 


A controversy over trading stamps 
and giveaway programs enlivened the 
winter meeting of the California Petro- 
leum Distributors Assn. in Sacra- 
mento 

After considerable debate the 65 
association members present voted to 
remain neutral on a bill pending in 
the legislature to outlaw the use of 
trading stamps, premiums and other 
devices seeking to lure customers 

[he motion for neutrality, made by 
W. H. Nickell of Sacramento, presi 
dent of the Western Hiway Oil Co 
included a provision that a survey 
made by CPDA be made available to 
California legislators for their con 
sideration in studying the bill, which 
is sponsored by the California Gaso 
line Retailers 

rhe survey, to be published in book 
form, presents arguments for and 
against stamps and premium programs 
While California’s 80 assemblymen 
and 40 senators will receive free 
copies of the book, a charge of $25 
made to CPDA 
Non-members will be as 


per copy is being 
members 
sessed $50 a copy 

Charles E. Hodgers of Napa, Signal 
Oil and Gas Co. commission agent 
who was elected CPDA president, took 
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secretary; W. H. 


associations ={J 


Nickell, Western Hiway Oil Co., Sacramento; and Charles E 
Hodgers, Signal Oil commission agent, Napa 


teer Clear of Stamp Law 


the lead in opposing support of the 


measure 

He said he is willing to do every 
thing he can against premium givers 
short of legislation.” 

He pointed out the distributors’ o1 
ganization has worked against restric 
tive legislation 

“How can we turn around and favor 
it?” he asked. “In all justice to our 
selves, if we take a stand that leads to 
government regulation, we are going 
to make a mistake 

He warned the association may be 
‘wrecked” if it got behind the backers 
of the bill 

I say let’s lay off he declared 
If we really want to be brave let’s 
fight the source. If we want to take 
i stand let’s go where this all begins 
Major oil companies by their discrimi 
natory prices cause this. Let’s not go 
to the law. Let's go to the major oil 
ompanies 

Later Hodgers told an NPN repre 
sentative he did not wish to imply he 
favored a fight within the oil industry 
As president of the CPDA, he said he 
plans to co-operate with the rest of the 
industry to attempt to stabilize and 
make it better 

We may be able to overcome diffi 


culties and that will be my goal 
Hodgers asserted. “It may be possibl 
to reach a solution to abolish pre 
miums and stamps 

Hodgers also declared it will be hi 
purpose to increase the membership in 
CPDA 

lor the Bill W. Carroll Riggs of 
Dinuba, Union Oil distributor, spoke 
igainst any CPDA action that would 
In Opposition to the premium-stamy 
bill 

He ud the giveaway dealers ha 
created miserabl ituation” in the 
San Joaquin Valley He charged the 
loaded with thos 
opposed to the bill and contended that 


meeting Wa 
any vot hould be by every member 
whether he is here or not 

H. ¢ Reinert of Glendal pre ident 
of H. C. Reinert Co., an independent 
marketer, backed Riggs’ stand 

You encounter restrictive legisla 
tion every time you turn around.” he 
said Actually, they are nothing but 
rule of good conduct 

[Ihe compromise calling for 
trality wa reached after recess to 
permit the members to discu the 

ue in small groups 

When the compromise proposal wa 


(Continued on p YX) 


97 





\ WL zz = associations 


THE Super HEAVY DUTY (Continued from p. 97) 


W G R . + & rn-Ato R put to a vote it carried unanimously. 
: La 


In bringing the premium question to 
debate, A. Lon Stannard of Downey, 


*An all-weather grease gun designed especially Signal distributor who is retiring 
for lithium and other multi-purpose greases. CPDA president, said it was the desire 


of the association officers to have both 
sides presented to determine if some 
New Hydrajet Pump gives greater pump action should be taken. 
pressure and capacity. Requires neither The CPDA members re-elected 
air, electrical connections nor regular . 
Seek alk aly te onaien wah ” Stannard and Reinert to three-year 
Sinndieet Sonne Gente Glen enh terms on the board of directors. The 
or pull handle operation—can develop directors then named Hodgers as 
mere Han eee tone of pretwe president and Reinert and O. Byron 
Complete one-unit operation — always Armour of San Diego, Rio Grande 
ready for instant use ‘ . : ‘ 
Oil Co. distributor, as executive vice 
No special filling equipment required— presidents. 
offers convenient and continuous lubri- es = 
cating service The directors renewed the contract 
All-steel construction and rust-resistant of Dan Lundberg as executive secre- 


py — the pple aes GRE. tary and agreed to hold a board meet- 
ER-A d dependable unit. ably 
ee ing in Los Angeles on May 21. 


Texas Marketers 
Write for complete infosmation on all Zee Line 
equipment. New regular model Gre-Zer-Ator is Ta x H i ke F ig ht 


available now. Let us serve you. 
The threat of increased gasoline 
taxes have oil marketers in the South- 


NATIONAL SALES, INC. west worried. 


In Texas, three groups of mar- 
812 NORTH MAIN ® WICHITA 5, KANSAS keters—jobbers, consignees and sta- 
= tion dealers—met recently to present 

——S— a united front against the state legi- 
lature’s House Bill 181, which would 
increase state gasoline taxes 2¢ gal., 
to 6¢. 

The Texas marketers said they were 
against such a hike, and asked for a 
public hearing so they could get their 
story across before final action was 
taken on the bill. 
you'll find In suggesting other ways for the 

legislature to raise needed money for 

CHAMPION gives ns road financing, the Texas marketers 

——— ae suggested among other things a 20% 

Money-Ahead SERVICE : . levy on the gross receipts derived from 

... Years Longer! . @, | trade stamps and “other such gim- 
micks.” 

That's right! You'll find a job-matched Cham- q In Louisiana, fear was expressed by 

pion will be your choice for dependable, economical, ; Ed Amar, head of the Louisiana Oil 


years-longer Service| And no wonder. Your Cham- ; 
pion is performance-designed for economy and endur- Marketers Assn., that a plan was in 


ance. It incorporates the finest materials and workman- Champion Features the works to raise that state’s gasoline 
ship plus having 34 years of compressor specialization y that ASSURE Years tax back to 9¢ gal. Iwo years or so 
standing squarely behind it. That's why Champion Air ‘ Stage Longer Dependability ago, Louisiana reduced its state gaso- 


Compressors have the staminat tanc c > > . : 

mt automotive service ¢ saditient dr pcan a Rpt line tax 2¢ 6O the poses Md om. 

ing and maintenance costs! Look them ALt over— e STRAIGHT UNE? Amar said there were rumblings that 
compare features—you'll choose one of Champion's 54 AIR FLOW all revenue from the state’s tide- 
models w ma h your job needs exactly! You'll be : : * COOLING FINS lands oil leases would be restricted to 
money ahead-—years longer with Champion! es . T ° Zoot an AFTER- . ilding rograms, thereb / 
Write TODAY for a copy of Champion's NEW | Self-Lubricating ‘ orang ruin egal de taxes to oie 
Catalog—job-matching is easier and faster with 


new simplified charts and diagrams. A o tian aD for highways. 
’ MAINTENANCE 


Bookkeeping School 


HAM my} © La The Texas Oil Jobbers Assn. held 


its first Management Institute in ac- 


AIR COMPRESSORS ca i counting and record keeping in Feb- 


ruary. It was the seventh in a series 


Champion Pneumatic Machinery Co., 846 W. Pleasant St., Princeton, Ill. 2 519 | of institutes conducted by the associa- 
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associations 


tion in conjunction with the Division 
of Extension of University of Texas. 

Some 22 bookkeepers and account- 
ants employed jobbers attended, and 
12 jobbers enrolled for the course. 

Representatives from three jobber 
associations Outside Texas attended. 
These were W. Maurice Baker, who is 
not a jobber but who recently con- 
ducted a management institute for 
Kentucky jobbers; Jesse Boyd, Jr., of 
Louisiana Oil Marketers Assn.; and 
Ricahrd L. Knight, of the Wyoming 
Oil Jobbers Assn. 


Which Came First? 


Jobber Ted O. Groebl takes issue 
with a statement in NPN (Feb., 1955, 
p. 86) to the effect that Texas com- 
mission agents organized before the 
oil jobbers. 

Says Groebl: “Our Texas Oil Job- 
bers Assn. was a pretty fairly organ- 
ized, going concern before the com- 
mission agents (Texas Petroleum 
Marketers Assn.) even dreamed of 
organizing.” 

Not only that, the Texan says, but 
TOJA members at a meéeting held 
early in 1950 encouraged commission 
agents to form an association of their 
own. Groebl says TOJA held its first 
convention in the fall of 1949 and the 
commission agents group didn’t or- 
ganize until the next year. To docu- 
ment the chronology, Groebl sent us 
a copy of the first TOJA convention 
program. 


lowa 


Subsidization Again 


The Iowa Independent Oil Jobbers 
Assn., meeting in Des Moines charged 
there is “much evidence” that inte- 


grated companies use profits from 
other segments to subsidize their mar- 
keting operations. 

A part of this subsidization appears 
to come from benefits accrued from 
the depletion allowance, reported a 
committee headed by J. E. Herriott of 
the Jones-Herriott Oil Co., Iowa City. 

The committee said it had no quar- 
rel with the principles of the depletion 
allowance, but felt that periodic re- 
views should be made to determine 
what a “correct” amount should be. 

Unless major suppliers adopt some 
means of enabling jobbers to com- 
pete with service station expansion 
programs on an equitable basis, said 
the report, “we can see no other solu- 
tion than to work for complete separa- 
tion of the integrated companies at 
the marketing level.” 

“Those thoroughly acquainted with 
the operations of an integrated com 
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EASIEST PUMP 
TO OPERATE 


i 
YS 
i al 


Readily pumped from 
difficult positions — better 
than 21 gallons per min- 
ute with ordinary effort. 





CONSTANT 
FLOW 


A 
| y 


Pumps on both strokes 
— no waste motion. Quick, 
clean, safe transfer from 
drums and skid tanks. 


DOUBLE-ACTION 
PISTON TYPE 
TRANSFER PUMP 


Here's a high capacity self- 
priming pump engineered 
and built to stand-up under 
hardest everyday pounding 
It's the least complicated 
pump of its type ies 
positive displacement auto 
motive type piston and ring 
no diaphragms or cup 
leathers to break down 
Every detail reflects true 
Bennett quality time 
tested Bennett features 


Light-weight die-cast alu 
minum. Corrosion resistant 
brass cylinders. Stainless 
steel valves. Bung adapter 
adjusts on intake, 1%” or 2” 
openings Shielded against 
water, air-vented for easy 
— Non-siphoning 


Ose OF spout 


Write For Full Information 


JOHN WOOD COMPANY, Bennett Pump Division 


Muskegon, Michigan - 


Offices In Principal Cities 


99 





Redi-Curv makes Ready Sales 


[hermoia 
RED CURVY 


and... 
Neoprene is one reason why! 


You can count on up-to-date product 
development to keep Thermoid TBA items 

out front in sales. Redi-Curv Hose with Neoprene 
tube and cover is a typical example. 

Thermoid Pre-Stretched Fan Belts with 

Neoprene covers is another. 


These functional, easily-installed, expendable 
products are tailored for TBA. And Thermoid 
backs them with specialized marketing 
experience that helps you move merchandise! 


Let us show you in detail why 
Its good business to do business with 


A principal supplier to the automotive 


market fer over 50 years. 


Thermoid Co., Special Sales Division, Trenton, New Jersey 


—9 associations 


pany know that the marketing segment 
customarily operates at loss or low 
profit, and must be supported by pro- 
ducing, refining, transportation or 
other profits,” the committee declared. 

“We, in the jobbing segment, are 
entirely dependent on the margins al- 
lowed us by our suppliers. Such 
margins just do not build stations from 
profits.” 

Use of outside profits, the report 
declared, has resulted in service sta- 
tion construction “far beyond antici- 
pated increases in gasoline consump- 
tion.” 

“The margin of the jobber . . . does 
not permit him to meet this pace even 
where expansion appears to be desir- 
able; and, if such expansion ts allowed 
to continue for even a short period of 
years, the jobber, as we know him 
today, will have been eliminated.” 

Other Action—The lowa associa- 
tion also voted to sponsor a long-range 
program of traffic safety. (See Mid- 
west Column, p. 00.) 

It also joined other state associa- 
tions in supporting legislation designed 
to overturn the recent U. S. Supreme 
Court decision giving the Federal 
Power Commission authority to regu- 
late the price of natural gas at the 
wellhead. A_ similar resolution had 
been adopted the previous week by the 
Missouri Petroleum Assn. 

Additional resolutions: 

Established a committee to study 
road taxes “with the end view in mind 
of recommending positive steps to ef- 
ficiently utilize and distribute these 
funds.” 

Recognized the interdependence 
of jobber and supplier and encouraged 
steps to improve jobber-supplier rela- 
tions. 

Created a committee to study 
jobber credits and prepare specific rec- 
ommendations next year on the best 
ways of handling the credit problem. 

Time-Study Urged—W. R. Wil- 
liams, vice president of Smith Oil & 
Refining Co., Rockford, Ill, told the 
lowa convention that small jobbers 
could improve the efficiency of their 
operations if they would carefully 
analyze the way their time is spent. 

The one-man operation, doing a 
volume of 200,000 to 400,000 gal. 
per year, is the low-cost business in 
jobbing, Williams said. He is his own 
president, vice president, secretary, 
treasurer, purchasing agent and sales 
manager. His wife usually is the book- 
keeper and he has little overhead. 

But this is not always the most ef- 
ficient way to operate, Williams com- 
mented. He pointed out that the small 
jobber has little time to perform the 

(Continued on p. 104) 
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Fuel oil hose with tube and cover of NEQPRENE 


delivers full measure of service 


Neoprene inside 
for a tough, smooth 
fast-flowing tube that 
resists softening and 
swelling effect of oils 
does not form mushy 
weak spots. 
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Neoprene outside 


for a cover that resis 
cutting, chipping and 
stands up to flexing 
sunlight and weather 
ing—even when soaked 


with oil 


PETROLEUM 


When you buy hose for fuel oil de 
livery, you expect it to serve for a 


long time. To be sure you get full 


value for your money, specify hose 


with the double protection of a neo 
prene tube and a neoprene cover 
You'll have a hose that can take 
daily twisting and dragging across 
rough pavements seasons of 
weathering without cracking. The 





Every 


The rubber made by Ct 
Du Pont since 1932 Ner 


"(6 u 6 Pat 








BETTER THINGS FOR BETTER LIVING 
. «» THROUGH CHEMISTRY 





NEWS 


silenced ncdlaa sliiiehcai daca cease dal Gn, 


iN E 0 Pp R f N . FREE : THE NEOPREN 


tube won't soften or swell from con 
You | 


tenance and replacement 


tact with oil save On main 

Next time you order hose for han 
dling petroleum or chemical prod 
ucts, ask your supplier about the 
many types of hose made with neo 
prene he has. Tell him you want 
the hose that’s made for extra life 


with a neoprene tube and cover 


ae Tr 


E NOTEBOOK 


ntaw istratec 


o a 
J e so m “y 


sse t rie 





Only Mode rn Way to IT TAKES precision tools...no matter what kind of work 


you are doing! 


For delivery tools, modern White Trucks are important 


Make More Deliveries oe to business men looking for ways to step up efficiency and 


cut costs of their distribution or delivery operations. 


’ H 3 ae be i ud E These modern Whites are precision-engineered to your 


exact load and road conditions .. . and they are quality-built 
in every feature... built to last for more years than the 
ordinary truck ...do more work. 


Find out without delay how Whites are right for your 
business how they enable you to do more work, at lower 
cost, in less time. See your White Representative ... now! 


The White Motor Company 
Cleveland 1, Ohio 


Here’s a Truck That’s a Great Salesman! 


This eye-catching rolling billboard operated by The Texas Company 
in Los Angeles, Cal., is a Model 3026 with specially-designed body 
for petroleum package deliveries from warehouse to service station. 
Its short wheelbase, short turning radius and wide-trade front-axle 
provide ideal maneuverability and safety ...a new high in driver and 
delivery efficiency 


For more 
than 50 years 
the greatest name 


in trucks 


Find out what WHITE Specialized Design can mean to your business 
It takes all kinds of WHITES in the Oil Industry! 


FROM oil field to corner station, it takes all kinds of Whites in 
America’s busy, booming oil industry. You see husky and rugged 
Whites and Autocars hauling oil field riggings ... tankers of all sizes, 
including Whites, Autocars and White-Freightliners ...as well as 
many special-purpose, efficient Whites in exploration, drilling, pro- 
duetion and field processing, refining and marketing. 
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But its a peace pipe all the same. It’s the re 
centh comple ted 20 inch Sour Lake-Lake Charle 
pipeline of Cities Service another addition to 
the vast, steadily growing network of important 
Cities Service pipe lines 

These pipe lines stand ready to serve all Ame 
ica’s needs in time of danger ready to speed 
millions of barrels of petroleum across the land 
where Vel needed 

It is just one small example of the dynamic 
growth of one of America’s largest oil companie: 
Cities Service invested over $60,000,000 in the 


never-ending search for and production of oil 


during 1954 refinery tacilithe vere modernized 
incl ¢ panded at Kast Chicago and Lake Charl 


to make po sible even better high-vrade petro 


leum products ind tour new upertanke vere 

completed bringing to 27 the total of Citi 

SETVICE Ocean-YVoty ve el 
Phese are but a few of man 


Hnpro cement init 


enlargements in Cities Service operation 


for competitive advantage, some tor cooperation 
with the entire industry and the government. The 


clearly reflect the progress that can be made in a 


bu ess ociety whose member know that Cott 


petition and cooperation are not ime ompatible 


CITIES @) SERVICE 


QUALITY PETROLEUM PRODUCTS 
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functions of a manager when his day 
is taken up with so much detail work 

Williams cited the example of one 
small jobber whose operations were 
analyzed by Smith Oil. Efficiency ex 
perts found that about 50% of the 
jobber's time could be organized into 
a mechanical job and delegated to 
omeone else by hiring one additional 
man. This involved a net income loss 
to the jobber 

He found, however, that he could 
have his tank wagon driver responsible 
for delivering orders, receiving mate 
rial into the bulk plant, stock control 
of his lubricating oil and other in- 
ventory 

As a result, the jobber was able to 
give 50% of the average day to the 
functions of a manager. He was able 
to look for additional business by call- 
ing On commercial Consumer accounts, 
heating oil accounts and 
farm customers. He could spend more 
time on collections and make sales 


domestic 


calls on outside dealers. 

He also was able to negotiate long 
term leases with third party owners of 
real estate and was able to get two 
additional stations constructed. Mean 
while, he was still doing his own bank 
bookkeeping. After three 
years, he hired an office girl who took 
over the work he had 


ing and 
paper been 
performing. 

Ihe hiring of two additional peo- 
ple over a period of five years took the 
business from a relatively small posi- 
lion in the industry of his town to a 


You are 
assured 


trouble-free 
service with 


EVER-TITE 


Quick Hose 
Couplings 


Dust Cap 


prominence,” Williams 
said. “He has increased his financial 
positional materially due to the in- 
creased sales and earnings that re- 
sulted from the increased volume.” 

Seven-Point Plan — Williams out- 
lined a seven-point program for small 
jobbers who wish to expand: 


position of 


1. Analyze your business and your 
dity 

2. Make your banker well ac- 
quainted with what you are doing. 

3, Seek out ways to build addi- 
tional outlets. 

4. Review your advertising and de- 
termine whether you are spending 
enough. 

5. Call on your supplier for assist- 
ance in your growth problems. 

6. After receiving such assistance, 
be loyal to your supplier 


Vissourt 


New Jobber Division 


Ihe Missouri Petroleum Assn. voted 
al its annual convention in Kansas 
City to establish an oil heat division 
for jobbers who want to join the Oil 
Heat Institute of America in its cam- 
paign to promote burning oil as the 
best possible heating fuel. 

Ihe Missouri division will become 
a chapter of OHI, Membership dues 
are set at $7 per year. 

The action was taken after F. S. 
Burroughs, national secretary of 
OHI’s distribution division, had 


Save time in 
deliveries—and save 
wear on equipment 
—by using Ever-Tite 
Couplings. 

Ever-Tite engineering 
assures performance j 
EVER-TITE 
Adapter and 
Coupler 


you can count on— 
and Ever-Tite 
durability reduces 
maintenance to a 
minimum, There is an 
Ever-Tite for every 
need. Ask your 


distributor now. 


EVER-TITE COUPLING CO. INC. 
254 West 54th Street 
New York 19, N. Y. 


EVER-TITE 
Shank Hose 


Dust Plug Coupling 


scribed the program OHI is launching 
through the National Oijl Hea 
Council. 

Burroughs explained that a repre- 
sentative group of key major oil com- 
panies had agreed to underwrite the 
costs of setting up a central co-ordinat- 
ing organization that will devote itself 
to the task of improving oil heat 
markets. 

The program to be developed by 
NOHC will include no national adver- 
tising, at least in the immediate future, 
he said. Instead, the basic concept of 
activity and assistance will be strictly 
regional or local 

Ihe program, Burroughs revealed, 
will include a new look into the re 
gional oil heat markets. It will involve 
the assembly of market information, 
statistics, measurements, trends, fore- 
casts and “yardsticks for action of a 
depth and scope we, as an industry, 
have often hoped for but never fully 
realized.” 

The council, he explained, “will 
furnish a mechanism to ficilitate 
financial assistance to co-operative 
local promotional efforts deserving of 
attention and support.” 

Toll Roads Hit—Missouri jobbers 
renewed their vigorous battle against 
toll roads with a demand that the 
General Assembly defeat any and all 
legislation for establishing a toll road 
commission. 

“With the progress being made on 
major highways and the stepped-up 
rate of improvement with the 10-year 
road program, it will only be a matter 
of several years before the main high- 
ways of Missouri will equal the facili- 
ties of any toll roads,” the resolution 
declared. 

It added that “toll roads would ma- 
terially damage industry and farmers 
of Missouri wherever they may be 
built.” 

Dealer Sales—J. J. Nemeth, man- 
ager of sales promotion for Conti- 
nental Oil Co., told the Missouri job- 
bers that the biggest job facing oil 
marketers today is selling the dealer on 
the idea of merchandising and service 

“When you stop to count all the 
new elaborate service stations that 
have been built the past few years, it 
is easy to understand why the point 
of purchase is going to get a lot of 
overhauling right away,” Nemeth said. 

“With the average investment of 
$45,000 to $50,000 for location and 
improvement, the investor is going to 
have to get every possible dollar of 
volume through this outlet to get a 
pay-out on the money invested. 

“The answer is simple—better mer- 
chandising—but the solution to this 

(Continued on p. 106) 
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100,000,000 GALLONS 


OF PETROLEUM PRODUCTS 
moved in 


HEIL TANKS 


for WILLETT BROS. TRANSPORTATION 
Roanoke, Virginia 


i 2, 
“* fee . 


Here are the reasons why produc ers and operators 
everywhere say Heil tanks are the best they've ever 


used 


Because Heil tanks are lightweight . . . designed in 
every detail to reduce weight and increase tank capac 

ity. When you can haul 250 extra gallons, as with one 
Heil model, and remain within legal load limits, 


you're in the money! 


THE HEIL co. 


Factories: Milwaukee, 
Heil Sales Offices: New York, Union, N. J., Atlanta, Cleveland, Milwaukee, Chicago, Kansas City, Denver 


April, 1955 * NATIONAL PETROLEUM NEWS 


ry 
MD 


ee | 
i - * 


Hauling millions of 

gallons of petroleum 

products has made the 

Willett Bros. experts in selecting 
transport tanks. Of the six 

Heil tanks they operate, they say “In 


our honest opinion, they're the best we've ever used.” 


A a 


Heil tanks have up to 58 fewer pieces and 220 less 
feet of welding than previous models. This not only 


makes them lighter, but stronger 


There are so many ‘‘profit-for-you features in Heil 
tanks, it's impossible to list them all, but it will pay 
you to investigate thoroughly before you buy for any 
over-the-road liquid transportation petroleum 


products acids, propane liquid sugar, asphalt, ete 


Write for literature describing the exact tank you need 


DEPT. 3745, 3037 W. MONTANA ST. 


MILWAUKEE 1, WISCONSIN 


Wis. — Hillside, N. J 
Dalias, Los Angeles, Seattle 





AUTOMATIC! 


Dial the Pressure You Want 
..- Get it Automatically 
with a 


NELSON 


Equamatic 
TIRE INFLATOR 


No gauge watching, no valving off; 
you can air tires in $e¢ onds — even in 
the dark! Gives exactly equal pressure 
in each pair or set aired; there’s no 
faster, easier, more accurate way to air 
tires in your station! 


RUGGED FORTRESS WALL 


... dropping, banging won't hurt it! 


+ RUGGED REGULATOR SPRING 


stays accurate, dependable for years! 


END GAUGE TROUBLES NOW 


Modernize with NELSON automatic infla- 
tion for as little as $14.95. 


Liberal Trade-in Allowance—sce your jobber 
or send coupon nou 
“eee ere ee ee ae ae ee ae ae ae ae 


_ Please send literature and prices 


1 NAME 
rr 
t 








| Aooress 
' 








BarmorivE 


PRODUCTS INCORPORATED 


440 PERALTA AVENUE 
SAN LEANDRO, CALIFORNIA 
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problem is going to take a lot of hard 
work, more than mere printing of 
station manuals on driveway selling 
techniques.” 

Nemeth said that dealers have to be 
sold on training programs, not forced. 
He advocated that jobbers start im- 
mediately to train their dealers on a 
seven-step pattern of driveway selling. 
He listed as the steps: 

. Greet every customer by name. 
. Really clean the windshield. 

. “Shall I fill it up?” 

. Under the hood. 

. Ask to check the tires. 

. Settle for the purchase. 

. A friendly farewell. 

Extra Profit—John B. Shields of 
the Alemite Sales Division, Stewart- 
Warner Corp., told the Missouri meet- 
ing how a dealer could make 11¢ extra 
profit per gal. of gasoline by spending 
more effort on promoting sales of mo- 
tor oil and greases and TBA. 

Ihe average motorist, he said, will 
drive 10,000 miles a year and buy 
$69.69 in lubes and service at 63% or 
$42.90 gross profit. The average TBA 
figures are $84.04 per customer at 
28%, or $23.61 gross profit. 

Shields reported that the motorist 
purchases 57 gal. of gasoline a month. 
Eleven cents extra gross profit per gal. 
would be an increase to the dealer of 
$6.27. To achieve this added gross 
profit, the dealer would have to sell 
the motorist one lubrication plus one 
oil change per month and items such 
as oil filter cartridges, batteries and 
tires to total $10.95. 

The average value of one customer, 
he said, is $153.73 in combined pur- 
chases of TBA, lubes and services at 
a 46%, or $66.51 gross profit per 
year. Since the average station pumps 
15,000 gal. and has 285 customers 
who will spend $153.73 per year, “if 
you ask for the business,” Shields said, 
this represents a gross profit of $18,- 
854 for the year. 


Michigan 


Monthly Bulletins 


Starting in February, Michigan job- 
bers began receiving bulletins twice a 
month from the office of Joe Hadley, 
association secretary. The bulletins re- 
place the association’s monthly maga- 
zine. Hadley said he has long felt that 
publishing a magazine is a full-time 
job, if it is to be timely and of value 
to jobber readers. 

The bulletin, Hadley feels, will be 
more timely and of more value in 
keeping jobbers informed of latest 
events affecting their operations. 


Maryland Oil Heat 


Spreading Out 


The Oil Heat Assn. of Maryland 
has formed one new regional unit, the 
Eastern Shore Division, taking in 
about 50 heating oil distributors on 
the east side of Chesapeake Bay. 
G. Dawson Taylor of Geo. B. Taylor 
& Son, St. Michaels, is temporary 
chairman. 

Patrick Clark, OHA executive sec- 
retary, says that another unit is being 
formed in the Havre de Grace area. 

In addition, OHA lent a hand to 25 
distributors in the Frederick area to 
organize an independent unit that may 
eventually join OMA. Frank Hig- 
genbottom of Aero Oil Co., Frederick, 
is president. 


Empire State Jobbers 


New ESPA Chapter 


The Empire State Petroleum Assn. 
has organized its fourth chapter, the 
Erie-Niagara Chapter, which covers 
those two upstate counties. Temporary 
officers are J. Warren Pfeifer of Can- 
lake Petroleum Corp., North Tona- 
wanda, chairman; Laurence M. Fergu- 
son of Ferguson Oil Co., Lockport, 
vice chairman; and James O. Porter 
of Pease Oil Co., Buffalo, secretary. 


New York Marketers 


Oil Men Organize 


Trade associations and terminal 
groups in New York City-Westchester 
County-Long Island have formed the 
Oil Heat Council of New York, Inc., 
to promote the use of oil heat by ad- 
vertising in local newspapers and in 
railroad coaches. 

Campaign funds are coming from 
independent terminal operators who 
bill customers monthly — charging 
them one-tenth of a mill—for the total 
gallonage purchased. 

OHC sponsors are the Bronx Oil 
Trade Assn., Inc., Fuel Oil Assn. of 
New York, Inc., Fuel Oil & Oil Heat- 
ing Dealers of Nassau, Long Island 
Oil Terminals Assn., Inc., New York 
Oil Heating Assn., Inc., South Shore 
Fuel Dealers Assn., Inc., and the 
Westchester Oil Trade Assn., Inc. The 
council’s offices are at 55 W. 42nd 
Street, New York City, with P. H. 
Schepp as executive secretary. 


ESPA Resumes Fight 


The Empire State Petroleum Assn. 
again is taking a front-line place with 
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the forces battling proposals to limit 
oil imports. 

Through a reconstituted Committee 
for Consumer Protection, ESPA is 
beginning a Maine-to-Florida cam- 
paign on behalf of the Independent 
oil marketer against oil import re- 
strictions. 

ESPA was teamed with the now 
dormant Atlantic Coast Oil Confer- 
ence in sponsoring the committee for 
the 1953 battle against the Simpson 
bill and other restrictive measures. 

A grass-roots campaign is planned 
now similar to the former drive. In 
that, the committee laid anti-restric- 
tions arguments before residual fuel 
consumers, newspaper editors, legis- 
lators, mayors and city managers, real 
estate boards, port authorities and 
trade associations. 


Oil's Fight in Maine 

Some 60 Maine distributors and 
dealers of heating oil and oil heat 
equipment expect before long to be 
able to raise a strong voice on adverse 
legislation. Also, they expect to en- 
gage in a substantial way in oil heat 
promotion, training of burner service 
men, and API school program activity. 

They organized as the Maine Oil 
and Heating Equipment Dealers Assn. 
last spring, and have since been chart- 
ing their projected courses of activity. 

Officers are Edward P. Hacker, Bal- 
lard Oil and Equipment Co., Portland, 
president; George M. Wingate, Hallo- 
well, vice president; George Musk, 
Bath, secretary, and Gard Twaddle, 
Jr., Auburn, treasurer. 


Florida 
Fuel Oil Men Organize 


Twelve of the 25 fuel oil dealers in 
the area have organized the St. Peters- 
burg Fuel Oil Dealers’ Assn. to pro- 
mote oil heat, improve business prac- 
tices and work for clean competition. 

The group has started a co-operative 
advertising program, with ads appear- 
ing in local newspapers. 

The dealers will seek a solution to 
commercial-account grabbing by some 
of the suppliers who have large tank- 
age in nearby Tampa. They maintain 
majors are furnishing customers large 
tanks and then selling oil at the same 
prices dealers pay. 

Officers of the new unit include 
George Stovall of Ace Fuel Oil Co., 
president; Guy Oelze of St. Peters- 
burg Fuel Oil Co., treasurer; and 
Buddy Clampitt of City Fuel Oil Co., 
secretary. 
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this label means 
it’s new to you.. 


When you see this label on incoming drums you'll 
know your supplier has shipped in a new steel shipping 
container to protect his product from leakage and 
contamination ... assure you top product quality and 
uniformity. You know when you receive a new steel 
container bearing the “Red-S” label of the Steel 
Shipping Container Institute that it’s manufactured 
and tested to comply to the exacting regulations of the 
Interstate Commerce Commission and Bureau of 
Explosives. So next time you place an order for a 
drum-shipped product, be sure to specify that you 


want it shipped in a New Steel Container 


STEEL SHIPPING CONTAINER INSTITUTE 
600 Fifth Avenue, New York 20, N.Y 


4 








IMPORTANT NOTICE FOR TBA ADVERTISERS AND THEIR AGENCIES 


National Petroleum News WILL NOT publish a separate TBA Directory 
and Buyers’ Guide this year. 

The 1955 TBA Directory and Buyers’ Guide will be an integral part of 
NPN’s new annual, the Statistical & Reference Yearbook of Oil and TBA 
Marketing, described here. 

Please make note of this new schedule and of the advertising closing date. 
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at oil men’s fingertips 


In 1955 National Petroleum News will present, for the first time in 
the oil industry, a comprehensive Statistical and Reference Yearbook 
of Oil and TBA* Marketing. This new Yearbook will be published in 
May as anextra., or thirteenth, issue of the monthly National Petroleum 
News, and will be sent at no extra charge to all NPN subscribers. It will 
give them factual answers to many of the myriad questions that con- 
front oil marketing men in their daily work. 

Why an Oil Marketing Yearbook? Because NPN editors see a 
tremendous need for it in their own daily work. Readers constantly ask 
for the kind of information the Yearbook will contain. By answering 
questions frequently encountered in everyday operations, the Yearbook 
will prove a valuable reference work for every oil marketing man. A 
glance at the contents sample shows why—much of this information is 
now found only in widely seattered forms, and some of it is not pub- 
lished elsewhere at all. 

What It Is. The Statistical and Reference Yearbook of Oil and TBA 
Marketing will contain basic data on the marketing division of the 
petroleum industry, plus much of the information previously presented 
in the NPN annual TBA Directory and Buyers’ Guide. The Yearbook 
will be easy to read and easy to use, with tables in big type, ample charts 
and graphs, and plenty of functional color. Tables will be tightly edited 
so readers won't have to swim through a sea of figures to find the infor- 
mation they want. Statistics will be presented on an annual basis. with 
data from previous years to show trends. 

What It Will Contain. Some Yearbook features are given at the right. 
More information will be included as surveys uncover detailed reader 
needs and preferences. 

Who Will I se It. | veryone who needs detailed, factual information 
on oil marketing—or on tire, battery and accessory distribution— will 
turn to the new Yearbook as a valuable source of facts. This includes 
executives and operations men in produc tion sales . CCONOTLCS . 
transportation—throughout the entire petroleum industry. 

If you sell equipment or supplies to oil marketers—if you sell tires, 
batteries, or accessories through oil marketers—this big new marketing 
Yearbook will keep your sales story at oil men’s fingertips. Distribution 


to NPN subseribers Lives year round coverage of your prime prospec ts. 


The cost is low, the value high. 


Consult your National Petroleum News representative for details 


*TBA: Tires, Batteries and Accessories 
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ADVERTISING 
CLOSING 








\.... 


Some Yearbook Features 


PBA manutacturer and supplier personnel 

Oil company marketing personnel 

Oil company marketing territori 

Oil company dealer and TBA program 

IBA sales at service stations 

Car breakdowns 

Battery date code 

Antifreeze sales data 

IBA ratios 

Replacement tire and battery shipment 

Index to important TBA articles published 
in NPN 

Production and con umption of ill oil 
woducts handled by marketers: Gaso 
ine. distillate. kerosine, residual, motor 
oil, LP-ga 

Motor oil ratios; oil exports and import 

Highlights of Canadian statistic 

Trends aflecting uppl passenger car 
truck and bus registrations and produ 
tion; oil burner shipment 

Station permits and number of stations b 
states 

Directory of all LS. refhinerte 
capacity, products and location 

Maps of | S. rehners 


lines crude linve 


product pipe 

terminal under 
ground | ‘ ia lorage crude produ 
tion by state 

Index to NPN reprints available 

Jobber cost-profit sur 

Qletane rating 

Director ol tule obber issociation 
with ofheers and addresses of secretari 

loll road statisti 

Gasoline taxe by tate 

Degree day totals by city 


bajuipme nt jobber director 





A McGRAW-HILL 
PUBLICATION 
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Only Alemite has 
PRESSURTROL 


Provides perfect pump control 
Regulates tremendous reserve 
power. Prevents pressure drop 
Gives full pressure at your 
finger tips always 


27 MONTH GUARANTEE 


Sealed Power-Head, precision 


SUPER-H PUMP 
PRESSURTROL 


BRICATES FASTER 
rm ACTUAL TEST 


Handle more lube jobs—increase your profits — with 





heart of the pump, unconditionally 
guaranteed. No other 
manufacturer can match it! 


is + @ —— (.\ 








en 


COMPARE... mr are the wl 


SUPER-H 7s d 4 
PUMP 3 econds 3.8 Seconds 


CONVENTIONAL 








the new Super-H Pump. 


Tough Lubricants pump easy with the Super-H Pump’s 
tremendous reserve power (70-to-1 ratio). Instant 
action at the control valve. 


Temperature Changes and slow-moving grease 
require no waiting —the Super-H Pump 
always delivers fast! 


Long Pipe Lines no problem. Super-H Pump has 
high speed and short stroke to push lube 
from basement or store room! 


AT 70° TEMPERATURE AT 40° TEMPERATURE Send for New Catalog Today! 


Write Alemite, Dept. K-45 
1826 Diversey Parkway 
Chicago 14, Illinois 


A PRODUCT OF 
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Each car has long-range record 


lubrication —fj 


and an individual-test file 


Shell Unveils Speedy Oil Test Service 


rome Ow Co. is offering a new 
\ service to its fleet and industrial 
accounts. It is a fast and accurate 
motor oil-spot test, to help them deter- 
mine the proper oil change interval and 
cut engine maintenance costs by un 
covering mechanical defects 

Dubbed the Shell ADC Oilprint 
Analysis, the service goes into high 
gear this month as Shell’s trained field 
representatives show customers what 
the tests can do. 
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Shell has been experimenting with 
its oilprints for more than three years 
with equipment of 
company 

It has picked men with technical 
know-how to give the tests They 


an Idaho logging 


were given a month’s intensive train- 
ing, plus two more months of field ex- 
perience Because technical back- 
ground is needed to interpret the tests, 
the service is not being offered to the 
jobber or service station level 


NEWS 


WHAT IT MEANS 


By using Shell’s spot oil test method 
vehicle operators no longer have to 
rely on central laboratory testing facil 


ities, a time-consuming proce 


WHAT IT TAKES 


In the spot test the analyst uses (1) 
two drops of crankcase motor oil, (2) 
filter paper and (3) an indicator fluid 


It’s the special fluid that makes Shell 


11] 





“Word-of-Mouth’ Advertising / 
From Elizabethtown, Pa. 


/ 
/ 


“Our Success 
Results from 
Richfield’s 


Wise Counsel” / 


IRA NEWCOMER 


Kye-to-eye, word-of-mouth talk between oilmen is backed 
by experience. It’s talk you can trust. So hear the report 
of Newcomer Oil Company, Elizabethtown, Pa., Richfield 
Distributor, on the company’s experience with Richfield. 


“We have always found Richfield’s management and per- 
sonnel to be ever ready to sit down and talk over our prob- 
lems, and help solve them. From the president on down, 
no one has ever been too busy when we have wanted to 
chat with them. 


“Our gallonage has increased from 200,000 in ’32 to 
200,000 in gasoline and more than 1,000,000 in fuel 
oil in °53. We feel that a great measure of our success 
results from Richfield’s wise counsel, as well as good 
merchandise.” 


Do you feel about your supplier as Richfield Distributors 
do about theirs? Find out more about why Richfield Dis- 
tributors are so strong for this company. Look into all the 
unique advantages of a Richfield franchise. Write, wire 
or phone. 





£\ RICHFIELD 


OIL CORPORATION OF NEW YORK 


579 FIFTH AVENUE, NEW YORK 17, N. Y. 
Serving the Eastern Seaboard from Maine through Florida | 
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method different from other spot-test 
methods. By separating a mixture’s 
components into spectral colors, it’s 
possible to test the basicity count to 
tell if oil can combat acid action effec- 
tively. 


HOW IT WORKS 


Ihe analyst puts two drops of oil on 
two pieces of filter paper. Within min- 
utes, the drops spread into the same 
patterns. One of the patterns is “read” 
for contamination and dispersancy. 
Ihe other, treated with the fluid, is 
checked for alkalinity or acidity. 


WHAT IT TELLS 


Good dispersancy will show if the 
oil-drop pattern seems to fade gradu- 
ally into the white of the filter paper. 
If an oil is alkaline, the color-tested 
spot on the filter paper will have a blue 
or green halo. If acid is present, the 
halo will be red, yellow or orange. 


FIELD TESTS 


Here’s what happened in Boston: 
Shell testers found traces of anti- 
freeze leakage in a fork-lift truck’s 
engine oil. The skeptical plant me- 
chanic sent samples to a distant labora- 
tory for checking. Weeks later, the 
lab report confirmed Shell’s findings. 
On the same day the truck operator 
said his engine was heating up and 
loosing coolant. Investigation showed 
a broken cylinder head gasket. 

By using the new Shell method, its 
testers have been able to pinpoint other 
troubles: 

Insufficient filter capacities. 

Faulty thermostats. 

Worn-out injectors. 

High sulfur content in diesel 
fuels. 

Clogged filters and restricted cool- 
ing systems 2 


Chek-Chart Offers 
Oil Selling Aids 


Free aids for the oil company sales 
promotion departments in getting more 
motor oil business is being provided 
by the Chek-Chart Corp. 

Chek-Chart customers can get a 
variety of text and art material, de 
signed for quick, easy adaption in 
dealer house organs or direct mail 
lypical of the suggested house-organ 
stories is: How to Increase Motor Oil 
Sales by Learning the Right Way to 
Read Dipsticks. Conflicting interpre 
tations of dipstick markings are ex 
plained and illustrated. Reproduction 
proofs of covy and art are provided in 
color or black and white 
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Oil Marketers and their servicemen tell us that the 
priceless advantages of Bennett ownership are their 
traditionally low maintenance costs and their year 
in year out dependability. 

Sennett has been so soundly engineered and carefully 


's built that it adds to the profit possibilities of every 
A ! 
Seer ee gallon of gasoline. 





Little wonder, then, that Marketers regard their 

OO vx sennett pumps with such deep enthusiasm — just as 

~ 5 ; you will once you standardize on the new Bennett 
with its low maintenance cost. 





JOHN WOOD COMPANY © Bennett Pump Division Muskegon, Michigan 








that makes sales for you 
CT aE, 








By night, by day it pays its way—out on 
the island where oil and TBA sales begin 
and end. The NEW Bennett illuminated 
oil merchandiser is designe d to match the 
other components on your island — put 
your oil display right under the drivers 
eyes where it belongs! 

It’s designed by specialists in’ service 
station equipment to put all the conven 
ence feature S you Can Use under one cye 
catching exterior, There's built-in provision 
for can drainage and disposal, promoting 
station neatness, A simple panel lock lets 


you leave the mere handise I when you ¢ lose 


JOHN Woop COMPANY. sennett pump bivision - Muskegon, Michigan 


* Boston * Buffalo * Charleston * Chicago * Cleveland * 
New York * Philadelphia * Pittsburgh + Rochester + 


District Offices: Albuquerque * Atlanta * Baltimore 
Little Rock * Los Angeles * New Orleans * 
IN CANADA: Toronto + Montreal * Vancouver 


Winnipeg 


your station without fear of pilferage. And 
the illuminated panel can carry your own 
choice of sales messages. Standard panel 
copy is shown in the illustration to right. 

IBA sales and station profits begin with 
getting the hood up. There’s no better way 
to open hoods — and sales-talks — than put- 
ting your oil dispensing equipment where 
it belongs on the island. And there’s no 
better-designed, harder-selling way to dis 
play oil than with the NEW Bennett illu 
minated oil merchandiser. Also available 
in non-illuminated type. Ask your John 
Wood re presentative for details 














* Detroit * Kansas City 


EXPORT: John Wood international Corporation, 29 Broadway, N. Y. Cable ‘‘WOODINTER" 


A MESSAGE TO AMERICAN INDUSTRY 


FINANCIAL AID TO HIGHER EDUCATION 


* FOURTH OF A SPECIAL SERIES 


Our Colleges and Universities 
Are Living on Borrowed Time 


... time borrowed from underpaid faculty members 


The chart on this page tells a story of profound 
importance to every American. It is the story 
of the financial beating our college and univer- 
sity faculty members have been taking in the 
past 14 war and postwar years. 

On the whole, this span of 14 years has been 
one of great and growing prosperity. But, as the 
chart shows, our college and university faculty 
members have, as a group, had less than no 
share in it. 

During this period, from 1940 through 
1954, the real income of the average in- 
dustrial worker (that is, what his wages 
would purchase in goods and services) 
has increased by almost one-half. Among 
professional groups, physicians have en- 
joyed an increase of about 8O per cent in 
their real income. Lawyers, far less fa- 
vored financially, have had an increase of 
about 10 per cent. But faculty members 
have not only had no increase at all; over 
these years of prosperity their average real 
income has fallen by 5 per cent. These 
figures do not take account of the increase 
in taxes since 1940. 


Senior Teachers Hardest Hit 


These figures are, of course, averages. For 
some groups of faculty members it has been 
better; for others worse. It has been particularly 
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hard on senior faculty members. Between 1941 
and 1953 their salaries lost about 8 per cent 
of their purchasing power. Being deeply com- 
mitted to their careers they could not respond 
to alternative employment opportunities as 
readily as could their junior colleagues. For 
junior faculty members there was some increase 
in real income between 1941 and 1953 but only 


about half as much as the average for the nation. 


What's Happened to College Faculty Salaries® 


INDEX (1940= 100) 
180 180 














Lawyers (+ 10%) 








a 100 
FACULTY MEMBERS (— 5%) 











80 80 


YEAR YEAR 
1940 1954 





* Real Income before Taxes 


Source: Council for Financial Aid to Education; U. §. Dep't of 
Commerce; U. S. Dep't of Labor 





Public Colleges Fare Better 


There are also marked differences in the aver- 
age financial reward received by faculty mem- 
bers in different types of colleges and univer- 
sities. A recent study by the Council for Finan- 
cial Aid to Education indicates that, in the last 
academic year, 1953-1954, teachers in privately 
endowed, independent colleges and universities 
were paid an average salary about $1000 less 
than that paid to faculty members in tax-sup- 
ported institutions. The same study indicates 
that salaries far below the average are especially 
common for faculty members in the small pri- 
vate liberal arts colleges. This study found that 
during the last academic year the average salary 
of all college and university faculty members 
was about $4700. 

The special difficulties under which the inde- 
pendent colleges and universities, and particu- 
larly the independent liberal arts colleges, are 
laboring to get back on their feet financially 
have been discussed in previous editorials in this 
series. These difficulties underline the need of 
special help for these institutions to which busi- 
ness firms are now contributing in increasing 
volume. However, the problem of providing bet- 
ter salaries is not peculiar to any particular type 
of institution. 


Faculty Members Not Greedy 


It is not easy to prescribe a precise standard 
of fair pay for college and university faculty 
members. This is partly because they put less 
weight relatively on money rewards than they 
put on rewards of scholarly accomplishment and 
prestige. Consequently, they have consistently 
heen willing to work for very modest salaries 
in relation to the intellectual ability, education 
and application required. Obviously, however, it 
is the dictate both of fairness and good judgment 
to see that faculty members are given a roughly 
proportionate share in the general prosperity. 
Indeed, their crucial role in our society could 
be made to justify a larger share than this. 

There is no way to know with any degree of 
precision what the underpayment of our college 
and university faculty members over the past 
14 years has actually cost the nation in terms 
of reduced quality of intellectual performance 
of those institutions. One reason is that the dam- 
age has been minimized by the devoted services 


of many faculty members who have loyally 
stuck to their jobs in spite of the great financial 
discouragement. 

It is obvious, however, that, if no grave 
deterioration in the intellectual perform- 
ance of our colleges and universities has 
occurred so far, it is because we have been 
living on borrowed time. It is time bor- 
rowed from faculty members who have, in 
effect, been subsidizing these institutions 
by their financial sacrifice. This arrange- 
ment is not only a menace to the cultural 
and intellectual life of the nation, it is also 
a menace to our national security in a time 
when successful national survival may well 
depend in peculiar degree on the full de- 
velopment and utilization of our intellee- 
tual resources. We depend on our college 
and university faculties pre-eminently to 
provide this development. Adequate finan- 
cial reward for such service is an elemen- 
tary form of national insurance. 

Many of our colleges and universities are 
working hard to improve the financial lot of their 
faculty members. Business firms are also play- 
ing an increasing role of providing the neces- 
sary financial assistance. The methods being 
used by business for this purpose will be the 
subject of another editorial in this series. How- 
ever, vastly more must be done, and quick- 
ly, to stop the financial beating being taken 
by our college and university faculty mem- 
bers if the nation’s welfare and safety are 
to be properly protected. 





This message is one of a series prepared by the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nationwide developments that are 
of particular concern to the business and pro- 
fessional community served by our industrial 
and technical publications. 

Permission is freely extended to newspapers, 
groups or individuals to quote or reprint all or 
parts of the text. 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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n, Owner 


j. Wallace deBrow 


‘We have been using ARO Lubricating 
Equipment for over 20 years,” says J. 
Wallace deBrown, owner of DeBrown 
Auto Sales Company, Lincoln, Ne- 
braska. “When we were building our 
new building we looked over and 
checked into all makes of Lubricating 
Equipment. Our decision to buy ARO 
was formed after due consideration 
was given to our entire satisfaction 
with Aro’s performance over many 
years 

“We are especially pleased with our 
remote Undercoating Pump to Reels. 
It was my personal desire that our 
new Lubritorium be free of any 
pumping equipment on our Lube 
room floor, hence ARO engineered 
the remote handling of our Under- 
coating problem to our entire satis- 
faction. I personally want to thank 
you for your splendid cooperation 
with your good assistance in laying 
out our new lubritorium.”’ 

Ihis is typical of the way ARO lube 
equipment makes friends everywhere 
—and profits for users! Let ARO help 
you with your lube service problems. 


SEE YOUR ARO JOBBER 


Modern new home of DeBrown Auto 
Sales Company, Lincoln, Nebraska 
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Aro overhead reels, wall cabinet and portable drain 
provide fast, clean lube and undercoating service. 


Aro pumping units do an efficient job in remote location 


THE ARO EQUIPMENT CORPORATION, Bryan and Cleveland, Ohio 
Aro Equipment of California, Los Angeles, Calif 


Aro Equipment of Canada, Ltd, Toronto 1, Ontario. Offices in All Pr pal Cities 


ay 


LUBE EQUIPMENT 


ALSO AiR TOOLS ... AIRCRAFT 
PRODUCTS GREASE FITTINGS 











Vs gk 


STEVE ALLEN MEDIC DAVE GARROWAY 


Stars nightly on his own NBC.TY NBC-TV, winner rf 
show, TONIGHT. The show's new Grand Award as the 


Sylvania’s A born salesman—has sold lots of 
best show on your antifreeze in the fall on his 
the audience is growing ind television MEDIC. commercials morning NBC-TV show, TODAY. 


Steve is increasing his reputation as stress the importance of cleaning his spring he’s going to help you 


one of television's best salesmen! radiators for summer driving! sell antifreeze next fall! 
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sell ANTIFREEZE 
in the Spring? 


— By telling motorists to drain and clean their 


radiators now.. . they'll be your customers next fall! 


Here’s news of an unusual and exciting advertising promotion 
designed to bring new customers to you right awa‘ ind 
bring them back in the fall. The Dow Chemical Company 
a leading producer of glycols for quality all winter antilree 
will purchase a two-page spread in the April 30 issue 
one of the country’s leading magazines, The Saturday Evenin 
Post, to tell motorists “Radiators need spring ¢ leaning. too! 
1 wo of television s top salesmen Dave Garroway and Ste 
Allen, and powerful MEDIC commerce ials will also be sendin 
car owners to you for a complete cooling system check up 
and clean-out. They'll be telling their audiences that ther 
is no more effective way to guard against dangerous coolin 


system rust than spring cleaning. 


Obviously, those who have their radiators drained in the 


spring will be antifreeze customers in the fall. And 
most drivers continue to patronize the same service 


they'll be coming back to you! 


Needless to add, they'll be well rewarded for their troubl 
too. If they follow the “clean-out twice a year progran 
suggested in the Dow advertising, their cars will run bette 
and cost less to operate, 


Of course, increased antifreeze sales in the fall are onl 
opportunity for new IBA item sales when you check 


need immediate service and which might otherwise go 


The spring clean-out advertising will mean extra profit 


you can depend on DOW CHEMICALS 
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...but no fair lookin’... YET! 


But we can tell you this: what Sinclair’s got simmering in the pot 

is something really hot! For right on the heels of the big Sinclair 

advertising campaigns of last spring, summer, fall and winter comes a brand 
new spring campaign that will make every motorist sit up and take notice. 


Power-X —the super fuel —is the product this advertising will 

push — and you can bet your boots it’s going to pull in a lot of new 
customers. In fact, everyone will be seeing this big Power-X campaign — 
in newspapers, on radio and TV. 


So why don’t you get on the receiving end and benefit by all this great 
advertising and sales promotion? Talk it over with a Sinclair Representative, 
or write Sinclair Refining Company, 600 Fifth Avenue, 

New York 20, New York. No obligation—but what an opportunity! 


SINCLAIR 


Ask about the Sinclair TBA Franchise—featuring Goodyear, the greatest name in rubber. 
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unit FOR unNit- _ CONVERSION 


AGGRESSIVE ADVERTISING by Greater Philadelphia Fuel Con- 
ference stresses oil's economy over gas with pitch to home 


orn CONVERSION 


. a.lal 


OIL HEAT 
VS Tooay's BEST Buy! 


w& COMPLETELY AUTOMATIC 


AFE 4 OLEAN & DEPENDABLE 
\B w AUTOMATIC FUEL DELIVERY 
ws | 


\BUOGET PAYMENT PLAN 
® AROUND-THE-CLOCK & 


} 


Fighting Philadelphia Oil Men Show: 


builders and buyers. 
campaign will go on for two more years 


fe SAFE & DEPENOABLE 
x FULLY AUTOMATIC 


eee! 


ARE THESE SAVINGS~—M¢ NTH 


COMP YEAR AFTER YEAR 


AFTER MONTH 
_—_— pees sie 
FUEL OWL OIL PHILA. “sas SUBURBAN GAS 
BILL HEATING BILL HEATING om 
$33°” B+ a9 jh 


< ottet 
- “+ 
4 tewte 


HERE'S PROOF! 


« hewee sand 106 gations 


Results have been satisfactory but 


How Oil Can Turn the Tide Against Gas 


Fie IL 10 months ago, natural gas 
was running wild in the four- 
county Greater Philadelphia area, out- 
selling oil installations and 
sions 3 to |. 

But the oil industry, 
Greater 


conver- 


through the 
Philadelphia Fuel Confer- 
ence, is counter-attacking and is gain- 
ing ground. 

@ Oil burner distributors are selling 
more burners. One 
“Our salesmen are going nuts over the 
program.” 

B One utility’s gas heat program is 
being slowed down. The Philadelphia 
Gas Works Co., supplying gas to the 
city area, estimates that 1954 installa- 
tions total 15,000, or 7,000 less than 
its projected 22,000 installations a 
year for five years 

@ Home builders 
100% for gas—are switching to oil 
because new-home buyers are demand- 
ing oil heat if they have a choice. And 
builders want to sell homes with as 


dealer reports 


once almost 


little customer resistance 
®@ Homeowners, once “hot” on gas, 
have cooled on that fuel because they 
now know oil is cheaper—30 to 60% 
than gas. 
These initial come from 
hard-hitting advertising campaign by 


as possible 


results 
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the conference 
fuel men 
oil who have already been through one 


It is composed of dual 
coal dealers now handling 


change in fuel preference and 100% 
heating oil distributors. 
loday Edward I 


Esterline, confer 


ence executive secretary, says 

Ihe campaign has been success 
ful as far as it’s gone but only the sur 
face has been scratched 

Ihe drive intensified 
for the rest of its three-year period 

On April 20, members 

will meet to discuss plans for the next 
12 months 


should be 


conference 


GETTING STARTED 


A lot of work has gone into the 
drive 

@ Money was raised to finance the 
campaign, which is now costing more 
than $1,000 a week, with dual-fuel 
men contributing 85%. Esterline says 
he would like to spend $2,000 weekly 
to do the proper job 

@ Proof was obtained that oil heat 
is cheaper than gas heat in a survey 
conducted by an independent heating 
authority 

@ Survey results were passed on to 
heating oil distributors, burner sales- 


NEWS 


4 


IN CHARGE of oil's fight is E. E. Ester- 
line, executive secretary of conference 
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BATTLEGROUND covers this four-county 
area that includes Philadelphia 
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fuel oil 


men, and were plugged in advertising. 

@ The industry was urged to use 
decals and signs on trucks, passenger 
cars, service vehicles, window displays 
and in posters stressing the theme that 
oil gives the best and the cheapest 
heat available. 

® Oil burner service refresher and 
advanced courses were held. 


FOR THE FUTURE 


A lot of work remains to be done, 
including: 

® More service schools to upgrade 
existing servicemen and to augment 
the industry's supply of thoroughly 
trained men. 

® Upgrading delivery service to end 
out-of-oil and low-oil calls, spills, and 
damage to customers’ lawns 

@ Better industry housekeeping 
that involves sprucing up company 
grounds, office buildings and trucks. 
Because trucks are traveling billboards, 
Esterline wants them to be spotless 

® Uniforms for delivery men, be 
cause the tank wagon driver often is 
the only industry representative in 
contact with the homeowner. Cleanli 
ness on his part will make the home 
owner associate cleanliness with oil 
heat. 


THE SURVEY 


To develop cost figures, the fuel 
conference hired an independent con- 
sulting mechanical engineer specializ- 
ing in fuels and combustions. “He is 
very definitely not ‘our man’ in any 
sense, because he’s done some work 
for the local utilities,” Esterline says. 

The engineer, using the actual num 
ber of degree days in the area—4,041 

for the 1953-54 heating season, 
worked out the cost of heating four 
different houses: 

House A, using 500 gal. of No. 2 
oil, or 87.4 mef of gas (801 Btu) sup- 
plied by the city utility, or 97.2 mcf 
of gas (720 Btu) supplied by the sub- 
urban utility, 

House B, using 1,057 gal. of No. 
2 oil, or 184.7 mef of city-supplied 
gas, or 205.6 mcf of suburban-sup- 
plied gas. 

House C, using 1,750 gal. of oil, 
or 306.1 mef of city gas, or 340.3 mcf 
of suburban gas. 

House D, using 2,500 gal. of oil, 
or 437 mef of city gas, or 486 mef of 
suburban gas. 

Final figures for city houses show 
these savings for oil heat: 


Savings 


House Gas oi 
A $91.58 $66.49 $25.09 or 37.7% 


B 186.33 140.61 
Cc 304,33 232.76 
D 431.53 331.81 


45.72 or 32.5% 
71.57 or 20.7% 
99.72 or 30% 


Figures for suburban houses show 
these savings for oil heat 


House Gas ou Savings 

A $106.79 $66.49 $40.30 or 60.6% 
B 216.87 140.61 76.26 or 54.2% 
Cc 353.59 232.76 120.83 or 51.9% 
D §01.10 331.81 169.29 or 51% 


ADVERTISING 


Survey results are used in advertis- 
ing. The ads, usually a quarter page, 
appear in two city dailies on an alter- 
nating weekly schedule and in several 
suburban papers. Some ads also ap- 
pear in the real estate section of the 
Sunday paper. 

In its radio advertising, the confer- 
ence uses four One-minute spot an- 
nouncements daily on a Monday- 
through-Saturday schedule over one 
station. Two announcements are 
broadcast in the afternoon and two in 
the evening. Sunday radio advertising 





Why Oil Is Fighting 


Philadelphia 
Installations 


Gas Oil 

6,588 8,147 
4,231 16,105 
4,635 6,408 
12,248 11,354 
14,380 14,584 
17,851 11,212 
18,315 9011 
18,530 6,480 











is out: The conference feels that on 
Sunday people read their papers, go 
out for drives, visit friends, or watch 
television. 

When more funds are available, 
Esterline thinks the conference will go 
in for TV advertising. 


REACTION 


“We are getting requests by phone 
and mail from people who see our 
ads and hear our radio announce- 
ments and who add, ‘We are very 
much interested in what you have to 
say,” Esterline reports. 

“Most of them are new-home own- 
ers. They've heard the builder’s story, 
seen the ads, and want to know more. 

“Whenever it’s possible, we refer 
them to their oil dealer. I tell them 
‘T'll call your dealer and have him give 
you the facts.’ I also tell them this: ‘If 
you now burn oil and want gas, you’d 
better get the facts from your dealer. 
He has them.’” 

From the Trade—‘In addition we 
have dealers reporting how they feel 
about the campaign. Those participat- 
ing are highly pleased. They’re getting 


more inquiries from people moving 
into new homes or from those who 
have been called on by the gas com- 
panies to convert.” 

From his files, Esterline came up 
with these typical reactions: 

A dealer member in a combined 
heating oil, oil burner, lumber busi- 
ness in Delaware County: A_ few 
weeks after your ads started, we no- 
ticed a new sensitivity on the part of 
a number of builders on the possibili- 
ties of your campaign. 

On one project of about 125 houses, 
all were originally planned for gas. 
We have been able to make a substan- 
tial changeover. The first six went 
along with gas, but we're getting the 
balance. On still another job of 150 
houses, it looks as if we’re going to 
get all of them. A number of years 
ago, this particular builder went 100% 
gas. 

A city burner dealer: Last week, of 
10 red-hot gas leads, through the use 
of your cost comparison sheets and 
clips of your ads, we sold seven of 
them oil heat. 

A real estate broker: I never saw 
anything like it. Approximately 95% 
of the people looking at our houses are 
upset because the houses are gas 
heated. 

A burner distributor: In December, 
1953, we sold for installation in new 
housing through sheet metal contrac- 
tors 35 burners. In December, 1954, 
using the same methods, with the same 
effort, and through the same folks, we 
sold 98 burners. 

In addition, two prominent builders 
in the area have switched to oil from 
gas. Currently the conference is gather- 
ing data on the number of gas cus- 
tomers that has switched to oil. 


RAISING FUNDS 


To build a war chest, the confer- 
ence asked contributions from: 

@ Retail dealers, on the basis of 
three points per gallon, or $300 per 
million gallons sold each year, with 
a maximum of $2,500. 

@ Jobbers, $5,000 each. 

@ Refiners, on the basis of one 
point per gallon—$100 per million 
gallons—of the total manufactured 
gallonage distributed in the Greater 
Philadelphia area. 

Equipment, accessory and _ service 
companies were asked to contribute at 
their discretion according to the size 
and volume of the market, with con- 
sideration given to the amount of in- 
vestment of the other elements of the 
industry who are supporting the pro- 
gram. 

(Continued on p. 122) 
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Fast delivery on lug cover pails, closed head drums, 


flaring pails or utility cans 


For grease, wax, polish, roofing compounds; also soap 


ind paint products, feeds 


Choice of many sizes. Flaring pails can be compactly 


nested for shipment and storage 


Plain, or in color, or lithographed with your name and 
trade-mark 


Special attention to orders for light or heavy gauge 
steel containers of unusual design 


Let Continental lithograph your steel containers to sell your 


bulk products as a line. Put to other uses when the original con- 


tents are gone, they ll continue to advertise and sell your wares 








COMBINE YOUR ORDERS 
—CuT costs 


Continental makes a full line of metal containers 

in tin plate as well as metal. Order all your container 
needs at one time. Make up a mixed carload and save 
in warehouse space, inventory and shipping costs 


TAILOR-MADE (} 
PACKAGE SERVICE 


CONTINENTAL (C CAN COMPANY 


Eastern Division: 100 East 42nd Street, New York 17 
Central Division: 135 So. La Salle Street, Chicago 3 
Pacific Division: Russ Building, San Francisco 4 
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fuel oil 


(Continued from p. 120) 
WHY THE FIGHT 


Natural gas came into the area in 
March, 1948, the utilities tapping the 
Big Inch and Little Inch pipe lines 
near Phoenixville, about 25 miles 
northwest of the city. For the first 
two years, the oil industry didn’t react 
because “members were content to 
beat gas in the number of installations 
and conversions,” Esterline says. 

Outsold The industry, however, 
woke up in 1951 when gas installed 


NOW: your choice of WO [YQE/ 


nearly 18,000 units to oil’s more than 
11,000, By that time, gas had captured 
the builders, showing them how they 
could build a house with a cheaper 
flue, but that could handle only gas. 
Savings per house came to about $200 

not much by itself, but a good sum 
in the big developments springing up 
in the city and suburbs. 

Organization No effective oil 
group was organized at the time. There 
was, however, the Coal Dealers Assn., 
a group of coal men who had switched 
to oil for self-preservation. Esterline, 


G.P.&F. DOME TOP 
UTILITY CANS 


Now, in addition to the riveted bail, 


you may order famous G, P. & F. Dome 


working as field secretary for the 
Pennsylvania Retail Coal Merchants 
Assn., was on loan to the local group 
and was offered the job of executive 
secretary when it became the Greater 
Philadelphia Fuel Conference. 

The conference is set up on two 
divisions, one for solid fuel, the other 
for fuel oil. Each has its own vice 
president, its own advisory board, 
works out its Own program, and is 
responsible only to the conference's 
board of directors. 

Action—After 1953, when installa- 
tion figures showed the 3-1 lead for 
gas, the fuel oil division’s advisory 
board demanded action. Esterline 
mapped a campaign, but it took sev- 
eral meetings of the board of directors 
before they were “sold” on the idea. 
Final approval was given last April 
and the ball began to roll in June. 

“Had nothing been done to fight 
gas, the capital investment of all oil 
dealers in the area would have been 
cult as much as 50% within five 
years,” Esterline maintains. al 


Comment from Readers 


FROM 


Lionel L. Jacobs 

Lionel L. Jacobs & Sons 
Heating Equipment 
Wayne, Pa. 


Excellent and important as is your 
editorial (NPN Feb. ’55, p. 43) in 
which you point out The Danger Is 
Still There, 1 don’t think you by any 
means go far enough. Mr. McCollum 
is right in stressing the need for “real- 
istic sales forecasts” but I remember 
J. E. Dyer’s good talk to the market- 
ing session of API in November, and 
1 am of the opinion that a “realistic” 
appraisal of the place in the picture of 
the various products of the “barrel” 


; Utility Cans with a welded bail. 
oe Se should go with any sales forecasts, and 


if it does, then I think there will be a 
disposition to help distillate, the Petro- 
leum Cinderella, meet the Magic 
Prince, in the interests of all members 
of the “barrel” family. 

Such a change can’t help but have 
an important bearing on sales fore- 
casts. The Magic Prince can help 
Cinderella fight natural gas, and thus 
provide some needed margin for losses 


Both types are designed for easy carry- 
ing, with plenty of “knuckle clearanc e”’ 
over the filler cap. And, of course, both 
types have the same strong body and 
double-pour spouts that have made these 
cans best-sellers from coast to coast. 


A SALES BUILDER! CAN BE USED ANYWHERE! 


G. P. & F. Dome Top Utility Cans (in solid colors or lithographed 
with your design) have scores of uses. On the farm, in the garage, 
in the home, at the lake... these containers help your customers... incurred by the gasoline scrappers. 
build good will for you. In 5-gallon and 40-pound sizes. Write for With proper support there is still a 
complete information ! big expansion for distillate that will 
help sweeten the whole barrel, but this 
can’t be done with unrealistic distillate 
prices, resulting from immature 
guesses at temperatures and volumes, 
GP) two factors that should have no bear- 
CL g ing on the price of a member of the 
barrel family. 


GEUDER, PAESCHKE & FREY CO. 


425 NORTH ISTH STREET 7 MILWAUKEE 1, WISCONSIN 
Telephone Division 4.3000 
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GREASE GUN ie <S GREASE 
Because INLUCITE 21 is NTT” INLUCITE 21, unexcelled 


superior to every specialized lithium-base, multi-purpose 
grease it replaces, its use grease speeds up service, 
means greater lubrication eliminates mistakes, and re- 
protection and customer duces inventory for service 
satisfaction. stations. 


SERVICE STATION PROFITS UP 85 PER CENT 


and total grease jobs jump 39%, reports one major oil company. One grease, one gun, and a 
better job . . . do you know a sounder way to streamline your operation? For details write 


INTERNATIONAL LUBRICANT CORPORATION, New Orleans. 


With Research Comes Quality, With Quality Comes Leadership 


April, 1955 * NATIONAL PETROLEUM NEWS 











ae 








They’re here—the most modern trucks on the 
road—ready to tackle your toughest hauling 
and delivery jobs! Ready to perform faster, 
better and with new cost-cutting economy! 
Look at the many new light- and medium-duty 
advances ready to work for you right now! 


MOST N 


124 


New Work Styling—a new approach to truck design! 
Here are the first light- and medium-duty trucks with 
their own individual styling to fit the job. New panel 
truck design is especially fresh and functional! 


hi ” : . 

New “high-voltage” engines — with a new 12-volt 
electrical system and many more advances. Count on 
quicker, surer cold-weather starting—and finer going. 


New Flite-Ride Cabs—with a new Sweep-Sight wind- 
shield (a wider, safer view!) . . . new concealed Safety 
Step running board . . . and broader, softer seats in a 
more durably constructed cab. 


RW TRUCKS 
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PD vencemmariemns cae ee LI RE eI 


New frames— many times more durable, and of 34-inch 
standard width to accommodate special! body installa 
tions. These new frames have completely parallel side 
members and greater strength and rigidity. 


New suspension—both front and rear, provides a 
smoother, more stable ride—a ride that’s more com- 
fortable for the driver and far easier on the load. 


New Power Steering, Power Brakes—optional at extra 
cost for all light- and medium-duty models. Make driv 
ing easier—reduce driver fatigue—in city traffic and for 
long hauls as well. 


{VER 
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New Overdrive, Truck Hydra-Matic—Overdrive now 
available as an extra-cost option on !4-ton models! 
Truck Hydra-Matic on !4-, *4- and 1-ton jobs! 


Tubeless tires—at no extra cost on '4-ton models— for 


greater blowout protection! 


And announcing the new Cameo Carrier —the first 
really beautiful truck ever built. You’ve never seen any 
thing like it before! Your Chevrolet dealer will be proud 
to show it to you along with the complete new Task 
. Chevrolet Division of General Motors, 
Detroit 2, Michigan. 


Force line 








NOW a full line - 


a 


of high quality AUTOMOTIVE 


FILLER 


GAS TANK 


N Kerosene AN@ 
2000 mites “ON 


RADIATOR see OIL FILLER 


ON Dependable ON Dependable 
Source >>>>>>>»> Make 


> 


All AC Automotive Filler Caps are engineered to 


Your regular AC Supplier can now provide 
high standards and manufactured under rigid 


you with a full line of ear and truck filler caps 

the original equipment line! quality controls. Your assurance of dependability 
is the vast experience in cap design and produe- 
AC is the pioneer in this field and supplies tion behind the AC name. It is sure to be a 
over 79° of the industry's requirements for convenience to you to secure the full line from 


original equipment. It was AC. too. who one source. Damage or loss always means replace- 
| I 
ment. Earn extra profits from this business. 


originated the ingenious radiator pressure 
Your regular AC Supplier will take care of your 


caps. These caps meet the tougher cooling job 


called for by increasing horsepower, requirements, 


AC SPARK PLUG DIVISION GENERAL MOTORS CORPORAT »N 
FLINT, MICHIGAN 
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Oil Burner 
Service: 


How to Make 








Connecticut Distributors Hear Suggestions From These Men 


Charles Burkhardt 


e Keep service department sepa- 
rate from other operations. 


Joseph Leone, Jr 


@ Educate customers to preventive 
service to cut down calls. 


William Kane 


@ Organize your own repair de- 
partment and refurbish old parts. 


L. James DeWolfe 


e@ Investigate central service set- 
up but watch it closely. 


George Irwin 


@ Serve customers in immediate 
area, subcontracting other work. 
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HE “how” of setting up a profitable oil burner service de- 

partment was given a thorough workout by a panel of heat- 
ing oil men at the mid-winter educational clinic of the Connecti- 
cut Petroleum Assn. in New Haven, and they gave the state’s 
heating oil marketers something to shoot for. 

With warm weather a couple of calendar pages away, oil 
marketers will have a chance to compare their service Cperation 
against the panel’s recommendations. With these suggestions 
marketers can start building toward a top-notch service depart- 
ment, to be ready when the new heating season begins. 

In opening the clinic, William F. Briggs of Valley Oil Co., 
Portland, Conn., educational chairman of the association, said: 
“The panel will offer no magic formula, but we do hope you will 
be able to do some thinking and attack the problem. We want 
to swap experiences and hope that we can break through the 
traditional way to get some fresh thought on the problem.” 

Members of the panel: 

Charles Burkhardt of Paragon Maintenance Co., Brooklyn, 
N. Y. 

Joseph Leone, Jr. of J. A. Leone & Sons, Inc., Lawrence, 
Mass. 

William G. Kane of Lewis Oil Co., Port Washington, L. L 

L. James De Wolfe, service consultant, Reading, Mass. 

George Irwin of Atlantic Refining Co., Philadelphia. 

Harold Davies of The George W. Pickering Co., Salem, Mass., 
was moderator. 

Here are the highlights: 

Improving the quality of service to make it more palatable to 
pay for. 

BURKHARDT: We are hard-headed about service. Service is 
a business. We divorce the service department from sales. It is 
incorporated as a separate company, paying its own rent, hiring 
its own people, and with the parent company paying for service 
just like any other customer. 

If you set up a service department as an adjunct to the sales 
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fuel oil 


department and it devotes its energy 
and ability to help the sales depart- 
ment, you will not make service 
palatable. We give no free service. 
This disturbs the sales department, but 
we say it’s up to the sales department 
to sell service. 

Service Security—-We have a paid- 
up service concept. We are now selling 
service contracts on a two-year basis, 
but we're thinking about 
that to three or four years 
the “service security plan” 
like the word contract—in local adver 
tising, tying our plan into other 
security plans—-health, old age, pen 


extending 
We stress 
we don’t 


sions, etc. We don’t ask customers to 
sign, but rather ask them if they would 
“like to enroll in the security plan.” 

Ninety-one per cent of our contracts 
are sold by direct mail. By the fifth of 
every month, a certain portion of our 
accounts is solicited with the IBM-type 
card. There is no personal contact be- 
cause the costs are too high, and we 
save On commissions by doing it 
through the mail 

Our contracts are renewed auto- 
matically. We tell the customer in 
large type on his contract that he must 
let us know by mail if he 
doesn't want to 


registered 
renew it 


MOTOR OIL 


Ris i harris ox: hin 


INCREASE FLOW RATES 25% WITH 


Make 


more 


gasoline drops 


“VISA-FIL TIGHT 
CONNECTORS 


daily with the help of this new, 


simple, light-weight connector, Tight connections reduce expen 
K R R I 


sive turnaround time by speeding the flow of liquid as much as 


ore 
“uo. 


Because no vapor escapes, a dangerous fire hazard is 


eliminated. Bulls-eye windows, through which flow can be closely 


watched day or night, prevent overfilling 


another serious fire 


threat. A quarter turn locks the easy-to-handle aluminum alloy 


coupling, and accidental loosening is checked by an automatic 


safety latch. For complete information on this new, low cost 


connector write: 


GILBERT & BARKER MANUFACTURING COMPANY 


WEST SPRINGFIELD, MASS. 


TORONTO, CANADA 
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Personalization—Tied in with the 
security plan is the personalized serv- 
ice that we offer. Servicemen are as- 
signed to definite zones in Kings, 
Queens and Nassau counties. Some of 
our men have been in the same zone 
for years. The same applies to tank 
wagon drivers. 

When anyone moves from one zone 
to another, we tell all his customers 
by letter that Joe is moving on to big- 
ger and better things with the com- 
pany and that John has been assigned 
to serve them and that we are sure 
that John will give them the same 
service that Joe did. 

Operation—The company furnishes 
$17 uniforms so that the customer will 
associate the cleanliness of our serv- 
icemen with oil heat. Servicemen are 
paid on a per-call basis and cperate 
their own cars for which they are paid 
mileage. 

If a serviceman gets a repeat call 
within 10 days, he’s not paid for the 
second call. He is paid mileage, how- 
ever. You can be darn sure that he’s 
going to do the proper job the first 
time. If he feels that the second call is 
not actually a repeat call, he fills out a 
form and tells us about it. We analyze 
it and if we decide to pay him, we'll 
notify him. So far we have had no 
grievances with the union on any 
refusal to pay after such a form has 
been sent to us. 

Incentive—We have no unapplied- 
time problem. Because pay is on the 
per-call basis, we consider it an incen- 
tive plan and so does the union. The 
union accepted the per-call pay plan 
after a three-month trial. Now we 
can’t get the men off the per-call idea. 

They can do six clean-ups a day. 
They clean only the burner or con- 
tacts. If a chimney needs cleaning, 
we'll recommend a chimney cleaner. 
We do not remove soot from the boiler 
but we do dust the boiler with a soot 
remover. 

Analyzing service calls, using best 
industry and company _ technical 
knowledge to prevent service calls. 

LEONE: Jobs are not being 
watched. If jobs are watched and good 
engineering has gone into them, serv- 
ice labor can be cut. The final inspec- 
tion must be proper. Our inspector 
gets to a job about 30 minutes before 
work is completed and it’s his job to 
have the installers make the proper 
correction. 

Customer Education—If your em- 
ployee can educate your customers in 
a nice way, you'll be surprised at the 
drop in the number of calls about 
burned fuses, switches being off, etc. 

If the switch is off, we tell a cus- 

(Continued on p. 130) 
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BUTLER 


transports 
can earn -« ee e 
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WE 
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E ANNUAL REVENUE 
than steel units—depending on the 
age of your present equipment 


ay 
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bo Nee hte rte 


Many, many millions of gallons have already arrived at their ing on the age of your present equipment. The extra gallon- 
destinations in Butler Aluminum transports. They are proved age alone pays off the ful] purchase price in 4 years or less! 
practical—and extremely profitable! It is high time to see how quick you can convert to Butler 
Butler aluminum transports carry 8% more payload than aluminum. Your Butler representative will gladly help you 
lightest new steel units—11% more than most 3-year-old units work out the profit picture for your particular business 
They earn $2000 to $3000 additional revenue annually depend Meanwhile—mail coupon below for fact-packed catalog 


BUTLER MANUFACTURING COMPANY 

7454 East 13th St., Kansas City 26, Mo 

954 Sixth Ave., S. E., Minneapolis 14, Minn. 

913 Avenue W, Ensley, Birmingham 8, Ala. 

Dept. 54, Richmond, Calif. 

CJ | want more profit NOW! Send Butler representative. 


Manufacturers of Oil Equipment [_] Send free booklet on Butler aluminum transports 


Steel Buildings + Farm Equipment Nome 
Dry Cl s Equip # + Special Products 








Address 


Factories at Kansas City, Mo. + Minneapolis, Minn. Firm 
Galesburg, Ill. - Richmond, Calif. 
Birmingham, Ala. + Houston, Texas 
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(Continued from p. 128) 

tomer that it’s there to be pressed and 
if he wasn’t supposed to touch it, it 
would be hidden somewhere, not in 
the open. People are glad to do a little 
work if they’re told about the various 
items on a burner. 

Analyzing Calls—-We have a board 
in the office on which every type of 
call is marked down. The board is 
checked every day and at the end of 
each week to determine the category 
of call that is heaviest. Once it showed 


that open-type contacts were causing 
trouble. We went over to the closed 
type after that and we aren’t bothered 
with dirty-contact calls any more. 
Results—In 1953, with more than 
5,000 accounts, we had 9,630 service 
calls, or 1.8 calls per customer per 
season, excluding the yearly clean-up. 
Last year, with more than 6,000 cus- 
tomers, we had 4,082 service calls, or 
68 calls per customer per season. This 
caused a cut in service department 
overhead. In 1953 we had eight men 


OKHEIM 


HIGH VACUUM 


HAND 


Without equal in construction and performance! 


and no service manager. Now we have 
six men and a manager. 

At present, we’re at the break-even 
point, but we look for a profit in 1955, 
although we lost money in previous 
years. 

Preventing service losses by repair- 
ing your own controls and parts. 

KANE: Preventing losses usually is 
given little attention by the service de- 
partment because the volume of parts 
is small. But as you grow, the prob- 
lem of parts tends to be neglected be- 
cause other problems come up. 

Set-Up—Complete rebuilding jobs 
should be done on the outside. But 
you can repair a good many parts 
with as little as 30 minutes labor and 
about $1 in materials. If your service 
organization is large, you may get in 
three or four relays. You cannibalize 
the parts to get two good ones. Old 
burners and controls can be refur- 
bished and used on service agree- 
ments. This is found money. 

Ihe shop should be able to handle 
all items in your business, such as 
repairing leads and relays, baking, test- 
ing and repairing leads on transform- 
ers, testing controls and even some 
machine work such as tapping. 

Education—Most rebuilders will be 
further from your job than your own 
shop. Your shopman can determine if 
a part can be repaired. If possible, re- 
pair work should be done in front of 
the serviceman for his education. On- 
the-spot repairs eliminate many steps 
—the rebuilders bills and service tick- 


Here's a pump that’s fast becoming a fa- 
vorite with petroleum users everywhere. 
The high quality materials, fine workman- 
ship and rugged construction built into 
the Tokheim High Vacuum mean years 
and years of low-cost, trouble-free service. 


LOOK AT ALL THESE FEATURES! 


* Shaft, valves, valve plates and 
springs of stainless steel. 

* Durable housing of die-cast aluminum 
alloy —Permolited inside and out. 


* Self-adjusting suction stub. 


® Flexible diaphragm of tough, molded 
synthetic material 


*No parts to leak, stick, freeze or jam 


* Double-action — delivers 20 gallons per 
100 strokes —steady flow 


Unusually versatile! With a few changes in 
parts, this pump can be easily converted to 
‘most any type of installation— pipe line, 
drum, underground tank with hose or 
spout outlets. Altogether, 22 different models! 
Call your Tokheim representative or write di- 
rectly to factory for literature. 


Model 688-6 





General Products Division 


TOKHEIM CORPORATION 


DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 
1650 Wabash Avenue SINCE 1901 Fort Wayne 1, Indiana 
Factory Branch: 1309 Howard $t., San Francisco 3, California 
Canadian Distributor: H. Reeder, 205 Yonge Street, Toronto 








ets and the like—and cut down on 
bookkeeping costs. 

Benefits—Your own repair shop 
supplements the service department 
with mechanics. A serviceman can 
take a part off and bring it in for re- 
pairs. During slow periods, your serv- 
iceman can dismantle old parts and 
help in cleaning them up. The shop 
can also repair the vacuum cleaners 
that you use in your clean-up work. 

In emergencies you have a shopman 
to test equipment on the job, thus sup- 
plementing a serviceman. 

Bringing a central service organiza- 
tion out of the red. 

DE WOLFE, who has served nearly 
a year as consultant to a central serv- 
ice organization in Lowell, Mass.: The 
biggest problem in a service depart- 
ment is unapplied time. Therefore, 
there is a definite place for a central 
organization. Such an organization 
usually takes in small dealers to set 
up a company to service and install 
burners. It also makes them aware of 
the costs of a separate operation, 
which can become a major item in the 
course of a year. 
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Problems—tIn setting up such an 
organization dealers look upon it as 
a top-level business arrangement. But 
each dealer has one eye on the charter 
and the other on his competitors. 

Because service has been looked 
upon as a losing business, it’s been a 
stepchild. A top-notch serviceman is 
not always a good administrator and 
many times never had any business 
experience. As a result, unapplied 
time goes up, but the only time this 
shows up is in the quarterly or semi- 
annual report. 

By then the money has gone down 
the drain. There’s a different season 
and they make plans for next year. 
Nobody sees to it that the new pro- 
gram is carried out. And if someone 
tries to do a job, the others look upon 
this as an encroachment. The obvious 
answer: Get somebody from the out- 
side to set up the organization. 

Experience—I found some strange 
things in Lowell: 

-Unapplied time ran _ between 
50%-60%. Yet there were 5,000- 
6,000 accounts. This was a tremendous 
leak. Income was going down propor- 
tionately, but all costs remained the 
same. 

—No inventory control. A man got 
a part in the shop or from a supply 
house. Sometimes no ticket was writ- 
ten out. There was no control over 
purchases. 

—Summer clean-ups were pushed 
into late summer, even into early fall. 
A March clean-up was unheard of. 

A “new look” was put into the or- 
ganization. Regular clean-up periods 
were begun. This cut unapplied time 
down to 15%. In the fall, service was 
stepped up with 15 men, instead of 
the former 25. For service contracts, 
I’ve recommended they go on a calen- 
dar-year basis. But there’s lots of work 
to be done. 

Operating a major company heating 
department. 

IRWIN: Atlantic began its service 
department nine years ago. At first, 
we charged competitors’ rates. But 
four years ago, after losing money, we 
turned the service department over to 
industrial engineers. 

Findings — They found that our 
servicemen had no specific routes. 
Travel time was too high. The 16-mile 
radius we were trying to cover around 
Philadelphia was too large. The engi- 
neers also came up with performance 
ratings, including non-productive time. 

These findings gave us a basis of 
what to charge. We had to raise our 
rates above those of our competitors. 

New Plan— The 16-mile radius 
didn’t have the customer concentra- 
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tion. So we cut down to an 8-mile 
radius to keep within the city’s bound- 
aries. The outside area was given to 
subcontractors who work on an hourly 
rate. We also set up a subcontractor 
in the city area to give us a cross- 
measure of our costs. 

When a subcontractor supplies the 
parts, he keeps the profit and guaran- 
tees the work to the homeowner and 
the company. But Atlantic bills the 
customer for the parts. On the pos- 
sibility of subcontractors overselling 
on parts, we check this carefully in 
their monthly accounts to us. 


' 





pull... 


ma 
: 
| 
: 
| 
| 
2 
4 


Analysis by Robert Gray, editor of 
Fueloil & Oil Heat: In Louisville, Ky., 
where gas sells for 6¢ a therm and oil 
costs the homeowner 13.9¢ a gal., 
marketers are trying to keep every- 
body happy. They have added a cent 
a gallon to force everybody to give 
good service. For this, the dealer keeps 
the burners in tune. 

Ihe service department is a key 
factor in the battle against gas. Proper 
service is two-thirds of the battle 
against gas 

And dealers should get top talent 
because of this fact. 


for the. 
BIG Push 








win with MOTOR PUMP 


In petroleum product handling 
service, Motorpumps give long 
life, low maintenance. Under 
ground tank or aboveground, 
pumping goes fast. 


Motorpumps are designed by 
engineers who know the an 
swers—know how to use them 
to solve problems of pump 
efficiency and long life. 


For aboveground or under 
ground tank service, Ingersoll 
Rand self priming or straight 
centrifugal Motorpumps deliver 
the goods for years of service 
at lowest operating and main 
tenance costs. 


Get the facts of how Motor 
pumps are tops for dollar value 


NEWS 


how they 
more 
Mail the coupon to 


Ingersoll-Rand 


1) Broadway, New York 4,N. Y 


can help you to 


coofiahle operations. 


ducts Division 

ay. New York 4, N.Y 
n interested in more 
itions Please send 


Motorpump Bulletin 


Wame 
Firm Wame 
Address 





You get 
speed, 
safety, 
economy 
when you get 


EVER-TITE 


QUICK 
COUPLINGS 


Ever-Tite Couplings 
give you connections 
that are always 
tight...safe...fast. 


No sliding 
rings; absolute 
tightness is pre- 
determined in 
manufacture by 
positive gasket 
compression. 


You just slip the 
coupler over the 
adapter, and close 

the handles. 

If you want to make 

it fast, make it 
Ever-Tite —the first 
choice where per- 
formance is the first 
consideration, In 
stainless steel, bronze, 
aluminum, steel and 
malleable iron. Ask 
your distributor now. 


EVER-TITE COUPLING CO. INC. 


254 West 54th Street 
New York 19, N. Y. 


EVER-TITE 
Standard 
Adapter and 
Coupler 


EVER-TITE 
Adapter and 
Coupler 
for 
Tank Car 
Unloading 


EVER-TITE 
Coupling 
Elbow and 
Check Valve 
Unit 
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‘Majors Begin Probe of Market 








AJOR and independent refiners 

will survey local oil heat mar- 
kets on a national scale for the next 
three years through their newly or- 
ganized consulting service, Oil Heat 
Market Reports. 

The program will get rolling this 
month as more refiners—the goal is 
40 or better—-join the eight majors 
and two independent refiners along 
the Atlantic Coast who have already 
put up more than half of the $75,000 
that will be needed annually. 

The consulting service has a two- 
fold program: 

@ Pass on results of market sur- 
veys to suppliers, letting each one de- 


| cide what promotional funds it will 


put into a specific market. OHMR 
itself will not do any promotional 
work. This means all advertising will 


| be conducted on the local or regional 


level. 

@ Act as a clearing house for the 
industry with respect to the types of 
promotional programs that are in 
operating and how successful they 
are. 

The refiners’ move: 

Means they may embark on their 
first big oil heat promotional effort 
since 1928, when an _ organization 
called the Oil Heating Institute spent 
$250,000 in a similar campaign. 

Will cause the National Oil Heat 
Council, which had counted on refiner 
supports for its own nationwide pro- 
motional campaign (see NPN, Jan. 
‘55, p. 114 and Sept. 22 °54, p. 20) 
to revise its plans. NOHC was form- 


| ed by the Oil-Heat Institute of Ameri- 


| ca’s distribution division and has the 


endorsement of OHI’s directors. 
Comes at a time when the Amer- 


ican Gas Assn. estimates that 1.24 


| million homes will install gas heat in 
| each of the next two years. 


| 





OHMR ORGANIZATION 


Personnel—The new consulting 
service will have Robert Gray of Fuel- 
oil & Oil Heat as director and Fred 
S. Burroughs, executive secretary of 
both the Oil-Heat Institute of Amer- 
ica and the National Oil Heat Coun- 
cil, as Operations manager. As the 
OHMR program develops, Burroughs 
will resign his OHI post. 

Surveys—The first areas surveyed, 
Gray says, will be those in which 


| promotional effort promises the great- 
| est returns for the suppliers. OHMR 
| expects to make two or three surveys 


a month. Already 12 requests for 


assistance have been received. 


Germ of OHMR, Gray says, stems 
from the American Petroleum Insti- 
tute’s fuel oil committee meeting in 
the fall of 1953, when it was decided 
that the next project would be a co 
operative promotional campaign. Ac- 
tually, API has no connection with 
the present program. 


NOHC REACTION 


NOHC is waiting for further 
OHMR developments before it starts 
looking over its own program. 

“The new program of OHMR 
affects us very much,” says J. Hollis 
B. Albert of Baltimore, acting NOHC 
chairman. “We had gotten other 
facets of the industry together and 
we were about to go to the majors to 
ask their aid.” 

Will Revise Plans—‘“We are glad 
the majors are doing something about 
the situation, but to us it means that 
we must re-group and make other 
plans. 

“We still feel that some of the 
problems need over-all planning and 
action at the local level, and the re- 
finers would be helpful in such cases.” 

NOHC has notified OHMR that it’s 
ready to co-operate and can provide 
the suppliers with a_ representative 
consultant group. 


WHAT GAS PLANS 


The American Gas Assn. says it 
will have a total of 16.5 million home 
customers at the start of the 1956-57 
winter season. Breaking down _ its 
national figures into geographic re- 
gions, AGA sees: 

—350,000 new customers each 
year in the East North Central states. 

—342,000 new customers each 
year in the Middle Atlantic area. 

—113,000 new customers 
year in the New England states. 

If its campaign is successful, AGA 
believes the gain will amount to 27% 
in the East North Central states, 22% 
in the Middle Atlantic area, and 89% 
in New England. 

It also figures that 56% of the 
new customers will be in new dwell- 
ings. The remainder will be conver- 
sions. 

AGA says saturation of gas heat 
customers, compared to total cus- 
tomers served, exceeds 90% in the 
West South Central, Mountain and 
Pacific Coast areas but is less than 
10% in New England. For the entire 
country, saturation has _ reached 
50.6% and will hit 60% in two 
years. He 


each 
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Leakage troubles here stopped by these CRANE VALVES 


THE CASE HISTORY— Read why Hysan Products Co., Chicago, 
changed to Crane Clamp Gate Valves in all process and storage 
piping. Hysan makes liquid waxes, pine oil and coal tar dis- 
infectants, liquid soaps, and similar chemical specialties. 


Valves formerly used were similar to Crane Clamp Gates, but 
only in appearance. They lasted no more than 2 to 6 months 
leaking at seats and disc with no more than 3 to 12 operating 
cycles daily. Maintenance and replacement costs mounted—as did 
down-time losses. The leaky valves on tank lines forced repeated 
transfer of storage stocks. As many as 3 men were needed to 
make valve repairs. 

All this trouble stopped when the plant installed Crane No. 488 
Clamp Gates. After almost 2 years’ service, these valves show 
no sign of wear or leakage. An occasional pull-up on the packing 
is all they need—and one man handles all piping maintenance. 


CRANE CO. 


General Offices: 836 S. Michigan Ave., Chicago 5, Illinois 
Branches and Wholesalers Serving All Industrial Areas 


VALVES © FITTINGS © PIPE © PLUMBING © HEATING 


CRANE 
CLAMP GATE VALVES 


Rugged design with careful, close 
tolerance machining, especially on 
seating surfaces, sets these Crane 
valves apart from others. They give 
long-lasting tight closure under fre 
quent operation and on hard-to-hold 
fluids. Many patterns to choose 
from—all-iron or brass-trimmed. 
See your Crane Catalog or Crane 
Representative. 


J i Jalil, 
THRIFTY 
BUYER 


per remaalie 4 A to | 


) /CRANE’S FIRST CENTURY... 1855-1955 
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When electrical energy takes the 
path of least resistance following 
deposits over insulator tip (A)... 
it robs electrical energy required for 
proper firing at gap (B) resulting in 
partial combustion, hard starting and 


reduced gas mileage. 


“IGNITION ENGINEERED” AUTO- 
LITE SPARK PLUGS are designed 
to maintain insulator tip temperatures 
to resist the depositing of end prod- 
ucts of combustion at (C) allowing 
full utilization of spark plug energy 
at gap (D)... thus permitting maxi- 


mum energy for proper combustion 


at gap. Results . . . top engine per- 
formance, fast getaway, sure starting. 


AUTO-LITE MAKES A COMPLETE LINE OF RESISTOR, STANDARD, 
TRANSPORT AND MARINE SPARK PLUGS FOR EVERY USE 











Lights [e- 
. PROFITS! 


Original Equipment Spark Plugs 
insure customer satisfaction 





AUTO-LITE 


SPARK PLUGS Auto-Lite Spark Plugs are original equipment on many leading 
makes of our finest cars, trucks and tractors. 


This sign identifies you as . on? ° . : 
penarensi sng sata Auto-Lite Spark Plugs are Ignition Engineered to give top per- 


Spark Plug Dealer. formance .. . long life . . . quick starts . . . and minimize the effects 
of fouling. 


Auto-Lite Spark Plugs are backed by one of the most effective 
selling promotions in the industry . . . including full-page adver- 
tisements in leading consumer magazines . . . outdoor posters in 
key areas from coast to coast .. . day and night highway signs 
..- AAA books and maps. 


“oe 
For full information on how you can benefit from the field selling 
and engineering facilities of Auto-Lite and the famous Auto-Lite 
Service School . . . be sure to get the full facts on Auto-Lite Spark 
Plugs. 


THE ELECTRIC AUTO-LITE COMPANY 


Toledo 1, Ohio Spark Plug Division Toronto, Ontario 


LITE 


ee iE 





100,000 MILE 
WARRANTY 


REO GOLD COMET ENGINES 


When you buy Reo power, you buy insured per- 
formance. Insured up to 100,000 miles or one year 
by Reo’s new iron-clad, factory-backed warranty. * 

Reo’s 100,000 Mile Warranty covers Reo’s 
complete power range of rugged Gold Comet En- 
gines—from gasoline and LP-Gas 6’s to Reo’s 
new 220 h.p. Gold Comet V-8’s, the most power- 
ful V-8 truck engines ever built. 

Warranty covers engine models— 255 OA, 292 
OA, 331 OA, OH 160, OV 195, OV 220, OH 160 
LPG, 255 OA LPG, 331 OA LPG. Available 
through Reo Factory Branches, Distributors and 
Dealers nationwide. Buy Reo . . . replace with 
Reo... and be doubly sure of performance. 


<e 
’ 


| 
| 
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| 

=" 


i< = | 
© EO it 
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* See your Reo representative today for complete information. 


REO MOTORS, INC. 
SUBSIDIARY OF he q e ke ALUMINUM AND BRASS CORPORATION 


WATCH REO ROLL 
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What They're Saying 


“Highway locations and priorities 
should not be the responsibility of one 
individual. There should be created 
for these purposes a bi-partisan high- 
way planning and priorities commis- 
sion.” A. A. RIBICOFF, governor of 
Connecticut. 


6? 


“The White House Committee rec- 
ommendation for voluntary quotas on 
oil imports was born of political ex- 
pediency rather than economic neces- 
sity.” Otis H. ELLis, general counsel, 
National Oil Jobbers Council. 


6° 


“We are shooting for a tubeless re- 
placement sales ratio of not less than 
50% of our total passenger sales by 
year end.” M. G. HUNTINGTON, gen- 
eral manager, Associated Lines Div., 
B. F. Goodrich Co. 


6? 


“You can have the finest of person- 
nel policies, benefits and pay scales. 
But they will not serve any purpose 
toward good control and motivation 
of all employes if your supervision is 
not right.” JoHN T. BIRD, manager, 
industrial relations staff, Standard Oil 
Co. (Ohio). 


>] 


“Standard of California will reduce 
its imports so as not only to hold them 
to the same percentage level as 1954, 
but also to compensate for increased 
sales made by the company to third 
parties for imports in the United 
States in 1955.” R. G. Fotis, chair- 
man of the board, Standard Oil Co. of 
California. 
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“We would like to see the automo- 
bile industry get together and stand- 
ardize on the various types of 12-volt 
batteries.” BENJAMIN QO. DALBEY, 
general sales manager, Hobbs Battery 


Co. 


6? 


“It’s my belief that most of the oil 
produced in Canada will be used in 
Canada. But eventually some may 
move down to the U. S. West Coast, 
where consumption is overtaking pro- 
duction.” J. T. Duce, vice president, 
Arabian American Oil Co. 


April, 1955 


“Interstate Commerce Commission 
is being starved out of existence slowly 
as an effective government agency—a 
major problem in the field of trans- 
portation regulation. What is needed 
is more effective enforcement of laws 
now on the books. This can be brought 
about only by a major increase in 
ICC’s resources.” JAMES F. PINKNEY, 
general counsel, American Trucking 
Assns., Inc. 


6? 


“The demand for engineers exceeds 
the supply. It seems foolish to insist 
that these highly trained people spend 
two or more years on a nontechnical 
military assignment where their train- 
ing cannot be used.” Robert E. 
WILSON, chairman of the _ board, 
Standard Oil Co. (Indiana) 


6? 


“So go out with these big ferry 
boats gnashing their chromium teeth 
at you as they around the 
corner. But don’t buy the huge Amer 
ican car with protruding corners. Buy 
the smaller one and go 30 or 40 miles 
to the gallon.” FRANK LLOYD WRIGHT, 
architect. 


come 


6? 


“Restriction of natural gas field 
prices will discourage exploration and 
development of new reserves, thus 
curtailing available supply when hun- 
dreds of thousands of consumers are 
clamoring for natural gas service.” 
JAMES E. PEW, manager, 
division, Sun Oil Co. 


natural gas 


6? 


“We believe in 1955 the 
sion agent will take 
steps toward being recognized by the 
industry than he’s taken in the past 
10 years principally because this 
committee (API Commission Agent 
Advisory Committee) has been set 
up.” W. E. SYERS, executive sec retary, 
Petroleum Marketers Assn. of Texas 


COMMIS 


more forward 


6? 


“Look at the goodwill gained by 
just doing the things on the pump 
island that a customer expects and de- 
serves. Goodwill is the most priceless 
of assets. It is the only thing the deal- 
er’s competitors can’t undersell.” 
GEORGE R. MILLER, manager, retail 
sales and TBA, Richfield Oil Corp 
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BENNETT 
Lithographed 


GREASE PAILS 


AND HI-BAKE LINED PAILS 


Bennett Grease Pails 
are made on the 
most modern equip- 
ment to meet rigid, 
high standards that as 
sure positive, leak- 
proof construction. 


Bennett can make fast 
shipments . . . and 
will meet your de 
livery requirements. 
Call Bennett for steel 
containers in size 
range 212 fo 6% 
gallon capacity. 


35# and 40/4 GREASE PAILS 


Bennett Pour Pails are 
available with all 
types of pouring 
devices . . . let us 
help you develop a 
colorful label design 
with a strong sales 
message. 


| Plus your | 
SALES | 
MESSAGE 


CLOSED-HEAD POUR PAILS 


in 


Bennett Dome Top 
Utility Cans are a 
sure way to boost 
sales. Customers like 
the premium feature 
of a reusable con- 
fainer. 


READ 
("as and 


DOME-TOP UTILITY CANS 


BENNETT INDUSTRIES 


PEOTONE, ILLINOIS 


(40 MILES SOUTH OF CHICAGO LOOP) 


Chicago Telephone 


Long Distance Telephone 
Interocean 8-9480 2791 


Peotone 





give top performance... 


ALL WAYS! 





The batteries that ‘‘spark” fast take-offs for 
emergency vehicles . . . that provide the 
“muscles” to start heavy machinery, trucks 
and autos ... win more sales for Private 
Label Marketers! The durability and reliability 
of Globe-built batteries mean more satisfied custom 
ers — year after year. 


When you feature Globe-built batteries, you offer 
the advantages of nearly half a century of battery- 
engineering experience 34 years of manufactur 
ing batteries for autos, truc ks, farm equipment, heavy 
machinery and army tanks. And you offer batteries 


ny eeIen GLOBE-BUILT BATTERY 


that are the result of continuous product research 
and development . . . created by the finest, most sci- 
entific methods of manufacture. Thus, you have the 
advantage of a product story that can’t be beat. 

Globe-built batteries offer other advantages, too. 
The nearness of Globe field representatives . . . the 
films and sales aids available . . . the fast service you 
get on every order .. . help make Globe-built bat- 
teries right for you. 

For more sales, more profits, be sure to feature 
Globe-built batteries . . . the long-time favorite of 
profit-wise Private Label Marketers. You'll soon 
agree that batteries by Globe are built better to 
serve better... and to sell better! 


GLOBE-UNION INC. 


MILWAUKEE 1, WISCONSIN 


FOR FAST SERVICE THERE ARE 16 GLOBE BATTERY PLANTS — 
ATLANTA, GA. * BOSTON, MASS. * CINCINNATI, OHIO « 
DALLAS, TEXAS * EMPORIA, KANSAS * HASTINGS-ON-HUDSON, 
N. Y. * HOUSTON, TEXAS * LOS ANGELES, CALIF. * MEMPHIS, 
TENN. © MILWAUKEE, WIS. * MINERAL RIDGE, OHIO «+ 
OREGON CITY, ORE. * PHILADELPHIA, PA. + REIDSVILLE, N.C 
SAN JOSE, CALIF. * AJAX (TORONTO) CANADA, 


... Fight from the start 





UBELESS TIRES, 12-volt bat- 

teries and dry-charge batteries are 
two of the biggest problems facing 
oil-TBA men this year. But marketers 
are well on their way toward ironing 
out these kinks. 

—Supply sources for dry-charge 
battery electrolyte have been a head- 
ache, but local distribution systems to 
move electrolyte to dealers are spread- 
ing out. 

The growing number of 12-volt 
battery styles is creating inventory 
problems at stations, but dry-charge 
batteries can solve that. 

—Dealers are unfamiliar with test- 
ing and servicing 12-volt systems 
Training programs and the growing 
acceptance of 12-volt systems are 
changing that. 

—Tubeless tire selling and service 
at stations is still new to dealers, but 
oil companies are pushing hard to 
familiarize their dealers with tubeless. 


DRY-CHARGE BATTERIES 

The coming of dry-charge batteries 
brought the problem of transporting 
battery electrolyte safely. Benjamin 
O. Dalbey, general sales manager of 
Hobbs Battery Co., Oakland, Calif., 
told oil-TBA men at the Western Di- 
vision Oil Industry TBA Conference 
in Los Angeles, of two forward steps 
the industry has taken: 

e Manufacturers are using throw- 
away containers, including _plastic- 
lined cartons. 

e Local refill services have sprung 
up in metropolitan areas. They use 
polyethylene bottles, picking up and 
delivering them at stations. The cost 
is low and the service is good, Dalbey 
says. 

“As the use of dry-charge batteries 
increases,” Dalbey says, “manufactur- 
ers and TBA men will prefer and en 
courage this type of service.” 

“Fresh” Batteries In the three 
years since the introduction of dry- 
charge batteries, their acceptance has 
mounted steadily, Dalbey says. Today 
most manufacturers put out their 
premium lines, and their slow-moving 
6 and 12-volt types in dry charge. 

The dry-charge method is the cure 
for the old problem of deterioration 
of batteries held in stock for a long 
time and then sold as new. “The dry- 
charge battery can remain on the shelf 
indefinitely,” Dalbey says. “When it 
is activated before your customer's 
eyes it has tremendous appeal, as it 
will be as fresh as the day it was man- 
ufactured.” 
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New Tires, Batteries Are TBA Problems 
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“$OSS" is a handy symbol to keep in mind for the three common layouts of 12-volt 
batteries. The four letters describe the current path from negative to positive. 


Battery Inventories—Before 1952, 
service stations could stock five bat 
tery styles (in One price range) and 
have the available market covered. Be 
cause car manufacturers have insisted 
on many new battery layouts in the 
last three years, a station selling only 
SO batteries a year has to carry 10 
different types in stock, said Dalbey 
Dry-charge batteries will ease the in 
ventory problems 

With Ford and Chrysler going over 
to the 12-volt 
1956, it will be necessary to stock 14 
battery types. While 
have been discontinued as 


electrical system in 


some batteries 
original 
equipment, the station must have them 
available for replacement for as long 
as 10 years, Dalbey says 


12-VOLT SERVICING 


By the end of this year there may 
be as many as 5 million passenger cars 
on the road equipped with 12-volt bat 
teries, says E. E. Hughes, sales man 
McColpin-Christie 
Angeles. But so far dealers have not 
12-volt 
recharging or other service to feel at 
home with them 

“The new 12-volt 
about one-half the 
pacity of the conventional 6-volt types 


ager, 


Corp., Los 


encountered enough calls for 


batteries have 


ampere-hour ca 


This doesn’t mean they won't last as 
long. All of the electrical units operate 
at double the voltage but draw only 
half the amperage,” Hughes explains 


‘It does mean they must be recharged 


NEWS 


at much lower rates or they will be 


overcharged and permanently dam 
aged s 

Six-volt chargers with their higher 
capacities can be used only with great 
Hughes says 


caution Combination 


6-12-volt chargers are safer because 
they have automatic devices to protect 
both battery and charger in case of 
wrong connections or selection of the 
wrong voltage position 

Testing Methods——“Battery experts 
will tell you that the only correct way 
to test a battery is to make an individ 
ual cell test,” Hughes says In the 
12-volt 


double the number of cells 


have 
© that the 
must test six cells instead of 


case of batteries, we 
dealer 
three 
He suggested four ways to test a 
battery 
1. Hydrometer I his 
individual readings with the necessity 


requires SIX 
of memorizing each and making a 
comparison 

2. A single cell open circuit volt 
meter. This also requires six readings 
ind a comparison of result 
3. A load or discharge test. This ap 


plies a load across the whole battery 


but still requires a human comparison 
of six individual readings 
4. Cell balance testing 


makes individual tests on three cells 


i his method 


simultaneously. A 12-volt battery can 
be tested in two operations. No human 
judgment is required, as the instru 


(Continued on p. 140) 
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(Continued from p. 139) 
ment makes the comparison itself 

fo help dealers understand the 
sequence of cells in 12-volt batteries, 
Hughes suggests a set of initials tied 
to a set of three diagrams. The dia- 
grams (see page 139) illustrate cell 
layouts in the three types of 12-volt 
batteries now in general use 


TUBELESS TIRES 


The “hot” TBA item today is the 
tubeless tire. It offers the motorist a 
chance to buy a tire with a measure of 
puncture and blowout protection. In 
the old conventional tires that kind of 
protection was only available in the 
higher priced premium lines 


for 


Play up the “premium” features if 
you want to sell more tubeless tires, 
M. G. Huntington, general manager, 
Associated Lines Div., of the B. F. 
Goodrich Co, says. The public has an 
Thirty 
per cent of all car Owners are paying 
extra for whitewalls 


appetite for premium goods 


Premium tires have always carried 
long prices so that dealers could offer 
long trade-ins on changeovers. Now, 
at a price only a little higher than the 
conventional tire and tube, the car 
owner can get some of those premium 
features. 

“Don’t oversell the tubeless tire’s 
virtues,” Huntington says. It isn’t nec- 
essary and it doesn’t pay, he says. The 
advantages can be honestly explained. 


DEPENDABILITY 


BLACKMER rotary Truck Pumps 


Dependable service builds business 


— the key 
to successful 
marketing 





The first step to fast, efficient 


deliveries is the use of equipment that is engineered for year-in, 


year-out de pe ndability 


Blackmer Pumps 


are designed to give sus 


tained efficiency for years of severe service through these outstand 


ing features 


* Self-adjusting for wear vane construction 


* Extremely high mechanical efficienc 
y hig 


* Self-priming with high suction lift 


* Heavy duty anti-friction bearings 


* Cartridge type mechanical seals (TX models) 





INDUSTRIAL, HAND AND TRUCK PUMPS, STRAINERS, PRESSURE CONTROL VALVES 


BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


DIVISION SALES OFFICES 
WEW YORK « ATLANTA «+ CHICAGO « GRAND RAPIDS « DALLAS « WASHINGTON e« SAN FRANCISCO 


See Yellow pages for your local sales representative 
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They are simple and easy to demon- 
strate. The public is ready to listen, 
he said, because of the continued pub- 
licity about the new tires. Even car 
dealers, who formerly took the tires 
on new cars for granted, now make a 
selling feature out of the tubeless 
equipment, Huntington says. 

Also, it pays dealers to push tube- 
less sales, said Huntington. They'll 
make more money because each tube- 
less tire brings in as much as the 
former sale of a casing and tube. In 
the past, new tubes were sold with 
only 60% of the new casings. 

And dealers can sell more full sets 
of four tires, Huntington says. To 
make the most of this trend, dealers 
ought to be ready with time payment, 
trade-in, and used tire sales plans and 
techniques, Huntington suggests. 

Tire Servicing—Competent servic- 
ing of tubeless tires will build public 
confidence, and make the selling job 
easier, he said. Too many dealers fear 
there is something difficult or com- 
plicated about handling tubeless tires. 

Modern tire equipment has a direct 
effect on tire sales, says Jack P. Hen- 
nessy, Jr., of Jack P. Hennessy Sales 
Co. Station employees would rather 
not sell tires if they have to mount 
them the hard way. They regard tire 
changing as the toughest and dirtiest 
job in the station. 

“Why aren't tires rotated and 
switched more?” asked Hennessy. The 
answer, he believes, is because it’s a 
slow, difficult job using a lug wrench. 
With an impact tool all five tires can 
be rotated in one-third the time. 

Tubeless tires need to be balanced, 
just as do conventional tires, Hen- 
nessy says. A modern, compact bal- 
ancing unit does this job quickly and 
with profit. 

While not generally thought of in 
connection with tire service, the new 
heavy-duty, portable tire racks help a 
dealer to have on hand the size and 
kind of tire the customer wants, when 
he wants it. “All of this equipment, if 
used and merchandised, can establish 
the dealer as tire service headquarters 
in his community,” Hennessy says. 


SELLING WITH SERVICE 


A disturbing factor today is the 
problem of showing dealers how free 
service brings business. Putting water 
in the battery, filling the radiator, 
checking the dipstick, all present op- 
portunities for noting other needs. 
“Almost anything a dealer does can 
have a direct connection with sales 
and profits,” George R. Miller, Man- 
ager, Retail Sales, Richfield Oil Corp., 
Los Angeles, told the TBA men. & 
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All your Metal Furniture and Fixtures for Sales-room, 
Lube-room, Store-room FROM ONE SOURCE! 


] 


WRITE OR WIRE FOR 

COMPLETE CATALOG 

SHOWING FULL LINE coats” Mes on 
AND INSTALLATION a 
DIAGRAMS. 


Shure-built metal furniture and fixtures will give you 
more TBA and service sales per available square foot, 
through outstanding merchandise presentation that 
adds sparkle and desirability to your products. 


All catalog items are functionally designed to permit 
unlimited number of combinations to meet any building 
requirement. 


TIRE RACK AND DISPLAY SHELVING 


DISPLAY 
MERCHANDISER J 
SERVICE MERCHANDISER 


Also custom-built items to your 
specifications. Send blue-prints or 


specifications for prompt quotation 


& 9hure 


PORTABLE MANUFACTURING CORPORATION 


APPEARANCE SERVICER SERVICE BENCH LOCKER ASSEMBLY 1601 S. HANLEY RD. + ST. LOUIS 17, MO. 
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... AND NOW AMERICAN OIL COMPANY 


SELECTS WIRK AS ONE OF ITS TWO 
OFFICIAL UNIFORM SUPPLIERS 


AMERICAN 


AMOCO 


GAS 








Wirk is proud to welcome Amoco to its fast- 
growing list of major oil company customers 
who have chosen Wirk Advertising Uniforms 


to help their Dealers boost station traffic. 


@ There’s no denying it. When an Amoco dealer and his crew 
“suit up” in their snappy, new official uniforms by Wirk, they'll 
have a come-hither sales look that’s bound to help boost station 
traffic 

Wirk—leader in better fitting, longer wearing advertising 
uniforms for more than 25 years —is one of the principal suppliers 
of uniforms to the entire petroleum industry. 

Whatever your own particular uniform requirements, Wirk 
can supply you—with the widest range of fabrics, colors, styles 
and advertising embroidering service—at the greatest possible 
dollar-for-dollar value. 

And Wirk has a uniform program that’s easy to set up and 
simple to operate. Write for details and a copy of the complete, 
swatched Wirk uniform catalog. 


HOW DEALERS CAN ADVERTISE 
THEIR OWN STATIONS WITH WIRK UNIFORMS 


GARMENT DIVISION 


LIGONIER, INDIANA 
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Oil-TBA Men Meet in West Coast Conference 


PAST AND PRESENT officers of the Western Division Oil in- 
dustry TBA Conference include Walter A. Juergen, Fletcher 
Oil Co.; S$. C. McCormick, The Texas Co.; W. J. Matson, Tide 
Water Associated Oil Co.; J. H. Hall, Douglas Oil Co.; and 
J. F. Hofer, Standard Oil Co. of California 


TBA DISCUSSION occupies Harry C. Buck, Richfield Oil Corp.; 
Ed Radke, Richfield TBA distributor in Portland, Ore.; Harry 
R. La Towsky, E. |. du Pont de Nemours & Co.; L. G. Medaris, 
DuPont; and Ward Browning, Richfield 


BETWEEN-SESSIONS shop talk entertains four West Coast TBA 
managers: W. P. Thoreson, Signal Oil Co.; G. &. Wheatley, 
Standard Oil Co. of California; W. J. Matson, Tide Water 
Associated Oil Co.; and G. L. Dusto, Richfield Oil Corp. 
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TIME OUT during an intermission in the conference. Manu- 
facturing a whopper are R. E. Lyon, Fletcher Oil Co.; J. F. 
Bessire, Ethyl! Corp.; C. S. McAuley, Douglas Oil Co.; Harry 
Manning, Ethyl; and W. M. La Mayeau, Gould-National 
Batteries Inc. 


INTRODUCTIONS seem to be in order for these TBA executives. 
Getting to know each other better are George Hubbard, 
Lincoln Engineering; Larry Sherwood, The Calvin Co.; Walter 
Anderson, Globe Union; and Bill Green, Dayton Rubber Co 


VISITING FIREMEN from Salt Lake City get together at the 
Los Angeles conference to trade anecdotes. the tric above 
consists of Gordon D. Place, 2. M. Hollingshead Corp.; Lee 
Kammermean, Utah Oil Co.; and Robert Anderson, Utah Oil 
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You can save 


up to o, 0g 
per well 
per year 


with Corexit 


Every time you have a sucker rod or tubing 
failure you lose money; in replacements, in lost 
pumping hours, in production man-hours. 


You can save much of this loss with COR- 
EXIT, the corrosion inhibitor for sour-crude, gas- 
condensate, and other oil wells. 

Daily use of COREXIT can save you 

up to $1100.00 per well per year! 


Protect your sucker rods and tubing from cor- 
rosion and hydrogen embrittlement with COREXIT. 


Call the nearest Humble wholesale agent (in Texas) 
for on-the-lease delivery. 


HUMBLE ) HUMBLE OIL & REFINING COMPANY 


at 


For complete details on COREXIT, write 


Sales Technical Service Div. 
Humble Oil & Refining Co. 
P. 0. Box 2180—Houston, Texas 


a 


* 








fuel oil 


Automobile Needs Up 
In Shell Estimate 


Owners of the nation’s passenger 
cars—45,910,000 of them—ought to 
spend $155.19 per year, each, for 
lubrication, oil and TBA needs. 

The Shell Oil Co. annual estimate 
of lubrication and TBA car needs 
figures out to a potential of $7,124,- 
931,529.00. That grand total, if it 
could be attained, would mean car 
owners would use non-gasoline goods 
and services at the rate of $226.23 
per 1,000 gal. of gasoline consumed. 

Out of that $226.23 per 1,000 gal. 
there is a potential gross profit for the 
dealer of $114.75. It’s equal to 11.49¢ 
per gal. 

The total of 45,910,000 cars in use 
this year compares with 43,550,000 
estimated for last year. The average 
gasoline consumption per car is placed 
this year at 686 gal. compared with a 
figure of 662 gal. used last year. 

Among the individual items in the 
Shell estimate, several upward revi- 
sions in average price overbalance any 
cuts. It is estimated the advent of 
tubeless tires will cut inner tube sales 
in half. But the average tire sale is 
now put at $25.06 as compared with 
$23.11 last year. 

Estimated demand for batteries is 
placed at 23,211,500, a decrease from 
last year’s estimate of 25,000,000, 
and just about equal to actual battery 
sales last year. To offset this, in part, 
the average battery sale is now esti- 
mated at $21.13, compared with 
$19.97 last year. 

Reflecting the introduction’ of 
higher-priced motor oil last year, the 
average oil change estimate now used 
is $2.70 for six quarts, instead of 
$2.40 used last year. 

Battery recharging is now estimated 
to average $1.50 instead of $1. Aver- 
age spark plug replacement is set at 
$6, instead of $5.50. 





National Petroleum News 


Are you sure you followed the 
directions? 
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This breastplate is a product of skillful 16th 

Century armor-making. The expert fitting and 

forming of this sturdy garment permit all the necessary mobility, 

while the superb carving and embossment reveal it as a true 

work of art. And most important of all, the studied design 

and careful workmanship assure maximum protection to the 
wearer 

J&L Steel Containers offer dependable protection for your 

products. They're built of sturdy, high-quality J&L Steel 


Sheet. Their careful construction insures perfect fit of all 


CONTAINER DIVISION 
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joints and movable parts. And they have a trim appearance 
which can be attractively decorated with colorful designs and 
illustrations by J&L’s accurate lithographic proce 

In addition, coatings and lacquers are evenly applied —both 
inside and outside; and J&L pails and drums are chemically 
treated to keep all surfaces clean and dry 

For the protection your products need, depend on J&lI 
Steel Container You can order them through plants in 


leading industrial centers, and you'll find J&L service prompt 


Sones ¢ Laughlin 


STEEL CORPORATION 


and efficient 


405 LEXINGTON AVE 


NEW YORK 17 N Y 


TEE 





The Inside Story of the 
that are Standard Equip 


FIRESTONE AGAIN MAKES HISTORY BY PROVIDING CAR 








Only Firestone Gives You All These Built-In Sales Advantages 





Blowouts Practically Eliminated 

With the new Safety-Tensioned Gum- 
Dipped Cord Body, the new Safety-Liner 
and Tubeless Construction, damage which 
might cause a blowout in a conventional 
tire merely causes a slow leak in the new 
Firestone De Luxe Champion Tubeless 
Tire, giving plenty of time to bring car 
to a safe, straight-line stop, even from 
high speeds. This tire is so strong and the 
tread so tough that it gives protection even 
against terrific impacts 


Seals Punctures Against Air Loss 


If a nail or any other sharp object 
should possibly penetrate the extra-tough 
tread and cord body, the Safety-Liner, 
which is inseparably welded to the inside 
of the tire body, grips the nail and pre 
vents loss of air, thereby minimizing the 
danger and annoyance of punctures. You 
can keep on going until you have ame 
to have the nail removed and the tire 
repaired at a service station. No need to 
change tires on the highway 


Hushes Squeal, Whine and Hum 


The Silent-Ride Safety-Grip Tread is 
scientifically designed for quiet running 
Instead of adding stabilizers to the tread 
as an “after thought,” the outer grooves 
are stabilized by the elements of the tread 
itself, thereby eliminating the cause of 
squealing on turns. Furthermore, the trac- 
tion elements in the tread overlap each 
other, which prevents annoying whining 
and humming on the road, even on wet 
pavements and on wet brick 





Something New in Riding Comfort 


The new Firestone De Luxe Champion 
Tubeless Tire absorbs bumps and road 
shocks which conventional tres transmit 
to the frame and body of the car and 
thus to you and your passengers. It pro 
vides a super-soft cushion of rubber and 
air which helps smooth out even the 
roughest roads. It makes steering easier 

and it has an extra-tough Curb Rib 
which protects white sidewalls against 
damage and scuffing and preserves the 
beauty of the tire 


Unequalled Non-Skid Protection 


The new Silent-Ride Safety-Grip Tread 
provides greater protection against skid- 
ding and side-slips and greater traction 
than any other tire on the market except, 
of course, special winter tires. The tread 
elements are scientifically-angled for maxi- 
mum skid-resistance in all directions and 
for utmost traction. The new Firestone 
De Luxe Champion Tubeless Tire has 
more inches of non-skid edges than any 
other tire of similar type and price. 





Most Miles Per Dollar 


Every part of this amazing new tire is 
built for long, trouble-free mileage. The 
Silent-Ride Safety-Grip Tread is made of 
extra-tough, wear-resistant rubber. It is 
road-level flat for maximum contact with 
the road and utmost mileage. The Safety 
Tensioned Gum-Dipped Cord Body is 
locked or “set” so that it cannot expand 
or “grow’ and cause the tread to crack 
and separate, thereby ruining the tire 
It is so strong it can be retreaded again 
and again. 


Enjoy the Voice of Firestone on radio and television every Monday evening over ABC 





The New vs restone 


STANDARD EQUIPMENT ON THE NEW 1955 CARS 
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ef New TUBELESS TIRES 
ment on the 1955 Cars 


OWNERS WITH TUBELESS TIRES AT NO EXTRA COST 


NEW day has dawned for Firestone Tire 
Dealers! Tubeless tires are now standard 
equipment on all of the new 1955 cars at NO 
EXTRA COST. Until now, tubeless tires have 
always sold at premium prices. But Firestone, after 
years of research and after investing many millions 
of dollars in engineering, in facilities and in new 
equipment, showed the industry how to build them 
to sell at the price of a conventional tire and tube 
Yes, Firestone, the Pioneer and Pacemaker, has 
done it again. The new Firestone De Luxe Cham- 
pion Tubeless Tire at the price of a conventional 
‘tire and tube takes its place with the first non-skid 
tread, the first straight-side tire, the first balloon 
tire and many other Firestone “firsts” as a notable 
contribution to automotive safety, comfort and 
economy. 

Here's the perfect change-over tire to sell every 
car owner who wants extra blowout and puncture 
protection, extra non-skid safety, something new 
in riding comfort. Here's the tire with the silent- 
ride safety-grip tread, the great new tread that has 
met with overwhelming approval from America’s 
finest automotive engineers. 

You can start cashing in on the outstanding sales 
advantages of the new DeLuxe Champion, as well 
as all the other great tires in the Firestone Line by 
contacting your Firestone represencative. 


This is = - — ree Reales’ Fete 
treatin actory of its Kind in tne 

world “* it, ie cord used in the Progress Depends on 
bodies of Firestone tires is Gum Better and Sater 
Dipped and Safety-Tensioned to * Also available for use with tube. Highways 
“set” the cord so it cannot expand . 
when it gets hot from fast driv 

ing, causing the tread to crack 

and separate from the tire body 
Safety-Tensioning and Gum 
Dipping were originated by 
Firestone. No other tires can give 
you this extra safety feature 


‘DELUXE CHAMPION 


~--YOU CAN SELL THEM TO YOUR CUSTOMERS 
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Colored Tires—Last Word in TBA 


Blue, green and brown tires 
are now on the market at pre- 
mium price levels. United States 
Rubber Co. has added these col- 
ors to its Royal Master line. 

If the public goes for them in a big 
way, Oil marketers will put colored 
tires in their TBA lines. They won't 
welcome the inventory complications, 
but as One executive puts it: “If that’s 
what the public wants, we'll break our 
backs to see that they are on sale at 
our service stations, at reasonable 
prices.” 

“I can see where colored tires might 
well catch the public fancy,” com 
ments another oil man. “If so, our 
dealers will be carrying them, too. It 
will be a little tougher for the dealer 
to finance a further expansion of his 
inventory on top of tubless tires and 
12-volt batteries, but we will find the 
answer somehow.’ 


PROTECT the 
PUMP 
ISLAND 


STOP 
TIRE SCUFFING 


with the rolled-top edge 


The new tires are made only in 
combination with white sidewalls. The 
colored area extends from the outer 
edge of the white sidewall upward to 
the edge of the tread. Treads remain 
black to retain best wearing quality. 

U. S. Rubber is producing the tires 
at its Detroit plant. Distributors will 
get initial stocks this month. 

Howard N. Hawkes, vice president 
and general manager of U. S. Rub- 
ber’s tire division says of the venture 
into colored tires: “We believe that 
motorists, the automotive industry and 
the tire industry are all ready for 
color. It will enhance the beauty of 
automobile design and blend with the 
color styling of new automobiles. We 
have selected blue, green and brown 
hues because they blend best with 
most present cars. Actually there are 
no limitations on the variety of colors 
that can be produced. 





-—( SPIFFY ) 





of rubber hose used as a 


STEEL FORM 


Tires of heavy trucks won't chip and scar island edges. This 
form is constructed so that concrete fill settles around 
welded to inside making it impossible for form to lose shape. 
A one-inch steel tube running through the island form takes care 
triveway alarm signal. This removes 





“The advent of color will probably 
bring about a change in tire-buying 
habits. Men have traditionally bought 
tires for safety and performance. 
From now on, women will have a 
much greater voice in tire purchases, 
combining styling and color with mile- 
age and safety features.” 

New methods of rubber compound- 
ing, plus the use of new chemicals that 
are non-staining and non-discoloring, 
have made it possible to use color 
successfully. The colored portion of 
the tire is bonded to the sidewall and 
becomes an integral part of the tire 
once it is cured. It cannot rub off. 
The colored rubber seems to show 
the effects of dirt and scuffing less 
readily than black. 

The first auto tires produced in this 
country in 1894 were white because 
zinc oxide was the only reinforcing 
agent in use. In 1915 it was found 
that carbon black mixed with rubber 
made it much tougher, tires became 
black. U. S. Rubber’s colored tires are 
the first successful departure from 
black in 40 years. * 


Power Thread and Cut 
2" to 8” Pipe on the job 


The 26 Ib. PORT-A-PONY Power Drive saves you 
time and money threading pipe 


. in place! 


@ Also pulls wire through conduit, drives winches, 
opens and closes valves. 


One man, one hand unit. 
Adaptable to all popular die stocks. 


heserd couced by draping hese over pump (lend. Powerful '/, HP AC-DC reversible motor. 


WRITE FOR FULL INFORMATION 


_THREAD-EZY MFG. Company 


Ss SY 
RQ QQQA QAAN 


Newberry Equipment Co., Inc. 
P. O. BOX 293, MEMPHIS, TENN. 
EQUIPMENT JOBBERS WRITE FOR PROPOSITION 











344 N. Brady Street Corunna 2, Michigan 
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See that big red cooler for Coca-Cola? Well, lots 
of passing motorists see it, too, and stop for 
refreshment when they need gas and oil. They 
get out of their cars when they buy Coke and 
look over the tires, accessories and other things 
I have displayed. Lots of times they buy. 


In a survey of 15,579 customers, we found that, 
next to gasoline, Coca-Cola is the most popular 





item the service station carries. And 82 per cent 


of the motorists who bought Coke got out of ( You can bring in extra traf- 
fic, extra profits, by letting 


their cars to get it. So, to bring in extra custom- people know that you sell 
Coca-Cola. Let’s talk it over 
, et i ; next time I come by your 
a sign to invite people in for Coca-Cola and a big station. 


red cooler out front where everybody can see it. Z . PP Opbe, 
. Buh) Aa) = 


Aahsman, 
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ers for profitable add-on sales, all you need is 











“COKE” 16 A REGISTERED TRADE MARK 















































SAVE ON INSTALLATION AND MAINTENANCE COSTS and provide 
quiet pumping for your customers by installing submersible gasoline 
pump motors. Designed especially for continuous pumping service, 


these motors can maintain up to nine remotely placed hose pedestals. 
Motors are rated % hp, 230 volt, 60 cycle, 3450 rpm. 

















\ 


ee 


General Electric announces development of 
new submersible motor for gasoline pumping 


Field tests prove its dependability for cost-saving submersible pumping 


SUBMERSIBLE GASOLINE PUMPING is today’s answer 
to higher efficiency in gasoline transfer in multiple 
pedestal stations. Because pumps can ‘‘push’’ liquids 
more efficiently than they can “‘pull’’ them, this new 
system helps solve problems involving station altitude, 
climate, and fuel volatility by placing electric pump 
motor units deep in buried storage tanks. And a single 
submersible motor-pump unit can serve up to nine 
pedestals, providing important savings in equipment 
investment and maintenance. 

DEVELOPING AN ELECTRIC MOTOR for this applica 
tion was no simple task. But General Electric engineers 


working closely with a leading pump manufacturer 


& 


G-E ‘'ENCAPSULATION’’ PROCESS provides ideal insulation for 
submersible motors in gasoline. Stator windings are irnpregnated 
with gasoline-resistant epoxy-resin shown in. black, above. Pres 
sure-vacuum method forces this insulating material into all 


crevices or air spaces normally in slots and between windings 


over a four-year development period have a tested 
solution to this tough problem 

G.E."S NEW DESIGN is based on the recognition 
that it is impossible to safely and permanently seal 
the motor against gasoline. Accordingly, the G-E motor 
actually admits and utilizes the gas as a lubricant 
Vital electric parts are protected by a G-E process 
called ‘‘encapsulation”’ described below. 

IN SELECTING submersible-pump equipment for your 
new or modernized gas stations, keep in mind the im 
portance of a dependable electric drive to the system 
Specify G-E submersible gasoline-pump motors when 


you order. General Electric Co., Schenectady 5, N. Y 


; 








SPECIAL G-E CONTROL PANEL matches G-E 

motors for optimum performance and motor pr i 

include: (A) sturdy steel case, (B) high-quality start 
capacitors, (C) heavy-duty, long-life starting rel (D) long - lif 


voltage relay. Size: 8 x 9 x 4 in 


Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 





What other modern arcl 
offer the “big 3’’ service 
beauty, durability, and r enance-free 


operation ... and Avonc the finest 
architectural porcelain en: 

offered for service station CORBERY 
Versatile 


specifications in your compa 


it is manufacturé@ 


intricate trims and borders alst 


of this same fine product. Const 


Avoncraft’s expert engineers and 


. 
how Avoncraft can serve your neec 
better than ever before... . 


FRAMELESS LOAD-BEARING WALLS 
LOAD-SPAN DECKING ° 


architectural products 0 


.. 


CURTAIN WALLS 


as 
n featur@gy.. 





























a division of 


AVONDALE MARINE WAYS, INC. 





BOX 1030 


NEW ORLEANS 8, VU. S$. A. 
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TRU-SEAL RIM for new Goodyear line of truck tubeless tires 
has three components, including rubber air-lock ring 


tires—batteries—accessories — fj 


MOUNTING TIRE is simple, Goodyear says, with rim assembly 
that seals in air on heaviest of truck tires 


Now It's Tubeless Tires for Trucks 


HE trend toward tubeless tires 

has moved into the truck field 
from the pickup to the giant earth- 
mover. 

Goodyear Tire & Rubber Co. is in- 
troducing a full line of tubeless tires. 
Another company is reported ready to 
unveil its full line of truck tubeless 
tire this spring or early summer. 

Tubeless tires for trucks, Goodyear 
says, have these advantages for fleet 
operators: 

A saving in wheel weight 

Simplified tire mounting and re- 
pair 

Fewer road delays because of 
flats and blowouts 

And for oil marketers who handle 
truck tires, the change to tubeless will 
mean smaller inventories, due to the 
elimination of some intermediate sizes. 

Air-Seal Rim—A key factor in the 
new Goodyear line is the Tru-Seal air- 
locking rim assembly, on which all 
sizes of truck tires can be mounted 
easily and quickly, Goodyear claims 

The Tru-Seal is a three-piece assem- 
bly, including the rim, locking ring 
and rubber air seal ring. Goodyear 
says tests have shown it is an airtight 


container that maintains its effective 
ness for the life of the tire. 

The reason for going to the Tru 
Seal, Goodyear says, is that the top 
size for best tubeless tire performance 
with a drop-center rim is 10.00 X 20 
Goodyear’s program permits the use 
of either drop-center rims or Tru-Seal 
rims on truck tires up to 10.00 X 20, 
with Tru-Seal rims taking over en- 
tirely from 10.00 X 20 tires up to the 
largest. 

Conversion Cost Depending on 
whether the truck has a cast wheel or 
disc wheel, conversion te the Tru-Seal 
rim and tubeless tire will cost an aver- 
age of from $17 to $24 per wheel. The 
new tubeless tires will sell at the same 
price as current conventional tires 
There can be no interchange of tube 
less and conventional tires on tubeless 
rims, Goodyear says 

Goodyear lists these advantages of 
tubeless tire on a Tru-Seal rim over 
conventional tires. 

Application — It permits universal 
application to all sizes and all types of 
truck tires. This includes any and all 
types of “high load” construction. It 
also fits existing wheel equipment. 
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REMOVABLE RIM 








RUBBER AIR BING 











DIAGRAM shows assembled tire and rim 
for new tubeless 


Mounting—It simplifies tire mount 
ing. The valve is fastened in the rim, 
eliminating tubes and flaps 

Construction—It uses standard di 
mensions of conventional truck tires 

Weight Ihe Goodyear tubeless 
tire with Tru-Seal rim weighs up to 12 
lbs. less than the 10.00 X 20 con- 
ventional tire, tube and rim assembly. 
On a dual wheel axle, as much as 40 
lb. per axle can be saved in weight 

Smaller Tire Inventory—Some in- 
termediate sizes of over-the-road truck 


153 





—£j TBA 


tires have been eliminated to simplify 
production and inventory. 

Repairs—A tubeless truck tire can 
be repaired in about 15 minutes, com- 
pared with 70 minutes for a conven- 
tional tire. The repair can be made 
with the tire on the rim in case of 
ordinary punctures. 

Quick Flats—Goodyear’s air-sealed 
3-T cord holds a puncturing object so 
tightly no air is lost. 

Blowouts—-Small injuries that even- 
tually lead to blowouts can be detected 


On Their Way Out? 


Goodyear Tire & Rubber Co. 
predicts that within six years all 
passenger car tire replacement 
sales will be of the tubeless 
variety. An indication of the 
trend is evident in Goodyear’s 
current production figures. It 
produces 50,000 tubeless tires 
per day, to 17,000 conventional 
tires. 

The transition from conven- 
tional to tubeless tires in the 
truck field, Goodyear says, may 
take a little longer than for pas- 
senger Cars. 


as slow leaks in tubeless tires, making 
repairs possible before serious damage 
occurs. 

Temperature—Tests show tubeless 
tires run 15 to 25 degrees cooler than 
conventional tires. 

Goodyear says the sealing rim on 
the Tru-Seal rim does not chafe or 
thin out in service. 

Fewer road delays will be experi- 
enced with tubeless tires, Goodyear 
says. Taxicab road tests show an aver- 
age of 19 road delays due to tire 
trouble for every 100,000 miles with 
conventional tires. 

Priced right, For tubeless tires, road delays num- 

made right... Canfield 10W-30 multi-weight om four for each 100,000 miles . 
driving 
Motor Oil enables you to handle a complete eg 


line... to compete profitably in any market. 
Also available in tank cars, transports, drums. 


National Petroleum News 


»W-20 Grade available if desired. 


WRITE, WIRE OR PHONE FOR DETAILS TODAY! 


CANFIELD OIL COMPANY 


General Offices: Cleveland 27, Ohio 


PLANTS: Coraopolis, Pa., Cleveland, Ohio, Jersey City, ey Se Memphis, Tenn. “Anything else, ma’am?” 
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Armco Steel Buildings provide garage and warehouse space for The Ohio Oil Company operation at Lima, Ohio 


How Big is a 40- x 100-foot Garage? 


Actually, it’s a lot smaller than 4,000 square feet. And 


the amount of usable inside space you lose depends on 
the type of construction. With a typical type of ma- 
sonry construction, the 8-inch thick walls would rob 
you of more than 180 square feet of space. An Armco 
Steel Building of the same outside dimensions would 
cut that space loss by more than 60 per cent. You would 
save 116 square feet—enough space for a tool shed, 
office or grease pit. 

With Armco Buildings, you get the space-saving 
benefits of load-bearing STEELOx Panel construction. 
Interlocking panel joints are only three inches deep, 
providing maximum usable inside space. And in sizes 
up to 40 feet wide, Armco Buildings provide clear- 
span widths—with no obstructing columns at the cen- 
ter of the building. Greater widths are provided in 
any number of clear-span bays up to 40 feet wide. 

You get the extra advantages of fire-resistance, 


Armco Steel Buildings 
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weather-tightness and low maintenance costs with an 
Armco Building. There’s nothing to go wrong, no 
cracking, warping or rotting. Write us for complete 
data about easy-to-erect Armco Steel Buildings. Armco 
Drainage & Metal Products, Inc., 4795 Curtis Street, 
Middletown, Ohio. Subsidiary of Armco Steel Corpo 
ration. In Canada: write Guelph, Ontario. Export: The 


Armco International Corporation 





Space Savings with Smaller Armco Buildings 


as compared with 8-inch masonry construction 


EE 


Exterior Dimensions Per Cent of Floor Space Saved 
20’ x 20’ 9% 


8’ x 12’ 21% 
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it's just the ticket 
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‘This ticket is sealed into and printed by 
the meter register. It guards against 
human errors, doubts and losses— pro 


vides multiple carbons for delivery slips, 


invoices, tax accounting and inventory 
controls 


* 


bt) ; . 
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_— i ae § > Us 
i bid a CD ite com 
Rockwell Rotocycle meters with ticket printers installed on Sinclair loading 
rack, Shawnee, Okla 


When you equip your loading racks with depend- 
able Rockwell Rotocycle meters you immediately 
put positive controls over all your gallonage and 
liquid accounting. Every meter stands guard over 
the product dispensed. There’s no chance for 
stock losses through carelessness or intent. With 
ticket printing registers your accounting burden 
is lightened; your auditing simplified. 
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to stop losses, improve accounting 


All-Revolving "“Flo-Ward” Design 


Liquid capillary sealed, no metal-to-metal con- 
tacts, full anti-friction stainless steel ball bear- 
ing protected— that’s only part of the story of 
this better meter construction. Design-wise 
every moving part in the Rotocycle measuring 
chamber revolves in a ‘Flo-ward”’ direction 
like an electric motor; easily, quietly, without 
pulsation. Such mechanical advantages pay off 
in speedier metered deliveries, less resistance to 
line flow. You can load trucks faster, use smaller 
motors for pumping and save on power costs 
with Rockwell Rotocycle meters. 


Rockwell 


ROTOCYCLE 


YOU CAN RELY ON ROCKWELL 


REMOTE REGISTRATION 


With the Rockwell Remote Registration 
System you can centralize and mechanize 
your control over all truck loading opera- 
tions. Unalterable printed tickets remain 
under the hands and eyes of one man~— your 
dispatcher. He alone controls the through- 
put. With this system you will gain maxi- 
mum plant security, you will speed loading. 
And you will save time and money prepar- 
ing bills of lading, invoices, etc., when 
register printed tickets all funnel through 
one dependable control source. Write for 
bulletin OG-324. 


ROCKWELL MANUFACTURING COMPANY °* PITTSBURGH 8, PA, 


Aticnta Boston cnerlotte Chicago Dallas Houston 


Philadelphia Pittsburgh San Francisco Seattle Shreveport, La. 
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Midland, Texas N. Kansas City, Mo New York 


Canadian Gas & Oil Products Sales: Peacock Brothers Limited 
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> Sensational 


Male FLUORESCENT FLOODLIGHT 


—— SERIES 9000 


ter Visibility 


* F . 
*B 
for SUPERIOR Illumination! [IRE 
* ©urce B,; 


Here’s the first thoroughly reliable enclosed fluores- 
cent service station luminaire to incorporate the 
latest advances in the field of outdoor high-mounted 
flood lighting. Provides superior visibility, with a 
degree of comfort and ease of viewing never before 
attained. 

The Series 9000 blankets an extremely wide area 
with an abundance of white glareless light — the 
highest light output yet produced in a fluorescent 
lamp for outdoor use. Output actually increases up to ten percent in freezing temperatures 
because unit is enclosed 

Sturdily constructed, with unusually low operating and maintenance costs (only 400 
watts per unit), and far longer lamp life, this modern design flood unit will revolutionize 
service station lighting practice. 

Constructed of welded die-formed aluminum, with specular reflector of Alzak aluminum 
sheet. Hinged, extruded aluminum frame utilizing Plexiglas or Alba-Lite glass suitably 
cushioned and sealed, encloses unit. High strength aluminum casting is securely fastened 
to top of unit, with mounting arms and bracket to fit existing poles. Adjustment is easily 
made from horizontal to 10, 20, 30 or 45 degree positions. Completely wired, ready for 
supply connections in the field. 


Sketch features sound flood lighting practice for approaches, driveways and ramps. Guardian 
Series 9000 fluorescent floodlights mounted on 20’ or 24’ hinged poles bathe the entire area 
in a cool white light of excellent quality, providing a most favorable rendition of colors and 
complexions. Pump islands are lighted by Guardian fluorescent “T” Lights. 


Write for new fully illustrated 
Bulletin 9000 and Catalog 
54-R for complete information 
on this luminaire 


Guardian Light Company 


) NORTH BOULEVARD «© OAK PARK, ILLINOIS 
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TBA Bricks 


Goodyear Afloat 

New items in the Goodyear TBA 
line are a See-Bee outboard motor 
and a complete line of boats. The 22 
h.p. outboard is an addition to the 
present group of See-Bee units, which 
range from three to 12 hp. It is 
claimed to be quiet enough to permit 
normal conversation while operating 
at full speed. The boats, for fresh and 
salt water use, are made of resin- 
bonded marine’ plywood. Eight 
models, in both round and flat bot- 
toms, sell at a wide range in price. 
Manufacturer is Bowman Boat Co. 


Trop-Arctic Battery 


Phillips Petroleum Co. has added a 
battery with a bright red case to its 
private brand line. It’s a premium 
battery with rubber separators, Fiber- 
glass mats and a 36-month guarantee. 
It will be called the Trop-Arctic bat- 
tery, a trade name already employed 
to designite a Phillips all weather 
motor oil. 


Schrad: r Valves 


Schra ler is now making three re- 
placeme it tire valves matching cur- 
rent original equipment types. The 
#4337K3, known as the standard 
clamp-in valve, fits all wheels equipped 
with tubeless tires. Large rubber wash- 
ers packed with each valve permit at- 
tachment to rims with round or oval 
holes. An airtight seal is formed by 
tightening the hex nut until the upper 
rubber washer is squeezed flush with 
a large metal washer immediately 
beneath it. The rubber snap-in valve, 
#54, is for use with %-in. round rim 
holes. It should be lubricated with 
water and pulled into position with a 


#8104 Schrader valve fishing tool. 
The #3640 valve is similar to the 
#4337K3, but has only one rubber 
washer. It is used on some of the 1955 
model cars. 


Tide Water Drive 


Tide Water Associated (West Coast 
Division) is waging a strong drive 
againt low grade brake fluid. There is 
too much sub-standard fluid being sold 
to service stations, the company thinks, 
and a lot of it isn’t safe for use in 
modern cars. Tide Water doesn’t want 
its name identified with brake fluid 
that might vapor-lock or freeze, and 
from now on will sell only heavy-duty 
fluid equal to or better than SAE 70 
R1 specifications 

A special effort is being made to 
acquaint dealers with the difference 
between heavy-duty and sub-standard 
brake fluid. The only advantage of the 
latter is cost, the company says, and 
goes on to point out that the average 
sale per lube job is only two oz. At 
the prevailing price of 75¢ the differ- 
ence per job is a little over two cents 
Dealers are warned that they will not 
be permitted to advertise “Veedol 
Safety Check Lubrication” unless they 
use brake fluid up to SAE 70 RI 
specifications 


Oil Filter Cartridges 


A new line of oil filter cartridges 1s 
on the market. Pick Manufacturing 
Co., West Bend, Wis., has brought 
out its Accordi-Pleat full fiow element 
and the Pick partial flow cartridge. 
rhe full-flow type provides 600 square 
inches of filtering surface, using six 
plys of resin-bonded cellulose. The 
company also makes a line of replace 
ment brake shoes 


Prest-O-Lite Batteries 


Prest-O-Lite dry-charge 
are now being carried by Service Sta- 
tion Supply Co., Los Angeles. They 
are made by Prest-O-Lite at its Los 
Angeles and Oakland plants only 
Special window banners to announce 
the new battery have been offered to 


batteries 


service station operators 


TBA Price Hikes 


The early part of 1955 has seen 
price increases in two major TBA 
price ad- 
to passen- 


products. Two 
vances added a total of 5% 
ger replacement and light truck tires, 
and 10% to heavy truck tires. Glycol 
antifreeze went up from $2.95 gal 
to $3.25 gal., still 50¢ short of the 

(Continued on p. 161) 


separate 


@ The 6 millionth tubeless tire produced by Firestone Tire and Rubber 


Co. is accepted by Lee R. Jackson, right, president of the 


Bird, of the tire 
makes the presentation 


ompany. Roy H 


curing department in one of Firestone’s Akron plants 
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AVIATION FUEL FOR AIRBORNE AMERICA must be handled quickly, safely and 
economically. That’s why you'll find so many high capacity, dependable Marlow Self-Priming 
Centrifugal Pumps on airport refueling trucks. Whenever fast fuel handling is a requirement, 
Marlows are overwhelmingly preferred for their efficiency, low cost and low maintenance 
operation. More and more Marlows are being used for petroleum handling service. 


marlows do the job faster! 


Where performance counts, majors and independents alike, are buying more Marlow 
Self-Priming Centrifugal Pumps than any other self-priming pump in the marketing 
field. Marlow has the broadest line of self-primers from which to choose. They’re 
“tailor made” for bulk plant or tank truck application. Speed operations . . 


with Marlows. See your Marlow dealer today or write for Bulletin PM-50. 


. modernize 








(Continued from p 159) 


$3.75 gal. price which prevailed for 
many years before last year’s price 
cut. Methanol antifreeze went up 
from $1.50 to $1.60 gal. 





Home Grease Gun 


A grease gun for home use in lubri- 
cating power mowers, washing ma- 
chines, garden tractors and _ othe 
mechanical equipment, is being of- 
fered as a resale item by the K-P 
Manufacturing Co., 1226 Linden 
Ave., Minneapolis 3, Minn. Gun is 
called the Economy 900, has 4-oz 
capacity, and is nickel plated 


Sun’s New Tubeless 


Sun Oil Co. now has a 100-level 
version of the Kelly-Springfield Pres- 
tige Tubeless tire in the TBA line. 
Last year the Prestige tubeless was 
available only at premium price 


Douglas Adds Dry-Charge 


Douglas Oil Co. of California has 
added a dry-charge premium battery 
to its line with a 42-month guarantee. 
Title: Dri-Pak Spitfire. 
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National TBA Ratio 


[he national average IBA ratio for 
service stations is $9.80 per 1,000 gal 
of gasoline, according to Purolator. It 
quotes the figure in giving credit to a 
New Jersey dealer who reached a ratio 
of $160 per 1,000 gal. Partly respon- 
sible for the high TBA ratio at this 
station was a vigorOus Campaign on 
filter cartridge replacements, which 
hit a high of 465 in a single month 

Although some TBA ratios are col 
lected for comparison purposes on the 
basis of units sold per 1,000 gal. of 
gasoline, it has been more common 
marketing 
departments to record dealer ratios in 
terms of dollars per 1,000 gal. Rich 


practice of oil company 


field of California is breaking away 
from dollar ratios. A recent winner of 
a tire selling contest among dealers 
36 tires per 1,000 gal 


a ratio of 2 


New Pair from MoPar 


Ihe MoPar Div. of the Chrysler 
Corp. is offering two new TBA items to 
car dealer outlets. One is a floorboard 
button control that switches on the 
windshield washer and starts the elec 
tric wiper blades going at the same 
time. The other is a small glass jar that 
graders, low-platform trailers, earth 
serves as fluid reservoir for the hy 
draulic braking system and is mounted 
above the master cylinder. It is also a 


visible indicator of any fluid loss 





Our 100th Anniversary Catalogs 
are being mailed. 
Did you receive your copy? 





MORRISON BROS. COM PANY 


OlL EQUIPMENT HEADQUARTERS 


DUBUQUE, 


1OWA 





he marks 


of a good driveway salesman 


One of the biggest prob- 
lems facing the service- 
station dealer today is 
finding good, steady, re- 
liable driveway sales- 
men. For it is these men 
who can help you build 


sales... or lose customers. 


How can a dealer tell whether a new 
man will prove to be satisfactory? It’s 
expensive to hire and train a man and 
then find out after you’ve put him to 
work in your station that he’s not the 


man best suited for the job. 


The best way to avoid needless expense 
is to see how he meas- 
ures up to the basic 
qualities needed for the 
job. They are the marks 
to look for... solid pegs 
on which to hang your 
personal judgment on 

whether or not to hire an applicant. 


Is he honest? Ambitious? How friendly 
is he? Will he enjoy helping other 
people with their problems? Is he or- 
derly? Does he have mechanical] apti- 
tude and work well with his hands? 


Can he handle difficult situations with- 
out losing his temper or becoming 
upset? What is his ability to size up a 
customer’s needs? 
In short, is he sin- 
cerely interested in 
service-station 
work as a career 
and what is his po- 
tential as a drive- 


way salesman? 


These qualities and ways to spot them 
are outlined in Ethyl’s Recruiting and 
Training Program —designed to help 
refiners build a better, more stable 
service-station force. Contact your 
Ethyl Representative for full informa- 
tion about this valuable Ethyl] service. 


ETHYL CORPORATION, rew York 17,NY. 
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By Leonard Castle 


Profit in Safety 


Oil jobbers, and the oil industry 
generally, have a vital stake in reduc- 
ing the number of highway accidents. 
So long as motorists feel that it’s un- 
safe to drive, oil marketers will lose 
money. 

This fact is borne out by figures 
presented at the February convention 
of the lowa Independent Oil Jobbers 
Assn. showing that the average motor- 
ists now drives only 8,000 miles a 
year, as compared with 10,000 in the 
past. 

Iowa jobbers are the first group to 
start formulating a definite program 
for educating the public to traffic 
safety. Adopting the slogan that 
“Iowa Drivers Are Careful and 
Courteous,” the Iowa oil men are 
taking the lead in reactivating the 
Iowa State Safety Council. 

Why jobbers should be interested 
in traffic safety is described in the 
following statement from a traffic of- 
ficial: 

“Jobbers have a considerable eco- 
nomic interest in traffic safety. Their 
gasoline sales are not keeping pace 
with the output of automotive vehicles 
Where they are really noticing it is 
in the disappearance of those Sunday 
afternoon ‘rides.’ 

“In part, at least, they think people 
are being scared off the highways 
They believe that if the killer reputa- 
tion of Iowa roads can be overcome, 
then more Iowans will take to the 
roads.” 

Organized Effort—According to 
Lyle W. Munson, executive secretary 
of the Iowa association, the first step 
toward formulating a safety program 


will be a meeting with Paul Hill, re- 
gional director of the National Safety 
Council, Chicago, a representative of 
the President’s Committee on Traffic 
Safety, and any other groups who are 
interested. 

If jobbers can succeed in reactivat- 
ing the state safety council, and put 
it on an active, energetic basis, they 
will have accomplished a lot. But they 
plan to go much further than that 

They envision a long-range educa- 
tional program on safe driving, start- 
ing in the high schools. Individual oil 
men, or groups of marketers in various 
towns, might sponsor safe driving 
courses in the schools 

Jobbers would preach safe and 
courteous driving in their newspaper, 
radio and television advertising. They 
would erect safe driving signs at thet 
service stations and pass out pamphlets 
on safe driving to their driveway 
customers. Dealers and attendants 
might be urged to bid their customers 
goodbye with the slogan “Remember 
to drive safely and courteously.” 

Iowa jobbers believe they can be 
a potent force in reducing the state’s 
highway toll. There are 800 of them 
in 250 communities blanketing the 
state. If they all join the program and 
work together, they could go a long 
way toward making lowa the most 
safety-conscious state in the Midwest 


More Service Needed 


R. B. Ritter & Rundle Oil Co., 
Waterloo, retiring president of the 
lowa association, says that fuel oil 
jobbers who expect to compete with 
natural gas must make some changes 
in the service they are offering their 
customers. He points out that for the 
past two years natural gas has been 
expanding at a rapid pace throughout 
lowa. 

First, Ritter suggested that jobbers 
in cities with building codes seek a 
provision that all new 
be required to have at least an eight 
inch all-purpose chimney so the cus 
tomer may have a choice of heating 

Other points of his program are 

1. Train your service men so they 
can do the best possible job of keep 
ing the customer’s equipment running 
at the lowest possible cost 

2. Offer an automatic 
service. 

3. Offer a budget plan 

4. Keep rolling equipment clean 
and give all around better service 
than in the past. 

3. Sell and advertise the 
of your product 


construction 


keep-fill 


merits 
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“We have more to offer the cus- 
tomer than any other product,” Ritter 
says. “Remember, you have a clean, 
safe, automatic, efficient and econom- 
ical fuel. If you will do these things, 
you will get your share of the heating 
market. Your share is just what you 
make it.” 


a 


hehe? 


OP 


By Marvin Reid 


Expansion Anyway 


[he rising temperature of the gaso 
apparently is 
having little effect on expansion and 
building programs of suppliers and 
jobbers in the Southwest. Most are 


line price “cold war” 


planning big expansion of their opera 
tions 

Phillips Petroleum Co. reportedly is 
thinking of entering Ft. Worth, Tex., 
although Ft. Worth is cursed by many 
as being the hottest spot in the Lone 
Star state as far as retail price wars 
are concerned 

Consignees and jobbers in Ft. Worth 
say Phillips has been scouting around, 
trying to get a top-notch jobber to rep 
resent it there 

Despite the fact that so many brands 
are selling below the “normal” market, 
oil marketers say the supply picture at 
times is tight 

In addition to Ft. Worth, Phillips is 
also looking at two other Texas cities 
as marketing targets. These are Waco 
and San Antonio. In Waco, the com 
pany reportedly is leasing or buying 
good station locations 

Besides Texas, Phillips is con 
tinuing its expansion in other parts 
of the country Current plans call 
for the company to move into North 
Louisiana during 1955. For years, it 
has confined its Louisiana marketing 
business to the southern part of the 
state 

In another rough price war city 
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THE SAME FILLER for 
OIL and ANTI-FREEZE 


Through courtesy of Lake River 
Terminals, this Horix Model HA-20 
will be exhibited during the Pack- 
aging Show in Chicago, April 18-21, 
Horix Booth No. 1150. Designed spe- 
cially for filling Anti-Freeze into ‘‘F'’ 
style cans at 110 gallons per minute. 


... the Only Filler for Both! 


Here’s versatility unmatched by any other filler on the market. 
Horix exclusive sleeve-type valve makes it possible to fill o//s, anti- 
freeze, lighter fluid, insecticides, and other petroleum specialty products 
all on the SAME MACHINE. Additional features include fast, smooth 
handling of containers at both infeed and discharge (tangent or turret), 
and guaranteed accuracy of fill at any speed. The simple, practical 
design, characteristic of all Horix fillers, assures years of satisfactory 
operation. 


OTHER HORIX MODELS PARTICULARLY 
SUITED TO THE PETROLEUM INDUSTRY 
Model HA-14- 
Model HA-20—high speed quality filler for gallons. Standard in the industry. 
Model HB-9-18 


to gallons. 


Model HE-21.- 


containers, 


the only fully automatic-rotary filler for 2 gallon rectangular cans. 


versatile, medium size rotary filler suitable for all containers up 
small automatic rotary filler for high speed handling of very small 


¢ Model LG—< straight line, semi-automatic, pneumatically operated four valve 
gravity filler for oils and similar products packed in 1, 2, and 5 gallon containers. 


Horix’s entire line includes many types of 
fillers for TIN, GLASS, or PLASTIC—from 
portable hand operated models to highest speed 
fully automatic rotaries. For complete informa- 2 amat® 


tion, write for Folder No. 1§2-D, _ 


=Tol—ip _ 


Lowest Unit Filling 
MANUFACTURING CO.: PITTSBURGH 4, PA 


Cost — Highest 
. 
FILLERS AND CONVEYORS Product Quality 











| 
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Wichita Falls, Tex.—Sinclair Refining 
Co. is installing several new retail out- 
lets. Marketers in the Wichita Falls 
area say Sinclair is expanding mainly 
because it is trying to “catch up” with 
building programs of other suppliers. 
Sinclair, they say, has fallen behind in 
the building of new stations in Wichita 
Falls in the last few years. 


Ada to Build 


Ada Oil Co. in Houston is seeking 
tenants for its proposed office building, 
which will be probably an eight to 10- 
story building in the beginning. It is 
designed so it can be expanded to 
about 20 floors. 

Now that plans are shaping up, 
there’s talk of Phillips and Ada going 
together in constructing it, with both 
occupying space when completed. 

In Midland, Tex., Ada has com- 
pleted purchase of the Western Clinic- 
Hospital for more than $150,000, and 
will remodel it for an office building. 
The building will be renamed the Ada 
Oil Building. 


Holland Growing 


Ihe Barney Holland Oil Co. 
Worth is planning a 
building program. First 
a modern two-story 
separate from the 
plant and warehouse. 

hen, Holland says, the bulk plant 
and warehouse will 
modeled or rebuilt. 

In addition to his building plans, 
Holland has taken over Continental 
Oil Co.’s TBA sales in the Ft. Worth 
area. Continental’s TBA was handled 
by its commission agent in Ft. Worth, 
but this agency was recently converted 
to a salary operation, and TBA sales 
were switched to Holland’s jobber 
operation. 

Another company plans to enter the 
retail market in Houston. It will be 
known as the Economy Oil Corp., 
formed to invest a reported $100,000 
in the construction of 10 multi-pump 
service stations. 

Hal Zeigfiner and D. E. Carter, two 
members of the corporation, say they 
plan to sell “independent quality gaso- 
line and major oils” in their stations. 


Drive for Oil Clubs 


George Hofmayer, secretary of the 
Texas Oil Jobbers Assn., 1s trying to 
get jobbers, consignees and dealers in 
the state interested in forming local 
clubs where they can all gather for 
luncheons occasionally to talk over 
their problems. 

He says his plan seems to be catch- 


in Ft. 
complete re- 
, there will be 
office building, 
company’s bulk 


either be re- 
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ing on, with some activity in San 
Antonio, Plainview and Big Spring. 

Ed Syers, secretary of Petroleum 
Marketers Assn. of Texas, and Gordon 
Griffin, secretary of Texas Service Sta- 
tions Assn., say they'll talk with their 
members about it. 


By Cornelius Brodersen 


Gasoline Taxes 


Hike Dropped in New York—Gov 
Averell Harriman’s plan to boost gaso- 
line taxes from 4¢ to 6¢ a gallon and 
diesel motor fuel tax from 6¢ to 9¢ 
a gallon by April 1 has been dropped 
because 

It was opposed by the legislature 

Anticipated collections for the 
fiscal year that ended March 31 and 
for the new fiscal year that started 
April 1 are $32.4 million more than 
first estimated, making the higher tax 
unnecessary 

Ihe motor fuel tax increase is now 
tied to the $750 million highway con- 
struction bond issue that comes up for 
a referendum vote in November. If the 
bond issue passes, higher motor fuel 
taxes will go into effect Jan. 1. Post 
ponement of the higher tax means a 
$47 million savings to state motorists 

Maine Plan Fought—Oil men in 
Maine are fighting the proposal to up 
state gasoline taxes from 6¢ per gal 
to 7¢ per gal. Although lawmakers 
say the higher tax will provide more 
highway funds, the industry maintains 
no new highway funds are needed for 
1956 and $1.2 million are needed in 
1957. It adds the higher levy would 
bring in $5.4 million, more than 
enough to meet road building needs 
for the next two years. 

Increase In Connecticut—Lawmak- 
ers in Connecticut are planning to 
boost gasoline taxes from 4¢ a gal. to 
5¢ a gal. and at the same time include 
gasoline in the sales tax category. The 
sales tax is now 3¢ on a dollar. Both 
measures will be opposed by the in- 
dustry at hearings to be held at some 
future date. 

Oil men will also oppose legislation 
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‘Word-of-Mouth" Advertising from Somerville, N. J. 


When an oil distributor tells other distributors—word of 
mouth—that he likes his supplier, you can be sure he really 
means it. So read this Richfield word-of-mouth 

advertising from Richfield Distributor Morris Baldinger 


of Somerville, N. J. 


“When we began our operations in 1932, Richfield was not 
represented in our territory. ‘Today, we enjoy a sales 
volume of approximately 5,000,000 gallons. 

I like doing business with Richfield because we have always 
received the very best cooperation from Richfield executives 
in all departments. They are always very much interested 

in our problems. I like the Richfield franchise-marketing 

of well advertised, quality products.” 


Do you really like your supplier, or (as do so many 
distributors ) do you find yourself regarded as just another 
pin on somebody's map? Find out why so many 

Richfield Distributors like Richfield and are proud to say so. 
Write, wire or phone. 


RICHFIELD 


OIL CORPORATION OF NEW YORK 


579 FIFTH AVENUE, NEW YORK 17, N. Y. 


Serving the Eastern Seaboard from Maine through Florida 


NEWS 
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FOR ASPHALT, RESINS 
AND SIMILAR PRODUCTS 








NEW HI-STRENGTH 


PHILADELPHIA VALVES 


CAN BE FREED 


WITH A 36-INCH WRENCH 


WITHOUT DAMAGING 


THE VALVES 





There are no weak links, no screw exerts a force of 48,0004 
pins that will shear, no threads 2s on the disc, either to open it 
that will strip or shafts that + or close it—a force which will 
will twist off, nor any other , break loose any product that 
part that will fail under severe bd has solidified. All parts are 


load conditions. jh, made of steel or manganese 


This valve was designed so “5 bronze with alloy steel bolts. 


that if the product solidifies it . \ self-tightening stuffing box 
can be broken loose without bh? i : is provided at the top. 

ruining the valve. Two men Sion a ail In spite of all these features, 
pulling with a force of LOO#F there is no unnecessary metal 
each at the end of a36” wrench and weight in these valves. 


on the square hub on the wheel Specify Philadelphia Valves on 
New Hi-Strength Philadelphia Valves 
are made in 4” and 6” sizes for either 
Under these conditions the internal or external installation your troubles. 


will not damage the valve. your next asphalt tank and end 


PHILADELPHIA VALVE COMPANY 


ARAMINGO AVENUE AND EAST TIOGA STREET, PHILADELPHIA 34, PA. 


Pacific Coast Distributors 


Oil Marketing Equipment Company 325 Fremont Street, San Francisco 5, California 


Howard Supply Company, 5125 Santa Fe Avenue Los Angeles 11, California 
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putting in a ton-mile tax on heavy 
vehicles. Three different types of ton- 
mile tax bills have been proposed 


Burner Service Schools 

The 10th annual oil heat service 
schools are being held in two Massa- 
chusetts cities and three in Connecti- 
cut under auspices of the Oil Heat 
Council of New England. The schools 
will cover controls, combustion, test 
ing equipment, low-pressure burners, 
and are being supervised by Ivan (¢ 
Sutherland, OHI director of education 

Massachusetts Classes In Wor- 
cester, classes will be at the central 
fire department headquarters on April 
4, 11, 18 and 25 and May 2, 9, 16 and 
23. In Springfield, sessions will be at 
the American Legion building on 
April 5, 12, 19 and 26 and May 3, 10, 
17 and 24 

Connecticut Sessions——In Hartford, 
the school will be at the Polish Na- 
tional Home on April 6, 13, 20 and 
27 and May 4, 11, 18 and 25. In New 
Haven, classes will be at the Fire De- 
partment Training School on April 7, 
14, 21 and 28 and May 5, 12, 19 and 
26. In Bridgeport, classes will be held 
at Engine Co. 15 on April 1, 8, 15, 22 
and 29 and May 6, 13, 20 and 27 


Gas Flues Under Fire 

Mortgage men in Baltimore, accord 
ing to one heating oil marketer in that 
area, are thinking seriously of cutting 
out mortgage money on new homes 
that have only the Type B flue, which 
can handle only gas. One savings and 
loan official advised the marketer that 
a definite stand may be taken within 
a short time. 

Ihe oil heating industry has long 
attacked the Type B flue as being in 
sufficient and limiting the homeowner 
to a fuel that may not always be avail 
able, especially in a national emer 
gency. 

The Type B flue has another draw 
back, according to the Oil Heat In 
stitute of America. The galvanized 
steel in the flue can corrode when 
manufactured gas is used, as is the 
case in Baltimore where such gas is 
peak shaving. 
chemical reaction between the sulfur 
in the manufactured gas and the con 
densation in the chimney that results 
in dilute sulfuric acid that goes to 
work on the metal. This, says OHI, 
can create a fire hazard in the 
chimney. 


Faul Co. Sold 


Adam Cook’s Sons, Inc., of Linden, 
N. J., the first lube grease manufac 
turer in this country, has purchased 
the good will and manufacturing as 


used for Ihere’s a 


sets of the William J. Faul Company, 
Brooklyn, N. Y., a company that has 
been in business for 76 years, spe 
cializing in making greases for the 
flour mill trade and stick lubes and 
applicators. Operations have 
moved to the Cook’s Linden 


grease 
been 
plant. 


Check-up in Bay State 
Massachusetts is stopping fuel oil 
tank wagon drivers to check their de 
livery slips. Under 
panies must charge for the exact num 
ber of 


a state law, com 


gallons, in tenths, that are 


delivered 


regions =i 


In the same state, it also pays to 
know if the customer has local per- 
mission to store oil on his property 
The state law provides that oil shall 
not be delivered to any storage tank 
unless the deliverer knows that a pet 
mit for storing oil has been obtained 
and is in effect at the time of delivery 
Of late the law has been ignored but 
there are signs that some cities and 
towns are beginning to crack down 

So that distributors will not be fined 
$100, the Oil Heat Institute of New 
England statement be 
part of the fuel oil contract: “The 
hereby certifies that a permit 


suggests this 


buyer 


Gilbarco Roto-Primes in a large East Coast marine terminal 


PUMPS THAT DO MORE! 


GILBARCO ROTO-PRIMES 


are positive self-priming centr1- 
fugals built for multiple-service 
With them you can strip, transfer 
and load — and save up to 50% on 
equipment costs! No venting. No 


priming. And built first to last 


Capacities from 50 to 1500 GPM 
in both self-priming and straight 
centrifugal models. For all types 
Write 


full information 


of drives. for catalog and 


APPLICATIONS: Bulk plants «+ Terminals 
Multi-island service stations « Airports 
Solvent plants « Drum filling plants « 


Semi-trailers « Lubricating oil trucks 


Tank trucks 


Giibert & Barker Mfg. Co., 
West Springfieid, 
Mass. 


Oil refineries « Petro chemical plants « Industry 
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for the use and storage of fuel oil at 
this address is either in his possession 
or 18 posted on the premises.” 


By William Kearns 


Fight in Florida 


Industry-versus-tourist squabbles in 
South Florida have started again. 

Last summer a big hassle centered 
around proposals for a $40 million oil 


refinery to be located in or around Ft 
Lauderdale. 

lankers carrying Venezuelan oil to 
the refinery would put into Port Ever- 
glades, one of the few deepwater ports 
on Florida’s east coast. But irate 
residents rebelled and defeated the 
proposal, on the grounds that the 
shipping would contaminate the waters 
around the resort town and the indus- 
try would hurt property values 

Now the issue centers on new pro 
posals for the refinery to be located 
north of Ft. Lauderdale in Palm Beach 
County, presumably convenient to the 
Riviera Beach inlet, just north of West 
Palm Beach. Local citizens’ commit- 
lees are Opposing it and will take the 
fight to the State Board of Health, 
which must pass on proposals. The 
outlook is that the refinery interests 
will have to turn to the Gulf Coast 


Market Survey 


First Research Corp. of 
which headquarters in 
undertaking an 


Florida, 
Miami, 1s 
extremely compre- 
hensive survey of gasoline and oil 
markets and marketing in Florida for 
a major company 


Don't tret about 
Spring 
Cold Snaps 


YF CHAMPLIN 


Douwll W022 


PROVIDES 


/ 
\ AY | 
N af — 


orotection 


Kell 


The survey will take another month 
and will include a complete evaluation 
of service station marketing through- 
out the state. 


API Awards 


Five oilmen from Georgia, Florida 
and the Carolinas have been awarded 
the American Petroleum _Institute’s 
gold award for outstanding service to 
the petroleum industry (through OII¢ 
work) in 1954. 

[hey are J. W. Reid, Gulf Oil Co., 
Georgia state chairman of OIIC; L. R 
Carter, Pure Oil Co., North Carolina 
state chairman of the OIIC educational 
program; H. D. Moore, Esso Standard 
Oil Co., North Carolina area chair- 
man; Guy H. Allen, American Oil 
Co., Tampa, Florida, area chairman, 
and John B. Love, president of Colo- 
nial Oil Co. and past Florida state 
OIIC chairman. 

Silver award winners in Georgia 
were Joe White, Pure; O. K. Weather 
wax, Gulf; C. E. Wise, Standard; J. B. 
Harper, Gulf; R. L. Getzen, Gulf, and 
H. M. Richardson. 

Florida winners were W. D. Speight, 
Gulf; J. B. Hollingsworth, Sun Oil Co., 

(Continued on p. 171) 


WEATHER 
FORECAST 


COLD WAVE CHASES 
SPRING WEATHER 
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The one multi-grade motor oil that insures year ‘round lubrica 


tion regardless of outside temperatures from 30 below to 100 
above. Boost 
rapid, and thorough lubrication at all temperature extremes 
New 10W-30 cleans engines too 
bon deposits and sticking valve lifters 


your customer's 


oil your customers can put in their car 


A PRODUCT OF CHAMPLIN REFINING COMPANY 


GENERAL OFFICES, ENID, OKLAHOMA 


gasoline mileage with clean, 


reduce power robbing car 
It's the finest motor 


ha, Grand © 
; Hutch- 


Cedar Rapids. 
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There’s ao BIG FOUR model to fit your TUBELESS tire servicing need! 


THE HENDERSON SUPER MODEL 


Wheel lock valve is located in center po 
air chuck and push button controlled 


THE HENDERSON SUPER MODEL AF 


This machine includes all of Big Four's ad- 
vanced features: Foot Valve controls the Air 
Powered Wheel Lock. Complete with patented 
double bead Ureaker, tire mounting and de- 
mounting tools. Price $179.00, Slightly 
higher West of Denver. 


and Jemounting tools 


slightly higher West 


mounting 


$175.00, 


One Machine Performs Two Vital Jobs! 


As soon as tire is serviced, Balancer starts to work. Auto- 
matically positions itself, grips rim of wheel. Touching foot 
valve suspends tire-wheel assembly for easy balancing. 
Indicator Dial on top shows even slightest ‘out of bal- 
ance.”” When wheel weights are distributed about tire, car 
owner can easily see why “out of balance” condition 
should be corrected. Touching foot valve again, returns 
wheel and tire to table. Weights can then be attached with- 
out shock to Balancer. Big Four’s amazing new Balancer 
attachment eliminates sales resistance to balancing jobs... 
pays for itself out of extra business it brings in! 


+ 


SEE BIG 4’s COMPLETE LINE OF 
TUBELESS TIRE EQUIPMENT! 


Her 
40 


a breeze 


Big Four's Bead Expan 
Model N 
tire 
less 


citcumterer 
firmly agai 


Big Four’s Henderson Tire Spreader and 
Tool Rack, No. 300-5, add more ease, more 
profit to servicing tubeless tires and safety 
tubes. Tire Spreader makes inspection and 
repair sure, complete 


Jer wn 

nares 
E ssendes compresses 
wn equally around 
and hoids beads 
t the bead seats of rim 


tire of 


of 


ce 


36 


OVERSEAS DIVISION — 276 West 43rd Street, New York New York 
CANADIAN DIVISION — Canada Vulcanizer & Equipment Co., Ltd. London, Ontario 
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THE HENDERSON STANDARD MODEL BF THE HENDERSON MODEL 1 


mopletely equipped with patented double 
punting 


air powered wheel lock with Foot C 
permitting use of Wheel Bal bead breaker, tire mounting and dem 
ancer. Includes single two way bead breaker tools. Positive automatic spring loaded center 
tire mounting and demounting tools. Price ing device. Wheel lock is hand-operated. Price 


$119.00, slightly higher West of Denver $169.00, slightly higher West of Denver 


Feature 


n Pedal contro: 


available 


Big Four's 
for all Hender 


Roll-Easy Base is 
n Tite Changer 
Makes it easy to move tire 
(Balancer attachment 


$49.50.) 


changer in a hurty, wherever 


Extra large 48” Dia 


1\ needed 


base means greater stability, 


safer operation 


1 am interested in free demonstration of 


Name 


Addr 


ess 


entite 
tire 


State 


City 
or patents pending 


All Big Four Equipment is either patented 
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.-- with NEW truck tanks that are 
route-matched to reduce time and 
miles on your routes... 





NEW! CARGO 


Take the NEW Butler “Cargo.” It can save the cost of owning a separate 
pickup truck. You can use it to carry extra merchandise on your routes or for 
those dozens of odd pickup jobs you must do. The 1000-gallon Cargo has 

NEW! SCOTSMAN — Soave, yet get every : . . : 
necessary quality feature! double bulkheads, fits an 84-inch CA truck. Has cabinets on both sides. 

Or, on your route you may need a general purpose tank. The NEW 
Butler “Scotsman” costs you less yet has every necessary quality feature... 
1000-gallons, double bulkheads, plenty of space for barrels, packages and 
TBA items. 

And for routes that require extra capacity, Butler offers the NEW “Route- 
master” SHORT 15. That’s right ... 1500-gallons on a 84-inch CA truck. 

Cut backtracking, save miles and watch delivery savings go up on your 

NEW! ROUTEMASTER Short 15 — gives you routes with Butler Route-Matched truck tanks. Call your Butler representa- 


1500 gallons on an 84-inch CA truck! : i 
tive or write office nearest you. 


BUTLER MANUFACTURING COMPANY 


7454 East 13th $t., Kansas City 26, Missouri 
954 Sixth Ave., $.E., Mi polis 14, Mi 
913 Avenue W, Ensley, Birmingham 8, Alabama 
Dept. 54, Richmond, California 


Manufacturers of Oil Equipment « Steel Buildings « Farm Equipment « Dry Cleaners Equipment «+ Special Products 
Factories at Kansas City, Mo. * Galesburg, Ill. + Richmond, Calif. + Birmingham, Ala. * Houston, Texas * Minneapolis, Minn. 
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and R. L. Jordan, of the Ethyl Corp. 

South Carolina awards went to 
B. C. Parrish, Pure; W. I. Mauldin, 
The Texas Co., and C. H. Trammell, 
Texas Co. 

Honored in North Carolina were 
R. E. Riddle, Esso; George Brain, 
Pure, and Wesley McAfee, Shell dis- 
tributor, 





Petersen Predicts 

The president of Standard Oil Co. 
of California, the West’s largest oil 
marketing company, sat down with 
the press and talked about the future 

Here’s what T. S. Petersen had to 
say: 

—Gasoline prices will probably stay 
where they are; so will the price of 
crude oil. 

—There aren't any new gimmicks 
in retail marketing. The best way to 
get a customer is still to have an at- 
tractive clean station in a convenient 
location, with courteous attendants 
who give good service. 

—Standard of California is putting 
$16.5 million of capital funds into 
service stations in 1955. 

The company has no plans for 
upgrading the quality of its regular 
gasoline. It intends to keep the “signif- 
icant difference” which exists in the 
West in the quality of regular vs 
premium grade. 

Northwest Gas Fight? — Petersen 
commented on the anticipated arrival 
of natural gas in the now gasless 
Pacific Northwest this way: 

“The natural gas people are going 
to face a stiffer fight against heating 
oil there than they have in California.” 
Standard of California, for one, is 
going to put up more of a battle all 
around. 

He predicted natural gas in the 
Pacific Northwest will cost more than 
in California, which would help fuel 





oil marketers in price competition. 
But he warned that the sales tax, which 
is not applied to natural gas there, 
would have an opposite effect. 
Petersen said that his company 
hadn't given up the idea of building a 
refinery in the Pacific Northwest, as 
Shell and General Petroleum have 
done. The company still owns a parcel 
of 2,000 acres north of Seattle, and 
might eventually build a plant there. 
Surplus Headache — One product 
had the Standard of California presi 


dent worried—residual heating oil 





regions — 


Some 28 million bbl. of it were 
piled in inventories on the Pacific 
Coast, and 10 million bbl. are Stand- 
ard’s. This huge lake of oil has been 
growing slowly over the last two years 
For some companies it represents a 
large part of their book profit for that 
period. 

Although the West needs some kind 
of fuel oil backlog for emergencies, 
this is double the necessary amount 

Petersen said shipping this surplus 
to the East Coast wasn’t the answer, 
despite the large demand there a 


The Head that 
“STAYS AWAKE” 
in modern pumps...the 


VEEDER-ROOT COMPUTER 


In all repairs, it pays to be sure that genuine Veeder-Root Parts are 
used throughout. And if it’s rebuilt computers you need, then be 
sure they're rebuilt at the Veeder-Root Factory. 


VEEDER 


World's Most Experienced Makers of Counters & Computers 
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shipped best in 


GATX 


insulated tank cars 


Caustic soda mustn’t freeze. That’s why GATX insulated cars are 
used by producers. These tank cars have six inches of insulation 
around the tank, and also specially-designed insulation around 
the anchorage and bolster areas. In addition, caustic soda cars 
have General American’s exclusive half-oval exterior heater coils 
and steam-jacketed outlets. Thus, manufacturers can safely ship 
caustic soda—of 50% and 73% concentrations—with little chance 
of freezing. 

The precautions taken to protect caustic soda are typical of the 
features that General American builds into tank cars. If you ship 
liquids in bulk, there’s a General American car that’s built or can be 
built to meet your needs. To learn how GATX tank cars can help 
you, call or write your nearby General American district office. 


typical products successfully shipped in 
GATX insulated tank cars ¢« Molien Sulfur * War 
Asphalt ¢ Phthalic Anhydride ¢« Wine ¢ Rosin ¢ Later 


features of GATX insulated tank cars* 
All-Welded Tank, Jacket and Underframe ¢ Flued Dome Construction 
Insulation and Heating Coils ¢ Choice of Interior Linings (Available) 
Safety Dome Platform (Available) ¢ One-Piece Longitudinal Bottom 
Plate « *Standard equipment unless otherwise noted 


GENERAL 

AMERICAN 

TRANSPORTATION 
CORPORATION 

135 South La Salle Street ¢ Chicago 90, Illinois 
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AT THE END of the da 
pleted with Bob Wilson 


WILSON CHECKS schedules of completed routes against the 
map. Each route is marked with a different color 


Driver Mac Fountain checks the routes he has com- 
Routes are laid out on map in background 


transportation (-}— 


ROUTE STOPS, listed by number, are located 
by counting off on the map 











WHEN DELIVERY is made, the amount and cost is posted on 
the customer's card, from which bills are written 


How Consignee Cuts Delivery Costs 


A W routing system for farm and 
commercial gasoline deliveries is 
making it possible for Wilson Oil Co. 
of Leominster, Mass., to plan a vigor- 
ous expansion program 

Ihe Cities Service consignee laid 
out its routes on topographical maps 
and set up a step-by-step record system 
to cut the confusion in deliveries. The 
father-and-son owners—Barney and 


Bob Wilson—figure the system saves 


them half the former delivery time 
and expense. Bob, a five-year veteran 
with the company at only 25, devised 
the map-routing layout 

Wilson Oil plans to double its farm 
and commercial account business this 
year without additions to delivery staff 
or equipment (two men and two 
trucks). A new man is in training now 
to help with the selling campaign. 

Two fulltime maintenance men 
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have been dropped since the routing 
system went into effect Jan. | The 
two drivers have enough spare time 
after delivering the nearly 300 ac 
handle all 


counts to maintenance 


chores 


DELIVERY HEADACHES 


Since the company came into being 
seven years ago, with a service station 
in nearby Fitchburg and a skeleton 
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plants and terminals 


NEW OFFICE-WAREHOUSE went up last year at the Wilson plant. The grounds will be landscaped this summer 


bulk plant in Leominster, gasoline 
delivery has become increasingly more 
complicated, 

At the beginning, delivery sched- 
ules were carried in the heads of 
Wilson’s two drivers. As the list of 
accounts grew longer, memories grew 
shorter. Then began the week-end 
and night-hour distress calls, the long 
trips for one 200-gal. drop, the com- 
plaints from customers. 

Last October, the two Wilsons de- 
cided something had to be done and 
Bob went to work on the problem. The 
new routing system is the result. 


HOW IT WORKS 

Bob bought nine topographical maps 
at 25¢ each, covering the towns and 
their surrounding areas in which the 
Wilson firm has accounts. He used 
topographical maps-——issued by many 
states and available at most hardware 
and sporting goods stores-——because 
they are drawn on a much larger scale 
than highway maps. They also show 
houses and hills, types of roads, and 
contours of the countryside. 

The maps were stapled to the office 
wall and the location of each account 
was spotted. Then came the job of 
planning the routes, The objective was 
to carry the largest possible volume 
to the most places over the shortest 
total distance. 

The company operates one 2,000- 
gal. truck and one 3,000-gal., so Bob’s 
first move was to draw two concen- 
tric circles out from the plant at 
Leominster (most of Wilson’s territory 
lies to the north and east of the 
home location). The inside circle was 
for the small truck, the fringe area 
for the large unit. 

Accounts then were separated into 
16 groups, each group considered as 
one route, Every account was marked 
by an enameled No. 16 tack—color- 
coded by routes——-and the tacks on 
each route connected by black string, 
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to show up on the light-colored map. 

Io avoid the possibility of a color 
blend that could not be duplicated 
later, Bob used 10 basic colors. When 
the same color was used for two 
routes, the routes were separated on 
opposite extremes of the map to avoid 
contusion, 

A gold star was attached to the 
head of the tack marking the first 
stop on each route. Then customer 
lists were drawn up for each route, 
numbering the accounts outward from 
the gold star. The lists, with a color 
chart of the routes, hang on the wall 
beside the map. 

If Bob or his father wants to visit 
an account and isn’t sure of its loca- 
tion, he gets the number and route 
from the list and counts it off on the 
proper route. Bob says an account 
can be spotted within 500 yards this 
way, thanks to the map’s big scale. 

Routes cover an average of 10 
miles, though some go as high as 15. 
The number of drops on a route aver- 
ages 15. Busiest route is the Fitch- 
burg local, which includes 35 commer- 
cial and farm accounts on a 10-mile 
run. 

Farm accounts average 200 gal. per 
drop in a 280-gal. skid tank. Sizes of 
drops for commercial accounts vary, 
but the customers served by the com- 
pany have a minimum annual con- 
sumption of 15,000 gal. 

Routes in the map’s inner circle 
take an average of two truckloads to 
complete, but the return trip to the 
plant is only a few miles. In the outer 
circle, one load in the large truck 
usually covers all accounts on a route. 

Today, Bob Wilson says the average 
time on a route is four hours. Before 
the new system, it would have taken all 
day, amid request calls and confusion, 
to cover the same number of accounts 
and drop the same amount of product. 
Now the drivers have plenty of free 
time for maintenance work. 


SCHEDULE AND RECORDS 

Each route is covered once a 
month, as nearly on a 30-day sched- 
ule as possible. On each trip, the 
driver takes along a route form, listing 
the name, address, storage capacity 
and product used for each account. 

When the driver drops a load, he 
checks off the stop on the form. At 
the end of the day, each driver turns 
in the forms for the routes he has 
covered, to be placed in the “com- 
pleted” file. All drops are metered, 
so he hands in the meter slips with the 
forms. 

A record for each account is kept 
in a card file and the gallonages and 
charges are posted from the meter 
slips to the customer cards each after- 
noon. Bills are sent out once a month. 

The route form also provides a 
space for “credit remarks” by credit 
manager Jack Davidson. Davidson 
notes whether the drop is to be made 
on a regular credit basis, or whether 
the customer is overdue on payments. 
Wilson operates on a strict 30-day 
credit plan. If the previous month’s 
drop is not paid for when the route 
is covered, the customer gets no prod- 
uct unless he produces a check for the 
past-due delivery. 

Bob says the credit plan has worked 
well. “When a customer discovers the 
inconvenience and extra cost of b**ying 
gasoline at a service station, it doesn’t 
take long for him to pay up.” 


SALES ADVANTAGES 


The Wilsons use their new routing 
plan as a sales guide. When they set 
up the routes, they found the payoff 
on some was low, because of small 
gallonage. So they went on the road 
to get more accounts in those areas and 
pull up the trip profit. 

In their sales plans for the coming 
year, they will use the route payoffs 

(Continued on p. 176) 
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Less surface area, less heat lost 


se Ordinary 
Rounded exclusive Power-Dome com- Dodge avoids BD ~ ignition 
bustion chamber has less surface area power- 
than irregular chambers. Thus less 
heat is dissipated into cooling system, Stealing 
more heat is utilized within the cham- 
ber to expand gases more fully, give hot spots A 
greater thrust to piston A 
Power-Dome  Pre-ignition 4 
combustion from carbon 
chambers are “hot spots” 
rounded, have 
no corners or pockets in which carbon 
deposits can build up. Such deposits 
become red-hot, pre-ignite the fuel-air 
mixture, cause engine knock and loss 
of power, lead to costly repairs. 


Short flame travel, 
better valving 


Ordinary 
v-8 v-8 


With Power-Dome combus- 
tion chambers, the spark 
plugs are located at or near 
the center. Thus the flame 
has a shorter distance to 
travel, combustion is more 
even. Large unrestricted 
valves mean better “breath 


get more power, ~~ 4 
uce lece gat with 0 


a 


POWER-DOME V8 truck engines! 


Truck owners everywhere report more power and less fuel 
consumption with new Dodge Truck Power-Dome V-8 
engines. AAA-supervised tests proved the ee ag of Dodge 


Truck V-8’s in a history-making Pikes Peak climb . 
proved the economy of Dodge Truck V-8’s in a sensational 
22-mile-per-gallon Economy Run. 

Look at the pictures and captions shown on this page 
then, for further details and an eye-opening road teat, see 
your dependable Dodge Truck dealer! 


DODGE !ékaic TRUCKS 
A PRODUCT OF CHRYSLER CORPORATION 
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es bulk plants and terminals 


(Continued from p. 174) 


as a standard, working to build up 
the lower-paying runs wherever more 
customers are available. They also 
plan to set up new routes, 


SERVICE STATIONS 


Wilson supplies 26 service stations 
four of them company-owned—with 
an average annual gallonage of nearly 
100,000. Each is marked on the wall 
with a blue-starred tack. 


The company maintains a 5,200-gal. 
semi-trailer transport, which makes 
about 20 trips a week to the Cities 
Service terminal in East Braintree, 45 
miles away, to supply both stations 
and the Leominster plant. One reg- 
ular and two-on-call drivers run the 
transport on an almost “around-the- 
clock” basis. 

Most stations are served by direct 
drops from the terminal by the trans- 
port, which often does not report at 
Leominster for an entire day. All sta- 


Now Tubeless Tire Service Demands 


™ TRON HAND 


‘The COATS 


IRON TIREMAN 


@ Smooth Rollers gently but 
firmly roll tire off with vel- 
vet smoothness. Can't injure 
bead seals. 


@ Rolls tire back on in sec- 
onds. 


@ Specially constructed bead 
unlocker gently loosens bead 
from safety rims. 


ONLY $109-50 


(Slightly Higher in the West) 


COATS COMPANY 


FORT DODGE, IOWA 
PIONEERS IN TUBELESS 
TIRE SERVICE EQUIPMENT 


@ Approved by leading Tire 
and Oil companies. 


Roll-a-way Base 
Optional 


TUBELESS TIRE 
MOUNTING BAND 


@ Holds beads firmly seated so tire can be in- 
flated to seal beads. 


@ Handles all sizes passenger tires. 
@ Fastest and easiest to use. 
@ Perfect companion to the Iron Tireman. 


JACK P. HENNESSY SALES CO, 
Specialists in Tubeless Tire Service 
12 DEPOT SQUARE, ENGLEWOOD, NEW JERSEY 


WEST COAST DIVISION, VAN NUYS, CALIFORNIA 





tions receive deliveries once a week, 
but because there are only 26 accounts, 
the routing system is not laid out in 
detail. 

A pick-up truck is used to deliver 
IBA to stations and for installing skid 
tanks at farm accounts. Two panel 
trucks serve as maintenance vehicles 
for stations and for commercial and 
farm accounts 

Motor oil moves through the 26 
Wilson stations at the rate of 3,000 
gal. a month and TBA volume is about 
$2,000 a month. 


HEATING OIL 

This might be called a “sideline” 
with Wilson. The company sells about 
1 million gal. annually at wholesale to 
four retail distributors who operate in 
Wilson’s 30 sq. mi. area in northern 
Massachusetts and southern New 
Hampshire. 

The dealers pick the oil up at the 
bulk plant. Wilson’s only function is 
to haul it from East Braintree with 
the transport and store it in the 40,000 
gal. tank. The large tank is used for 
heating oil to cut down the number of 
transport trips, which now average 6 
of the weekly total of 20. 


IN THE FUTURE 

The new farm-commercial delivery 
plan was purposely put into effect dur- 
ing the relatively quiet winter gaso- 
line season. Since the Wilson books 
list about 240 farm accounts, the 
real test will come during spring plow- 
ing, summer cultivating and fall har- 
vest, when farm consumption is at 
its peak. 

On the basis of present experience, 
the only delivery change being planned 
for the coming farm season is a 
stepped-up, three-week schedule. But 
expansion plans include: 

e Another | million gal. of gasoline 
business this year. The Wilsons expect 
to convert six service stations from 
other brands and add 12 to 15 com- 
mercial accounts and 50 farm ac- 
counts. This rate of growth in all 
three fields is expected to continue for 
five years. 

e Addition of a full-time mainte- 
nance man, to serve stations, farm and 
commercial accounts, when enough 
new customers are signed. 

e Addition of another semitrailer 
transport and driver to keep the supply 
flowing from Braintree. 

e Landscaping at the plant and 
more storage capacity—the amount 
undetermined now. (The plant’s office 
building and warehouse was erected 
only a year ago. Storage now in- 
cludes three 15,000-gal. tanks and 
one 40,000-gal. tank.) 
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THE “SIGN” OF 
A GOOD CUSTOMER 


This booklet can help your dealers 
to recognize it...and profit from it 


Credit customet is you know, are 
generally good service tution cu 
tomers. They buy, for ex unple 
iverage of three gallons more 
line than cash customers and 
almost a dollar more per ile 

But many service station ce 
ind attendant fail to realize the 
value to them of these nnportant 
to help yout ce let 
get a better picture of the credit 
sales pot ntial, we suggest that you 
distribute the above booklet to them 
Entitled A look at the credit cu 
tomer, itis No. 3 in DuPonts new 
“Looking through the windshield 
SCTICS 

Any DuPont Petroleum Chemi 
cals Division representative or re 


customer +O 


gional office will ive you sample 
copies of these booklets and cost 
information on ordering them in 


large quantithe 





One of a Series of Interest to the Petroleum Industry 








OCTANE NUMBERS— 
Where are they going?... 


Here's how the Du Pont Quarterly Motor 
Gasoline Quality Survey can be of real 
value to you for long-range planning 


The average research octane num 
bers ot all gasoline produced by the 
American petroleum industry have 
been steadily rising since the end of 
World War If. This average has risen 
from $4.3 in 1949 to 88.3 in 1954. The 
above figures are based on average 
for both 


weighted on an 


“regular” and “premium 
area-grade-volume 
basis. 

Of particular interest is the fact that 
the rate of increase during 1954 was 
nearly twice the rate of increase dun 
ing 1952 and 1953 

And, based on the many new catalyt 
facilities 


ic reforming expected to 


1955 


New Movie to Help Your Dealers 
Cope with KNOCK Complaints 


‘When the customer savs ‘KNOCK is the title of a new movie that offers 
your dealers a quick visual education on how to answer knock complaint: 
in a salesmanlike way 

It) full color Introduced by 


Pom McCahill, noted automotive writer and car authority. the film was pro 


It is a l5-minute live action sound movie 


duced by the Du Pont Petroleum Chemicals Division for oil company Use 


DRAMATIC PROOF of the mechanical, natural and human suses 
knock are clearly demonstrated in the movie by the chassis dynamometer 
Phi film explain dramatically the se 
en most common cause of knock 


rasoling Familiar situations 


none of which are caused b 
col ( matize the causes of knock a 

understandable t 
poor mechanical na oOmmel typical motor 
different popular 
cause knock. To help demonstrate these of cat hown encounterin 


} | knocking problem | over | 


points the two-story chassis dvnamom 
eter at the Du Pont Petroleum Labora familiar everyvda 

ituation. With 
number of previous issue in front 


I 
ill notice that almost ever 


qualit It wive dealet t clear 


cise picture of how such things as tem 
perature and iltituicte 


idjustment ind bad driving habit 


come imto operation du r 1955. no own local marketing 
lackening in thi rapid 1 of increase 
nm octane numbet l expected to take ou ul 
place during this ye il city or area tend to keep it own rel 
tive position in the over-all trend 
over-all picture of the national tren It is in analyzing and forecastin 
But how do you relate it to your own these long-range trends on a marketir 
individual situation? irea basi iat your Du Pont Ouarter! 
Right i your Coptie t the Couiar Surve most siesatvla te 
t rly Du Pont Motor Casoline Qualit And each me report ire ada 
Survey are all the detail mi need for ed to the 


ippiving the national trends to your ible 


Phe above information give ou an 


urve it become more 


i pl tritiing iid 


ADVERTISEMENT—Prepared for the Petroleum Chemicals Division of E. |. du Pont de Nemours & Company (inc) 





PETROLEUM CHEMICALS DIVISION 


NEWS 


“Knock” Movie 


rhis 
also dramatizes the 
customers whenever thes 
knock 
frequently and 
them to blame the gasoline rather than 
the true cause of the knock 

The problem of Ed Gilbert, a char 
acter in the film, is typical. Ed is shown 
driving his ‘54 Ford sedan down to 
the plains from a high mountain area 
where his home is much of 
his driving is done, As 


driving condition 


movie 


part of the 
reactions of 
many hear 
an engine a reaction which 


erroneously Calls 


and where 
soon as he start 
pushing his car across the low-level 
plains country, the engine begins to 
knock. 

And what doe 
knock? 

He immediately 
line brand he’s been using is no “blank 
ity blank” good. And he, therefore, de 
cides to switch his brand immediately. 


Who's the real villain? 

But will the switch really solve Ed's 
problem? Of course not. The villain 
causing the knock is the change in alti 
tude, And the solution to this prob 
lem is a proper adjustment in the cai 
buretor setting 

Other COMMMOTL CALSECS of knock ure 
graphically and dramatically explained 
in the Examples of knock 
caused by changes in humidity and 
temperature by mechanical fac 
tors such as an over-advanced spark 
or a faulty water pump thermostat o1 
fan belt... and by poor driving habits 
are all included, 


Ed do about that 


decides the gaso 


movie 


Good public relations 
The more your dealers know about the 
COTMINOTL CAUSES of knock and the more 
of this knowledge they are able to pass 
the less you 


likely to be 


along to their customers 
and your products are 
blamed for engine knocks 
The new Du Pont movie, “When the 
customer says ‘Knock’,” can help you 
tremendously in this important work 
What's more, with its live-action drama 
and easy to-understand dynamometer 
demonstrations, it is also suitable for 
showings to customer groups. 


Available to you 
A limited number of prints of this new 
movie are now available for your use 
Betore you or 
suggest you contact ou 


More are being made 
der yours, we 
loca 
showing. 


representative for an advance 


E. 1. DU PONT DE NEMOURS & COMPANY (INC.) 


Petroleum Chemicals Division . 


IN CANADA 


ADVERTISEMENT —Prepared for the Petroleum Chemicals Division of E. | 








Wilmington 98, Delaware 


\ 


YWALL 1S now assistant 
Pont Petroleum 
Gulf Coast Region 
in Houston 
He was recently transferred to this post 


sSanny V, 
manager for the Du 


( One 


Chemicals Division 


with headquarter lexas. 


REGIONAL MANAGER 


from the Eastern Region, 
where he also served as assistant re 
gional manager. 

Since 1929, Mr. Cornwall has been 
continuously with the 
Du Pont Company. Following his first 
assignment as a technician in the serv 
ice laboratory of the Dyestuffs Divi 
sion, he became a salesman for the Al 
cohol Division's anti-freeze and indus 
trial solvents. He later became assistant 
sales manager of the Aleohol and Cam 
phor Section. He then joined the Pe 
troleum Chemicals Division in 1952 as 
technical assistant to the director of 
sales. 

Mr. Cornwall was born in Winne 
peg, Canada, and graduated from 
Clemson College in South Carolina. 
During World War II, he served fou 
years in the U.S. Army 


Division's 


associated 


Write for this new book 
on Du Pont Lube Oil Additives 


Polymeric lube oil additives combin 
ing effective low-duty detergency and 
V. I. improver qualities are a new and 
revolutionary development, And, until 
their 
methods 
of addition has not been readily avail 
able 

\ compre he rnisive clise uSSION of these 
additives, however, is now available in 
a single book This book, “Du Pont 
Lube Oil Additives 564 and 565” cov 
ers the basic aspects of this new devel 


now, adequate information on 


properties applic ation, and 


opment including physical proper 
ties, low-te mperature dete rgency and 
diesel detergency; effect on inspection 
data and bench test performance of 
oils viscosity index Improving charac 
teristics; low-temperature wear proper 
ties and bearing corrosion characte 
istics, Details on toxicity and handling 
ire also Irie luc «i 

The book is well illustrated with 
photographs of parts from test engines 
and detailed performance charts. 
readily available 


Copies are from 





any Du Pont Petroleum Chemicals Di 
vision representative or regional office 
listed below 


om 


| Better Things for Better Living 
. ++ through Chemistry 


Petroleum Chemicals 


CHICAGO, iLk 


Regional \ 
, < TULSA, OKLA 


Offices: } 


NEW YORK, WN 


P. ©. Box 730 
HOUSTON, TEXAS—705 Bank of Commerce Bidg 
LOS ANGELES, CALIF.—612 So. Fiower St 


1270 Ave. of the Americas 
Michigan Ave 


Phone COlumbus 5-2 
Phone RAndoliph 6 
Phone Tulsa 5 
Phone Blackstone 
Phone MAdison 5 


Du Pont Company of Canada Limited—Petroleum Chemicals Division, 80 Richmond Street West, Toronto 1, Ontario 


OTHER COUNTRIES: Petroleum Chemicals Export 


Nemours Bidg., 6539--Wilmington 98, De 


du Pont de Nemours & Company (inc.) 


Printed in U.S. A 





new equipment Ce 





Electronic Billing System Gets Field Tests 


® Farrington Manufacturing Co. expects to have a 
new electronic system for handling credit card billings 
in commercial production within the next six months. 
Laboratory tests have been completed, officials say, 
and negotiations are under way with three major oil 
companies to field-test the system 

The company will offer a complete unit on a rental 
basis—two scanners to “read” account numbers on 
charge invoices, an “interpreter” (large cabinet) con- 
taining a digital computer, two modified adding ma- 
chines for posting amounts of sales and two IBM 
key-punch machines. 

Rental price to oil companies of the entire unit 
will be $1,000 monthly, plus $80 monthly for the 
two IBM machines. 

Farrington has produced a new credit card system 
to work with the electronic accounting combinations 
This includes plastic credit cards, a new imprinter 
and new invoices, 

After field tests and further trials by oil companies 
on the rental units, plans will be made for direct sale. 











die-cast aluminum alloy bodies, are 


Hose Reel Swing Joint 


Hannay has introduced a forged 
brass swing joint to save space and 
make installation of its hose reels 
easier in tight places. Available for 
any size Hannay hose reel, the joints 
are designed for use with reels installed 
in the side and rear cabinets of fuel oil 
trucks, where space is at a premium. 
The swing joints allow joining of hose 
reel hub assembly and oil pipe by the 
Victualic method. A wrench is said to 
be the only tool needed. Clifford R 
Hannay & Son, Inc., 109 Main St. 
Westerloo, N. Y. 
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Safe Water Cooler 


Puro has developed an explosion- 
proof water cooler for use around 
gasoline vapors and in other hazardous 
areas. The cooler, approved by 
Underwriters’ Laboratories, features 
enclosed electrical components. The 
device also contains a refrigerated 
cold-storage compartment. Puro Filter 
Corp. of America, 51st Ave. and 2! st 
St., Long Island City 1, N. Y. 
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Hand Oil Pumps 

Blackmer’s new manually operated 
hand pumps for oil products are self- 
priming and “under normal condi- 
tions” have an effective suction lift of 
about 25 ft. The pumps, which have 


designed to deliver one full quart for 
each complete stroke. Optional fea 
tures are a flow register for measuring 
volume delivered and a safety device 
that allows “draining back” fluid from 
the pump and discharge fittings after 
each operation. Blackmer Pump Co., 
Grand Rapids, Mich. 
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Tubeless Inflator 


The Nelson Equamatic inflator, 
equipped with a grip chuck, is de- 
signed to ease mounting and inflating 
of tubeless tires. When the tire is on 
the rim, the valve core is removed, the 
grip chuck locked on the valve stem 
and the inflator dial set at 50 lb. The 
pressure forces the tire beads against 
the rim flanges. After inspection for 
leaks, excess pressure is removed, the 
valve core is replaced and the tire is 
inflated to the proper pressure auto 
matically. Barmotive Products, Inc 
440 Peralta St., San Leandro, Calif 
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Tank Cap Holder 


Dealers who forget to replace gaso 
line tank caps on customers’ cars are 
being offered a new “cap minder” that 
attaches to the dispensing pump nozzle 
The device is a magnet that can be 
attached by the dealer to the body cap 
of the nozzle. The tank cap clings to 
the magnet and always is in sight to 
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remind the dealer to replace it. The 
company also makes a clamp-on mag 
net to attach to the hose below the 
nozzle Price to dealers of the new 
Weil Sales & Service ( 0., 


Ravenswood Ave 


device is $2 

7025 N 

26, Ill 
Circle No. 5 on Coupon, p. 179 
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Jet Tank Cleaner 


A high-pressure, hydraulic jet fea- 


turing three-dimensional rotation is 
designed to clean oil storage tanks of 
any size. The portable jet is lowered 
through the tank opening and sprays 
hot or cold water, with or without 
detergents, over the inside surface. 
Ihree models are available, with ca- 
pacities from 10 to 100 gpm. Sellers 
Injector Corp., 1604 S. Hamilton St, 

Philadelphia 30, Pa 
Circle No. 6 on Coupon, p. 179 
(Continued on p. 179) 
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oil 
handlin 


with the complete line of 


Double-dise design 


ends seating troubles 

WY), 

YM Yj Lever throttle valve's ball and 
wy _ weket joints, specially ground for 
Wyn oil service, mean positive closure 
longer seat life Underwriter's 
approved. Model P-901-U in size 
from 4" to 3”, 


Typical gate valves for the oil industry MILVACO valves and fittings 


For quick control and maximum flow — 


~ " - 4 





FILLING STATIONS stations — use MILVACO valves, nozzles, 
faucets, and fittings. Each size and model 
Solid wedge. Screwed in the broad line is backed by more than 


ed : 
_I Ws \ mM Model P-2640 for in bulk plants, on tank trucks, in service 


Bronze. Non-rising stem. 


bonnet and ends. Deep 


50 years ve ti 
TEE eset tn deter )0 years of development and production of 


box, Ten sizes from 4" quality products for the oil industry. 
to 3”, 


the only line with weight-saving MILVALOY 


Model P-2654 for - MILVALOY weighs only 14 as much as 

TANK TRUCKS bronze, yet sets new standards for rugged 
ii ta cl dependability. Strong, chemically-resistant, 
double-disc type. Bolted non-sparking MILVALOY products are ideal 


bonnet. Square or round for any oil handling operation. 
flanges. 2”, 2%", 3”, 


A" and 6” sizes, Write for your copy of our complete catalog 
of valves and fittings for the oil industry. 


Wai gig 
\, ea | Models P-2680 
mab Hs: ond zees ee | MILA KEE VALVE COMPANY 
BULK STATIONS 
Bronze. Stemlock type. es A Subsidiary of A-P Controls Corporation 
Somes . manoed ns 2379 South Burrell Street, Milwaukee 7, Wis. 
prevents stem from turn 
ing, May be packed un 
der pressure when wide 
open. Available in 14%", 
., tn 12 ee 


VALVES AND FITTINGS FOR THE OIL INDUSTRY 
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Dacron Car Washer 


Du Pont specialties division is mar- 
keting a Dacron car-wash pouch de- 
signed to eliminate water buckets and 
toweling and to cut car-washing labor. 
The pouch measures 7'2 x9 in. and is 
covered with a fleece of blue Dacron. 

A tablespoon of car-wash compound 
poured into the zipper-pouch before 
wetting provides the suds. Du Pont 
says the pouch will last through more 
than 150 wash-jobs. Price is $2.75 
each and pouches are packed in car- 
tons of 12. E. 1. du Pont de Nemours 
& Co., Specialties Div., Wilmington, 
Del. 
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Aluminum Payload 


An 8% payload gain over the “new- 
est and lightest steel units on the mar 
ket today” is claimed for Butler’s new 
line of aluminum transport tanks. The 
company says this payload increase 
can pay for the tank trailer in four 
years or less. Butler says aluminum 
units, in service with for-hire 
carriers, have logged as much as 400,- 
QOO miles in the past two years with 
no need for repair. Butler Manufac- 
turing Co., 7400 E. 13th St., Kansas 
City, Mo. 
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test 


Ball-Tip Fitting 


A ball in the tip to keep out dirt and 
feature of 
An 
enlarged inner passage is designed to 
admit more lubricant and cut working 
time. A balanced-action spring holds 
the ball in sealing position except dur- 
ing lubrication, when it retracts under 


other foreign matter is a 
Aro’s new line of grease fittings 
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Loading Arms for Long-Range Applications 


Oilco’s new line of long-range 
spring-balanced loading arms are de 
signed to load tank trucks and tank 
cars without Model No. 
462 (shown) includes two recently 
perfected swing joints equipped with 
limken tapered roller bearings. The 
joints are designed to resist leakage and 
wear and to allow repacking in less 
than 15 minutes without dismantling 


respotting 


connections. Vertical movement of the 
loader is spring balanced to hold the 
arm in loading position without lock- 
ing manual effort. The 
assembly rises 60 degrees above and 
descends 45 degrees below horizontal 
Oil Equipment Co., 
Ine 3/00 Louisville 
I], Ky. 

Circle No 


device or 


Manufacturing 
Ave 


Vermont 
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Styles and sizes are available 
for all automotive, farm and industrial 
applications 
Bryan, Ohio 
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pressure. 


Aro Equipment Corp., 


Junior-Size Cleaner 


A small steam being 
manufactured for service stations and 
small garages, for underbody cleaning 
jobs and other heavy-duty cleaning 
The machine works from a water main 


cleaner is 


with pressure of 60 |b. or greater, de 
livering 60 gal. of hot water-detergent 
solution an hour at 50 psi and up. The 


user controls the operation with a 


¢ FOR FURTHER INFORMATION 


On equipment or 


literature described 


below. Fill in the reply coupon, clip and 


® Readers’ information Service 
NATIONAL PETROLEUM NEWS 
330 W. 42nd St., New York 36, N.Y. 


A booster 
main 
available 


Price is $395 
where water 
pressure is below 60 Ib. is 
for $90. Malsbary Manufacturing Co., 
845 92nd Ave., Oakland 3, Calif 
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nozzle valve 


pump for use 
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Streamlined Valves 


Improved internal design to decrease 
wear and pressure drop, is a feature of 
the Edward 600-lb 
angle-stop, check and non-return cast 

Features available for 
in higher-pressure valves 


line of globe and 


valves 
merly only 
are built into the new line to provide 


steel 


easier operation and to cut mainte 


in this issue: CIRCLE THE NUMBER 


mail to 


Your inquiry will be forwarded to the manufacturer. Void after May 25, 1955 
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ROPER Jot-Proved DEPENDABILITY 
KEEPS OIL O 


uN THE MOVE..-- 


SERIES 3600 PUMP 
PRESSURES TO 90 P.S.1. 
SIZES 40-300 G.P.M. 


The Roper Tank Truck Pump and other Series 3600 
Pumps for general purpose delivery, answer your needs 
for essential equipment in petroleum handling. 
Self-lubrication, long-life mechanical seal, anti-friction 
shaft and thrust bearing, adjustable relief valve, 

and hardened gears of equal size contribute to 
dependability. The Roper principle of only two moving 
parts results in quiet operation and high efficiency. 
Series 3600 Pumps are available in sizes 40. to 300 
G.P.M., pressures to 90 P.S.I. You can rely on Roper 
... preferred as original equipment — widely 

accepted for replacement. 


ROPER 
Kola ty Fiumps 


GEO. D. ROPER CORPORATION 
474 BLACKHAWK PARK AVE, ROCKFORD, iLL. 
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nance requirements. Sizes of 8 in. and 
larger also feature a new “Pressure- 
Seal” bonnet joint designed to give 
twice as much sealing force and three 
times as much sealing area as former 
models. Edward Valves, Inc., 1201 W. 
145th St., East Chicago, Ind. 
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Stair-Climbing Cart 
Valley Craft says its “stair-climbing” 
hand truck will double the load a man 
can roll up steps and treble the load 
he can move down stairs or ramps. A 
ratchet mechanism permits the cart 
to roll up stairs step by step as the 
operator pulls a cable drive. The cart 
is equipped with two-wheel brakes to 
give the operator control of the load. 
Six models are available for handling 
various sizes of loads—including a bar- 
rel cart. Valley Crafts Products, Inc., 
750 Jefferson Ave., Lake City, Minn. 
Circle No. 13 on Coupon, p. 179 


Wheel Balancer-Spinner 
A wheel-balancer and spinner com- 
bination features a foot-operated con- 
trol switch designed to leave both 
hands free for balancing. After the 
wheel is jacked up, the spinner unit 
is placed in contact with the tire to 
rotate the wheel. The balancer, at- 
tached in place of the hub cap, is ad- 
justed while the wheel rotates for 
minimum vibration. Hemmeter Corp., 
57 Evelyn Ave., Mountain View, Calif. 
Circle No. 14 on Coupon, p. 179 


Compact Air Pumps 

Leiman Bros. has used smaller, 
more compact motors and belt-drive 
mechanisms to cut the base sizes on its 
line of electric-motor-driven air pump 
units as much as 40%. One of the air 
compressor-power units formerly 
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having a base of 14x 30 inches now 
measures Only 13x20 in., the com- 
pany says. Horsepower ratings are 
from one-fourth to 10. Leiman Bros., 
Inc., 102 Christie St., Newark 5, N. J. 
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Modern Gasoline Pump 


Modern styling, “to fit in with up- 
to-the-minute service station design,” 
is the keynote of the new “Smithway” 
gasoline dispenser. The overhanging 
canopy contains concealed lights that 
illuminate the two faces of the pump 
and the island area. The unit stands 
57 in. high and the base measures 
17x24 in. Connections and hold-down 
bolts are spaced to match most other 
models to ease changeover, the maker 
says. The dispenser is equipped with 
a 13-ft. hose. All principal distributors 
of the company’s line are expected to 
have the units on display this month. 
A. O. Smith Corp., 5715 Smithway, 
Los Angeles, Calif. 
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Coupling Saves Time 

U. S. Steel has cut man hours and 
increased safety in unloading tank-car 
loads of lubricating oil at its Home 
stead District Works in Pennsylvania 
with the new Titeflex “Quick-Seal” 
hose coupling. The threaded couplings 
formerly used to hook the flexible dis- 
charge hose to the fitting on the under- 
side of the tank car and to the storage 
tank took two men half an hour to 
connect. Plant officials said leakage 
during unloading caused a safety 
hazard. The Titeflex coupling, work- 
ing or the clamp system, can be in- 
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MAKE YOUR STATION 


OUTSTANDING WITH 
‘ECONOMICAL STEBER LIGHTING UNITS! 


Improved lighting can be just what you need 
to draw extra customers and increase sales 


STEBERLITES 


All aluminum ready-wired adjustable Steberlites 
can be mounted on poles, walls, mushroom lights, 
column lights or directly to outlet boxes singly or in 
clusters up to 6. The unmatched flexibility of Steber 
units and the complete range of special aluminum 
fittings allow you to set up exactly the type of flood 
or spotlighting needed for your specific requirements. 


FIXED POSITION STEBERLITES 


This new kind of Steberlite provides a 
scientifically preset light pattern to flood 
a specific area with uniform, high level 
light. Relamping, pole vibrations and wind 
cannot change the light pattern. Installa- 
tion is quick and easy. Hours of labor re- 
quired to adjust individual units to give a 
similar light pattern are eliminated. Special 
spotlighting effects can be had by mount- 
) 5-393° ChYy ing single or clusters of articulated Steber- 
{ -. 
ae 





Drawings ° _ “ . 
Show OO) lites atop the two to five lamp fixed units. 


Stebertites «fn 
, , top y be 
i. Ke . mounted i ial ; 
H¢ ) \ 


J 


*Listed by Underwriters’ Laboratories, Inc 


STEBER MUSHROOM LIGHTS 


Mounted on pipe standards or column lights, the 
Steber Mushroom Island Light using three 200-watt 
lamps casts plenty of light for clear vision under the 
hood and around tires, etc. You get new convenience, 
too, because even if one lamp burns out there is ample 
light until you have time to relamp. Special spotlight- ensin bead 
ing for signs and display windows can be had by with Steberlite Cluster 
mounting Steberlite units on the cast aluminum dome 
of the Mushroom Light. 


HIGH INTENSITY FLOODLIGHTS 


Steber Floodlights are available in both open and 
enclosed types and in elliptical types to accommodate 
lamps up to 1500 watts. They provide high level illu- 
mination over a large area, giving a “daylight” appear 
ance to your station. 


Write for Bulletin 120-53 for complete information 
and prices on the complete line of Steber lighting 
equipment for Service Stations. 


“Approved by Underwriters’ Laboratories, Inc Series 4000 Floodlight* 


STEBER MANUFACTURING CO. 


Dept. 88, Broadview (Maywood P.0.), Iilinols 
STEBER MANUFACTURING CO. OF CALIFORNIA 
242 Se. Anderson St., Los Angeles 33, Colifornia 





STEBER-WOODHOUSE LTD 
2368 Dundas St. West, Toronto, Canada 
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At Kenton, Ohio—in the world’s largest, 
most modern trailer axle plant~a hy 
draulic press (right) exerts a 50-ton 
pressure near the end of every TDA 
Trailer Axle, bends the tube next to the 
seams to insure strong welds, no weak 





spots, and complete absence of flaws. 


WE BEND TRAILER AXLES — 


» 


Double trouble! Yes, TDA Trailer 
Axles are torture-tested at both the 
Kenton, Ohio plant — and the famous 
Timken-Detroit indoor proving 
ground in Detroit! 

The Detroit “Torture Chamber” is 
a multi-thousand-acre proving ground 
condensed into one room. Here, our 
engineers can subject stock axles and 
gearing indoors to any outdoor operat- 


... fo insure that all welded 


super-strong! 


Another example of TDA hidden quality— 
typical of the ends to which we go for greater highway safety 
—proof in advance that TDA Trailer Axles can take it! 


ing condition. Put over 50 years’ expe- 
rience gained in building axles for 
trucks, buses, trailers, farm machinery 
to work for you. 

Result? Far greater highway safety, 
longer axle life, reduced maintenance, 
repairs and downtime; lowered operat 
ing costs. No wonder Timken-Detroit 
Axles are the choice of leading manu- 
facturers and operators. 


For your own protection 
and safety specify Genuine 
TDA Equipment Parts! 

Take no chances with substitute re 
placement parts. For longer axle life 
—for greater operating safety—insist 
upon genuine Timken- Detroit axle 
and brake parts, identical to your 
axles’ original equipment. 

For a dependable factory-type job, 
to cut labor and adjustment costs... 
order your replacement parts by 
TDA number from your trailer man 
ufacturer. 








TDA...the Lightest trailer axle 
on the market...and the strongest! 


Proved far stronger, more rugged and safer 
in all-out “Torture Chamber” tests, TDA 
Trailer Axles are also many pounds lighter 
than any competing axles on the market to 
day. Weight saving is possible through the 
use of TDA lightweight, pressed steel brake 


Other hidden quality features that in 
crease TDA life and performance are forged 
alloy steel spindles, cam roller mountings 
in Nylon bushings, machined cam head, 
cleaner cut splines and self-aligning cam 
shaft support brackets. Good reasons leading 


shoes, up to 50% lighter, and stronger, too. manufacturers and operators specify TDA. 








Heat and stress relief treatment 
for greater strength! 


Note the greater extent and depth of heat 
treatment given this TDA Cam and Seam 
less Tube. Tube is heat-treated for the full 
length. And, the camshaft is completely heat 
treated; not just the head. An important in- 
gredient of TDA superiority 

A stress relief treatment is given every 
tube to relieve any stresses created during 
machining and welding 

TDA Spindles forged of alloy steel have 
higher rockwell hardness than any other 
axle spindle on the market. 


WITH 50-TON PRESSURE 


seams are 


TIMKEN 
AKLES 


ROCKWELL SPRING AND AXLE COMPANY 


ONLY TDA BRAKES give 
all these tested advantages! 





© Brake shoes made of steel save up to 40 
pounds per axle . . . give strong braking ac 
tion with no distortion. 


© Patented liner shape-—thickest where = @ First with self aligning camshaft housings 


wear ts greatest. @ Com rollers heat treated to roll smoother, 


@ Liners riveted on —no chance of move 
ment on shoe. 


@ Liners circle-ground to cover all efficient 
braking area of shoe. 


®@ Rustproofed anchor pins locked in. Ends 
of pin sealed against foreign matter 


wear longer 
© First with all-Nylon camshaft bushings 


@ Compare similar products part for part 
and prove to yourself that TDA brakes incor 
porate the finest quality materials, skilled 
workmanship and advanced design 





CONNECTICUT 


THERE'S 


: Gasboy PUMP 


FOR EVERY SIZE CONSUMER ACCOUNT 


BERVIC COMPANY 
760 Tolland St., East Hartford 8, Conn. 
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stalled by one man in several minutes 
and plant men say there is no leakage. 
Titeflex, Inc., Ten Hendee St., Spring- 
field 4, Mass. 
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IOWA 








TRI-STATE EQUIPMENT COMPANY 
COMPLETE GALES & SERVICE ON QUALITY 
PETROLEUM DISPENSING EQUIPMENT 
ENGINEERING AND PLANNING 
SATISFACTORY INSTALLATION 
$923 E. (4th 8t., Des Moines, lowa, Phone 62-1975 
Member National Oil Equipment Jobber Association 








INDIANA 








Everything in Bulk Plant 
and 
Service Station Equipment 


INDIANA OIL EQUIPMENT CO. 


417 Madison Ave., 
Indianapolis 4, Indiana 








MISSOURI 





TRI-STATE EQUIPMENT COMPANY 
COMPLETE SALES & SERVICE ON QUALITY 
PETROLEUM DISPENSING EQUIPMENT 
ENGINEERING AND PLANNING 
SATISFACTORY INSTALLATION 
519 Southwest Bivd KANSAS CITY 6, MO 
Phone HA-2335 
Member National O11 Equipment Jobber Association 











NEW JERSEY 








EQUIPMENT 
for the 
OIL INDUSTRY 


& 
Rebuilt 
PUMPS—METERS—REGISTERS 
* 
PARTS FOR MOST PUMPS 
© 
TEN HOEVE SROTHERS 
359 Mclean Bivd., Paterson, 3, N. J. 








NEW YORK 








EDWARD JOY COMPANY 


006 Canal 6t., Syracuse, N. Y. 


STOCKS FOR IMMEDIATE DELIVERY 
National Hose, Buckeye Valves, Hannay Hose 
Reels, Pipe & Fittings, Brunner Air Com- 
vessor, Granberg Meters G Pumps, Phil- 
ips Lights, Adamson Oi! Storage Tonks, 
ECO Tireflotors, Ever-Tite Couplers, 
Rectorseal Pipe Dope, Tokheim G Bennett 
Farm Pumps 


VERN CLAPP 
(big-shot Of) 
GASOLINE & OIL EQUIPMENT DIVISION 








LITERATURE 
Rotary Pump Line 


Roper has drawn up a Catalog listing 
its complete line of standard pump 
products. Several changes have been 
made in the revised catalog to include 
new features on various pump models. 
A new line of low-speed, high-torque 
hydraulic pump motors is listed in 
this edition. Geo. D. Roper Corp., 
Rockford, Ill. 
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Oil Marketers’ Hose 


Ihe Boston line of air and oil hose 
is covered in two new catalogs. For 
each type of hose, the catalogs list 
recommended uses, constructions, size 
and weight specifications and recom- 
mended working pressures. Hose con- 
struction is shown with cutaway illus- 
trations. Boston Woven Hose & 
Rubber Co., P.O. Box 1071, Boston 
3, Mass. 
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Tank Cleaning Manual 


API has issued a new edition of its 
safety manual on how to clean tank 
vehicles used for transporting flamma- 
ble liquids. Subjects covered include 
preparation of tank units for repair, 
repair operations, preparation of tank 
compartments for gas-freeing, methods 
of gas-freeing tanks and precautionary 
measures for hot work. American 
Petroleum Institute, Dept. of Informa- 
tion, 50 W. 50th St., New York 20, 
Nea 
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Directory for Valves 


The Fairbanks Valve Comparison 
Chart gives information on specifica- 
tions, ordering and use of bronze and 
iron-body valves. Facts on the com- 
plete line of Fairbanks valves are 
detailed in chart form and compared 
with valves of other manufacturers. 
Fairbanks Co., 393 Lafayette St., New 
York 3, N. Y. 
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Tanks and Accessories 


Columbian lists its complete line of 
vehicle and storage tanks and various 
other equipment and accessories in a 
new catalog. Included are custom- 
built fuel oil truck, liquefied petroleum 
gas and semi-trailer tanks, plus acces- 


NEW YORK 








RENICK & MAHONEY, INC. 


380 Second Avenue 
NEW YORK 10, N. Y. 


Service Station Equipment 
Bulk Plant—Truck Tank and 


Member of National Association 
Of Oil Equipment Jobbers 





OHIO 





EQUIPMENT SALES CO. 
164 E. Exchange St., Akron 4, Ohio 
Phone—Jefferson 5-8215 
Factory Representative for 
Westinghouse, 0.P.W., Lincoln 
Neptune, Huffman, Goodrich. 

Air, Oil, Hydraulle and Gas 
Hose and Coupling Service. 
SALES—PARTS ENGINEERING SERVICE 











TULLER CORPORATION 
947 W. Goodale Bivd. Columbus 8, Ohio 
SALES — SERVICE — ENGINEERING 
Tokheim, Marlow, Blackmer Pumps: 
Ever-tite G& OPW Fittings: Neptune 
Meters: Heil Transports: Service 
Truck Tanks: Goodrich Hose: Reels: 

Air Comp. Farm G Bulk Storage Tanks. 
Designers G Builders 
Bulk Plants and Service Stations 





PENNSYLVANIA 





RUTLEDGE EQUIPMENT CO. 
334 Blvd. of Allies Pittsburgh 22, Pa. 


Rutledge Service Station Flood Lights 
GGB Equipment—Buckeye Valves G 
Fittings 
Granco Pumps G Meters—Air 
Compressors 








E. O. HABHEGGER CO. 
24th & Fairmount Aves. 
PHILADELPHIA, 30 
Engineering G Equipment 
BULK TERMINALS TRUCKS 


SERVICE STATIONS 
MEMBER NAOEJ 








WEST VIRGINIA 





SMITH METERS 
H. H. TRUITT 


1403 8th Ave. 
Huntington 1, W. Va. 


Westinghouse Air Compressors 
Service Station or Bulk Plant Equip. 











Oil Marketing 
Equipment Jobbers 
This Is Your Market Place! 


Write today for Advertising 
Space Rates. 


NATIONAL PETROLEUM NEWS 
330 West 42nd Street 
New York 36, N. Y. 
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CLEAR- 
VISION 
DOORS 


Clear-Vision Doors pay for them- 
selves two ways: looking out, and 
looking in. They enable the attend 

ant to watch the pumps for prompt 
service when needed, yet keep busy 
when no customers are there. And 
those wide glass panels are a shou 


case, displaying the activity within 





. reminding the motorist to get 
his car properly lubricated. They're 
real business builders! 

DEPT. NP.4 
Available in 
THIN-LINE or STANDARD 
Construction 


Thin-line doors (shown above) have 


ng / 
5240 


sturdy %” aluminum muntins and 
assures BEST PERFORMANCE! 


continuous galvanized angle rein- 
forcing at each section joint. Doors 


OVERHEAD DOOR CORPORATION 
Dept. NP-4, Hartford City, Indiana 


Manufacturing Divisions 


of standard construction (below 
have rugged wood stiles and rails, 


steel reinforced. Both are finest Wien a Hillside, N. J Cortland, N. ¥ ee ee 


. ‘ Neshue, N Lewistown, Pa ertien ve 
quality, smooth in operation, Wy DOORS... . Oticheme he, Cite — 
NATION-WIDE Sales - Installation + Service 


smartly modern in appearance. 
Also—the Outstanding 
Industrial Doors on the 
Market ... for 
Warehouses, Bulk Plants, 
and Fleet Garages 


Regular Construction Clear-Vision Door Industrial Doors to Fit Any Opening 
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sories. Ihe catalog also lists the 
Columbian line of underground and 
above-ground storage tanks and fit 
tings, meters and bulk plant acces 


of external and cutaway views. 


Circle No. 22 on Coupon, p. 179 
Blackmer Pump Co., 


Rotary Truck Pumps §.W., Grand Rapids, Mich. 


Blackmer covers its rotary truck 
pump line with four new pieces of 
literature A four-page illustrated 
bulletin describes the line, showing 
general construction through the use 


NO TUBELES 


Bn ¥ 
. % - 
» te, 

¥ 


TIRE PROBLEMS. eRe SE 


When You Use 


RUGLYD 


Controlled-Friction 


Why ston Acmm (cleletbelemmetd-mmcsloliiet(oleiietacia.. recommended 


SatL@) Op GO) ou Co) ammatlo\-}(c1-}- Mm elacmm lle) aleenilols because only 
proper lubrication 


RuGLYDE has Controlled Friction! Give 
so that tubeless tires will 
properly 


will stay In position won t creep 


SatL@a Op AD) aed 


folonsetele(-Melt (cm Com-orrbectetemlsl-matecks-(-100| 


ateletci-metslemslet-tcmme)| 
cause rust 
posits in the 


fale Aby-(cm en) am iciel 4) 


Write today for your free illustrated folder 
and wall chart that tells how and why 
RuGLYDE and the RuGLYDE Service Kit 


make tubeless tire mounting safer, easier. 


To save time and RuGLYDE, 
use RuGLYDE in its custom- 
designed Service Kit, with 
special brush and applicator 
See your supplier for details 
and money-saving introduc- 
tory offer. 


RUGLYDE the reqiutered trade mark of 


AMERICAN GREASE STICK COMPANY 
Muskegon, Michigan 


Oper- handling equipment 
ating principles, application data, ca- 
pacities, special features and 
mounting information are given 
sories. Columbian Steel Tank Co.. other literature available consists of 
Kansas City, Mo. specification sheets giving engineering 
facts about the various pump series. 
1809 Century, Mass. 


Circle No, 23 on Coupon, p. 


} ’ 
slip into place easily and se 


even on satety rim wheels, yet, after inflation, tires 


so helps protect against 


beads won't 
or build up hard de 
sealing ridges that can 


Ihe plan pro- 
vides for rental by warehousers of as 


truck much equipment as is needed for a 
The materials handling job, with option to 


purchase the equipment at the end of 
the lease period. Market Forge Co., 
Materials Handling Div., Everett 49, 


Circle No. 24 on Coupon, p. 179 


179 


———_ MANUFACTURERS ——_ 


Handling Equipment Rental 


A four-page brochure explains a 
rental-lease-purchase plan for materials 


Shields, Harper Builds 


Shields, Harper & Co., West Coast 
oil marketing equipment distributor, 
is moving its Southern California and 
Arizona operations into a new build- 
ing this month. The new plant, in Los 
Angeles, covers 25,000 sq. ft. and has 
an additional 14,000 sq. ft. of parking 
area, 


Wayne Splits Operations 

Wayne Pump Co. has been reorgan- 
ized as two independent operations “to 
improve customer service and facilitate 
product development.” The Petroleum 
Marketing and Automotive Equipment 
Division is located in Salisbury, Md., 
and the Industrial Division in Ft. 
Wayne, Ind. Sales and shipments to 
all oil companies will be from the 
Salisbury division, headed by D. J. 
Nelson, vice president. F. E. Laurent 
is director of sales at Salisbury. 


Fairbanks, Morse Award 


The New Orleans branch won the 
silver trophy for top 1954 sales per- 
formance awarded by _ Fairbanks, 
Morse & Co. A gain of more than 
20% over the previous year was 
posted in the diesel and pump manu- 
facturer’s New Orleans sales branch. 


Equipment House Planned 


R. C. Ford, assistant to the presi- 
dent of Balcrank, Inc., resigned last 
month to open his own oil marketing 
equipment distributorship. The firm, 
called R. C. Ford Associates, will be 
located at 6914 Miami Rd., Cincinnati. 
He will distribute Balcrank and other 
lines of oil marketing equipment in 
southern Ohio, West Virginia, Indiana 
and Kentucky. 


Radio Sales Expansion 


Sales and service of DuMont two- 
way mobile radio equipment has been 
expanded to central and southern New 
Jersey with appointment of Arnolt 
Communications Service of Metuchen 
as distributor. Robert F. Kearney, 
general manager, and E. B. Hancock, 
sales manager, head Arnolt. 

(Continued on p. 189) 
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HEADLAMP SALES EXCLUSIVE! 


Only Westinghouse Safe-T-Beam 
shields both low and high beams 


Other makes of new headlamps do not shield the high beam. Card 
held at center of such lamp shows unshielded upper streaks of light 
that hit fog, blind the driver with reflected glare. 


2-BEAM 


GLARE SHIELD 


gives drivers the maximum See-Ability they need 


for country as well as city driving. Because the 
precision-designed Glare-Shield in Westinghouse 
SAFE-T-BEAM Headlamps shields both filaments, 
stray upper light is cut off from the high as well 


as the low beams 


EXCLUSIVE! 
2-BEAM 
j GLARE SHIELD 


ALL-GLASS, 
HERMETICALLY-SEALED 
Never grows dim! 
NEW 
REFLECTOR 
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Terrific headlamp sales bonanza just be- 
ginning! And here's one sure way for you 
to get more profitable volume. Push the 
headlamp that has more consumer-con- 
vincing advantages than all others! 


New Westinghouse SAFE-1-BEAM high beam: same card test shows 
minimum of stray upper light. Only Westinghouse gives you the 
same glare-cut-off on both high and low beam. Sater, surer See 


Ability in all weather 


Powerful Westinghouse 
Safe-T-Beam Promotion 


Westinghouse is telling drivers everywhere about the 
new SAFE-T-BEAM Headlamp with 2-Beam Glare 
Shield—with hard-hitting LIFE and LOOK magazine 
ads, and action-getting TV commercials 

Dealers cash in with complete free sales kit Special 
card to use in convincing Glare Test shown above, 
plus displays, streamers, sales leaflets and merchan 
dising ideas. Take advantage of this sales exclusive 
Order SAFE-T-BEAM Headlamps and fast-moving 
Westinghouse auto bulbs now through your Westing 


house auto lamp distributor 


you can Be SURE...1F 1s 


Westinghouse 











to all NATURAL GASOLINE MEN 


GREETINGS 


from the 


NATURAL GASOLINE SUPPLY MEN’S ASSOCIATION 


We are looking forward to seeing you at the 
THIRTY-FOURTH ANNUAL CONVENTION 
of the NATURAL GASOLINE ASSOCIATION of AMERICA 
APRIL 13-15, BAKER AND ADOLPHUS HOTELS, 
Dallas, Texas 
Members of the Natural Gasoline Supply Men’s Association: 


The Aber Company 

M. N. Aitken Company 

Alliger and Sears Co, 

Allis-Chalmers Mfg. Co. 

Aluminum Company of America 

American Air Filter Co., Ine. 

American Locomotive Co, 

American Meter Co., Ine. 

Ansul Chemical Company 

Aquatrol, Ine. 

Armco Drainage and Metal 
Products, Ine. 

Arrow Industrial Mfg. Co. 

J. B. Beaird Company, Ine. 

Belleo Industrial Engineering Co. 

The Belmas Company, Ine. 

Berry Div.—Oliver Iron & Steel 
Corp. 

Bethlehem Supply Company 

W. H. & L. D. Betz 

The Bird-Archer Compan 

Black, Sivalls & Bryson, Ine. 

Blaw-Knox Company—-Chemical 
Pits. Div. 

Born Engineering Co. 

Bowden Construction Co., Ine. 

Braden Steel Corp. 

U. J. Brammer & Sons 

C. F. Braun & Company 

Briggs Filtration Co, 

Brown Fintube Company 

Brown and Root, Inc. 

Burgess-Manning Co. 

Butane-Propane News 

Byron Jackson Company 

Cameron Iron Works, Inc. 

Chicago Bridge and Iron Co. 

Clark Bros. Co., Ine. 

Clowe & Cowan, Ine. 

The Condit Company 

Continental Products Corp. 

Continental Supply Company 

C, Lee Cook Mfg. Co. 

Cooling Tower Service, Div.— 
Santa Fe Tank and Tower Co. 
of Texas 

The Cooper-Bessemer Corp. 

Joseph A. Coy Company, Ine. 

Crane Packing Company 

W. H. Curtin and Company 

Dallas Tank Company, Ine. 

Daniel Orifice Fitting Company 

Davison Chemical Co. 

Davis Regulator Company 

Dearborn Chemical Company 

De Laval Steam Turbine Company 

Delta Engineering Corp. 

M. H. Detrick Company 

Dresser Engineering Company 

E. 1. duPont deNemours and Co., 
Ine. 

Eggelhof Engineers 

John W. Elder Company 

Elliott Company 

Engine Life Products Corp. 

Engineering Equipment Co. 


Engineers and Fabricators, Ine. 

Ethyl Corporation 

The Fisher Governor Company 

Flint Steel Corporation 

Flow Measurement Co. 

The Fluor Corp. Ltd. 

The Foxboro Company 

France Packing Company 

Franklin Supply Company 

The Garlock Packing Company 

Gasoline Plant Construction Corp. 

General Electric Co. 

J. B. Gill Company 

Goulds Pumps, Inc. 

Graver Tank & Mfg. Co., Inc. 

Greene Brothers, Ine. 

The Griscom-Russell Co. 

Grove Valve & Regulator Co. 

D. W. Haering and Co., Ine. 

The Happy Company 

Hercules-Lupfer Engine Sales Co. 

The Hilliard Corporation 

Hudson Engineering Corp. 

Huffman & Pierce Construction Co. 

Industrial Scientific, Ine. 

Infileo, Ine. 

Ingersoll-Rand Co. 

Johns-Manville Sales Corp. 

Kansas Paint and Color Company 

The M. W. Kellogg Company 

The Koch Engineering Co. 

James S. Kone & Company 

Ladish Company 

Le Roi Company 

Warner Lewis Company 

A. M. Lockett and Co., Ltd. 

The Lubricosos Specialties Mfg. Co. 

The Lunkenheimer Co. 

Maintenance Engineering Corp. 

F. H. Maloney Company 

Manco Engineering Co. 

Manning, Maxwell and Moore 

Manzel 

Steve C. Maples Div., Allan Edwards 
Mfg. Co., Ine. 

Market Development Div.— 
Phillips Petroleum Co. 

The Marley Company, Inc. 

Chas. Martin & Company 

Marsh Instrument & Valve Co. 

C. A. Mathey Machine Works 

Lynn MecGuffy Company 

J. R. Meek Company 

Metal Goods Corporation 

Mid-Continent Supply Company 

Minneapolis-Honeywell Regulator 
Co, 

Moorlane Company 

Moran Furnace and Sheet Metal Co. 

National Petroleum News 

The National Supply Company 

National Tank Company 

Naylor Pipe Company 

Newman’s, Ine. 

Nickles Machine Co. 

Nordstrom Valve Div.— 


Rockwell Mfg. Co. 


Wm. W. Nugent & Co., Ine. 
Nutter Engineering Co. 
The Oil and Gas Journal 
The Oil Dail 
Oil Well Satan Div.,— 
U. S. Steel Corp. 
0. L. Olsen 
Orbit Valve Company 
Pacific Pumps, Ine. 
Paramount Supply Co. 
Peerless Mfg. Co. 
Perry Equipment Corp. 
PetroChem Development Co., Ine. 
The Petroleum Engineer 
Petroleum Processing 
Petroleum Refiner 
Pittsburgh Equitable Meter Div. 
Rockwell Mfg. Co. 
Plibrico Company 
Podbielniak, Inc. 
Power Machinery Co. 
Power Specialty Co. 
J. F. Pritehard and Co. 
Process Equipment Co. 
Puffer-Sweiven Company 
The Refinery Supply Co. 
Republic Supply Co. 
Riddle and Hubbell 
Robinson Orifice Fitting Co. 
Rockwood Sprinkler Company 
E, W. Saybolt and Company 
A. O. Smith Corporation 
Snyder Co., Ine. 
Southern Engine & Pump Co. 
Stearns-Roger Mfg. Co. 
Stentz Equipment Co. 
Stitt Ignition Co. 
Superior Mfg. Co. 
Taylor Forge and Pipe Works 
Taylor Instrument Companies 
Tellepssen Construction Co. 
The Tennant Co. 
Tube Turns Div.—National 
Cylinder Gas Co. 
Tuloma Builders, Inc. 
Tyler-Dawson Supply Co. 
Union Steam Pump Sales Company 
United Centrifugal Pumps 
United Chemical Corp. 
Vinson Chemical Corp. 
Vulcan Steel Tank Corp. 
Walco Engineering & Constr. Co. 
Walworth Company 
Well Equipment Mfg. Corp. 
Westcott & Greis, Inc. 
Western Chemical Co., 
of Kansas City, Mo. 
Western Chemical & Supply Co. 
Western Supply Co. 
The Wickes Boiler Co. 
Woobank Machinery Co. 
World Petroleum 
Worthington Corp. 
Wright Chemical Corp. 
Wyatt Metal and Boiler Works 
Young Sales Corp. 
John Zink Burner Company 
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LP-Gas Show Trophies 


Five companies won trophies at the 
Philadelphia trade show held in Feb- 
ruary by the east central district of 
the national Liquefied Petroleum Gas 
Assn. Awarded for the best educa- 
tional exhibits, the trophies went to 
Bastian-Blessing Co., LP-gas equip- 
ment; Geo. D. Roper Corp., range 
group; Temco, Inc., heating group; 
Ruud Manufacturing Co., water heat- 
ers; Trinity Steel Co., industrial, com 
mercial and miscellaneous group; and 
Phillips Petroleum Co., producers. 


Pail Production Begins 


Jones & Laughlin Steel Corp. has 
started production of steel shipping 
pails for oil product packagers and 
other customers in the southern mar- 
ket at its Atlanta, Ga., plant. The pail 
production equipment replaced the gal- 
vanized ware facilities formerly located 
at the plant 


PERSONAL S—— 


Rex C. Hearst 
will be in charge 
of truck and 
trailer tank sales 
in his new posi- 
tion as vice presi- 
dent of the Weld- 
It Co., Los An- 
geles. Hearst has 
a background of 
12 years in the 

R. C. Hearst steel tank  busi- 
ness Six years 
with Butler Manufacturing Co. and 
six with Standard Steel Works—prin- 
cipally in the field of sales. 
o 
R. M. Crowder and Pat Courtin 
are serving as direct factory represent- 
atives for Opaco division of Red 
Jacket Manufacturing Co. Crowder, 
who lives in Dallas, will cover north- 
ern and western Texas and Oklahoma 
for the oil marketing equipment man- 
ufacturer. Courtin, living in Houston, 
will work in southeastern Texas. 
° 


Leonard O. 
Carroll is district 
manager of 
Standard Steel 
Works’ new 
southeastern dis- 
trict office in 
Spartanburg, S.C. 
Carroll will be in 
charge of distri- 
bution of Stand- 
ard’s line of high- 
way transport 
tanks and other products in North and 
South Carolina, Florida, Georgia, 


L. O. Carroll 
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MORE HELP“ 


with your 


PUMPING 


PROBLEMS | 


A new 3-part, 40-page engineering 
manual including Viking rotary 
pump fundamentals, the 10 steps 
in selecting a Viking pump, and a 
special engineering section will 
help you in choosing the right 


rotary pump for your job. 


This manual is free upon request. 


Write today for Manual K r 


VIKING PUMP COM PAN 


Cedar Falls, lowa 


i # oe 


) 





ee a ae Sone 


toyiblo 


of all lighting systems | 


Service Station Floodlights 


You get more light—exactly wheré you want 
it—when you install Crouse-Hinds Floodlights. Two types of 
lights and five lenses provide the following light distribution: 

Beam Spread 
Horizontal Vertical Beam Candlepower 
*11.0° 10.5° 222,500 
*12.8° 14.0° 
*32.5° 13.5° 
*52.0° 52.0° 
*125.0° 22.5° 


**59.8° 29.7° 
**63.7° 63.8° 


*14” fleodlight with 500-watt, 115-v, G-40 bulb, floodlight service lamp. 

**10” fleedlight with 200-watt, 115-v, PS-3@ bulb, general service lamp. 

In addition, the Crouse-Hinds pole mounting 
arm bracket mounts up to seven floodlights, thus 
simplifying installation and minimizing the num- 
ber of poles needed. A terminal block on the 
arm makes wiring easier — merely set the com- 
plete floodlight assembly on the pole and attach 
the incoming service leads to the block. 

Crouse-Hinds Lighting Engineers will be glad 
to prove with actual case histories how the 
Crouse-Hinds floodlighting system cuts power 
consumption, reduces lamp costs and gives you maximum flexibility. Contact 
the office or representative nearest you, Or write for free Bulletin No, 2677. 


SYRACUSE 1, N.Y. 


- he 
euecrancas CONDULETS . FLOOOLIGHTS . TRAFFIC SIGNALS 7 AIRPORT LIGHTING 
SisTaievToes 


CROUSE are COMPANY 
Syracuse 1, N. 


Please send at Bulletin No, 2677 on Floodlights for Service Stations. 
Name 

Company 

Address 

City 


| 
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eastern Tennessee and eastern Ala- 
bama. He joined the company in the 
purchasing department and was trans- 
ferred to sales last year 


John R. O’Con- 
nor advances to 
sales manager of 
the central divi- 
sion, Graver 
Tank & Mfg. Co., 
Inc., with head- 
quarters at the 
East Chicago, 
Ind., plant. 
O'Connor for- 

J. R. O'Connor merly was in 

charge of south- 

eastern sales at Atlanta, Ga. He also 

has headed sales offices for Graver at 

Cincinnati, Ohio and Washington, 
Es. <. 


Bruce Ww. 
Wood, is the new 
sales manager of 
the Bennett Pump 
Division, John 
Wood Co., Ltd., 
Toronto, Canada. 
A native of Win- 
nipeg, Wood 
attended the Uni- 
versity of Mani- 
toba. He served 
in the Canadian 
Army during World War II and joined 
Bennett in 1946. He was appointed 
assistant sales manager in February of 
last year. 


B W We € rd 


Vincent Ger- 
bereux is general 
manager of 
Worthington 
Corp.’s Standard 
Pumps division at 
Harrision, N. J. 
The division will 
handle sales, en- 
gineering and 
production of 

V. Gerbereux standard pumps, 

consisting largely 

of small centrifugal and rotary models. 

Gerbereux has been with Worthing- 

ton since 1924 and manager of the 

general sales department's centrifugal 
pump division since 1951. 

2 


J. N. Rogers is assigned to the St. 
Louis, Mo., office as district salesman 
for the Babcock & Wilcox Co. tubular 
products division. Rogers has served 
since 1947 with the company, which 
makes tubing and pipe for oil market- 
ing and other industries. & 
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Our 125 
_ “dry holes’ 


last year 
helped keep 
you on wheels 


If you’re anything like the aver- 
age motorist, you'll need about 
690 gallons of gasoline to take 
you where you want to drive this 
year. And that’s just a begin- 
ning. Keeping you on wheels and 
supplying you with the thousand 
and one “‘oil-born’’ products so 
vital to modern living requires 
2 gallons of petroleum a day for 
every man, woman and child in 
the U.S. — an increase of 58% 
since 1941. 


Helping to keep this oil flowing 
to you is Standard Oil Company 
of California’s biggest, most ex- 
pensive, least predictable job. 
In fact, we plan to invest $200 
million during 1955 alone in ex- 
ploring for new oil fields and de- 
veloping existing ones, to help 
replace the petroleum you'll use. 


Some 700 times during the 
year, Standard drillers will start 
bits spinning. As much as 16,000 
feet of pipe may follow the bit 
before oil is found or the well is 
abandoned. Either way it’s a 
costly hole: drilling an oil well 
may run anywhere from $125,000 
to over $1 million. And every 
one is a risk —only 1 out of every 
9 wells drilled in the United 
States in a promising but un- 
proven area ever turns out to 
be an vil producer. 


Yet new sources of oil must be 
found to keep our nation’s abun- 
dant supplies from dwindling. 
Risking ‘“‘dry holes” is the only 
way to find them. So the 125 
“dry holes’ we drilled last year 
are good evidence of the job 
Standard does to help keep you 
on wheels. 


STANDARD OIL COMPANY OF CALIFORNIA plans ahead to serve you better 
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Saves up to 50% hand motion 
—and effort! 


Never before have so many time-and- 
effort saving features been placed on an 
adding machine. 


Every key operates the motor — so you 
can now forget the motor bar. No more 
back-and-forth hand motion from keys 
to motor bar. 


And keys are instantly adjustable to 
each operator’s touch! No wonder oper- 
ators are so enthusiastic about it. They 


THE NATIONAL CASH REGISTER COMPANY, varron 9, on10 


OSalionals “De Luxe” 


Series of ADDING MACHINES! 


do their work faster —and with up to 
50% less effort. New operating advan- 
tages! New quietness! New beauty! 


“Live” Keyboard with Adjustable Key- 
touch plus 8 other time-saving features 
combined only on the National Adding 
Machine: Automatic Clear Signal .. . 
Subtractions in red . . . Automatic Credit 
Balance, in red . . . Automatic space-up 
of tape when total prints . . . Large An- 
swer Dials ... Easy-touch Key Action... 
Full-Visible Keyboard with Automatic 
Ciphers . . . Rugged-Duty Construction. 


949 OFFICES IN 94 COUNTRIES 


A National “De Luxe” Adding Machine 
is an investment that quickly pays 
for itself with the time-and-effort it 
saves, and then continues savings 
as added yearly profit. 

One hour a day saved with this 
remarkable new National will, in 
the average office, repay 100% a 
year on the investment. See a dem- 
onstration, today, on your own work. 
Call the nearest National branch 
office or National dealer. 
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Money Making Ideas | ! 
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One big newspaper ad, 10 radio 
spot announcements, two TV _ spots 
and 2,500 circulars for house-to-house 
distribution were used recently to ad- 
vertise a “get-acquainted day,” when 
Conoco Dealer Dick Mathews opened 
his new station in Lubbock, Tex. 
Mathews figured he filled a gasoline 
tank every 1.25 minutes, with the 
average customer buying 12 gal. To- 
tal sales were 8,516 gal. 


$ 


To its dealers who might work on 
engine distributors, Esso Standard Oil 
gives a warning against the use of 
carbon tetrachloride as a cleaner. It 
harms the varnish insulation, and 
there’s a risk of getting sick from 
breathing the fumes, especially in 
close quarters. 


$ 


A conference room, where his sales- 
men and dealers can get together to 
exchange selling ideas, will be one of 
the features of a new office building 
which Barney Holland, a Ft. Worth, 
Tex., jobber, is now constructing. 


$ 


Five British-American dealers in 
Vancouver pulled some new business 
with a joint advertising campaign run- 
ning for 15 weeks at a local drive-in 
theater. They used a one-minute car- 
toon featuring B-A gasoline, plus a 
trailer promoting the five stations. 
Dealers took turns putting up 60 gal- 
lons of gasoline to be given away i 
weekly prize drawings. Participants 
were required to deposit tickets in 
boxes placed at each of the five sta- 
tions. They bought an average of 
seven gallons of gasoline each while 
visiting the stations. 


$ 


Billups Petroleum Co. is reminding 
its service station employees of the 
improved sealed beam headlamps now 
on the market. When a car owner 
comes into a Billups station to have 
one bad headlamp replaced, he is told 
about the advantages of the new lights, 
and urged to put on a pair of them. 
He can carry his old style sealed beam 
as a spare, Billups suggests. 
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Hailing a new credit card customer 
by name is easy for a General Petro- 
leum dealer in California. When a 
man with a credit card appears at the 
station for the first time, the dealer 
quietly notes his last name and writes 
it on the under side of the gasoline 
tank cap. Gives him a quick reference 
on subsequent visits. 


$ 


oa 


Keycases—-initialed while you wait 

provided a new wrinkle for the 
opening of Howard Fox’s Station in 
Oshawa, Ont. An attendant greeted 
each customer on opening day, copied 
his initials on a machine, and returned 
with the stamped keycase by the time 
the customer’s tank was full. 


$ 


Continental Oil Co. has a “new 
business” contest going on which will 
give 24 winners in various categories 
of its sales department a Texas Gulf 
Coast fall holiday. Contest runs from 
January through September, and is 
open to district merchandising man- 
agers, district sales managers, city 
salesmen, jobber salesmen, city man- 
agers, assistant division managers and 
division managers. Those who top 
their fields in getting new business 
will be the winners. 


$ 


Esso is suggesting that its dealers 
check the voltage regulator where per- 
sistent trouble with discharged bat- 
teries occurs. On Chrysler cars the 
regulator must be well grounded on 
all models. Intermittent discharge 
while driving, or regulator clicking 
during charge, may be cured by run- 
ning a No. 8 wire from the lower 
regulator mounting screw to the gen- 
erator housing or engine. 


$ 


Post card notices to remind car 
owners of their need for oil change 
and lubrication are being used by 
Stan Marko, a Shell dealer in Detroit. 
The cards carry a replica of a typical 
door jamb sticker, and the headline, 
“This Sticker Is a Safety Signal,” and 
note the mileage figure recorded at 
the last service visit. Copy urges the 
customer to look at his door jamb 
sticker. 
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Brown's Garage, a Richland, Ind. 
Skelgas station, has discovered a form 
of promotion to supplement the limited 
advertising coverage available in local 
weekly papers. The Brown partners, 
Ernest and his son Cleon, helped open 
a toll-bridge by displaying a float 
modeled after the bridge. Then they 
stayed in the public eye by entering 
an ancient car in a centennial celebra- 
tion and presenting a blanket to a 
horse-race winner at the country fair. 


$ 


A substitute for a tubeless tire in- 
flation ring has been devised by E. T. 
Patterson, a Humble dealer in Winters, 
Tex. He bought what is known as a 
GI holddown strap from an Army 
Surplus store. It’s of woven canvas 
1%-in. wide, fitted with a buckle, and 
long enough to reach around the cir- 
cumference of the average passenger 
tire. When drawn tight, it seats the 
beads on the rim when the tire is 
inflated. 


$ 


Besides furnishing free uniforms 
including laundry and cleaning ex- 
pense—Union Oil dealer Carl Comp- 
ton, of Eureke, Cal., gives every man 
who becomes a permanent employee 
a set of Firestone Supreme tires. All 
the man has to do is turn in his old 
tires, and achieve a monthly sales 
quota. The station has a “merchan- 
dise” ratio, which includes motor oil 
and lubrication as well as TBA, of 
$172 per 1,000 gal. of gasoline 


$ 


A Mobilgas dealer in Detroit uses 
handbills to attract patrons of a near- 
by shopping center’s parking lot. The 
handbills are slipped onto the wind- 
shields of parked cars, urge owners to 
fill up “right next door” and save a 
trip 


$ 


A leak detector for cooling systems 
has been assembled by a British- 
American dealer in British Columbia 
Using an air pump and a pressure gage 
hooked up to a plug for the radiator 
top, it’s easy to build up enough pres- 
sure in the system to show up any 
leaks. 
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High Gasoline Stocks Worry Marketeers 


From record-high daily aver- 
age crude runs of 7.6 million b/d 
in late February, refinery runs 
declined—for the first time dur- 
ing the current heating oil sea- 
son—to about 7.4 million b/d 
early in March 

Examining the likely effects of rec- 
ord runs, the industry found light and 
heavy fuel inventories in close bal- 
ance, but there was concern over the 
sharp uptrend in gasoline stocks. The 
big question was; What is in store for 
gasoline? 

Consensus of the trade was tnat 
crude runs would have to be cut back 
to match anticipated gasoline require- 
ments for the rest of the year. 

Apparently with motor fuel in mind, 
Continental Oil’s President L. F. Mc- 
Collum warned in report to stock- 
holders that “failure (of the industry) 
to achieve proper inventory 
could only result in a repetition of last 
year’s troubles.” And other market 
observers were “not unmindful” of 
the sharp dip in gasoline prices at 
height of the peak demand last 
summer. 

Thus far there have been only scat- 
tered gasoline price reductions in pri- 
mary supply markets. Refined products 
generally have held steady. Retail 
gasoline price wars continued to 
plague the nation from New England 
to California. 


levels 


PRODUCTS 


Although demand for distillates and 
residual fuels had slackened by mid- 
March, consumption still was high. 
While gasoline was freely available, 
most observers felt that the price 
structure was on fairly firm footing 


Gasoline 


Nationwide, gasoline inventories 
early in March stood at an all-time 
high of 182.2 million bbl., 2.6% 
higher than at same time year ago. In 
the Midwest, prices at Great Lakes 
Pipe Line terminal points continued 
to be discounted by as much as 
“0.625¢ off’ Group 3 prices, plus 
pipeline transportation costs. But with 
higher octane grades (86 oct. for regu- 
lar, 94 oct. for premium) scheduled 
for the line in March, most refiners 
hope to get higher prices. 


Distillate Fuels 


Zero temperatures and resultant 
heavy demand brought a 16 million- 
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bbl. drop in distillate fuel inventories 
from 82 million to 65.9 million bbl. 


Residual Fuels 


Residual fuel supplies continued to 
tighten, with east-of-California stocks 
down 4.5 million bbl. from year ago. 
Of the total 44.2 million bbl. in na- 
tionwide storage, more than 24 mil- 
lion bbl. were in California 

And with virtually no oil available 
at the Gulf for spot cargo movement, 
East Coast buyers once again turned 
to the West Coast for supplies. 


DISTRICTS 
Gulf Coast 


Light and heavy fuels were strong- 
est products at the Gulf. But while 
quotations for refined products gen- 
erally were unchanged, traders thought 
it only a matter of time before dis- 
tillate prices start seasonal downward 
trend. 

With a 9-million-bbl. November-to- 
March gasoline stocks, 
some refiners were beginning to feel 
the pinch of “too much supply” for 
“the demand.” Although discounting 
in cargo lots was at a minimum, sev- 
eral suppliers said if they didn’t sell 
gasoline soon, they “could be in 
trouble.” 

Largest sale reported was 600,000 
bbl. of 97 oct. premium, but the price 
was not disclosed. At least three spot 
cargoes Of No. 2 fuel were sold, two 
reportedly as 9¢ low Gulf quotation, 
the other at “0.125¢ off.” 

A bid of “0.25¢ off Platt’s OIL- 
GRAM low date of shipment,” was 
made to the Argentine government on 
three 113,000-bbl. cargoes of kerosine. 
Liftings call for one cargo per month. 


increase in 


Atlantic Coast 


Irading was active and prices were 
firm along the eastern seaboard most 
of March. But with warm weather 
and slackened interest in No. 2 and 6 
fuels, resellers were inclined to let 
their inventories run down. 

Distillate prices in the Boston tank 
car market were hit by “voluntaries” 
of 0.25¢ for the second time this sea- 
son. Terminal operators offered deal- 
ers “discounts” if they would take 
3,500-gal. or higher truck lots of late 
season material. This netted 10.8¢ for 
kerosine, 10.05¢ for No. 2 fuel. 

At Philadelphia, delivered-price of- 
ferings to supply about 150,000 bbl. 
of No. 6 fuel to government installa- 


tions ranged as low as “2¢ to 3¢ below 
tank car” price. And in New York 
Harbor, offerings of No. 6 in barge 
lots reportedly could be found at 
“S¢ off.” 


Mid-Continent 

Prices were unchanged in the Mid- 
Continent, and pipe line distillate 
movements to northern markets were 
described as heavy for the month. 
Late-February cold weather had 
caused shortages of No. | and 2 fuels 
at several Great Lakes Pipe Line ter- 
minal points. Only slight easing in 
prices was reported, however. 

Residual fuel continued in tight 
supply, but there were indications that 
some No. 6 fuel was available at “S¢ 
off” $1.50 Group 3 low quotations. 
An Oklahoma refiner disclosed a con- 
tract agreement with a customer for 
25,000 bbl. at $1.45. Gasoline was 
easy for most part. 


Midwest Wholesale 


Premium and regular-grade gaso- 
line prices dipped 0.125¢ in Chicago 
and Minneapolis-St. Paul, with quota- 
tions ranging upward from 11.875¢ 
and 10.875¢; 12.625¢ and 11.625¢, 
respectively, in the two marketing 
areas. Twin Cities dock prices were 
also down 0.125¢ for No. 1 and 2 
fuels, with No. | quoted from 10,.875¢, 
No. 2 from 10.25¢. 

At Chicago, “shading” to large gaso- 
line distributors was fairly prevalent, 
it was said. In spite of reductions at 
other points, suppliers said light fuels 
were tight at many far-north Great 
Lakes Pipe Line terminals. 


Western Penna. 


Bright stock and cylinder stock 
prices were higher, with 25 pour test 
bright stock quoted at a low of 17¢ 
gal. Refiners said the late January 
boost in Penn-grade crude prices had 
brought a substantial increase in lu- 
bricating oil takings by domestic con- 
tract customers. Foreign buyers also 
were active. 


Central Michigan 


Gasoline prices were 0.25¢ lower, 
with several refiners cutting to 13.75¢ 
for premium and 12.75¢ for regular. 
Prices for other products were un- 
changed. Road weight restrictions un- 
der Michigan’s “frost law,” which 
took effect March 10, caused a flurry 
of orders for all products. ‘s 
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REFINERY AND TERMINAL 


MOTOR GASOLINE 


Gulf Coast Cargoes = Mar. 11 Mar. 4 Feb. 26 Feb. 18 

v7 oct prem...... 13/4) 13/4) 134) 13/4) 

96 oct prem .. 412-18 (4)12-13 (4)12-12 (4)12-13 

93 oet prem (2)11. G11 76(2) (2)11.5-11.76(2) (2)11.6-11,76(2) (2) 11.6-11.75(2) 

9 oct reg » (CQAN-10. 2608) (DAN ~-11.2603) = (2) 11-11.26(3) = (2) As: 2508) 

87 oct reg (2)10 6-12 (2)10 6-12 (2)10 6 12 (2)10 6-12 

4 oct reg...... 10-10 26 10-10 25 10-10 25 10-10 26 
9.876-10.126(2) 9.875-10.125(2) 9.876-10.125(2) 9.876-10.126(2) 
0.76-0 876 9.76-0 875 9.76-0.875 9.75-9.875 


9 76(2) 9.76(2) 9.76(2) 9.75(2) 


17.3(3 17 3(8) 17.3(8) 17 ai 
; 14.04 14 6(4) 14.8(4) 14.814 
Baltimore, Md, 
95 oct prem..... 16.2 16.2 16.2 16.3 
12,8-13.6 12.8-13.5 12.8-13.6 12.8-13.5 
Boston, Mase. 

95 oet prem (2)14.6-16 $a} (2)14.8-16.0/2) (2)14.8-16 $3} (2)14.8-16.0(2) 
89 oct reg....... 13.3-14.4(3 133-14 4(3) 13.3-14.4(3 18 3-14 4(3) 
Buffalo, N.Y. 

06 cet prem...... 18(2) 18(2) 18(2) 18(2) 

80 ort reg....... 16. 6(2) 16. 6(2) 16. 6(2) 15 6(2) 
Charleston, 8. C. 
96 ort prem 

80 ort reg 
Chicago, til. 

02 oet prem.... 
84 oot reg ; 
Corpus Christi, Tex. 
05 oct prem..... 13 135-14 135-14 135-14 

80 oot reg...... i 11.6-12.5 11.6-12.6 11.6-12.5 
Houston, Tex. 

06 oct prem.... 76-14.25 13.76-14.26 13.75-14.26 x13,75-14.25 
80 oct reg 25(3) 12, 25(3) 12, 25(3) 12, 25(3) 
Jacksonville, Fla. 


14,3-16.45(2) 
12.8-12.06(2) 


14,3-15,45/2) 
12.8-12.96(2) 


14,3-15.45(2) 


143-16 am 
12.8-12.96(2) 


12.8 12.96(2 


(2)11,876-34.3(2) (2)11.875-14.8(2) (2)11.876-14.3(2) = 11.875-14.3(2) 
(2)10,.876-12.86 (2)10.875-12.86 (2)10,876-12.85 %10.875-12.85 


146-14 0(5) 14.6-14.0(5 146-14. 9(5) 


6-14 of 
13,1-13.4(7) 13, 1-13.4(7 13, 1-13. 4(7) 


1-13.4(7 


v 4 49 14.9 
13.4 13 13.4 
Mole-8t. Paul, Minn 
92 oct prem.. x(3)12 626-13.372 (5)12.76-13.372 
04 oct reg x(4)11.626-11,872 (6)11.75-11 872 
Mobite, Ala. 
95 oct prem..... 4 ta 14.6(3) 
80 oct reg....... 13.1(3 13. 1(8) 
New Haven, Conn. 
05 oct prem...... 16.43 16 om 
89 oct reg....... 14.3(3 14.3(3 
New Orleans, La. 
95 oet prem , 16.7 16.7 
89 oot reg....... 13.2 13.2 
New York Harbor 
95 ort prem 13.05 18.05 13.06 
do barges , 13.85 13.86 13.86 85 
80 oct reg...... 12.46 12.45 12.46 45 
do berges...... 11.76 11.76 11.76 
Norfolk, Va. 
05 oct prem..... 14 6-16.38 14.6-16.3 14.5-16.3 5-16 
80 oct reg...... 13-13.7 13-13.7 13-13.7 13.7 


14.7(2 14.7(2) “4 aah 14.7(2 
13,.2(2 13. 2(2) 13.2(2 18, 2(2 


6.2-1 16,.2-16.8 + sy 16.2-16 
3.7-1 13.7-14.3 13.7-1 13.7-14 
14.0(3) 14.0(3) 14.0(3 14.9(3) 
13. 4(5) 13. 4(5) 13. 4(65 13 4(5) 


17(3) 17(3) 17(8) 17(8) 
14. 6(3) 14. 5(3) 14, 6(3) 14, 6(3) 


16 po 16.9(3) 16. 9(3) 16.9(3) 
14.44 14.4(4) 14. 4(4) 14.4(4) 


(2)14.6-14.0(3) (2)14.6-14.0(3) (2)14.6-14.0(3) (2)14.6-14.0(3)" 
(2)53.1-18.4(6) (2)13.1-18.4(6) (2)18.1-13.4(5) (2)18. 1-13. 4(6) 


14.3-14.8(4) 


14.3-14.8(4 14.3-14.8(4) 8(4) 
12. 8-13 3(6) 


126-13. 3(6 128-13, 3(8) 3(5) 


13. 9-16. 35(2) 
12.36-12.85(2) 


13.9-15.35(2) 
12.35-12,85(2) 


13. 9-15.35(2) 
12.35-12.85(2) 


13. 9-15.35(2) 
12.35-12.85(2) 


MOTOR GASOLINE 
Mar. 11 Mar. 4 Feb. 26 Feb. 18 
(3)12 3 5(3) 


Okla. (Okie. shot.) 

92 oct prem..... ae. 1 6/3) af se i ot 5(3) 

84 oct reg (611-1126 (6)11-11 26 1.26 26 

60 oct M & below(4)10. 28 10.376(2)(4) 10. 28-10. 375(2)(4)40.28- 10 37602)(4)10.28-10. 376(2) 

Okla., Group 3 (Northern hay ) 

92 oct 1 - o 5 12.75 

84 oct Fr: 0.5-11.125 

60 oct M & below aie 10.25 

Midwestern (Group 3 basis) 

92 oct prem... 1) 6-12.75 11. 6-12 76 

4 ortreg. .... 10.5-10.76 10.5-10.76 

WoctM &below 10 10x 

N. Tex. (Tex. & New Mex. shpt.) 

95 oct prem..... 12 625-1455 12.625-14.55 12625-1455 12625-1455 

92 oct prem 5 s 2 12.625-14.2 12.625-14.2 12.625-14.2 

84 oct reg 1.6-13,7 11.5-12.7 11.6-12.7 11.6-12.7 

60 oct M & below 10 75-11.8 (2)10.76-11.8 (2)10.76-11.8  (2)10.75-11.8 

W. Tex. (Tex. & New Mex. shpt.) 

06 oct prem..... 14.126 13.8 13.8 13.8 

92 oct omy * 12.6-13 12.5-13 12.6-13 126-13 

84 oct 11,6-12.25 11.6-12.256 (2)11.6-12 26 (2)11.6-123.26 

00 oct M & below 10.75-11.5 10.76-11.6 10.75-11.6 10.76-11.5 

E. Tex. (Truck transport lots) 

95 ort prem 13 6-13.76 13. 5-13.75 

92 ort prem 2 e. 13 

84 oct reg 12 25 11 6-12 25 

60 oct M & below anit ii 126 (2)11-11. 125 

Cent. W. Tex. (Truck ot lots) 

95 oct prem...... 13.5 13.5 
13 13 


11.5-12.76 11.6-12.75 
10.5-11 126 10.5-11.125 
(2)10-10. 26 (2)10-10.25 


11.5-12.75 
10.6-11.125 
(2)10-10 25 


11 6-12.76 11.5-12.76 


10.5-10.75(4)x 10. 6-11 
(2)10-10.125x = (2)10-10. 25 


13.6-13.75 
13 


11 5-12 26 
(2)01-11. 126 


13.6-13.75 
13 


11.5-12.25 
(2) 11-11. 125 


92 oct prem...... + i 3 
84 ort reg....... 12 12 12 
Ark. (For shpt. to Ark. A La.) 
92 oct prem...... 12 12 12 
84 oct reg....... 0 76 10.75 10.75 
Kansas (For Kans. destinations only) 
92 oct prem 2 is 3 5 (8)12-12 6 
84 oct 0 75 76-11.25 10.75-11.25 
60 oct M & below (2)10.25-10.5  (2)10.25-10.5 2)10 26-10.6 (2)10.26-10.5 
Western Penna. Bradford-Warren: 
92 oct prem... 14.75 14.75 4.76 14.76 
86 oct reg...... 13. 6-13.9 13 6-13.9 13.6-13.9 12.5-13.9 
Oll City: 
92 oct prem 
86 oct reg...... 
Pittsburgh: 
02 ort prem..... 152 15.2 162 15.2 
86 oct reg...... 13 46 13.45 13.45 18.45 
Ohlo— Quotation of 8.0. Obio for delivery to Obio pointa: 
86 ort reg. ...... 13.6 13.5 13.5 13.5 
Central Michigan 
04 oct prem .. (2113.75-14.5 (2)13 .75- 13.75-14 14-14.5 
88 oct reg -ee (2)12.76-13.6 (2)12 , 75-13.6 13-13 .5(2) 
California Los Angeles District: 

seks 
93 oct prem 
84 oct reg 
Tank Car 
93 oct prem..... 12. 75-1385 
84 oct reg. 11,25-12.1(2) 
Tank Truek (460 gals. or more): 
93 oct prem..... 18.1 18 
84 oct reg........ 16.6 15 


San Francisco District: 
93 oct prem..... 18.6 8 18 
84 oot reg...... 16.1 K 16 


13. 75-15 
12.6-13.5 


1375-16 13. 76-16 
12.6-18.5 ne 13.5 


13. 75-15 
12.5-13 5 


12.76-13. 85 
11,25-12.1(2) 


12.75-13. 85 13.85 
11.25-12,1(2) 5-12. 1(2) 


12. 75-13. 85 
11,25-12.1(2) 


12.75-13 85 2.75-13.85 
11,25-12,1(2) 12.1(2) 


12.75-13.85 
11. 25-12 1(2) 


DISTILLATES & FUELS 


Gulf Coast, Cargoes Mar. 11 Mar. 4 Feb. 25 Feb. 18 
41-43 w.w. kero.. (2)9.56-0.75(5) (2)9 5-9.75(5) (2)9.5-0.75(5) (2)0 #7 id 
No. 2 fuel (3)9-9 . 25(5) (399-9. 25(5) (3)9-9 .25(5) (3)9-9 . 26(5) 
43-47 di. gas oll. (3)9-9 25 (3)9-9 25 (3)9-9 25 (3)9 HE 
48-62 di. gas ofl. (3)9.125-0.375(2) (3)9.125-0.375(2) (3)9.125-0.375(2) pH 126-9.375(2) 
53-67 di. gna oil. (3)0 The “a5 eS Se 9.25-0.5 
No. bfuel 0-10p.t. $2 2 60 $2 * 2 60 
Bunker C fuel (7)$1 “8 2.05 Csi 98 2.05 (ei 95-2 05 (7) $1, 95-2.05 
Albany, N. Y. 
Kerosine/No, 1. 11. 25(9) 11. 25(9) 11. 25(9) 11.2509 
| 10. 6(10) 10. 5(10) 10. 5(10) 10.5(10 
eee eanee 10.9 
re: 
10.9(5) 10. 9(5) 10. 9(5) 
$3.93 $3.93 $3.93 
Ne 6 fuel, no wall 
guar ‘ $2 $2.50 $2.50 $2.50 





Refinery and terminal prices herewith are reproduced from Platt’s Oil- 
gram Price Service, a daily publication associated with NPN. 

Prices shown in refinery and terminal tables are sales prices, or quota 
tions, or general offers, or posted prices, reported by refiners, by product 
pipe line terminal operators, by river terminal operators, and tanker 
terminal ouerators, for current sales and shipments, except as otherwise 
specified 

Following types of prices are not for “open spot” transactions and 
therefore are not included in price tables: Prices arrived at by discounts 
off a specified price; “market-date-of-shipment” prices; prices named in 
contracts; prices arrived at in accordance with arrangements made prior 
to date of sale. Prices made to brokers, and prices in inter-refinery trans 
actions, also are not considered in the tables except as noted below. 

Prices shown are for quantities in bulk such as tank car lots, or truck 
transport lote or barge lots. Prices applying only to barge lots, or cargo 
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lots, or truck transport lots, are so designated. Prices are in centd 
gallon, except wax and petrolatums in cents per pound, and, where doll ~ 
sign ($) is shown, in Sioa per barrel of 42 f Ss. gallons. Prices do 
not include taxes or inspection fees. 

Prices are for crude oil and products lawfully produced and trans 
orted; reported as received by Oilgram and Nationat Petroteum News 
ut not guaranteed; for subscribers’ private use only and not for resale 
r distribution or ‘publication. 

Gulf Coast cargo prices are by refiners selling or quoting to other 
refiners, export agents or to large tanker terminal operators. 

Gasoline octane ratings are by ASTM Research Method and are mini 
mum ratings, except where letter “M” is used to indicate that octane 
rating is by ASTM Motor Method. 

Parenthetical figures indicate number of , companies quoting when two 
or more quoted the price shown. Letter “X” indicates price change. 


b 
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—{eJ prices REFINERY AND TERMINAL 


DISTILLATES & FUELS 


bunkers. ..... 
Bunker C, bunkers 
Baton , La. 
Sng ye ab ees 
No. 2 fuel. . 
Diesel oil, 
plants..... 
No. 5 fuel. 
No. 6 fuel no suif. 
uar 
lo barges 
Light Diesel, 
bunkers . 
Heavy Diesel, 
bunkers 
Bunker C, bunkers 


Boston, Mass. 
Kerosine/No. 1, 
No. 2 fuel 
Diesel oil, 
plants 
No. 5 fuel... 
No. 6 fuel, no sulf 
guar 
do barges 
Light Diesel, 
bunkers 
Bunker C, bunkers 


Buffalo, N. Y. 
Kerosine 
Deine! oi! 
No, 2 fuel 
No. 6 fuel. . 
Charleston, 8. C. 
Kerosine/No. | 
No. 2 fuel 
Diesel Re 


"shore 


shore 


shore 
plan 
No. 6 fuel, no suf. 


fo b barges 
Light Diesel, 
pkers . 
Bunker C, bunkers 


Chicago, tl. 
Range rtm 1 
No. 2 fue 

- a “ual. low 


No. 5 fuel, 
eulfur........ 
No. 6 fuel, low 
~~ Pa 
No. 6 fuel, high 
eulfur........ 
Cleveland, Ohie 


No. 6 fuel... 
No. 6 fuel. . 


high 


Mar. 11 
10.95(9) 


10. 6(5) 
$3. 44(2) 
$3 38 
$3.06 
$3.00 


$2. 38(6) 
$2.35(5) 


$4.30(4) 
$4.05(2) 
$2.35(4) 
10.3 
9.55 
9.9 
$2.60 


$2.08 
$2.05 


$3.95(2) 
$3.70 
$2.05(2) 
11.05(16) 
10. 3(16) 


10.7(7) 
$3. 25(5) 


$2 4216 
$2.39(5) 


$4.34(3) 
$2. 30(5) 


12.2515 
11.0(3) 
11. 5(5) 
8.85-9 .35 


10. 95(6) 
10. 3(6) 
10. 4(2) 


$2. 30(2) 
$2. 27(3) 


$4. 22(2) 
$2.27(3) 


11-11. 6x 
(2)10.25-10.5(3) 


7.65-7 


85(2) 


. (2)7.6-7.975 
. (4)6.85-6.95 


(3)6 6-6.976 


9 5a 
8 85a 


a—delivered Cleveland 
Christi, Tex. 


Corpus 
No. 6 fuel, no sulf. 
+- - 


Bunker per ire bunker 


Detroit, Mich. 
Kerosine 
Diese! oi! 

No. 1 fuel 

No. 2 fuel 

No. 5 fuel 

No. 6 fuel. . 


Houston, Tex. 
Kerosine/No. | 
do barges 
No. 7 fuel 
do barges 
Diese! oil, 
plants 
No. 6 fuel, no sulf 


shore 


nkers 
Bunker C, bunkers 


$2.08 
$2.05 
$2.05-2.10 


12.35 

12, 25-12.4 
(2)12.25-12.4(2) 
(2)11.26-11 4(2) 

8.113) 

7.35(3) 


(3)$2.08-2. 10(2) 
$2 .05(6) 


(5)$3.06-4 05 


$3.70(4) 
$2 .05(13) 


Mar. 4 
10.95(9) 


$4.05(2) 
$2.35(4) 


10.3 

9.55 

9.9 
$2.60 


$2.08 
$2.05 


$3. 95(2) 


$3.70 


2.05(2 


11.05(16) 
10. 3(16) 


10.7(7) 
$3. 25(5) 


$2. 42(6 
$2. 309(5) 


$4.34(3) 
$2 30(5) 


12.25(5) 
11. 9(3) 
11. 5(5) 
8. 85-9 .35 


10 05/6 
10 36). 
10. 4(2) 
$2. 30(2) 
$2.27(3) 


$4, 22(2) 
$2.27(3) 


11-11.375 
10. 25-10.5(4 


(2)7.6-7 975 
(4)6. 85-6 96 


(3)6.6-6.975 


9a 
8 85a 


$2.08 
$2 06 
$2.06-2.10 


12.35 
12.25-12 4 
(2)12.25-12.4(2) 
(2)11.25-11.4(2 
8 1(3) 
7.63(3) 


(3)$2.08-2.1 


$2 O5¢¢ 
(5)$3 95-4 06 


$3. 70(4) 


2.06(13 


Feb. 25 


10. 95(9) 
10.7(6) 
10. 2(11) 
9.95(4) 


$3. 44(2) 
$3.38 
$3.06 
$3. 0 


2. 38(6) 
$2. 35(5) 


$4 3014) 


$4.05(2) 
$2.35(4) 


$2.05 
$3 .95(2) 
$3.70 
$2.05 


11,.05(16 
10.3(16) 


10 ae 
$3. 25(5 


$2. 42(6) 
$2.39(5) 


$4.34(3) 
$2.3 a! at 


19 OR(E 
12.2010 
11.9(2 
1) 5(5) 


8 85-9 
10. 95(6) 
10 .3(6) 
10. 4(2) 


2. 30(2) 


$2. 27(3) 


$4. 22(2) 
$2. 27(3) 


iL 


£82 OF 
$4 95 


$3.70(4 
$2 05(13 


4 05 


Feb. 18 


10.95(9) 
10.7(6) 
10.2(11) 
9.95(4) 


10. 6(5) 
$3. 44(2) 
$3.38 
$3.06 
$3.00 


$2. 38(6) 
$2. 35(5) 


$4 .30(4) 
$4.05(2) 
2.3514 
10 3 
9.55 


9.9 


$2 08 
$2.05 


$3. 95(2) 
$3.70 
$2.05 

11. 05.1 
10. 3(le 


10.7(7) 
$3. 25(5) 


$2. 42¢ 
$2. 30(5) 


$4. 34(3) 
$2. 30(5) 


10. 95(6 
10. 3(6) 


10. 4(2) 


$2. 30(2) 
$2. 27(3) 


$4. 22(2) 
$2. 27(3) 


Jacksonville, Fla. 
Kerosine/No. | 
No. 2 fuel 

oil, shore 


ts 
No. 6 fuel, no sulf 
quar 
do barges 
Light Diesel, 
bunkers 
Bunker ( 


Miami, Fia. 


Kerosine/No. | 

Diesel oil, shore 
plants 

No. 6 fuel, no sulf 
guar 
do barges 

Light Diesel 
bunkers 

Buaker C, 


—_ e. tom Minn 


bunkers 
5 f I vel high 


Mobile, Ala 
Kerosine/ No. | 
No. 2 fuel 
No. 6 fuel, no sulf 

guar 

do barges 
Light Diesel, 

Tenbes 
Bunker C, 
New Haven, Conn 
Kerosine/No. | 
No. 2 fuel 
Diesel oil, 

plants 
No 4 fuel 
No. 6 fuel, ao sulf 

guar 

do barges 
Bunker C, bunkers 
New Orleans, La. 


Kerosine/No. 1.. 
do barges 
No.. 2 fuel 
do barges 
Diesel oil, 
planta 
No. 5 fuel 
No. 6 fuel, no sulf 
quer 
do barges 
Light Diesel, 
bunkers 
Heavy Diesel, 
bunkers 
Bunker C, bunkers 
New York Harbor 


Kerosine/No. | 
do barges 
No. 2 fuel 
do barges 
Gas house gas oil 
Jiesel oil, shore 
plants 
No. 4 fuel 
do barges 
No. 6 fuel 
do barges 
No. 6 fuel, no sulf 
guar 
do barges 
No. 6 fuel, 
1% eulf 
do barges 
Light Diesel, 
bunkers 
Heavy Diesel, 
bunkers 
Bunker C, bunkers 
Norfolk, Va. 
Kerosine/No. | 
No. 2 fuel 
Gas house gas oil 
Diesel oil, shore 
planta 
No. 5 fuel 
No. 6 fuel, no eulf 
guar 
do barges 
Light Diesel, 
bunkers 
Heavy Diesel, 
bunkers 
Bunker ©, bunkers 
Pensacola, Fla. 
Kerosine/ Neo. 1. 
No, 2 fuel 
Diesel oil, shore 
plants 


bunkers 


shore 


shore 


mas 


11.8(11) 


$2. 28(6) 


$)10.26-11.15 


$2.13 


$2.10 


$4.116-4 20 
$2.10 


$2. 40(3 $2 
$2.37 
$2.37 


$3 .05(3 


$3. 70/3) 


(11)83.31 
(11)$3. 28-3 77 


4 3014) 


DISTILLATES & FUELS 


Mar. 11 Mar. 4 
11.811) 
10. 6(8) 10. 6(8) 


10_6(5) 10. 6(5 


$2. 28(6) 
2. 25(6) $2. 25(6) 


$4. 452(5) $4. 452(5) 
bunkers $2. 25(6) $2. 25(6) 


11.8 11.8 
10. 8(3 


10 #0! 


2.23 $2.23 
$2.2 


$2. 20(3) 


$4 4562/4) 
$2 23 


$4 46213 
$2. 20/3) 


5)10. 875-11 9 
5)10. 26-115 


) 876-11.9 


ii. 14) 11.14) 
10.2(2) 10 2(2) 


$2.13 


2.10 


$4 116-4 20 
$2.10 


10.9519) 10 9519) 
10.2¢11 10. 2(11) 


10.614 10 614) 


$3.45 $3.46 


40 3) 
$2.37 
$2 37 
10.3(4) 10, 3(4) 


9. 55(3) 9 


9003 


$2 60 


9 9(3) 
2.00 


$2. 08(2 $2 08(2) 
$2.05(2) $2.05(2 


$3 0513 


$3. 7003 
$2.05(3 $2 05/3) 


10. 95(20) 
10.7(20); 
10 2(19) 
9 95/20 


10. 96(20 
10_7(20) 
10 2(19) 
9.95/20) 


10. 6(7) 10. 6(7) 
11)$3 31-3 87 
(11)$3 28-3.77 
$2 87 
284 


3 87 


2.87 
2 84 
$2. 35-2.38(13) 2 35 
$2.35(15) $2. 36(15) 
$2.45-2 


5 $2 46-2 53 
$2 45-2 0 


$2.45-2 00 
4. W(4) 


4 054 
$2. 36(11) 


4.0514 
$2. 35(11)) 


10 95(7) 
10 26 


10 05(7 
10. 2(6) 


10 416) 
$3.06 


$2. 34-2 $2 44-2 
$2.31 $2 31(4) 


37(2) 


$4 20(3) $4. 20(3) 


$4 0513 
$2.31(5 


4 05/3) 
$2.31(5) 


11. 1(2) 
10. 2(5) 


11,12) 
10. 2(5) 


10. 2(2) 10. 2(2) 


(11)$3 31 
(11)83 28-3 77 


2 34(13) 


Feb. 26 


11 &(11) 
10. 6(8) 


10.65 


$2. 28(6) 
$2. 25(6) 


$4 45215 
$2. 25(6) 
1.8 

10.43 


$2 23 
$2.20(3 


$4 452(3) 
2 203) 


Hh 14) 
10.2(2 
$2.13 
$2.10 


4.11642 


27.10 
10. 05(9) 
10.211) 


10 414) 
$3.45 


$2 40(3) 
2.37 


$2.37 


10 3(4) 


0 0/2) 
2.00 


$2 082 


$2.05(2 
$3 9613) 
$3.70(3) 
$2. 0614 


10 96120 
10.7(20) 
10. 2(19) 
9 95(20) 


10 617) 


$2 87 
$2 84 


$2 35-2 38(13 


$2. 36115) 


S| } 


4 Wi4) 


$4 06/4) 
$2. 3511) 


10 96/7) 
10 2(6) 


10 6(5) 
$3 06 


234-2 
$2 31/4) 


4 (4) 


$4 05(3) 
$2.31(5) 


11.1(2)} 


10.2(5) 
10. 2(2) 


5 87 


45-2 53 
$2 45-2. 50 


37(2) 


Feb. 18 


11. 8(11) 
10. 6(8) 


10. 6(5) 


$2. 28(6) 
$2. 25(6) 


4 45215 
$2. 25(6) 
11.8 
10 8(8) 


$2.23 
$2. 20(3) 


$4 462(3) 
$2. 20(3) 


tt) 
10. 2(2) 


213 
2.10 


4 ii6 4 
$2.10 


10. 0619 
10.2011 


10 44 
$3.45 


$2 4005 
$2 37 
$2.37 
10.314 
9 6515 
9 03) 
$2.00 


2 OK? 


$2.05(2 
$3 0513 


$3. 70/3) 
$2 0513 


10. 96120 


10 7(20 
10 2019 
9 96120 


10 07 
i! $3 31 
bgt 
$2 
#2 
$2 35-2 


$2 45-2 53 


J 


20 


28-3.77 


‘4 


$2 35(15) 


$2 45-2 © 


4 4 


4 0604 
$2. 36(11 


10 95/7) 


10 216 
10 6(5) 
3.06 


$2442 
$2.31(4) 


4 3) 
4 06/3) 
$2.16 
11. 1(2) 
10. 2/5) 
10 2(2) 


37(2) 
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REFINERY AND TERMINAL 


Phitadeiphia, Pa. 
Kerosine/No. 1. 
barges 
No, 2 fuel 
do barges 
Ges house gas ol! 
Diesel ail, shore 
plants 
No. 4 fael 
No. 6 fuel 
No. 6 fuel, no sulf 
quer 
do barges 
No. 6 fuel 
1% wulf 
do barges 
Light Diesel, 
bunkers 
Heavy Diesel, 
bunkers 
Bunker C, bunkers 


Pt. Everglades, Fla. 
Kerosine/No. | 
No. 2 fuel - 
i oul, shore 
plants 
No. 6 fuel, no sulf 
guar 
do barges 
Light Diesel, 
bunkers 
Bunker C, bunkers 


Portland, Me. 
Kerosine/No 1 
No. 2 fuel 
Diesel oil, 

plante 
No 6 fuel, no sulf 
gue, 
do barges 
Bunker C, bunkers 


mar 


shore 


Providence, fi. |. 
Kerosine/No. | 
No. 2 fuel 
Gas house gas oil 
Diesel oil, shore 
tants 
No. 6 fuel 
No 6 fuel, no sulf 
quar 
do barges 
No, 6 fuel, max 
1% eulf 
do barges 
Light Diesel, 
bunkers 
Bunker C, bunkers 


Savannah, Ga 
Kerosine/No. 1 
No, 2 fuel 
Diesel oil, 
Hants 
No Bfuel ‘ 
No. 6 fuel, no sulf 
quar ; 
do barges 
Light Diesel, 
bunkers 
Bunker C, bunkers 


shore 


Tampa, Fla. 

Kerosine/No. | 

No. 2 fuel 

Diese! oil, 
vlante 

No. 6 fuel, no eulf 
quar 

do barges 

Light Diesel, 
bunkers 

Bunker C, bunkers 


shore 


DISTILLATES & FUELS 


Mar. 11 Mar. 4 Feb. 26 
10.96/10) 
10.7(7) 
10.2110) 
9. 95/6) 


10,.95(10 
10.7(7) 
10. 2(10) 
9. 96(6) 


10. 95(10) 


10. 6(6) 
$4 41 
$3 .06(6) 


10. 6(6) 
$4.31 $3.31 
$2. 06(6) $3. 06(6 


$2.35(7) 


$2.35(7) $2.35(7 
$2.32(6) $2.32 


7 
6 $2 3216 
$2 4514 


2.4213 


2 4614 $2 4614 
$2.42(4 2.421% 


+ 
$4 30/4) $4 Wi4) 4 


4 0514 
$2.42(8 


$4 05/4) $4 
$2. 32(8) $2.4 


1) 86 
10 64 


11.86) 
10. 6(4) 


1). 8(5) 
10. 6(4) 
10. 6(4) 10 6(4) 10. 6(4) 
2.23(2) 2.23(2 


$2.20(3) $2.20(4 


$4 46214) 
$2.20(3) 


$4 45204 
$2. 2014 


11. 1619) 11.1509 
16 4(9) 10.419 
10, 8(4) 10, 8(4) 
$2.42(2 
$2.39 
$2 20 


$2.42(2 
$2.39 
$2.49 


1) 0619 
10.3(9) 


11.0519 
10. 3(9) 


11.0519 
10.309 


10.7(4) 10.714 
+. 25(3 $3. 25(3 


$2. 30(5) 
$2. 36(4) 


$2 30(5) 
$2. 36/4) 
$2 54-2.6 
$2.5 

$4 44 

$2 36/3) 


$2 54-2 
$2 51 
4 34 
$2. 36(3) 


11. 8(7) 
10. 6(7) 


11 8(7) 
10. 6(7) 


10. 6(5) 
2.87 


10. 6(5) 
$2.87 
$2 3015 
$2. 27(6) 


$2. 30(5) 
2.27(5) 2.27(5) 
$4. 462(6) $4. 45216 


$2.27(5) 2.27(5) 


$4 4652/6) 
$2.27(5 


11.7(8) 
10. 5(6) 


11.7(8) 11.718 
10. 5(6) 10.5(6 
10. 6(6) 10. 5(6) 10. 5(6 
$2 2014 
$2. 18(4) 


$2 20(4 
$2. 18(4) 


$2.20(4 
$2. 18(4 
, 


$4. 41(5) 4.4115 $4 4115 
2.1815 2. 185 $2. 1816 


er ee 


7 
T 





AVAILABLE 


1 Va 


Hopewell, Vo 
Wilmington, N. C 
Charleston, S.C 
Savannah, Ga 

Port Everglades, Fla 
Tampa, Fla 


Feb. 18 


10. 95(10) 
10,7(7) 
10.2010 


9.95(6 


10 6(6) 
$3.3 
$3.06(6 


11. 8(5) 
10.614 


10. 6(4) 
$2.23(2 
$2.20 


$4 46214 
$2.20(3 


11. 05(9) 
10.319 
10.7 


10 


4 
% OF 


(4 


) 


11.8(7 
10 ¢ 


10 615 
$2.87 


$2 2016 
$2. 27(6) 


$4. 452(6) 
$2.27(5 
11.718 
10. 5(6 
10.616 


§2.20(4 
$2.18(4 


SOUTHERN TERMINALS 
Panama City, Fle 
Birmingham, Ala 
Montgomery, Ala 
Columbus, Ga 
Greenville, Miss 
Knoxville, Tenn 


DISTILLATES & FUELS 


"1 Mar. 4 
Toledo, Ohio 
Keroeine 
Diese! oil 
No. | fuel 
No. 2 fuel 
No. 6 fuel 
No. 6 fuel 


11,9 
11.9 
11, 65-12.05 


Wilmington, N. C. 

Kerosine/No. 1 

No, 2 fuel 

Gas house gas oil 

Diesel oil, shore 
plante 

Light Diesel, 
bunkers 


10, 95(7) 
10.3(7) 


10. 95(7) 
10.3(7) 


10. 4(2) 10. 4(2) 


$4. 22(3) $4.22(3 


Okla. (Okla. shpt.) 
42-44 w.w. kero 
Range oil 
68 & abv. di 
Diesel (4)9. 25-9 875 (4)9.25-9 875 
No. 1 fuel 2)9 375-9 .75 (2)9. 375-9 75 
No. 2 fuel 875-9 376 8.75-9.375 
No. 6 fuel 3)$1.50-1.65 (3)$1.50-1 65 


9. 625-10 
9 625-9.75 


9 625-10 
9,625-9.75 


Okla. Group 3 (Northern shpt.) 
42-44 w.w. kero 9 5-9. 875(2) 
Range oil 9.5-9.625 
58 & abv. di 

Diesel 9-9 625(2) 9-9 625(2) 
No. | fuel 9. 25-9. 625 9. 25-9. 625 
No. 2 fuel (6)8. 75-9 875-9 
No. 6 fuel (4)$1. 50-1. 65 $1 50-1 65 


9.5-9 875(2 
9 5-9 625 


Midwestern (Group 3 b: 
42-44 w.w. kero § 
58 & abv. d.i. 

Diesel 1.2 
No. | fuel... ° 9.25 
No, 2 fuel ' 8. 75(2 
No. 6 fuel : $) 50 


N. Tex. (Tex. & New Mex. shpt.) 

42-44 ww. kero 92-10 

68 & abv. di. 
Diesel 

No. 6 fuel 


(2)9 9.75 
$1 50-1.60 


W. Tex. (Tex. & New Mex. shpt.) 
42-44 w.w. kero 10-10 75 
No. 1 fuel 9.75-10.25 
No. 2 fuel 9.25-9.5 


No. 6 fuel $1.65-1.90 


10-10 75 
9 75-10.25 
9 25-9 5 


$1. 65-1.90 


E. Tex. (Truck transport lots) 

42-44 w.w. kero.. (2)0.6-9.76(2) 

58 & abv. di 
Diesel 

No. 6 fuel 


(2)9.5-9.75(2) 


8.75-9.75 87 
$1. 50-2.00 $1. 50-7 


Cent. W. Tex. (Truck transport lots) 


42-44 w.w, kero 95 0.6 
68 & abv. di 

Dieeel ; 9 26 9 25 
No. 2 fuel : 85 85 
No. 5 fuel $2 52 $2.62 
No. 6 fuel $1.65 $1 65 


Kans. (For Kans. destinations only) 
42-44 w.w. kero (3)0.875-10.125 (3)9.875-10.125 
52&bel. di. Diesel 9 625 9.625 
68 & abv. di 

Dierel 9. 625-9 75(2) 
No. | fuel 4)9.625-0.875 
No. 2 fuel 2)8. 875-9. 25 
No. 5 fuel 2. 00-2 30 
No. 6 fuel $1. 60-1. 80(2 


9.625-9.75(2) 
(4)9.625-9.875 
(2)8 875-0. 25 

2 00-2 30 

$1 60-1. 80(2 


REPUBLIC OIL REFINING COMPANY 


Highest Quality 
Petroleum Products 


e Gasoline 

e Kerosene 

e Diesel Fuel 
e Heating Oils 


ATLANTA, GA. 
1401 Peachtree Street 
PITTSBURGH, PA. 

Benedum-Trees Bldg. 
TEXAS CITY, TEXAS 


Feb. 26 Feb. 18 
11.9 

11.9 
11.65-12.05 
10 66-11 .05 
5-8(2) 
7.5(2) 


119 
11.9 
11. 65-12.05 
10. 65-11 05 
§-8(2) 
7.5 


7 
2) 7 


10. 95(7) 
10.3(7) 


10. 95(7) 
10.3(7) 


10. 4(2) 10.4(2) 


$4. 22(3) $4. 22(3) 


9 625-10 
9 625-9 75 


9 625-10 


9.625-9.75 


9 25-9 875 
2)9. 375-9 75 
8.756-9 375 


$1 50-1.65 


9. 25-9 875 
9 375-9 75 
8 75-9 375 
$1 50-1 65 


9 5-9. 875(2 9.5-9.875(2) 


5 9 5-9 625 


95-9 625 


9-9 625(2) 


25(2 9-9 625(2 
9 25-9 625 
8% 75-9 

$1 50-1.65 


9.25-9 625 
mF 
8 75-9 


2)$1. 50-1. 65 


9 5-9 875 9 5-9 875 
2)9 25-9 625 (3)9. 25-9 625 

9.25-9 625 9 25 9.625 
4)8 75-9 (4)8 75-9 
(2)$1. 50-1 55 (3)$1. 50-155 


92-10 9.2-10 


(2)0-9.75 
$1 50-1. 60 


(2)0-9 75 
$1 50-1.60 


10-1075 10-10 75 
9.76-10 25 0.75-10.25 
9 25-9.5 9. 25-9.5 


$) 65-1. 90 $1. 65-1.90 


(2)9.5-9 7512) = (2)9.5-9.75(2) 


&.75-9.75 
$! 50-2 00 


8.75-9.76 
$1. 50-2.00 


9.5 95 


9 26 9.25 
8.5 85 
$2.52 $2 52 
$) 66 $1.65 


(3)9.875-10.125 (3)9 875-10 125 
9.625 9 625 


9.625-9.75(2) 
(4)9.625-9.875 
(2)8.875-9 25 

2. 00-2.30 

$1. 60-1 80(2 


9.625-9.75(2) 
(4)9.625-9.875 
2)8 875-9 25 
$2.00-2 30 
$1. 60-1. 80(2) 


Refinery 
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—feJ prices REFINERY AND TERMINAL 


DISTILLATES & FUELS DISTILLATES & FUELS 
Mar, 11 Mar. 4 Feb. 25 Feb. 18 Mar. 11 Mar. 4 Feb, 26 

Ark. (For shpt. to Ark. & La.) Diesel fuel 
42-44 w.w. kero 10 10 10 10 PS 200 12.2 : 12.2 
Tractor fuel..... 10 10 10 10 Light fuel 
52&bel.di.Diesel 9.5 9.5 9.5 83 $2.35 
68 & abv. di 

Diesel... . 9.875 9.875 ‘ 9.875 ' $2.05 
No. 2 fuel... . 9.125 9.125 9.125 Tank Truck (400 gals. or more) 
Ne. 4 fuel. ... $2.25 $2.2 2.28 $2.25 40-43 w.w. kero 17.6 
No. 6 fuel. . $2.05 $2.05 $2.05 Btove dist 
No. 6 fuel... $1.90 $1.90 $1.90 PS 100 14.2 
Diesel fuel 


Western Penna. PS 200 12.7 


Bradtord-Warren: 
Sine ; (3)11.5-11.85  (3)11.5-11.85 : 5-11.85 3)11.5-11. 85 Pacific Coast 

cetane Diesel 11(2) 11(2 , ‘ ) 
No. 2 fuel... (3)10.75-11.1  (3)10.75-11.1 7! apr RE 6 ap aS ee 
36-40 gravity fuel 10 25-10 6 10.25-10.5 5-10. 25-10 5 San Pedro, Calif. 


Oli City: Diesel— PS 200 $4 20(5) $4. 20(5) $4. 20(5; 20(5) 
Kerosine 11.5-11.85 115-11. 85 f 5 , 5 BunkerC—PS400 §1.80(5) $1 8015) $1. 80(5) 80(5) 


Ag ~Tane 5 : wen San Francisco, Calif. 
. tenes . “ Diesel— PS 200 $4 4114) $4 41/4) $4 4114) 41(4) 


No. 2 fuel 10. 25-11 : : 
F ( . (4) 5 
36-40 gravity fuel 10.25 Bunker P8400 $1 8514 $1 85/4) $1 85/4) 85(4) 
Seattle, Wash. 


Pittsburgh: Diesel— PS 200 $4 62:4) $4 62(4) $4 62(4) 62(4) 
Kerosine ; D 75-12 § ‘ 7 6 3)1 ! » 28 3 75 oY, Bunker C—PB400 $2 10/4) $2. 1014) $2. 10/4) 2. 10(4) 


50 cetane Diesel 
No. | fuel Portiand, Ore. 


wade ‘ ; 10 &n . C Diesel— PS 200 $4 6214 #4 6214) $4. 62(4) org 
2 ae fuel 10.7 ee y™ ‘ ad fe Bunker C—PS400 $2. 10(4) 2 wid $2. lu) 2.1014 
7 5 


Central Michigan 

46-49 w.w. kero 13-13.6 
Range oil 2)13-13.2 
P. W distillate 2)12.75-13.3 
2)11.75-12.3 


NATURAL GASOLINE 


Prices are to blenders on freight basis shown; shipments may originate in any Mid-Con 
tinent manufacturing district 


No. 6 fuel 7.45-7.75 5-77 7 7 48-7.75 Mar. 11 Mar. 4 Feb. 25 Feb. 18 


Ohio— Quotations of 8. O. Ohio for delivery to Obie points FOB Group 3 
Kerosine f 12 5 f 12 § Gre te 26-70 4 
Ne : fuel 3 + ; { 113 FOB Breckenridge, Tex 
Grade 26-70 ... i 

California - Los Angeles District 
Rack 
Stove dist 

P8 100 5 2 ; 9.5-10(2 LP-GAS 
Diese! fuel 

PS 200 +9 25 
Light fuel 

PS 300 $2 00-2 10 $2. 00-2.10 2 00-2 2)$2.00-2.05 Mar. 11 ‘ Feb. 26 Feb. 18 
Heavy fuel Propane 

PS 400 $1.55-1. 85 $1 55-1 85 55-1 2)$1 55-1 85 

, : New York Harbor 
Tank Car Philadelphia, Pa 
40 43 w.w. kero Toledo, Ohio 
Stove dist Houston, Tex 

PS 100 - ! 4 Oklahoma 
Diesel fuel Group 3) 

PS 200 Daton Rouge, La 
nes ; ; Shreveport, La 

'S 300 $2 00-2.30 $2 00-2.30 $2. 00-2.30 $2 00-2 30 New Orleans, La 

Heavy fuel : . 

PS 400 2)$1.55-2 00 2)$1.55-2 00 2)$1 55-2. 00 (2)$1 55-2 00 
Tank Truck (400 gals. or more 
40-43 w.w. kero 17.1 17.1 
OOS 100. 13.7 13.7 13.7 31 LUBRICATING OILS 


Producers’ contract prices, tank cars 


Diesel fuel- . 

PS 200 12.2 12.2 ‘ 9 ¢ Mar. 11 Mar. 4 Feb. 28 
Western Penna. 

San Francisco District: Viscous Neutrala—No. 3 col. Via at 70° F 

Tank Car 200 vis. (180 at 100°) 420-426 fi. 

40-43 w.w. kero 14 I 10 p.t. 20 

Stove dist 15 p.t 19 
PS 100 13 3.7 13.7 7 25 p.t 17.515 





Fluorescent 


rere Pat) 


COLORS une | 
PATENT CHEMICALS 
GASOLINE NCORPORATEO 
390 £, 40 St., N.Y Cc. EV &-4100 Paterson 4, New Jersey 


PETROLEUM CORPORATION 


INDEPENDENT 
MARKETERS 








Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION ae 


New York Boston NEW YORK 20,N.Y 


Maine to South Carolina 
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REFINERY AND TERMINAL 


LUBRICATING OILS 


Western Penna. Mar. 11 Mar. 4 Feb. 26 Feb. 18 


100 vis. (143 at 100°) 400-405 fi. 
.! 17.6 17.5 17.5 17.6 
16.6 16 6 16.6 16.5 
(4) 16-16 (4) 15-16 (4) 16-16 (4)15-16 


19.6 19.5 x18.6 17.5 
18.6 n18.5 x17.5 16.5 
«17(6) 16-17(5) “(2)16-17(4 (2)16-17(3)x 


ar. flterable. (2)10 6-11 x10.6-11 10-11 

weep Sg T x11. 5-12 11-12 11-12 

flosh........ (2)13-13.6(2) 113-12, 6(2) 12 6-18 6(2) 12 6-13. 6(2) 
600 fash....... 14.6(8) x14.5(2) 14-14.5 14-14.5 


Mid-Continent 
FOB Tales basis, for domestic shipment only, bright stock, vis. at 210° seutrals, vis 
at 100° 0-10 p.p. 


Bright Steck Conventional 
200 vis. D, 

10-26 p.p. 20 
160-160 vis. D: 
6-10 p.p.... 18-19 


17 


150-160 vis., 
0-10 p.p., 06 v.i, (3)20-21.5 (2)20-22 (2)20-23 (2)20- 22 


Neutral Olle— Conventional Pale Oils 
11,76 


12 
12.76 
13 
13 26 
13.6 
13 76 
vis. No. 3 col 4 
Neutral Olle— Solvent — 96 v.!. 
170-180 vis (2)15.5-16.6(3) (2)16.6-16.6(8) (2)16.6-16.6(3) (2)15 5-16. 6(3) 
200-210 vis. (2)16.76-16.75(3) (2)16.76-16 Hy) (2)16.75-16.76(3) (2)16.75-16.76(3) 
B00 vie... ..... (2) 16,.26-17.26(2) (2)16.26-17.26(2) (2)16.26-17.26(2) (2)16.26-17.26(2) 
Cylinder Stocks 
000 e:., 
olive green 15.5 16 6 16.5 156.6 


Guilt Coast—Bolvent Refined Oils from Mid-Continent grade erude; FOB ship at Gulf 
for export, 
Bright Stock vis. at 210° 
150-160 vie.; 
0-10 p.t., 06 vi, (5)19-20 (6)19-20 (5)19 (6)19-20 
Neutral Olie—Vie. at 100°; 06 v.1.; 0-10 pt: 
(2)14.6-16 (2)14.5-16 x(2)14. 14-16 
(2)15-16.76 (2)15-16.76 n(2)15 14. 16-16.75 
16-17.25 16-17 .25 x16 15-17, 25 
16.5-18 5 16 6-18.56 x16 f 16-18.6 


WHO... 








BUT UNITED, OFFERS 
THE JOBBER AND MARKETER SO MUCH? 
100% Pure Pennsylvania Lubricating Oils re- 


fined by UNITED's 
deliveries on schedule 
eave mee ehulen: 

t the Jobbe and Marketer 
and consistently fair price: 

its polick 
Write, Wire or Phone for Information 


4 - 


UNITED REFINING COMPANY, WARREN, PA. 4 


modern equipment 
technical assistance 
a sympathetic understanding 
problems 
UNITED 
to build YOUR business 


RE PENN 


LUBRICATING OILS 


Mar. 11 Mar. 4 Feb. 25 Feb, 18 
South Texas 
Vis. at 100° F FOB 8. Tex. refineries for domestic and/or export shipment. 
Pale Olle: 

100 vis. No. 14% 
2% col... ... 
200 vis. No, 2-3 

ool... ... 

300 vis, No. 2-3 
col, rr 
ag vis. No. 24- 
750 vis, No. 3-4 

col 


12. 25(6) 12. 25(6) 12. 26(6) 12. 25(6) 
13. 75(6) 13.75(6) 13.75(6) 13.75(6) 
14. 25(6) 14. 25(6) 14. 25(6) 14. 25(6) 
14, 76(6) 14.75(6) 14.76(6) 14 75(6) 
iar? 16(6) 15(6) 15(6) 16(6) 
1200 vie, No, 3-4 
‘ 15 6(6) 16 5(6) 15. 6(6) 16 6(6) 
2000 vis. No. 4 col. 16(6) 16(6) 16(6) 16(6) 


Red Olle: 
100 vis. . 5-6 
Pr 12. 25(6) 12.25(5) 12. 25(5) 12. 26(8) 
200 vis, . 5-6 
eol 13 .76(6) 13.75(6) 13. 75(6) 13. 76(6) 
14, 25(6) 14. 25(6) 14. 26(6) 14. 25(6) 
14.75(6) 14.76(6) 14.766) 14.76(6) 
15(6) 15(6) 15(6) 16(6) 
15. 6(6) 15. 6(6) 15. 5(6) 16. 6(6) 


16(6) 16(6) 16(6) 16(6) 


300 vis. . 6-6 
col,, . 

600 vis. . 5-6 
ol 


col... 
750 vis, . 66 
col 


1200 vis. . 5-6 
col. 

2000 vis. No. 6-6 
eol A 


AVIATION GASOLINE 
(MIL-F-5572) 
Gulf Coast, 

Cargoes Mar. 4 
Grade 115/145 19.75 
Grade 110/130... 18 25(2) 
Grade 91/96 17.25 
Baltimore, Md. 

Grade 100/130. . 17.85 
Grade 91/96.... ‘ 16.35 
Grade 80... 16.1 


Boston, Mass. 

Grade 100/130... 17.95 
Grade 01/06..... 16.45 
Grade 60... ; 16.2 


Charleston, $. C. 

Grade 100/130... : 17.75 
Grade 01/96..... 16.25 
Grade 80. 1 16 


Houston, Tex. 

Grade 100/130... 16.75 
Grade 91/96.... 15.25 
Grade 80 1 15 








This Is Your 
Market Place! 


Write today for Advertising 
Space Rates. 


NATIONAL PETROLEUM NEWS 


330 West 42nd St., 
New York 36, N. Y. 








‘ 
“ . 


LUBRICATING 


of Uniform High Quality 
for TANK CAR BUYERS 


DEEP ROCK OIL CORPORATION 


oj 


YLVANIA O 


PHONE 4 


SA KLA 
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—f{e] prices REFINERY AND TERMINAL 


AVIATION GASOLINE 
(MIL-F-5572) 
Mar. 11 Mar. 4 


Feb. 25 Feb. 18 


16.75 16.75 16.75 
15.25 15.25 15.25 
15 18 15 


17 .85(2) 
16. 35(2) 
16. 1(2) 


17 .85(2) 
16.35(2) 
16. 1(2) 


17. 85(2) 17. 85(2) 
16. 35(2) 16. 35(2) 
16. 1(2) 16. 1(2) 


17.85 17.86 7 17.85 
16.35 16.35 6 16.35 
16.1 16.1 16.1 


19.15 19.15 19.15 
17.65 17.66 17.65 
17.66 17.65 17.66 


JET FUEL 
(MIL-F-5624) 


Mar. 11 Mar. 4 
0 25(2)x 9 25-9 75 


Gulf Coast, 
Cargoes 


Grade JP-4 


Feb. 25 
9.25-9 75 


NAPHTHAS & SOLVENTS 


Mar. 11 Mar. 4 Feb. 25 Feb. 18 


16. 6(4) 16. 5(4) 16. 5(4) 16. 5(4) 


18. 6(4) 
17.6(5) 


18. 5(4) 18. 5(4) 
17. 5(5) 17. 6(5) 


18 5(4) 
17. 5(5) 


17.5(4 17. 6(4) 
16.516 16. 5(5) 


17. 6(4) 17. 5(4) 
16. 5(5) 16. 5(5) 


19.5 19.6 19.6 19.5 
17 .6(6) 17, 6(6) 17.5(5) 17 6(5) 


12.375(4 
12. 875(3 


12. 375(4) 
12, 875(3) 
12. 875(4) 12. 875(4) 12. 875(4) 
il phy 11. 875(4) 11. 875(4) 

12. 875(3) 12 875(3) 


12. 875(3) 12. 875(3) 
2)13. 138. 13.376 (2)13.126-13.376 (2)13.126-13.375 (2)13.125-13.376 
2) 14,126-14.625 (2)14.126-14.625 (2)14.126-14.625 (2)14.125-14.625 


12.376(4) 
12. 876(3) 


12. 875(4) 
11. 875(4) 


12 pts 
12. 875(3 


Atlantic Seaboard 


Melting points are AMP’, 3° higher than EMP 
; fully refiued, slabs loose. Export prices FAS; cenle le i) 
cartons. 


FOB refinery ; scale in 
bags or bbis.; fully refi 


Mar. 11 

New Vork Domestic 
124-6 white ot ude 
123-6 fully refined 
125-7 fully refined 
128-30 fully 
133-6 fully refined 
135-7 fully refined 
138-46 fully 

refined. . , 
143-6 fully refined 
149-61 fully 

refined 


New York Export 
124-6 white crude 


SSR ast ¥ 76 
123-6 fully refined 4.25 
195-7 fully refined ae 8.45 

refined (2)8-8.45 
130-32 fully 

refined .. (2)8-8.45 
133-6 fully ~ (2)8-8. 55 
135-7 full 
138-40 — 


refined 
143-6 fully refined 


Mar. 11 
Western Penna. 


or 
in bage or 


8. 25-8. 565(2) 


8.35-8.55(2 
8.25-8.66(2 


Mar. 4 


(4)6.6-6.75 
8-68.25 

(2)8-6 46 

(2)8-6.45 


(2)8-8. 45 
(2)8-6. 55 


8. 25-8. 65(2) 


8 26-8 65(2 
626-8 55(2 


PETROLATUMS 


Mar. 4 


Bbis., carloads; tank cars, 1-1 5 ¢ leas. 


Bnow white 
Lily white...... 
Boft yellow . 


Light amber... . 
Amber... -. (6-68.56 


Red 4.76-6 376 


(2)7 125-7 .75 
(2)6.76-7.376(2) (2)6.76-7.376(2) (2)6.76-7.376(2) 
(2)6 626-7 25 
Geepiccccess 6. 126-6. 75(2) 
(2)6. 25-6 .75 
(2)6.25-6.75 


(2)7 126-7 .75 


(2)6. 625-7 25 
6. 125-6.75(2) 

(2)5.26-6.75 

(2)6.25-6.76 


(2)5-6 5 


4.76-6 375 


PARAFFIN WAX 


Feb. 26 


7.1@) 
7.06-8. 45 
8. 45(3) 


(4)6.6-6.75 
8-8 25 

(3)6-6.45 

(2)8-6.45 


(2)7 126-7 .76 


(2)6. 626-7 26 
6. 126-6. 78(2) 


(2)6 25-6 .76 
(2)6. 25-6 75 
(2)6-6.5 


4.76-6 376 


Prices for carload lot, Womestic prices 


Feb. 18 


7.1(3) 
7.06-8,45 
§.45(3) 


8. 55(3) 
8 .65(2) 


(46.6 


ze = o-= 
oeeye st 


Be & 
o- @ 


(2)7 126-7 .76 
(2)6.76-7.376(2) 
(2)6 625-7 .26 

6. 126-6.78(2) 
(2)6.25-6.75 
(2)6.25-6.76 


(2)6-6 6 


476-6 376 








National Petroleum News 


16(3) 


16(3) 


16 


16(3) 


Ohle—Quotations of 8. 0. Obio for delivery to Obie points, 


Btoddard solvent. 17 
Rubber solvent. 15.875 


E. Tex. (Truck transport lots) 
Stoddard solvent. 12.25 


Cent. W. Tex. (Truck transport lots) 
Stoddard solvent. 11.5 


18 
17 


17 
15.875 
12.25 


11.5 


Kansas (For Kansas destinations only) 


Stoddard solvent 12.6 


PARAFFIN WAX 


Mar. 11 


Western Penna. (tc. in bulk) 


ar Alay wtite 
rude seale.... (2)6.26-6.65 


12.5 


Mar. 4 


(2)6. 25-6 66 


18 
17 


17 
16.875 
12.26 
11.5 


12.5 


(2)6. 26-6. 66 
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TANK WAGON 


Prices for gasoline do not include taxes; they do, however, include Inspection fees per gal., included in both gasoline and kerosine prices 
mapection fees as shown in next column. Gasoline taxes, shown in separate unless otherwise specified, are as follows 
column, include 2¢ federal and state taxes; alse city and county taxes Ala. 1/40¢ on gasoline; Ark. 1/20c; Fla. 1/8; Ill. 3/100c; Ind. 2/25c, 
as indicated in footnotes. Kerosine tank wagon prices also do not include Kans. 1/100c; La. 1/32c; Minn. 5/200c¢; Mo. 1/25¢; Neb. 2/100c; Nev 
taxes; herosine taxes where levied ave indicated in footnotes. Discounts 1/20c; N. C. 1/4e; N. D. 1/20ce; Okla. 2/25¢; S. C. 1/8¢e; S. D. 1/40c; 
if any, are shown in footnotes. These prices in effect March 15, 1955, Tenn. 2/5c; and Wisc. 3/100c. 
as posted by principal marketing companies at their headquarters’ offices Kerosine inspection fees only: Ala. 1/2c; lowa 1/50c; Mich. 1/5ce 
but subject to later correction 


Socony Vacuum 


Mobilgas Aircraft 
Grade Grade Grade Mobilgas (Regular Grade) Mobilfuel Mobilheat 
Gasoline 80 9 00 Cons. Dir. Cons, Dir. Mobil Kerosine poe T (No. 2 ey) 


1 
Saxsee T.W. T.7. FT.H7. T.C. T.C. F.0. T.W. T.C. Yard T.W. T.C. ar 


New York City: 
Manb... 
Bronx. 
Kings.. 

ueens 
Kiehmond 

Albany, N. Y. 

Binghamton. 

Buffalo... 

Jamestown 

Mt. Vernon 

Platteburg... 

Rochester 

Syracuse......, 

Bridgeport, Conn 

Danbury... 

Hartford... 

New Haven 

Bangor, Me 

Portland 

Boston, Mase... 

Coneord, N. H 

Lancaster 

Manchester 

Portamouth ° 

Providence, KR. 1. 


16 
15 
16 
15 
15 
15. 
16. 
16 
16 


0 ‘ 15 
15 
15 
16 
16 


HOBBS Be ewe 


 & © 0 & 00 08 8 oo oe oo oo 
a 


— 


96 


95 

15 

, 1 15 
19.6 f 5 06 


° 5.5 ‘ 16.4 
> Ba : 2 ; 2 
20.5 5 28.65 14.4 E 5.6 05 15.7 é 
Burlington, Vt . a 15.9 « 4 12.65 55 : 11.8 
Rutland " , ? ‘ i .6 ‘ 9% . 5 12.2 one 
Tank Wagon Prices Ruffalo N. ¥. City Rochester Syracuse Roston Hartford Providence 
Mineral Spirits , ; 19.6 18 0 20.6 22.0 19.0 20.0 19.6 
v.M Naphtha..... sperpeeee ef 19.6 22.6 23.6 20.6 21.6 21.5 


maser Baaaoee: 2202) 2am eeaae 
~ 


-rcoawmnosoarn 


Taxes: N.Y.C. prices are ex 8% city sales tax. Syracuse prices ex 2% city sales tax, applicable to price of gasoline (ex tax) 
Discounts: Mobile Kerosine-.New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5¢ for deliveries of 300 gals. or more 
Mobilfuel Diesel-All points, tank wagon less 0.5¢ for deliveries of 800 gals. or more 
Mobilheat.-New York City (all boroughs) and Mt Vernon, tank wagon less 0.5¢ for deliveries of 300 gals. or more. 
Notes: Premium-grade gasoline t.w. prices 2.5¢ above regular. Jamestown t.c. prices are delivered prices, all other t.c. prices are FOB bulk terminals. 
Effective Dates: xMar. 14: ®Mar. 16 


Ohio Standard 


Sohio X-Tane Gasoline 
Aviation Gas.-Cons. T.W. (Regular Grade) Naphtha & Solvents— Cons. T.W. 
Sohio Sohio Sohio Con- Re- S.R. D.C. V.M.&P, Sohio Kerosine No.1 No.2 
Gasoline Avia. Avia. Avia. sumer — sell- ‘ Naph- Naph- Varno- T.W. Sohio- Sohio- 
Taxes 80 100 T.W. ers . the 
Akron... 23 16 16 5.9 13.4 ‘ , 23. 
Canton,...... 23 76 16 14.9 g 23 
Cineinnati....., vee 23 76 16 15 
Cleveland. .... ‘ 76 -16 16 
Columbus 16 
Dayton 
Lima. . 
Mansfield 
Marton . 
Portsmouth 
Toledo 


4 

1 

1 

16 27.76 1 

76 76 1 5 

76 9.1 15.6 

16 1 156.6 

716 1 16.6 

76 1 15.6 
7 x14.2 

Youngstown 1 15.6 é 

Zanesville coe 0 28 24 27.76 19.1 15.6 19 23 0 

Taxes: Hangar operators can purchase aviation gasoline less 4c per gal. State Road Tax by supporting purchase with State Tax Exemption Form A-10 

to supplier 


76 
.716 


ecoocoocoosooeo 
cooceooeososoeo 
to be 60 60 Go G0 ce co co co co co te 


a3 93-9 92-3 -3 3-2-2 2 


Discounts: Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w 
Notes: Kerosine, Nos, 1 & 2 Fuels—Prices are for 100 gal. or more; for 50-99 gal., add 1¢; 1-49 gal., add 2¢. 
Naphthas & Solvents Prices are for t.w. and drum deliveries of 500 gal. or more 
Premium-grade gasoline prices: consumer t.w. & s.8. 38¢ above regular, resellers 2.3¢ above regular. S.s. prices are at company operated stations. 


xEffective Mar, 1 


Fuel Oile—T.W.—Chicago, Hl. 
Standard Standard 
Heater Oil Furnace Ol 
n 
Indiana Standard 1-99 gals. 16.6 15.6 


~ he 15.6 
Tank wagon prices listed below were obtained by NPN correspondents who visited Standard i: a... ao. 15 1 


of Indiana bulk plants where the company’s prices are publicly posted 100-899 gals. 14.6 

. x 14.1 
Red Crown Standard Furnace Oil : 400 gals. & over 2 
(Reg. Grade) Gaso- Kero- 100 -100- 100- =175- 350 850 Soom ere 
Cons, Dir. line sine 1-99 gals. 174 349 849 gals. gals. Fuel A wel C 
T.W. T.W. Taxes T.W. gale. over gals. gals. gals. & over & over 1-749 gals. a3 10.15 4 

Chicago, Ill... : 1.0 16.6 750 gals & over....... 9.4 25 


South Bend, Ind. 0 17.6 16.3 16.3 ne es ois Taxes: St. Louis, Mo., gasoline tax includes le 
Detroit, Mich... ee: ; ria pots city tax. Des Moines, Ia., kerosine and furnace 


Mpls.-St. Paul 
Des Moines, Ia... .. 
St. Louls, Mo... 


6 
: 16 f aoe ber ° oil prices do not include 6c state tax. State 
7 
eo 6 
Wichita, Kana......*15.6 ‘ 7 
x 
7 
7 
6 


5 
0 17 f 13,.8* 13.3* sales, occupation, consumer and use taxes to be 
0 added, where applicable 

Discounts: Red Crown —Wichita CTW leas 1.1¢, 
0 e. , ° Omaha CTW less 2¢, for deliveries of 100 gal 
0 3.f i ‘- or more 
0 Note: Premium-grade gasoline t.w. prices gen 
0 erally 2¢ above regular 
0 *"Temporary” price 

Effective dates: ®April 1, *Oct. 5, ~Dee. 29; 1Dec 
0 80, 1954; *Jan. 12; tJan. 27. 


Omaha, Nebr... . 
Fargo, N. D... 

Huron, & D... ‘ 
Milwaukee, Wisc.... 18 
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—fej prices TANK WAGON 


CHEVRON 
Standard of. ular) Av.80/87 Gaso- 
California Er: TT. line 
400 Gale. & over Taxes 
0 
0 
0 


San Fran., Cal... 
Los Angeles... 


Seattle, Wash. 
Spokane 

Tacoma 

Boise, Idaho 

Salt Lake ; 
Honolulu, T. H. 
Fairbanks, Alaska 
Juneau 


20 
20 
82 
21 


SCHEBAABRWAAPABQMNA 
2 2222 OO See 


— 


Standard Standard 
Diesel Standard Stove 
Kerosine Fuel Furnace Oil 
Bele T.T. OU TLT. T.T. 
(400 gale. & over) (ex all taxes) 
San Fran. 17 12.7 7 14 
Los Angeles. 17 12.2 2 13 
Fresno ‘ 19 13.5 3.5 15 
Phoenix... 16 1 17 
Reno : 16 
Portiand... 5 13.% 
ttle.... 13.3 
Spokane... 4 15 
acoma oe 9.6 13.8 
Boise ’ 9.6 15 
Salt Lake. . f 13 
Honolulu. . . 13 
Fairbanks. . 
Juneau 


Taxes: 


Boise——-8e gas tax applies to motor fuel only; 
aveas taxes are 2c federal, 2.5¢ state 

Salt Lake—Te gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 4c state. 


Honolulu—8.5¢ gas tax applies to motor fuel 
only; avgas taxes are 2e federal, 3.5¢ terri- 
torial. Standard Diesel/furnace oil price is ex 
le territorial liquid fuels tax. All T.T. prices 
are ex Hawaiian gross income tax of 1% to 
reseller, 2.56% to consumers 


Notes: 


Gasoline For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0c for 40-199 gals.; 
0.5¢ for 200-399 gals., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5¢ differential applies 
to 40-399 gal. delivery; for leas than 40 gals 
add 6.0c gal.; except at Honolulu add 6.0¢ for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap 
ply to all quantities in excess of 40 gals 
Prices for Chevron Supreme (Premium) are 
2.5¢ gal. higher, except at Boise and Salt Lake, 
which are 2.3c gal. higher—-than Chevron (Reg- 
ular) for quantity delivered. For less than 40 
gal. deliveries, add 5.0¢ gal. to 400-gals.-and- 
over price, except at Honolulu, add 6.0c¢ gal 
for less than 40 gals. (Marine) and less than 
100 gal. (Shoreside). Add to Chevron Aviation 
80/87 quantity delivered prices, 2.0c for 91/98, 
5.0¢ for 100/180 and 8.0¢ for 116/145. 


Kerosine—T.T. prices apply to deliveries of 
400 gals. and over. For other deliveries: less 
than 40 gals., add llc; 200-399 gals., add 3c; 
40-199 gals., add 6c; tank car/truck trailer, 
deduct 3.5c. 

Standard Diesel/Furnace Oil and Standard 
Stove Oil—T.T. prices are for deliveries of 400 
gals. or more. For other deliveries: 40-199 gals., 
add ic; 200-399 gals., add 0.5¢; less than 40 
gals., add be. 

* Standard No. 2 Burner Oil 


Fire-Chief Gasoline 
Texas (Regular Grade) Kerosine 
Co. Dealer Gasoline Dealer 

T.W. Taxes T.W. 

Dallas, Tex. 14 
Ft. Worth 14 
Wichita Falls 
Amarillo. 
Tyler... 
El Paso..... 
San Angelo 


3 
8 
3 


« 


San Antonio. . 
Port Arthur 


Notes: Dealer t.w. prices apply also to all 
classes of consumers with minimum delivery 
of 50 gals. 

Premium-grade gasoline t.w. prices 2c above 
regular. 


AAAAAAAASAAVAS 
ecocooocooececoo 


i i ria! : Gasoline taxes are provincial taxes 
Imperial (Prices are per impe 7 gai.; to Taxes jas 5 


arrive at price per U. 5S. gal., Notes: 


° 
Oil subtract 1/6th.) Premium-grade gasoline t.w. prices 3¢ above 


regular 


(Esso Gasoline * Price is for premium grade 


Regular Grade) 
Dealer Gasoline 


Taxes r.W. Humble Humble 


Gasoline Caso- Kerosine 


0 
0 


tw 


St. John’s, Nfid. *25 
Halifax, N.S... y 
St. John, N. B. 
Charlottetown, P. E. I. 
Montreal, Que. 

Toronto, Ont. 

Hamilton, Ont. 

Winnipeg, Man. 

Brandon, Man. 

Regina, Sask 

Saskatoon, Sask 

Calgary, Alta 

Edmonton, Alta 
Vancouver, B. C. 


te 


oil Regular line Tank 
T.W. Retail Taxes Wagon 
Dallas, Tex 14.8* 19.9 6.0 13.3 
Ft. Worth 14.8 19.9 6.0 13.3 
Houston 14.7 20.0 6.0 13.3 
San Antonio... 15.0 20.3 6.0 13.3 


Notes: 


tor 


15 
15 
15.0 
13.0 
13.0 
11 
11 


—-— Grote 
Sto t 


or = SPS 09 BS 


<= 


9 
9 


oerc 


aS] 
Se ee ee 


n 


consumers 


1! 
1 
10 
10 
10 


Premium-grade gasoline t.w prices 


above regular 


tS be BS te b 
aI42cCC°”9 


only 


Re- 
tail 
7.5 


1 

17.5 
17.5 
17.5 


T.W. prices are to all classes of dealers and 


2.50 


* Price of 13.9¢ in effect to contract dealers 





They say Tie id broadening, 


it only Klallons all, brofct./ 


VE-ELK 
ia Shorter Hauls 


Elk has modern storage facilities especially located for 


nearness to jobber market areas 


These storage points bring Elk products nearer you and 
slash your freight bills. They also help you keep inventories 


trimmed—-sately 


Products are available for shipment from Philadelphia, 
Chicago, New Orleans, Los Angeles, San Francisco, Seattle, 
Falling Rock, W. Va., and other convenient points, 

Our sensible customer-supplier agreement protects you 


against sudden market price increases and immediatel) 


vives you the benefit of price decreases 


WRITE, WIRE OR PHONE 
for samples and complete de 
tails, without obligation. Im- 

do high 


portant: we not 


pressure’ our prospects. We REFI ¥ j k G COM PANY 


tell you the merits of our Charleston 24, Ww. Va. 

penpeitien—ane ot you Sa ie Refiners of Highest Quality Pennsylvania Grade 

judge Petroleum P.G.C.0.A. Permit No. 25 
FOUNDED 1913 
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TANK WAGON 


Atlantic Fe and Kero. & 


(Regular Grade) No. 1 
Refining Cons. Dir. Fuel 
T.W. T.W. Taxes T.W. 


16. 16 


Greensburg... 
Harrisburg. . 
Philadelphia. 
Pitteburgh. . 
Reading.... 16. 
Wilkes Barrexi6 
Williamsport 16. 
Wilmington, 
) 


2 Rr2rdverwwNnra 


D@lovccoes WB 
Hartford, 
Conn..... 18 
New Haven. 13 
Boston, 
Maas..... 18 
Springfield. .*12 
Prov., RK. 13 
Camden,N.J. 
Newark..... 
Albany,N.Y. 
Binghamton 
Buffalo. 
Elmira.... 
Rochester... 
Syracuse.... 
atertown.. 
Baltimore, 


a= AONB ewweaeaoa aa 


cr + AOSreores 


M4... 
Richmond, 

Per 16 
Charlotte, 


116 


is 


Bee Goss 
Jackson ville, 

| Oey 16 
Miemi.... 16 


— 


0 
0 


ce © S&S BS SSQSCSS2S828242E024 SH HN 2992450004 


- 


Mineral Spirite V.M.&P. 
T.W. T.W. 


Philadelphia, Pa...... 18.6 19.6 
Pittaburgh..... ; 22.0 23.0 


Heavy Fuel Oile—T.W. 
No. 5 No. 6 
Philadelphia, Pa....... 8.39 6.60 


Notes: 

Premium-grade gasoline t.w prices 2.bc¢ 
above regular, except Georgia and Florida 2¢ 

KerosineThru Pa. & Del., add le per gal 
for t.w, deliveries of leas than 100 gals. at one 
time. Camden--Add le for deliveries of 100-299 
wals., 2c for less than 100 gals 

Mineral Spirits prices also apply to Stoddard 
Solvent 

Effective dates; {Feb, 18, *Feb. 25, xFeb. 28, 
*Mar. 5 


Kentucky 
Standard 


Covington, Ky... 

Lexington... ; 

Louisville 

Paducah : 

Jackson, Miss 

Vicksburg... eee 

Birmingham, Ala... 

SO Se 

Montgomery 

Atlanta, Ga... 

Augusta. 

Macon 

Savannah 

Jacksonville, Fila. 
fami oes 

Pensacola. 

Tampa 


OH eK ISAM DAROMON: 
COVCCBMBwM—--Sevoeee 


Taxes: 

Gasoline tax column includes these city & 
county taxes; Mobile, 2c city; Birmingham, lc 
county; Montgomery, le city & le county; 
Pensacola, le city. Other taxes not included in 
prices: Georgia, kerosine, lc; Montgomery, 
kerosine, le; Mississippi, kerosine 0.5¢ 


(N. B. Prices are Continental's tank- 
wagon prices. Current selling price 
may vary from those shown because 
of loca] conditions). 


Conoco Demand 

N-tane (3rd Gaso- Kero- 

(regular)Grade) line sine 

Tank Wagon Taxes T.W 
Denver, Colo.. 8 0 15.8 
Grand June..... 
Pueblo oeee 
Casper, Wyo... 
Cheyenne...... 
Billings, Mont.. 
Butte 
Great Falls.. 
Helena ape 
Salt Lake, U.... 
Twin Falls, Ida. 
Albuquer., N. M. 
Roswell cae 
Santa Fe 
Muskogee, Okla. 
Oklahoma City 
Tulsa 


2 
6 
7 
9 


CRBOCSAOCMAAONOSCAANS 
G© 08 00 © 00 GO GD ~3 00 co co CO OO OO 





on household fuel tanks. 


Universally Approved by 
Leading Fire and Safety 
Authorities 


* T.M, Reg. U.S. Pat. Off. 





VENTALARM* the Original and 


Dependable WHISTLING TANK FILL SIGNAL 


Over 4,000,000 VENTALARM 
Signals have been installed 


Underwriter's Laboratories Listed 


FULL PATENT PROTECTION 


Full variety of models to satisfy every tank condition, new or old. 


SCULLY SIGNAL COMPANY 


174 Green Street, Melrose 76, Mass. 
Canadian Licensee: EMPIRE BRASS MFG. CO., LTD., London, Ontario 


© 1954 Scully Signal Compony 








Taxes: 

Gasoline tax column includes these city 
taxes: Albuquerque & Roswell, 0.5c; Sante 
Fe, lc; Cheyenne, lc; Casper, lec. 


Discounts: 

Salt Lake City and Twin Falls gasoline and 
kerosine prices apply for deliveries of less than 
200 gals.; 200-899 gals., deduct 0.56c; 400 gals. 
and over, deduct le 


Notes: 
T. W. prices are to consumers and dealers. 
Premium-grade gasoline t.w. prices 2.3¢ 
above regular. 


Faso Gasoline 
(Regular Grade) 
Gasoline 


Esso 
Standard 


Atlantic City, N. J.. 
Newark..... 
Baltimore, Md.. 
Cumberland........ 
Washington, D. C.. 
Danville, Va. 
Petersburg. . . 


Richmond......... 
Roanoke g eee 
Charleston, W. Va. . 
Fairmont , 
Parkersburg 
Wheeling 

Charlotte, N. C..... 
Hickory ‘ 
OR eae 
Raleigh sag 
Salisbury 
Charleston, 8. C. 
Columbia. . 
Spartanburg 

Sloe Orleans, La. 
Baton Rouge 
Alexandria......... 
Lake Charles. 
Shreveport 

New Iberia......... 
Knoxville, Tenn..... 
Memphis 
Chattanooga 


Little Rock, Ark.... 


> RANK omMooamone: w& | 


moocooocooooooococece|coooeceoecooece|ce|oco 


ACGCGAONSAH BORIS VAIN ISGOHSNAHOMSAASS * 
BrARarSeROraD 


NeCNon wan DoOrsS-DAIMwISooHwaAHoMwAAaD 4 


Naphthas T.W. & Steel Bbls. 

Newark, N. J. Min. Spirits V.M. & P. 

8600 hed 18 $ 19.5 

Steel bbi nes 24.0 25.5 
Baltimore, Md. 

8,600 gals. & over... 16.7 

EE Bc no cnr eees 25.6 
Washington, D. C. 

8,600 gale. & over... 17.2 


FUEL OILS—T.W. 
No.1 No.2 No.4 No.6 


Atlantic City, N. J. 14.45 18 562 TTT 

14.45 13 8.884 $2.936 
os 18 4 Hy 2.98 
4 


$83 
5 2.88 


a 


Washington, D. C.. 
Danville, Va... 


isbury 
Charleston, 8. C... 
Columbia 
Spartanburg....... 


ROOK RAR ewe -2-3-3 


Taxes: Louisiana kerosine prices do not in- 
clude le state tax. 
Notes: Kerosine No. 1—Atlantic City prices 
are for deliveries of 300 gals. or more; add le 
for 100-299 gals., 2c for less than 100 gals. 
Premium-grade gasoline t.w. prices 2.5¢ 
above regular. 
xEffective Mar. 14 
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~ fe} prices CRUDE OIL Domestio—in $ per bbl. of 42 U. 6. gals. at the well 


ILLINOIS 


Eastern II! 
Ill, Basin 
3-16-55) 
Il. Basin (Gulf 
11-20-54, Pure 
Texaco 11-19-54 
(Sohio, 10-1-54) excep 
(Sohio, 10-1-54) Dudley 
(Sohio, 10-1-54) 

fields 


(Ohio Oil 3- 
(Ashland 


1é 
16 


10-28-54, 


Ill 
Ii! 
I} 


Loudon & Mattoon pools (Carter 


Plymouth (Ohio Oil, 3-16-5 
INDIANA 

All fields & 
Western Ind 


KENTUCKY 
Butler Co. 
71-12-54) 


Pools (Sohio 
(Ohio Oil 3- 


Area 


11-22-54, 


t 


-6 >») 
7-9-54, 


Ohio 


Schedule 


Oil 


Magnolia 
Shell 11-22-54, 


flelds 


field 


Elbridge & 
) 


10-1-54) 


16 


55) 


Owensboro Area (Ashland, 7-9-54) 
Ragland Grade (Ashland, 7-9-54) 
Somerset Grade (Ashland, 7-9-54) 
Western Ky., all fields & pools, Sohio 


(10-1-54) 


LOUISIANA 

Bayou Pigeon (Republic) 
Bear (Continental) 
Bivens (Atlantic) 

Creole (Pure) 


Haynesville-Smackover Lime: 


Condensate Ark. Fuel, Gulf) 


Qrude (Ark. Fuel, Gulf) 
Neale (Atlantic) 


North Louisiana Condensate: 


Cotton Valley (Esso) 
Gloyd (Esso) 


South Louisiana Condensate (Esso) 


Sweet Lake (Pure) 
Urania (Ark. Fuel) 
Ville Platte (Continental) 


below 


Stoy 


Schedu 


1 


b- 15-55) 


Schedu 


(Owensboro-Ashland, 


0 


$2.90 


2 95 
7.90 
9 5G 
le O 
> oH 


“ot 


2.90 
le O 





MICHIGAN 


Only lowest and highest postings of each com- 
pany are shown below; other postings may be 
obtained on request to NPN. 
Bay Pipe Line (10-16-54): 
Elmwood 
Lake George, Stony Lake 
Leonard Pipe Line (6-1-54): 
Clare City 
Fork & other fields 
Pure 
Adams & Deep River (6-1-54) 
Coldwater (10-28-54) 
Simrall: 
Grant (5-29-54) 
; pperstee-Sen Denslow (10-16-54) 
Sono: 
Coldwater (10-1-54) 


$2.50 
2.98 


2.62 
2.98 


2.80 
3.04 


2.48 
3.06 


3.04 


MISSISSIPPI 


Baxterville: 

Condensate (Gulf) 
Crude (Gulf) 

Central Miss. Condensate: 
Fayette (Esso) 
Gwinville (Esso) 

Pickens crude (Carter) 


2.75 
1.50 


3.10 
3.00 
Schedule D 


MISSOURI 
St. Charles (Sohio, 10-1-54) 2.90 


MONTANA 

Cat Creek (Continental) 
Darling (Carter) 

Pondera (Phillips) 

OHIO 

Cleveland & other fields (Sohio, 
Corning (Ashland, 11-1-54) 
Corning (Seep, 11-1-54) 

Lima (8.0. Ohio) 


2.90 
2.60 
Schedule M 


11-1-54) 





PENNSYLVANIA—Penn. Grade 
(1-21-55, except as noted) 
Allegany, N. Y. (Sinelair 2-1-5565) 
Bradford, Pa. (Seep, Tide Water) 

Eureka, W. Va. (Seep) 
Middle Penna. (Seep) 
Southwest Penna. (Seep) 
Zanesville, Ohio (Ashland) 


TEXAS 


Agua Dulce (Republic) 
Atlee (Republic) 
Benedum Condensate (Shell) 
Cayuga Condensate (Pan American) 
Chapel Hill: 
Condensate (Sinclair) 
Crude (Sinclair) 
Charlotte (Humble) 5¢ above 
Clay Creek (Sun) 
Conroe (Humble, Sun, Texaco) 
Darst Creek (Humble, Magnolia, 
Texaco) 
Pearsall (Humble) 5¢ below 
bw (Pan American) 
‘omball (Humble, Magnolia, Stanolind) 
Van (Humble, Pure) 
Willamar (Pan American) 


3.10 
3.06 
2.90 
2.90 


2.90 
2.83 
Schedule B 
2.66 


3.13 


2.79 
Schedule C 
2.76 
3.18 
2.78 
2.70 


WYOMING 
Beaver Creek (Stanolind) Schedule D 
Big Sand Draw Condensate (Sinclair) 
Byron (Ohio Oil, Stanolind) 
Garland (Ohio Oil, Stanolind) 
Hidden Dome (Ohio Oil) 1.65 
North Sand Draw (Sinclair) Schedule D 
Oregon Basin (Ohio Oil, Stanolind, Tex- 

aco) 
Riverton Dome 
Wertz (Sinclair) 


1.65 
Schedule D 
Schedule C 


(Stanolind) 





8S. O. California prices effective Sept. 1 


SCHEDULE I 


1.6 
1 
1 
1 
1 
2 
2 
2 
2 
2 
2 
2. 


SCHED 
Gravit 


ee dd) 


Schedule 


Aliso Canyon 87 
Beiridge.... 87 
Buena Vista Hills... 82 
Canfield Ranch 13 
Coalinga...... 84 
Coles Levee . il 
Cymric , . % 
Del Valle... . 18 
East Coyote = 
Elk Hills (Shallow) 32 
Elk aa Shovens Zone). uN 


- eoeororoneroronororonerrororn—&. . 


4 


$1.44 $ 
1.61 
7 


Elwood 
Gato Ridge 
Greeley 
Gutjarral Hills 
Huntington Beach 
Inglewood 
Kern Front 
Kern River 
Kettleman Hfils 
Lakeview Area 
Leffingwel! 


Lost 


ile 


McKittrick 


5 


1 
1 
1 
1 
1 
1 
1 
1 


2 OS GS OS OS GO GO GO GO IO PS PO PO PO FO PO OS FS PS ro DO NN 


56 
638 
70 
75 
79 
84 
88 
.98 


Schedule 


CALIFORNIA 


All gravities above those quoted take highest price offered for the field specified. 


1 SCHEDULE 
Gravit 
24-24 $ 
25-26.9.. 
26-26 
27-27 
28-28 
29-29 
80 
$1 
82 
83 
34 
85 
86 
87 
88 
89 
40 


9 


- 
- 


BS DS BO DS 1S 10 Oe ee ee eee 
- 


tOrororrrwrnw—. - 
HPNMNVNHNMNNNNMNRK— — 
ceo eceevocecocrvuorcoce 


~ 
ms 
-~ 
- 


BO PO PS PO PS PS 1H PY PS pO PO PO PS BO PO PD 
BPN NWN NWN MN MPP rw — 
BS DS PS PO PS PS FO PO 88 PO PO PO 


G2 DS PS PS PS PO PS PS PS PD PO PO PO PO PO PO PD 
G2 DO PO OS PS OS ON OS 


GS G8 GP GO GO Ge G8 GO Ge OF co Ge PO PO PO PS 


Schedule 


14 Midway Sunset 82 
| Mission 25 
11 Montalvo West (Colonia 
5 Pool) 22 
Montalvo West (McGrath 
Pool 21 
Montebello 29 
Mountain View $1 
Mt. Poso ° 1 
Newport-Anaheim Sugar 
Area 
Newport—Other Than 
Anaheim Sugar Area... 
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be dS dO PO Pe PO Oe PO Re DS 


Oxnard 
Pleasant Valley 
Race Track Hill 
Raisin City 
Richfield 

Rosedale 

Rosedale Ranch 
Round Mountain 1 
Santa Fe Springs 
Santa Maria Valley 6 
Sea! Beach 


Ge G2 GS GO PS PS PO PO Ne 


G2 GO GO Ge PO PS PS PO FS PO PO PS 


13 14 15 


Seeewwewwrrnrs 


Sewwwewowwnr 


32 


77 $1.74 
7 1.80 
83 8&7 
90 94 
98 00 
06 08 
13 17 
26 
82 
89 


GO G2 GO OP GP GO G2 G2 Ge PS FO PS FO PO PS PO PS FO PD PO PS AO DO DS De 
- 


GO GS G2 Ge GE PO £0 be PO FG OS PS 0 PS PO PO RO Ne 
BO 0S 1D BS DD ee 
2 G2 GD OE GO WS GOO GP GF Ge PO Fd PO FO PD PO 80 08 8S PO PO DO BO 
2 G2 G2 00 £0 PS PS nO £8 PO PS FO DO PO De 


G2 GO 2 Ge PD PO PS FO PO OS PS PO FO PS PO PS 


Schedule 
Signal Hill (Long Beach). 19 
Tejon Hills 17 
Torrance 26 
Wasco 11 
West Cat Canyon-—Le 
Flores ‘4 
West Cat Canyon (Sie 
quoe Zone) 
West Coyote 
Wheeler Ridge 
Whittier 
9 Wilmington 


Schedule 
21 
a4 

il 
a4 
27 
il 
36 
. " 





CRUDE OIL Domestio—in $ per bbi. of 42 U. 6. gale. at the well 


SCHEDULE A 


.- ee 


a 
_—-> 


. 
- & 


POTOPOPORONSNOTOND- PSNSHD- NOPOROND- BD. BORON. BO. BOND. BOKSNOD- - 
POPOTORORORSIONOND- PONTE. PONONHNSNOND. POTOTS. BON: - = - Pe 


40 & above. 


FIELDS EAST OF CALIFORNIA 


LF Fr G H I J 


porenod- Pron wm: tere - 25.8 . a & ¢ 
boreter: wMrnws: NN- °° oe ee 


ewununcee: Dae etee eenee ee lllliliiis 
Soames. rerer- soenenen: rermrnn- Stag! > 
Ponenuwwe. meen: son sene: NNWNNNND- 

ot IOS Mate aC fo Pwnwn: at a 


* & NNN: HNwwN- - rer: © ae ® 


BORON: NO: FONST: NO: 89ND: Brrr =. - 


ce ee peeing 


+ RODS pOPOrohe. w ° me 
. ce-co . sa¢. & © « 
: 833&8: &: 


are. ee, We, Ses ee St ke 
i 
on 
tonne. 


coe 


eSenspesesenncennD, eoeNed: SoeveneD- BO. souDee: BON: ss Stl 8: 
Ses=F 


Go pono ro RO RO NETO RO ORONO: 
COCO PROTO RO NORD: ONTND- RORONTS- 
tO PO NS ND NO NO NO ES RD: 





Prices in fields east of California were ef- 
fective as of 7 a.m., June 16, 1953, except as 
noted. Prices are shown by states and by gen- 
eral areas in most states. Details of fields 
where each company posts and exceptions to 
gravity schedules as shown above will be fur- 
nished on request to NPN, Seattered fields on 
gravee achedule as well as fields for which 

at prices are posted are shown in the Flat 
Price Section. 


GRAVITY SCHEDULES 
ARKANSAS—Sweet Crude 
eee A: Arkansas Fuel, Esso, Gulf, Mag- 
nolia. 


ARKANSAS—Sour & Other Crudes 
Schedule M: Ark. Fuel, Eeso, Ohio Oi! 


COLORADO—Sweet Crude 
Schedule A: Continental, 
clair, Texaco 


Phillips, Pure, Sin 


KANSAS—AIl fields 
Schedule A: Carter, 

nental, Gulf, Phillips, 

Stanolind, Texaco 


Cities 
Pure, 


Service, 
Shell, 


Contl- 
Sinclair, 


LOUIBIANA—Central 

Catahoula Lake & Other Fields: 
Schedule N: Esso 

Hemphill & Other Fields: 
Schedule O: Easo, Gulf, Stanolind 

Ollila & Other Fields: 
Schedule P: Ark. Fuel, Esso. 


LOUISIAN A—Conatal 
Edgerly & Other Fields: 
chedule F: Gulf. 
Eunice & Other Fields: 
Schedule E (24-29 gravity): 


Cities Service, 
Sun. 


LOUISIANA—East 

Delhi & Other Fields: 
Schedule N: Esso, Stanolind, 

Fairview & Other Fields: 
Schedule O: Easo. 


Sun 


LOUIBSIAN A—North 
Athens-Pettit & Other Fields: 
Schedule M: Eeso, Gulf. 
Caddo, Homer & Other Fields: 
Schedule A: Ark. Fuel, Esso, Gulf, Magnolia, 
Stanolind. 


LOUISIAN A—South 

Schedule P: Cities Service, Continental, Esso, 
Gulf, Magnolia, Pure, Shell, Stanolind, Sun, 
Texaco. 


ay = em oe a egy A Other Fields 
Schedule Q: Kaso, G 


206 


MISSISSIPPI 
Schedule O: 


-Fayette & Other Fields 
Faso, Pure. 


MISSISSIPPI—Overton & Other Fields 
Schedule N: Faso. 


MONTANA—Sweet Crude 
Schedule A: Carter, Phillips, Ohio Oil, Stano- 


lind, Texaco, 


MONTANA-—Sour Crude 
Schedule R: Carter, Continental, 
Stanolind 


Ohio Oil, 


NEBRASKA-—AII fields 
Schedule A: Pure, Sinclair. 


NEW MEXICO—Intermediate Crude 

Schedule D: Atlantic, Cities Service, Conti- 
nental, Gulf, Humble, Magnolia, Phillips, Pure, 
Shell, Sinclair, Stanolind, Texaco. 


NEW MEXICO—Sour Crude 

Schedule C: Atlantic, Cities Service, Conti- 
nental, Gulf, Humble, Magnolia, Shell, Sinclair, 
Stanolind, Texaco 


NORTH DAKOTA—AIl fields 
Schedule A: Stanolind (1-1-55), 
55). 


Pure (1-l- 


OKLAHOMA—AIll fields, except as noted below 

Schedule A: Carter, Cities Service, Continen- 
tal, Gulf, Magnolia, Phillips, Pure, Shell, Sin- 
clair, Stanolind, Sun, Texaco 


OKLAHOMA—-Carter, Comanche, Cotton, Gar- 
vin, Jefferson, Marshall & Stephens Counties 
(8-1-54 except as noted) 

Schedule AA: Carter, Cities Service, Mag- 
nolia (7-28-64), Pure, Shell, Sinclair (7-24- 
64), Texaco ( (8-56-54). 


TEXAS—East Texas Field 

$2.90 Flat Price: Ark. Fuel, Atlantic, Cities 
Service, Gulf, Humble, L'agnolia, Ohio Oil, Pan 
American, Phillips, Shell, Sinclair, Stanolind, 
Sun, Texaco. 


TEX AS—East Central 
Schedule B: Humble, Sinclair. 
TEXAS—Gulf Coast 
Aldine & Other Fields: 
Schedule P: Pan American, Phillips, 
lind. 
Anahuac & Other Fields: 
hedule F: Cities Service, 


Stano- 


Gulf, Humble, 
Magnolia, Pan American, Phillips, Pure, Re 


public, Shell, Sinclair, Sun, Texaco. 
Areola & Other Fields: 

Schedule J: Atlantic, Phillips, Pure, Sinclair, 
Texaco. 
Goose Creek & Other Low Cold Test Fields: 

Schedule E (24-30 Gravity): Humble, Pan 
American, Stanolind, Sun, Texaco. 
Hasta « & Other Fields: 

ule E (24-40 Gravity): Atlantic, Gulf. 

Humble Pan American, Stanolind. 


NATIONAL 


TEX AS—North, North Central 
Schedule A: Continental, Gulf, 
Sinclair, Stanolind, Texaco. 


Magnolia, 


TEXAS—Northeast 
(Asphalt Crudes) 
Cayuga & Other Fields: 
hedule K: Pan American. 
Taleo & Other Fields: 
Schedule L: Humble, Texaco. 


TEX AS—Panhandle 
Schedule A: Gulf, Humble, Magnolia, 
lips, Texaco. 


TEX AS—Southwest 
Bianconia & Other Fields: 

Schedule I: Cities Service, Continental, 
ble, Pure, Stanolind, Sun. 
Kelsey & Other Fields: 

Schedule H: Humble, Sun. 
Mirando & Other Crudes 

Schedule G (24-29 Gravity) : 
nolia, Sinclair, Sun, Texaco. 
Refugio & Other Crudes: 

Schedule G (20-40 Gravity): Atlantic, Cities 
Service, Humble, Phillips, Republic, Sinclair, 
Sun. 


Humble, Mag- 


TEXAS—West Central 
Schedule A: Humble, 
Texaco. 


Magnolia, Stanolind, 


TEXAS—West Texas Sweet 

Schedule A: Atlantic, Cities Service, Gulf, 
Humble, Magnolia, Phillips, Pure, Shell, Sin- 
clair, Stanolind, Texaco. 


TEXAS—West Texas Intermediate 

Schedule D: Atlantic, Cities Service, Gulf, 
Humble, Magnolia, Phillips, Pure, Shell, Sin- 
clair, Stanolind, Texaco. 


TEXAS—West Texas Sour 

Schedule C: Atlantic, Cities Service, 
Humble, Magnolia, Ohio Oil, Phillips, 
Shell, Sinclair, Stanolind, Texaco. 


Gulf, 
Pure, 


WYOMING—Sweet Crude 
Schedule A: Carter, Continental, 
Pure, Sinclair, Stanolind. 


Ohio Oil, 


WYOMING—Sour Crude 
Schedule R: Carter, Continental, 
Pure, Sinclair, Stanolind. 


Ohio Oil, 


FLAT PRICES 
(Listings also include some fields on gravity 


schedules) 
ARKANSAS 
Limestone Condensate (Esso) 
Sandstone Condensate (Esso) 
Smackover (Ark. Fuel, Gulf) 
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CRUDE OIL Foreign—in § per bbl of 42 U. 3. gails., except as noted. 


Venezuelan Crude Prices 


Prices per bbl. for cargo-lot quantities, FOB vessel at ports shown; effective at t vessel tenders for loading; subject to change without notice 


and to availability and other terms stated below; 2¢ per bbl. differential per degre« 
except as noted. Prices for crude oi! sold at points other than those indicated subject to variation from prices shown below to reflect any change in 
transportation and terminalling requirements 


gravity applies for gravities below and above those shown 





Creole Petroleum Corp. 


Crude Gravity API Price (Bbl. FOB Effective Date 
18 
18-5! 


Canadian Crude Prices 


Bachaquero ***16 5-16.9 $1.80 Las Piedras or Amuay 

Tia Juana Heavy ***18 5-18.9 11 Las Piedras or Amua 

Lagunillas Heavy Flat 85 Las Piedras or Amuay 

Tia Juana Medium *26 .5-26.9 0 Amuay 

Tia Juana 102 L. P #26 .0-25.4 2 A muay 

Tia Juana Light 31.0-31.9 Amuay 

Mara *29 5-29. 9 Las Piedras or Amuay 

Cumarebo 418-48 9 Tucupido 

San Joaquin... 41.0-41.9 Puerto La Cruz 

Oficina, 12-32 9 Puerto La Cruz 

Mulata 2 36 0-36.9 Caripito 

Jusepin... 32-32 9 Caripito 

were ***16 5-16.9 Caripito f Fenn-Big Valley D-2, D-3 

Temblador *20 5-20.9 Boca de Uracoa . . 9 

Pedernales *21.0-21.4 Capure (Pedernales Golden Spike D-8, D-S 
Joarcam-North 


Postings of Imperial Oil Ltd. Prices are in Cana 


dian dollars per bbl. of 36 Imp. gal 


Alberta (effective 3-1-5565) 
Acheson /Stony Plain D-2, D-3, L.( 


Armisie L.« 
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Colon Development Co. Lid. Joarcam-South 
West Tarra j 37.9 2.99 Cardon y , Leduc-Woodbend [D-2, D-3 
La Cruces/Los Manueles 30 9 2.58 Cardon i bE Malmo 1-2, L.( 
pania Shell de Venezucla Malmo D-% 
New Norway 1-2 
New Norway 1-3 
Pembina Cardium 


Redwater D-3 


San Joaquin 9 3.04 Puerto La Cruz 
Oficina 32 $2.9 2.82 Puerto La Cruz 
Paconsib Bt 3.9 70 Cardon 
Lagomar *29 0- 4 45 Cardon 
Mara *29 5§-29.9 40 Cardon 
Cabimas *22 0-23 15 Cardon 
Lagunillas **appro 45 Cardon 


Manitoba (Effective 2-16-55) 
Bolivar Dist. Heavy ***12 5 Cardon 


So rer te wr 


= DO DS bo Oo 


*2 bb! aiff id | i f 09g ' “a ‘ Daly area-Mississipplan 
2.5¢ bbl differential per 44 deg. grav. **Price applies regardless of grav **3.5¢ bbl differential per | ’ 
deg. grav. ‘Shallow draft or Virden area-M ississippian 


Ontario (Pffective 6-11-52) 


Middle East Crude Prices Detheelt 
Prices are per bbl. of 42 U.S. gals., exclusive of local port or other governmental charges, sales Glenco 
taxes, etc., if any; FOB loading port indicated, for gravities shown; 2c per bbl. differentials per Oil 8 

degree of gravity applies for gravities below and above those shown is Springs 
Petrolia 
Persian Gulf 
Crude Gravity Price Crude Gravity Price Saskatchewan (Effective 1-7 
Arabian (ex Rastanura 86-86.9 $1.97 Iranian (ex Abadan) $1-81.9 1.67 Fureka-Viking* 
Esso Export (7-27-53), Soc.-Vac. Overseas Sup- British Petroleum, CFP, Iranian Branch, Shell Smiley-Viking 
ply (7-24-53) Petroleum (10-29-64), Iran California Oil 
Arabian (ex Rastanura $4-34.9 1.93 (12-29-54), Soc.-Vae. Overseas Supply (11-38-54) Turner Valley (Alta) Crude (2-1-6565 
M. E. Crude Sales (7-21-53) Iraq (ex Fao, Iraq) 36-36 9 1.92 FOB producers tankage, begin with 33-33.9 
Basrah (ex Fao, Iraq) : 36-36.9 1.92 British Petroleum (7-16-63), Soc.-Vac. Overseas grav. at $2.665 with 2¢ differential per deg. of 
Esso Export (7-27-58) Supply (7-24-53) grav. to 64 & over at $3.245 
Iranian (ex Bandar Mashur). . 34-34.9 1.91 Iraq (ex Fao, Iraq) 35-35 .9 1.90 
British Petroleum, Esso Export, Shell Petroleum Shell Petroleum (7-20-68) 
= 29 54), ¢ AG ae arm ivan Call Kuwait (ex Mina-al-Ahmadi) $1-31.9 1.72 Mid-Saskatchewan Pipe Lines, Ltd 
ornia =Oil (11-1-54), Gulf International British Petroleum, Gulf Exploration (7-16-53) 
(11-5 54), Soe, Vac. Overseas Supply (11-38-64), Soc.-Vac. Overseas Supply (11-83-54) 
The Texas Co, (Iran) (11-4-54) Qatar (ex Umm Said) 40-409 2 08 
Iranian (ex Abadan) 34-34.9 1.86 British Petroleum (7-16-53) Far East Crude Prices 
British Petroleum, CFP, Iranian Branch, Easo Qatar (ex Umm Said) 39-39 .9 2.06 
Export, Shell Petroleum (10-29-54), Gulf In Shell Petroleum (7-20-53), Soc.-Vac. Overseas Prices are in U. 8. dollars per bbl. of 42 
ternational (11-5-64), Iran California Oi) Supply (7-24-63) U. S. gals., ex local port or other government 
(12-29-54), Soc.-Vac. Overseas Supply (11-3 Qatar (ex Umm Said) 86-369 2.00 charges, for crude within gravity range stated 
54), The Texas Co. (Iran) (11-17-54) Esso Export (7-17-63) loaded in full cargo lots, FOB port indicated 


*Delivered at lease battery into trucks provided by 


Fastern Mediterranean Crude Seria Light 

Crude Gravity Price Crude Gravity Price Company Sarawak Oilfielda Lat 
Arabian (ex Sidon, Lebanon) 36-36.9 $2.39 Iraq (ex Tripoli, Lebanon/ Gravity API 37-38 
Esso Export (7-17-53), Soc.-Vac. Overseas Sup Banias, Syria) 86-86.9 2.39 Price $2.60 
ply (7-24-53) British Petroleum (7-16-53), Esso mapert . Lut 4 k 
Arabian (ex Sidon, Lebanon) 34-34.9 2.36 (7-17-63), Shell Petroleum (7-20-63), Soc.-Vac FOB aitong, Sarawa 
M. E. Crude Sales (7-21-53) Overseas Supply (7-24-63) Effective Dates 4-1-54 











NPN Gasoline Index CHEMICAL AND PETROLEUM PACKAGING 


Dealer T.W. Tank Car 


(cents per gal.) is PACKAGING your problem? 


Mar. 15 15.99 12.11 


Month Ago 15.91 12.14 IF SO,CONSULT US 


Year Ago 16.14 12.38 


Complete Facilities for Manufacturing and Packaging 
Dealer index is an average of dealer of ali Chemical and Petroleum Products 


tank wagon prices ex tank in ‘SO cities 


Tank car index is weighted average of 1-02. 10 55-GALLON PACKAGES FILLED TO YOUR SPECIFICATIONS 


following wholesale markets for regular 
grade gasoline, FOB refineries or ter 


minals: Okla., Midwest; W. Penna AMERICAN OIL & SUPPLY CO. 


tam, €6UN. CY Harbor Philadelphia 


Jacksonville; Boston and Gulf Coast 242 WILSON AVENUE NEWARK 5, N. J. 
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THE WINNER 
...and still 
world’s champion! 


In the past few years a lot of new talent 
has been thrown into the oil ring. The 
chemical additive boys, for instance, are 
making a great showing in helping motor 


oils meet the needs of modern motors. 


You and I know that additives are impor- 


tant. But it is really the quality of the basic 





crude oil that determines any motor oil’s 


lubricating quality. 





That’s why Pennsylvania motor oils have 
always been the lubricating champion of the 
world. Made from nature’s finest crude, they 
have what it takes to be a winner in every 


match for the best in engine performance. 





Today's BEST Oils 
start with 
Nature's BEST Crude 


.-.and that means PENNSYL VANIA! 


actet, throw 


these leading PY 


Co a 
M100". PURE 


Made from 
PENNS VLVANIA GRADE CRUDE O11 ASSOCIATION Cee Oli City, Pennsylvania 
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statistics — 


Gasoline Consumption by States, November, 1954 ft 


(American Petroleum Institute figures) 


Tax Ratet ~— - Month of il Mentha Ending With . 
November Jetober 1954 November 1954 November 1953 November 1954 N uber 1953 
Cents Gallons Gallons Gallons Gall Gallons 
Alabama 6 64,415,000 97,000 
Arizona 27,642,000 
Arkansas / 059.000 
California 
Colorado 
Connecticut 
Delaware 


&.835,000 } | O00 564.2301,000 
111,000 : ; »,000 92° 328.000 


, ‘ 
000 +8 625.000 38.000 y. a 4,000 


100 3.137.000 422,285,000 793,339,000 +44 
rots 38000 8°896 000 ; O00 4 14.000 
000 2.7 000 45,555,000 ) ov : ++ 
f ,000 10 
District of Columbia d /900 16,375,000 16,114,000 etty++ 000 
Florida 
Georgia 
Idaho 
Illinois 
Indiana 
lowa 
Kansas 
Kentucky 
Louisiana 
Maine 
Maryland 
Massachusetts 
Michigan 
Minnesota 
Mississippi 
Missouri 
Montana 
Nebraska 
Nevada 

-w Hampshire 

vy Jersey 
New Mexico 
New York 
North Carolina 
North Dakota 
Ohio 
Oklahoma 
Oregon 
Pennsylvania 
Rhode Island 
South Carolina 
South Dakota 
Tennessee 
Texas 
Utah 
Vermont 
Virginia 
Washington 
West Virginia 
Wisconsin ) , ‘ - , 
W yoming i | l 11,080,000 

Total 47 States and 
Daily Average 

Change from previous year 
Total change 
Percentage change in Daily Average 


726.000 9.513.000 000 | 5.000 
2,000 102,518,000 042,000 11 , ou0 l 000 
‘000 85. 681.000 79,2 000 13.000 
000 L&,868,000 7 12 22 6,000 
000 2 oor 000 J ] 0 
000 ? 514.000 1 000 l 767,000 
000 000 1 ooo O00 
000 . 000 23 000 , 507.000 
000 | 000 ‘ 000 
100 7 vv Ls , 4080 
000 27 000 y 000 
000 7.000 J 000 
000 000 7.000 
,000 »,000 ’ 000 
000 000 4 000 
OOo 000 4 000 
oOo0 7 > O00 , O00 
000 l 7 000 . ‘ 000 
1000 000 7.268.000 
oOog ’ Fooo 
000 . 000 
000 
000 


> O00 


000 
000 
000 
>, 000 
» O00 


O00 


000 


tIn general, these figures include a 

for a taxable or nontaxable purpose 

These are State tax rates per gallo: In ac 
(a) Not available at time of publication 


Gasoline Prices for 50 U.S. Cities Vicksburg bite 


Memphis, Tenn 
Lexington, Ky 
Averages of prices for regular-grade gasoline on March | as re Youngstown, Ohio 
ported by the Texas Co. to American Petroleum Institute. Figures South Bend, Ind 
in ¢ per gal.; (i) and (d) indicate increase or decrease as compared Chicag 
with Feb. | Detroit 
Dealer Service Tax Service Milwaukee 
t/w price Station (incl, 2¢ Station Twin Citic Mint 
(ex tax) (ex tax) federal) (incl. tax) Fargo, N.D 
Average U.S i-16.05 i-21.16 i-7.50 j-28.68 Huron. S.D 
Portland, Me i-15.70 i-20.90 8.00 28.90 Omaha. 


Neb 
Manchester, N.H. 16.50 20.90 1.00 1.90 Des Moine 
Burlington, Vt 16.90 22.70 1.00 29.70 St. Louis 
Boston 13.60 17.90 1.00 4.90 ichita, Kar 
Providence 13.60 17.90 6.00 } 

Hartford, Conn 12.90 d-15.90 6.00 

Buffalo 16.50 3.2 6.00 New Orle 
New York 15.80 24 6.00 0. Houston 
Newark, N.J 13.90 6.00 Albuques 
Philadelphia 13.90 ] 7.00 ‘ Denver 
Dover, Del 15.70 22 7.00 Casper, Wyo 

Baltimore 15.40 8.00 r Butte, Mont 

Washington, D.¢ 15.90 ] 8.00 29.7 Boise, Idaho 

Charleston, W.Va 16.30 23.4 7.00 } Salt Lake Cit 

Norfolk, Va 15.10 RO 27 Reno, Ne 

Charlotte, N.€ 16.20 22 9.00 ; Phoenix 

Charleston, S.¢ 15.10 21 9.00 1,4 San Francis 

Atlanta 16.60 22 8.00 Portland, Ore if 
Jacksonville, Fla 16.10 9.00 Spokane, Wash 18.80 
Birmingham, Ala 16.40 14.90 i-10.00* (*) Includes 1¢ y tax (**) Include 


lowa 


que 
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Here are important features 


that mean big savings with 


USS Stainless Steel Drums 
and Pails 








. USS Stainless Drums and Pails give you 
many times the length of life of drums 
and pails made of conventional car- 
bon steel because of greater tensile 
strength, extra durability. 


. USS Stainless Stee! Drums and Pails are 
USS Stainless Steel Drums are available with durable rubber rolling > = a a, —. - 
P ° ° ucin considera e t cost o 

hoops (as illustrated) that give extra protection to both the drum your ev raver Prensa _ 
and its contents from bumps and shocks, prolong the life of the drum, USS Stainless Stee! Drums and Pails 
make handling much easier and quieter, and keep the drum from give complete product protection dur- 
arki P avert - ing shipping or storage .. . stops worry 
marking and marring floors. about contamination from rust, scale, 
. Our special patented con- ae grease or dirt. 
ions struction seals off the inner ee . USS Stainless Steel Drums and Pails 
: } ' stay clean and new looking inside and 
crevice or opening that usually m | out. This is important in promoting 
results from the conventional customer confidence. And products 
. arg el that require sanitary containers are 
double seam construction. This dependably safe in USS Stainless Steel 


prevents the contents of the Drums and Pails. 


drum from entering the double These containers are available in both 
tight and removable head construction. 





seam and being trapped within 








the crevice, making it easier to 





do a thorough cleaning job 


. ‘ "It's Beller to Ship in Steel” 
United States Steel Products fabricates stainless, galvanized, UNITED STATES STEEL PRODUCTS 


tinned, painted and decorated drums and pails . . . furnished in a wide DIVISION 
range of capacities and with a variety of fittings and openings to meet UNITED STATES STEEL CORPORATION 

: f or ioe ipihe- . DEPT. 135, 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y 
every industrial need. If you would like any additional information Los Angeles and Alameda, Calif. - Port Arthur, Texas 


1c @ . 7 . » Dalle ine rok bon os = Chicago, II! . New Orleans, La. - Sharon, Pa. 
on USS Steel Drums or Pails, just write to us at New York. cata, Show Deter 


*Expected Completion in April 1955 


USS STEEL DRUMS Us 
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about oil people —=J\ 





lowa Independent Oil Jobbers 
Mix Business with Pleasure 





1OWA MARKETERS relax during a recess at the lowa Inde- 
pendent Oil Jobbers Assn. meeting. Concentrating on a 
) story (right) are William Harrold, Charles City, F. W. 
Fischer, Gilmore City, Frank W. Beiter, Carroll, R. A. 
Bathke, Greene, and Harry McMains, Bloomfield 











WARMING UP for close harmony at the piano (below left) 
are Albert Huss, Atlantic, John Struyk, Lohrville, Ollie 
Splichal, Lincoln (at keyboard), Frank R. Davis, Mediapolis, 
and Richard C. Carbee, Lisbon 















A QUICK huddle before serious business starts entertains 
four of the jobbers (below right). They are Les Wilkening, 
Sigourney, Kermit Larson, Oskaloosa, Max Hammond and 
Lawrence Thompson, both of Wapello 











Harrold 





Fischer Beiter Bathke McMains 





ol > WO 


‘ Huss Struyk Splichal Davis Carbee 





Wilkening Larson Hammond Thompson 















Fuel Oil Discussion Florida Award Winners 








Fox 


Vining Speight Jordan H worth Lo 








DISCUSSION at the American Petroleum Institute’s fuel oil 
committee meeting in New York includes L. B. Fox of Socony- 
Vacuum Oil Co., vice chairman, and M. N. Vining, chairman 


FLORIDA winners of 1954 API silver awards are W. D. Speight, 
Gulf, @. L. Jordan, Ethyl, and J. 8. Hollingsworth, Sun. Gold 
award goes to John B. Love, Colonial 
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| About Oil People | 


lnm ame ae ae oe oe eee aes ae ow al 


O. F. Minor, acting manager of 
Shell Oil Co.’s retail department, has 
been appointed department manager. 
He succeeds G. L. Switzer, who has 
retired, 

Minor joined Shell in 1929, He has 
had wide experience in marketing op- 
erations, and for three years managed 
the firm’s public relations department. 
In 1948 he became sales manager of 
Shell’s New York marketing division, 
and in 1953 was made assistant gen- 
eral sales manager for the Midwest. 
He has been acting retail manager 
since February, 1954. 

. 

Five leaders of the oil industry in 
the South and Southwest were honored 
at the 1955 spring meeting of the 
Southwestern District of the American 
Petroleum Institute Production Divi- 
sion in New Orleans March 9-11. 

Awarded API “Citations for Serv 
ice” to the industry were Paul L. De- 
Verter, Humble Oil and Refining Co.; 
H. M. Harris, Humble (retired); S. C. 
Oliphant, Tennessee Production Co.; 
Drew Young, Atlantic Refining Co., 
and Floyd E. Hatfield, Gulf Oil Corp. 
rhe citations were presented by A. W. 
Thompson of A. W. Thompson, Inc., 
Houston, API vice president for pro- 
duction. 

. 

Sinclair Refining Co. has elected 
four new vice presidents. They are 
C. R. Campbell, assistant general sales 
manager, wholesale sales; A. J. Geary, 
manager of export sales; T. B. Kim- 
ball, manager of refineries; and W. M. 
Flowers, president of Sinclair Re 
search Laboratories, Inc. 

o 

Charles W. Novak is a new indus 

for Deep 


according to an an- 


trial sales representative 
Rock Oil Corp., 
nouncement by W. W. Rice, the com 
pany’s manager of industrial sales 

Working out of the Chicago office, 
Novak will contact industrial trade in 
Deep Rock’s midwestern sales terri 
tory. This includes northern Illinois, 
Wisconsin, Minnesota, and industrial 
areas in adjacent states 

+ 

J. H. Rae Oil Co., Rochester, N. Y., 
announces that Robert R. Rae has 
joined the company’s sales staff. Son 
of company president John Rae, he 
represents the third generation of his 
family to serve the organization. 

Standard-Vacuum Oil Co. is reor- 
ganizing its executive marketing staff, 
and has made five new appointments 
in its New York offices. Stanvac oper- 


Farley 


Watson 


Bornmann 


OFFICERS of the West Virginia Petroleum Assn., whose terms began with the new year, 
are Francis C. Farley, executive secretary; E. B. Watson, district manager of the Guif 
Oil Corp., Charleston, chairman, and J. A. Bornmann, secretary of Elk Refining Co., 


Charleston, vice chairman 





ates in some SO countries and terri- 
tories in the eastern hemisphere 
William H. Collins, formerly with 
Dravo Corp. of Pittsburgh, is manager 
of Stanvac’s advertising and sales pro- 
motion department. Gordon B. Small, 
who started out as a service station 
attendant 23 years ago, heads the serv- 
ice station section of the retail depart- 
ment. Charles M. Totten, who also 
began his career at the pumps, is in 
charge of retail training. Gerald J. 


Van Liew will supervise product train- 
ing. And Elmer B. Kapke takes charge 
of the lubricants section of Stanvac’s 
products department 


Ferguson Murr 


William J. Murr and Robert P. 
Ferguson have taken two new posi- 
tions in Esso Standard Oil Co.’s mar- 
keting department, designed to give 
more effective service to field divisions. 

Murr, national and 
commercial sales since 1936, becomes 
manager of industrial and commercial 
sales. He will supervise the lubrica- 
tion sales and the national and com- 
mercial sales divisions. 

Ferguson, who has headed Esso’s 


manager of 


price analysis section since 1949, will 
be manager of economic and market- 
ing research. He will be responsible 
for the activities of the market re- 
search division and the economic 
(formerly price analysis) section. 

7 

John H. Eva, Akron district man- 
ager of Sun Oil Co., has won the Gold 
Award, highest service honor of the 
Oil Industry Information Committee 
of the American Petroleum Institute. 
The presentation rewarding Eva’s 
volunteer public relations activities on 
behalf of the industry—-was made in 
Cincinnati before representatives from 
the Kentucky, Ohio and Tennessee 
district. 

* 

Imperial Oil, Ltd., announces a 
number of changes in its marketing 
department. M. H. Moher has been 
appointed manager of the new office 
sales division of the department. John 
C. Wilkinson is assistant manager. 
Scott Fyfe takes over as advertising 
manager, replacing John E. Gibson, 
who advances to merchandising man- 
ager. R. N. Bubbs becomes manager 
of dealer development. J. A. Pope is 
now assistant to the manager of the 
retail sales division. 

° 

Wenley D. Nelson is new general 
manager of Gulf Oil Co.’s Philadel- 
phia Sales Division. The post has been 
occupied by C. W. Healy, who retired 
Feb. 1 

Nelson is a veteran of 26 years with 
Gulf, with marketing experience in 

(Continued on p. 215) 
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CLIPPER VIRGINIA 





Direct from Purolator’s modern re- 
search and engineering laborato- 
ries comes the answer to one of 
the petroleum industry's biggest 
headaches . . . contaminated avia- 
tion fuel. 

Bulk filtration with Purolator 
MICRONIC filters right at the 
point of delivery definitely estab- ‘b u L «4 ei LT oa 2 « 
lishes the fact that your product 
is as contaminate-free when it is e e 

for airport fueling 


used as it was in your refineries. 


Why not te fut 
y not guarantee your future assure your customers of 


customer relations with the world’s 

finest filtrati i t. F 

prc imu dit a C L E A N AVI A Tl O N F U E L 
for Bulk Filtration Catalog 1054A. 


Address Dept. B1-41, Purolator 
Products, Inc., Rahway, N. J. 


TYPICAL INSTALLATIONS 


ee a Ph 
a! 


7 


mu 


¥ 


AT AIRPORT FUELING RACK IN SIDE COMPARTMENT OF AVIATION FUELING TRAILER 
(ten PAG-300 MICRONIC Filters) (two PAG-150 MICRONIC Filters) 


me 
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FACT SH EET FOR FIRMS SELLING TO 


OR THROUGH OIL MARKETERS 


Service Station Sales, which totaled $10.5 billion in 1953 and $11.5 billion in 
1954, are expected to maintain at least this rate of gain (about 9%) in 1955. 


Gasoline, motor oil and grease sales Overall retail sales in 1954 increased 


accounted for about $7.5 billion of the only a hundred million dollars to $170.8 billion 
1954 service station volume. from 1953's $170.7 billion. 


Tires, batteries and accessories volume handled by oil companies in 1955 will 
be approximately 7% higher than it was in 1954, 


The service station passenger car market for gasoline accounts for about 65% 
of total gasoline sales. Trucks and buses take about 25% and tractors 10%. 


Oil industry experts have pegged this year's increase in domestic demand for 
oil products at about 5% 


On the average, about 325 million gallons of petroleum products are delivered 
to American consumers every day. This includes besides gasoline, light and 


heavy fuel oils, kerosine, lubricating oils, coke, asphalt, waxes and other petro- 
leum products. 


The oil industry will spend well over a half a billion dollars in 1955 to expand its marketing 
facilities. Most of that will be spent by National Petroleum News readers. 


Of the almost two million people employed in the oil industry, over a million 
are engaged in oil marketing. 


There are in the United States over 200,000 service stations and 150,000 other 
retail gasoline outlets, pius over 10,000 fuel oil dealers, 1,200 major storage 
terminals and 30,000 bulk storage plants. 


Indicative of oil marketing’s growth rate is the fact that NPN's all paid Subscription renewals are 


circulation has increased 50% since WW II and is still going up. well over the 80% mark. 


Evidence of the enthusiasm with which oil marketers have greeted the ad- 
vent of the new monthly National Petroleum News is available for your inspection 
from any NPN advertising sales representative. 


Advertiser acceptance of NPN is equally high. The year just ended marked the 
fifth straight record-breaking year for volume of advertising carried in NPN. 


Oil marketers (NPN‘s readers) direct the building, lished / 
enearenrerend ceeceree of all bang i facil- \ National Publishe ° th issue 
ities. They buy trucks, pumps, tanks, compressors, — 
lubrication equipment, service tools, lifts, hose, light- ‘ Pet roleum nahi. a 

ing, meters, any and all types of equipment used to News 
build, maintain and operete bulk storage plants and 
service stations. They direct the marketing of tires, wil : : 
batteries and accessories sold through ‘most service YEARBOOK advertising closing date: April 15th 


stations and own the pumps, storage tanks, com- of Oil & TBA Marketing 
pressors, etc., used by most gasoline retailers. 


Nat ional The McGraw-Hill Magazine of Oil] Marketing 
ESTABLISHED 19 

Pet roleum PUBLISHED sebdeletd ® 

Ne ws 330 West 42nd Street, New York 36, N. Y. t 180 


Mid-May 1955 
Statistical & Reterence 
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Toledo, the Midwest and Belgium. He 
was manager of retail and jobber sales 
in Pennsylvania, Virginia, West Vir- 
ginia, Maryland, Delaware, District of 
Columbia and southern New Jersey, 
before his present appointment 

In one of his first acts as general 
manager, Nelson announced the pro- 
motions of M. C. Enright, to division 
manager of retail and jobber sales; 
R. A. Magnelli, service station mar- 
keter; R. W. Marsh, manager of busi- 
ness analysis and market research; 
C. E. Hofer, to the real estate and 
claims unit, and F, N. Stiteler, to 
manager, employee relations. All pro- 
motions are within the Philadelphia 
Division office. 


General Petro- 
leum Corp. has 
announced a se- 
ries of managerial 
changes and a re- 
alignment of de- 
partment respon- 
sibilities. C. HL. 
Wartman will be 
manager of a new 
department of 
marketing devel- 
opment. Baxter 
F. Ball becomes general sales man- 
ager. Both operations will be under 
the direction of J. C. Sample, vice 
president and director of marketing 
Sample succeeds Vern A. Bellman, 
who has moved to New York to be 
come domestic manager of 
Socony-Vacuum Oil Co. General Pe 
troleum is Socony-Vacuum’s West 
Coast affiliate 

Refinery export sales, and 
sales to the Federal government have 
been assigned to the oil supply and 
exchange department, headed by A. D. 
Bennison, a director of the company 
Oil supply and exchange will also be 
under Sample’s supervision 

. 

Mr. and Mrs. H. E. McCormick, 
proprietors of the Dexter Oil Co., 
Dexter, Mo., are new distributors in 
Socony-Vacuum Oil Co.'s Lubrite Di- 


sales 


sales, 


vision. The 
retail outlets and 
farm and consumer 


regional office 
Ont., for Sun Oil Co., 
James W. Cole, now on special assign 
ment 
visor at 
company in 


McCormicks 
a large volume of 
business in their 


serve thres 


area 


Frank R. Forsey has been named 


manager in Toronto 


Ltd., succeeding 
Formerly departmental super 
Toronto, 
1934 
Sun Oil has 


Forsey joined the 


also announced ap- 


about oil people —f\ 


pointments of new managers for three 
sales districts: John K. McKee at River 
Rouge, Mich.; David H. Durham at 
Dayton, Ohio; and James S. Stewart 
at Huntington, W. Va 
a 

D. M. McBride has 

Phillips Petroleum Co.'s 


moved up to 
manager of 
supply and transportation department 
This 
with the co-ordination and supply de 
partment under McBride and C, R. 
Musgrave, vice president in charge of 


division has been consolidated 








“LONG - LIFE” 
FUEL OIL HOSE 


The hose that has everything to assure 
important savings in handling and replace 
ment costs. Light weight and extreme 
flexibility—for quicker, easier deliveries 
Strong, durable molded-and-braided con 
struction—for longer service life. Brown 
wear-resistant Synplastic (R) cover. Sizes 
1”, 1%" and 1% 


“NEWTY PE" 
GASOLINE TANK TRUCK HOSE 


Another Goodall hose designed to cut de 
livery costs by providing maximum service 
efficiency. Kinkproof construction retains 
full inside diameter even on sharp bends 
assuring fast flow. Details include patented 
circular-weave wire-reinforced carcass 
abrasion-and weather-resistant oilproof cov 
er; sizes from 14" to 4”, |. D. Light 
in weight and very flexible 


Offers You These hve Ways 
he Keg Delivery Cos Down 


GOODALL HOSE is made to specifications based on 85 years of hosebuilding 
experience. Its quality and reliability are demonstrated in daily use throughout 


every division of the Petroleum Industry. 


Contact Our Nearest Branch for Further Information and Prices 


Ac Xe GOODALL RUBBER COMPANY 


‘ 
BY GENERAL OFFICES, MILLS and EXPORT DIVISION, TRENTON, N. J. 


Branches Philadelpna 
Los Angeles 


+ Mew York + 
Sen Francisco 


Houston 


Boston - 
Seattle 
Goodall Rubber Company of Canada, tid, Toronto 


Pittsburgh 
Spokane 


Indianapolis * Detrow «+ 


Portland 


+ Chicago w. Pad 


Solt Lake City Denver 


Distributors in Other Principal Cities 


AA IRI 8 NR A RT RAC A TS MRIS A 
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Lube Oil Additive 
performance verified by 


actual field tests 


There is no substitute for field testing. At Oronite, 
laboratory engine tests are made to establish com- 
pounding levels required for various field conditions. 
These tests are then correlated with actual field 
operating conditions to verify performance of the 


compounded oil. 


Oronite specializes in“custom-formulating” additives 
to your exact needs —meeting your price and perfor- 
mance specifications, Because of Oronite’s advanced 
research program, elaborate testing and manutactur- 
ing facilities, Oronite’s“custom-compounding” packs 


more into your oil at a eiven treating cost, 


Why not talk over your problems with an Oronite 


additive specialist. Contact our office nearest you. 


CHEMICAL COMPANY 

Bush Street, 20, 

North Wacker Drive, Chicago 6, Illinois 
15, California 


714 W. Olympic Bivd., Angeles 
Securities Building, Dallas 1, Texas 


Pistons from field tests in 
B-cylinder Diesel engines 
engaged in continuous high- 
load pumping service. Piston 
at left (625 hours, HD oil) 
shows severe ring sticking 
and high wear. Piston on 
right (1,582 hours, properly 
compounded oil) shows no 


ring sticking, low wear 


With Oronite Additives 
you can formulate oils to 
meet the new A.PL. Service 
Classifications and can 
meet specifications for 2- 
104-B, MIL-0-2104, Supple- 


ment I and Series 2 oils. 


OTHER ORONITE PRODUCTS 
Gas Odorants 
Polybutenes 
Phenol 
Wetting Agents 
Fuel Oil Additives 


ORONITE 
CHEMICAL 


’ COMPANY \ 


A 
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supply and transportation. M. O. 
Johnson becomes assistant manager 
of the combined departments. 


W. B. Hawke, 
assistant general 
manager of The 
Texas Co.’s do- 
mestic sales de- 
partment, has 
been named the 
department’s gen- 
eral manager. He 
will succeed S. C. 
Bartlett, newly- 
elected vice presi- 
dent in charge of 
sales. In other changes, R. W. Debnam 
becomes assistant general manager, 
C. H. Dodson is assistant general man- 
ager (sales), and J. E. Fritts is assistant 
general manager (dealer sales). 


Hawke 


Arthur Aldus succeeds Philip Butera 
as a vice president of Butera Oil Corp., 
Buffalo, N. Y. Frank Marcus becomes 
a company director. 

* 


James Korn, of Canfield Oil Co., 
has been elected a director of the 
Cleveland Petroleum Club. He _ will 
head the club’s Oil Industry Informa- 
tion and Public Relations Committee. 


Merrill H. 
Utley, sales man- 
ager and a direc- 
tor of Standard 
Oil Co. (Ken- 
tucky), has been 
elected to the Na- 
tional Oil Indus- 
try Information 
Committee, — the 
American Petro- 
leum Institute an- 
nounces. In join- 
ing the 35-man NOIIC, he follows two 
other oil men from his area: M. S. 
Hauser of Ohio Oil Co., Findlay, 
Ohio, and Calvin Houghland of Direct 
Oil Co., Nashville, Tenn. 

Utley began his career with Stand- 
ard of Kentucky in 1920, He served 
as marketing assistant, assistant divi- 
sion manager and division manager 
before his appointment as sales man- 
ager and election to the board of di- 
rectors in 1948. He is a member of 
the API marketing committee. 

© 


A. M. Schroeder has been appointed 
manager of lubricating sales by W. G. 
King, Jr., vice president and general 
sales manager of Richfield Oil Corp., 
Los Angeles. 

(Continued on p. 219) 
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Now- 





GULFTANE LP-GAS 





ous Oh ORF OR ATION 











Gulftane —the same clean-burning, high quality 
LP-gas Gulf has been producing for several years 
— is now available direct to you. 

Gulftane is produced in the most modern re- 
fineries under controlled conditions. Its specifica- 
tions far surpass those generally accepted for this 
type of product. 

Gulftane plants are strategically located in 
Gulf’s marketing territory, and a fleet of tank cars 





is available 
through GULF’s 


widespread 
marketing facilities 


and trucks is ready to handle your demands 
quickly and efficiently. 

Also ready to serve you is Gulf’s experienced 
engineering and marketing personnel through 
Gulf’s extensive marketing facilities. 

Get all the facts concerning this new Gulftane 
service—contact your nearest Gulf Division Sales 
Office (see addresses below). Call today and ask 
about Gulftane LP-Gas. 


A Gulf Oil Corporation * Gulf Refining Company 





| MEMBER 
CHA? 


137 Ponce De Leon Avenue, N.E. 


17 Battery Place 


Atlanta, Georgia 

31 St. James Avenue 
Boston 17, Mass 

Gulf Building 

Houston 2, Texas 


127 Elk Place 


New Orleans 172, La 


New York 4, N. ¥ 


1515 Locust Street 
Philadelphia 2, Pa 


National Bank Building 
Toledo 1, Ohio 
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Business grows © 
where DULUX’ 


goes! 


Statistics gathered from more than 1000 
service stations reveal that the biggest 
factor in pulling a traveling motorist off 
the road is station appearance! Clean, col- 
orful pumps and buildings make the dif- 
ference between winning or losing a sale! 
That’s why more and more profit-wise DU PONT 
station owners are using Du Pont DULUX Ps ae 
Enamel to give their equipment a maxi- DULUX™ EXTERIOR FINISHES 
mum eye-appeal as well as dependable for service-station exteriors 
protection through the years. They know Here’s one of the best-hiding, easiest- 
that sparkling DULUX colors stay bright spreading, finest-covering exterior fin- 
. . . gleam like new after every washing. ishes you ever used! No messy prepara- 
And durable DULUX stands up to hard tion—it comes ready to apply. Fortified 
knocks and bad weather . . . resists gas, WAN os OS OOS Speen ree ” 
oil and grease spillage . . . helps keep main- ee ore 
tenance problems and costs down. 


So take advantage of the sales-pulling pes i... DU RED 4 
power of DULUX. With more than 187,- 
000 stations competing throughout the m 
country, it’s just good business to have Ol NT 
the car-stopping appeal a DULUX finish 
gives! ernens +!2 











U.S. PAT. OFF 


ENAMEL 


BETTER THINGS FOR BETTER LIVING 
. » THROUGH CHEMISTRY 
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A 30-year veteran of oil marketing, 
Schroeder has been with Richfield 
since 1938, His most recent post was 
district manager for northern Califor- 
nia and Nevada. 

a 

John Cunningham and William 
Morris, both formerly associated with 
the Tide Water Oil Co., have pur- 
chased the Tri-County Gas & Oil Co., 
a wholesale gasoline, kerosine, and 
fuel business. Company headquarters 
are in Mechanicsville, N. Y. The two 
men bought the business from E. C. 
Neubert of Schenectady 


Norman H. Ott, executive vice pres- 
ident of the Pate Oil Co., Milwaukee, 
is a new director of the Aluminum 
Goods Mfg. Co. of Manitowoc, Wis 
A native of Milwaukee, Ott is one of 
the founders of Pate Oil, where he has 
been since the company’s inception in 
1933. He is a past president of the 
Wisconsin Petroleum Assn. 

* 


John D. King 
becomes vice 
president and di- 
rector of Cities 
Service Oil Co 
(Del.), and man- 
ager of the com- 
pany’s marketing 
division. 
King succeeds 
Edward L. 
J. D. King Stauffacher, who 
has been elected 
to the presidency of Cities Service Oil 
Co. (Pa.). During the last 11 years 
King has been marketing division 
counsel. 

Expanded responsibilities for other 
Cities Service marketing executives in 
the division have also been announced 
G. C. Richardson will be manager of 
operations, including all distribution, 
acquisition, and construction activities 
B. J. Farwig will be general sales 
manager for all company products 
C. A. Willis is manager of research 
and sales development. Lyle Knight is 
office manager and assistant secretary 
of the company. 

In addition, the New York office of 
Cities Service has announced the ap 
pointment of Charles S. Mitchell as 
manager of all the company’s trans 
portation facilities. His headquarters 
will be in New York. 

Howard G. Fillhower is the new 
manager of Tide Water Associated Oil 
Co.’s employee relations department 
Fillhower will make San Francisco his 
headquarters, and will be responsible 
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WINNER of Canada’s truck roadeo tand axle competition for the second consecu- 
tive year, Hugh Grandy, a British-American Oil Co. driver, receives a check for $400 
from D. J. Winter, British-American vice president of marketing. Grandy also received 
$400 in cash from sponsors of the event. Grandy rolled up the highest total point 
score ever recorded in the Canadian competition 





for planning, developing and co-ordi- pointed export manager of Tide Water 
nating Tide Water’s national employee Associated Oil Co., San Francisco. He 
relations activities has been assistant manager of whole- 
sale sales in the Western division 
Ransford is a member of the national 
James A. Ransford has been ap lubrication committee of the API and 


EVER-TITE auck Conic: 





' 
; 


Uniform wall thickness 


/ 
f | 
Superior quality forged body - | 3 
—precision i = ' 7 


—no weak spots cae 


Extra heavy reinforcing rim 


Larger diameter cam ears 
for longer service life 
Om 
Extra 
Hi-Strength Steel 
forged pins ——9 | 
handles 


—greater 
economy 


—greater 
safety and 
longer 
service 


Uniform heavy wall thickness 
—no weak spots 


Recess retains gasket 
in coupler and assures 
proper placement 


Superior quality forged body 
—precision machined 
—accurate tolerances 


EVER -TITE COUPLING CO. INC., 254 WEST 54th STREET, NEW YORK 19 


NEWS 
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of the Society of Automotive Engi- 
neers. 

A. H. Zinkand takes over in Rans- 
ford’s former post, and E. D. Kerr 
becomes supervisor of wholesale sales. 

a 

C. A. MecKale is the new vice presi- 
dent and district manager of McKales 
Service Stations in Portland, Ore. Mc- 
Kale started out as a service station 
attendant in San Francisco in 1948. 
He was later transferred to Portland 


a8 assistant district manager, and has 
been Seattle sales manager for Mc- 
Kales for the last two years. 

Edward G. Maddock will succeed 
Christopher Story as a director and 
vice president of Cities Service Oil Co. 
(Penna.), in charge of the marine divi- 
sion. Maddock’s election was an- 
nounced after Story retired because of 
ill health. Maddock has been with the 
company for 28 years. 


Nitro-Green offers Oil Jobbers a 
different, easier lawn food to sell! 





YO Y IN 
19 SUMMER" 


Franchises now open in Wisconsin, lowa, Minnesota, Michigan, 
Illinois, North Dakota and South Dakota. 


It’s easy for you to get into the lawn fertilizing business this 
summer with Nitro-Green Liquid Lawn Food. Here’s why! 


@ We deliver Nitro-Green, a complete liquid fertilizer, to 
you ready for direct application to lawns. You receive it 
in transport quantities and deliver it just as you would 


fuel oil 
factory mixing. 


no time, labor or money wasted on unsatis- 


* For this $368 you receive your supply of ready-to-apply 


Nitro-Green Lawn 


equipment. 


Food and all your applicating 


@ We give you application training, conversion details, 
and we back you up with a thorough sales and ad- 


vertising program. 


@ Nitro-Green is a new, 


complete, perfectly balanced, 


liquid lawn food with a high nitrogen content. It is so 
perfectly blended that it will not separate or settle. 
And Nitro-Green works wonders on lawns, giving your 
customers satisfaction with one application. 


Now is the time to get a franchise that will make summer a 
profitable time for you. Call, write, or wire today. 


Nitro-Green 
Division of Agro Vita, Inc. 
501 11th Ave. South 
Minneapolis, Minnesota 


Nitro-Green 
Liquid Lawn Food, 


DEATHS 


Henry A. 
Rosenberg, 57, 
president of 
Crown Central 
Petroleum Corp., 
died in Eccleston, 
Md., Feb. 23. He 
was well known 
in the Baltimore 
area, both as an 
oil industrialist 
and civic leader. 

Rosenberg en- 
tered the oil business after service in 
the Navy in World War I. He was 
married to the former Ruth Blaustein, 
who survives him. She is the sister of 
Jacob Blaustein, a member of the 
board of directors of Standard Oil 
Co. (Ind.) and American Oil Co. 

An active philanthropist, Rosenberg 
was on the board of Associated Jewish 
Charities, a past president of Sinai 
Hospital, and a former trustee of the 
Baltimore Hebrew Congregation. He 
also took part in administration of the 
Baltimore Symphony Orchestra and the 
Boy Scout Council of Baltimore. 

e 

Morris Price Macmillan, 74, for 30 
years vice president in charge of pro- 
duction for the Macmillan Petroleum 
Corp., died in Los Angeles Feb. 12. 

During his early life Macmillan 
was active in mining and oil produc- 
tion in Nevada, Utah, and Montana. 
He came to southern California in 
1924. At that time he assumed his 
executive position with Macmillan 
Petroleum Corp., and in addition aided 
in the development of the Signal Hill 
oil fields. Macmillan held member- 
ships in a number of independent 
petroleum associations. 8 


H. A. Rosenberg 


Co cert aamamememense nee 





REPLIES (Box No.): Address to office nearest you 
NEW YORK: 330 W. 42nd St. (36) 
CHICAGO: 520 N. Michigan Ave. (11) 
SAN FRANCISCO: 68 Post St. (4) 


CE MRCONMENT | i 


Selling Opportunity Offer 


Wanted, Manufacturers representatives to con- 
tact major and independent oi! companies and «il 
equipment jobbers Po sell valves and fittings for 
ervice stations, RW-5058, National 


News 


Petroleum 


Continued on opposite page 





ENGINEER—PETROLEUM 


One with experience in the design and development 
of Fuel and Gasoline distribution and handling equip- 
ment. A knowledge of vaive design and safety de- 
vices important. Excellent opportunity with well 
established company near Chicago 


P5850 National Petroleum News 
520 N. Michigan Ave., Chicago 11, III. 
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= : : Positions Wanted 


Sales Manager: Over seven yeors major oil 
ompany experience. Extensive administration of 
department. Good sales experience to industry and 


trade Resume available. Will travel. PW 9840, 
National Petroleum News 


Young man at present area manager - pee 
iVverseas oil mpany leg rraduate l 

$ nnection wi rb it State eeccceocese® 
with good futu id opportunity to becon rt 
— ) ————— ee VISCOSITY COMPARATOR 
Are Your Profits Sick? As controller i 
leum company I[ have administered tres for 
situations which keep profit margins dow: 
proven record of coordinating efforts of 
accounting and management toward ever-impr 
profit picture mployee seeking greater 
tial. Age > 1 Petrole 


NEW—ORIGINAL BOX—UNUSED 
NAVY SURPLUS 


|) EQUIPMENT--used-surplus | on 


For Sale 


Visgage Comparator Co 
DESIGNED FOR ALL ATMOSPHERIC CONDITIONS 


Brown fintube suction h ot i 
eaters, carbon steel Eliminates expensive laboratory checks of oils 


he ind tubes, unused, ndition, Var 
ize anging from 38 to 1100 at rface area 


1 
to | sig cde 


from storage. Drawn for engine, compressor 
or machine—to determine the condition of 
oils after a period of time. Instructions in 
cluded. Simple to operate, no other equip 
ment required 


/ gn pressure, all 5( F desig 
temperature The § Star far Oil Company, Midland 
Blde.. Cle land Ohio, Att: Mr. R. L. Charles 


Reg. $22.00 


oe! ton be -boys one Hi- Decks. 6700 and 7400 
1.4 I, £.C.C,-310 Complete with handsome walnut case 


Soll aud ionlaeuiom nad, ; 
1 bargain. Eldor Miller, ‘tw 
mtact St Kebo or Hall CHECKS THE VISCOSITY OF LUBRICATING 
OIL QUICKLY AND ACCURATELY 


Reads saybolt seconds at 100° F. direct 


For Sale 2110 gal. truck tank 6 compartments— 
safety ilues-—never wrecked—mounted on C.O.} 
tandem G.M.( Air brakes (new lining) 1 

tires. In daily se-—I AM going out 

Feb. 28th ell complete unit $1200.00 


Week Galax, ‘\ Phone 


The viscosity of oil is tested by indicating the JOB LOT 
variation in the movement of the spheres thru sa '7-40)|, (co ae) 
the oil in each tube, the master tube being filled 

with standard oil of known viscosity. $3 VESEY STREET 
NEW YORK 7 


= Wanted 


2—30 feet long by 6” or 8” Dia. smooth bore 
il suction and discharge hose with built-in ni; ple 
and 6” flanges. Must be in good condition with 
minimum working pressure of 200 PS] V.5¢ 
National Petroleun A 


et Pe ee nee apa STEEL STORAGE TANKS 


} int D, 
meter, reel, et ready for heating oi lel y & i 
State of Va. inspection. Old type tank suitable. 1 Railroad Tank Car Tanks 
priced ‘about $500 write w. 6. 'N i nal — DETROIT BULK PLANT 6,500 to 12,000 Gal. Cap. 


Colled and Non-Colled 
Gas or fuel bulk plant, 240,000 gation capacity Gieeeadl ax Palaaad aan Vetted 


At 615 E. Greendale, Detroit. Located on 5 car 
siding of Grand Trunk R.R., two covered loading Oe Th eed 
docks with meters. Tanks equipped with two 3 Aion a> Coen Conk Cie 


|!) ona nine i!!! lines, pumps and handling facilities 

BUSINESS ae |_| "Ste foom office blag segs net, toilet, 4 car gg Ry 
we meee garage and workshop includec 

For Sale in Plecida fuel oil business, 5 trucks, Rent $350.00 monthly. Aveileble ot once. For MARSHALL RAILWAY 


further details write 


plant ete 40, i ld in De ber rl 
1374¢ per’ gal. $48750.00 180" S360. National’ P EV. SMITH EQUIPMENT CORPORATION 


: 50 Church Street 
Leasehold Gas & Oil Acreage approx. 20,000 4167 Arlington, Royal Oak, Mich. Phone: COrtiandt 7- * i 
acre udjacent to proposed West t Tran Liberty 9-3885 New York 7, N 


mission pipeline in Ft, St. John-Daws Cree 
ish Col , aoe lable 
PAR-TEE REBUILDS, RENEWS, REFINISHES 

Nemo rar sate major ——— Guiemutarehip 
r t t p t t 
$49500.00, BO-si61, Nationa) Pecroieeortnt ... aa fraction of new equipement cost 


NP 


Rated firms shipped open account. 


SPSHSSHSESSSSSSSSSESSSSSSESESSSEEESSESEESEEE: 




















Natior 





“asa + co ne NEW PUMPS FOR OLD 
eases One or more of the pump treatments listed 


. » \ ‘ 
Tank Trailers For Sale will renew your old, ein A mgpees Aa 
Single and Tandem, 1 to 6 compartments. Some percocet My another complete term of profita O SETVIOS. 
with Meters, every unit clean and guaranteed COMPUTER & H pereacs Mail coupon or postal card for details. 
For Gasoline, Water, Asphalt, Fuel Oil TOTALIZER } me 

Call Hiland 1385 joer 

Bruce E. Hackett Co. 

621 West 58 St., Kansas City, Missouri 























wesTaLe aoo Host 
ateunt acrantves 
PUMP UNIT 




















5—3" Pittsburgh “ROTOCYCLE” B-5 meters with 
strainers $275 (like new) ieSTALL 

an SMITH rotary model 8-30 with strainer $250 atsunat — 
(like mew) 

i—2'/2" Brodie, model X-140 $100 (recond.) Comeutes narcatets 

i—3°” Neptune (available with Master Duplicator 
adaptor) $100 (like new) ADDRESS 


Above meters subject to prior sale—F.0.8. Lawrence 

















Jones Equipment Co. 
21 Crescent St Lawrence, Mase city 
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AF iret listing 


APRIL 


Georgia Independent Oilmen's Asen., annua! 
meeting, General Oxvlethorpe Hotel, Savan 
nah, April 7-# 


annual 


Hotels, 


Natural Gasoline Asen. of America, 
convention, Baker and Adolphus 
Dallas, April 14-15 


American Society of Lubrication Engineers, 
annual meeting, Hotel Sherman, Chicago, 
April 14-15. 


National Petroleum Assen. annual meeting 
Hotel Cleveland, Cleveland, April 14-15 


Ol Industry TBA Group, annual meeting, 
midwest group, St. Charles Hotel, New Or 
leans, April 18-19 


Michigan Petroleum Asen., annual meeting 
Hotel Detroit Leland, Detroit, April 19-20 


Oil-Heat Inatitute of America, annual meeting 
Conrad Hilton Hotel, Chicago, April 19-2! 


Independent Petroleum Assen. of America, 
Plaza Hotel, San Antonio, April 24-26 


Assen. of American Battery Manufacturers, 
Sands and Flamingo Hotels, Nevada, April 
26-28 


Assen, of Eastern Petroleum Credit Managers, 
annual spring conference, Hotel Statler, 
New York, April 27-29 


Fuel Oil Distributors Assn. of New Jersey, 
annual convention, HBerkeley-Carteret Hotel 
Asbury Park, April 27-29. 


Coming Meetings 


——<——— — ~~ wwe we we we we ee eee eee eee ee 


MAY 


Liquefied Petroleum Gas Assn., annual con 
vention, Conrad Hilton Hotel, Chicago, May 
1-4 

Empire State Petroleum Assn., annua! meet 
ing, Hotel Biltmore, New York City, May 
4-10 

National Tank Truck Carriers, Ine., annual 
meeting, Mark Hopkin Hotel, San Fran 
ciseo, May 15-20 

ATennessee Oil Men's Asen., spring meeting 
Gatlinburg, May 16 

American Petroleum Institute, division of mar 
keting, lubrication committee, The Green 
brier, White Sulphur Springs, W. Va., May 
16-18 

ANational Fire Protection Asen., 59th annual 
meeting, Netherlands Plaza, Cincinnati, May 
16-20 

Indiana Independent Petroleum Asan., spring 
meeting, French Lick Springs Hotel, French 
Lick, May 18-19 

AVirginia Oil Men's Assn., semi-annual meet- 
ing, John Marshall Hotel, Richmond, May 
20 

American Petroleum Institute, mid-year meet 
ing of the division of marketing, The Chase 
and Park Plaza Hotels, St. Louis, May 23-25 


ANorth Carolina O11 Jobbers Asen., spring 
convention, Hotel Carolina, Pinehurst, May 


25-27 


JUNE 
AFourth World Petroleum Congress, Rome, 
Italy, June 6-16 


AOil Heat Institute of New England, Hotel 
Statler, Boston, June 7-10 


AOil Industry Information Committee, Wm 
Penn Hotel, Pittsburgh, June 8-9. 

APennsylvania Grade Crude Oil Assen., 32nd 
annual meeting, Hotel William Penn, Pitts- 
burgh, June 9-10. 

ASociety of Automotive Engineers, golden an- 
niversary summer meeting, Chalfonte-Had- 
don Hall, Atlantic City, June 12-17. 

Alnterstate Oil Compact Commission, Hotel 
Cosmopolitan, Denver, June 16-18. 

ANorthwest Petroleum Assn., annual meeting, 
Breezy Point Lodge, Pequot Lakes, Minn., 
June 16-18. 

AWisconsin Petroleum Asen., annual golf 
tourney and stag party, Dell View Hotel, 
Lake Delton, June 21 

AAmerican Society for Testing Materials, an- 
nual meeting, Chalfonte-Haddon Hall, At- 
lantie City, June 26-July 1 


JULY 


ATruck Trailer Manufacturers Assn., Inc., 
Hotel Sheraton-Cadillac, Detroit, July 22-23 


AUGUST 


ASociety of Automotive Engineers, golden an- 
niversary, West Coast meeting, Hotel Mult- 
nomah, Portland, Ore., Aug. 15-21. 

ANational Congress of Petroleum Retailers, 
ne., annual meeting, Sheraton-Cadillac 
Hotel, Detroit, Aug. 21-26 


SEPTEMBER 


AOil Industry Information Committee, Conrad 
Hilton Hotel, Chicago, Sept. 8-9. 

ANational Petroleum Asen., 53rd annual meet- 
ing, Hotel Traymore, Atlantic City, Sept 
14-16. 

AFlorida Petroleum Marketers Assn., Daytona 
Plaza Hotel, Daytona Beach, Sept. 15-16. 
Alndependent Oil Compounders Asen., annual 
meeting, Hotel Bismarck, Chicago, Sept 

26-27. 


The Economy Route Runs Wherever Your 
TRUCK TANKS TRAVEL 


TANDARD models adapted to your needs with 25 
years of truck tank “know-how” engineered in 
every one. You are assured of long life, dependable 
performance and economical service in all of your “over 
the road” petroleum hauling requirements. 
Better than 90% of our business is repeat business be- 


Job proven features 


Double Bulkheads @ Tapered Box Steel Sills @ Large Package 
Cabinets @ Full Height Barrel Carriers with shelf @ Large 
Bucket Box @ All Cabinets Skeleton Wood Lined With Oak @ 


Sturdy Saddles Bear Weight of Skirting 
and Cabinets @ 2” Faucets and Seam 
less Tubing Lines with Bolt Flange 
Unions @ Streamlined Overturn Pro 
tection @ Load Balanced to Fit Your 
Chassis @ Strongly Braced Throughout 


SOUTHERN’S 
Custom Designed 
Truck Tank Style $-4 


OUTHERN TANK & MFG., 


150) MAYNES AVENUE 


cause of satisfied customers. Call on us for assistance 
in solving your petroleum truck tank needs. 


INC. 


OWENSBORO. KENTUCKY 
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Today’s service stations practically demand remote control pump- 
ing. Demand it because you can “‘push” gasoline better than you 
can “pull” it. With distances increasing from storage tanks to 
pumps, and gasoline becoming more and more volatile, remote 
control pumping in many stations becomes a “must”, Oil com- 
panies recognize this fact and a remarkably large number of 
them are specifying the Tokheim Central Service System. You 
would be wise to do likewise. 

The Central Service System is offered in three ways: with sub- 
merged pumps, with pit pumps, and with surface pumps. All have 
been thoroughly proved in scores of installations in many sec- 
tions of the country for more than six years, 








PIT PUMPING 

In pit pumping, the pump and motor 
unit is placed in a concrete walled pit 
above the storage tank. Island dispensers 
are served through underground piping. 
In both pit and submerged pumping, 
valuable ground space is freed for cus 
tomer traffic. 


SUBMERGED PUMPING 


In this, the most advanced version of 


the Central Service System, powerful 
Tokheim pump and motor unit is sub 
merged in the storage tank. Fuel is 
delivered to island dispensers through 
underground lines at speeds exceeding 
conventional suction pumps. One pump 
serves several dispensers, 





SURFACE PUMPING 


Pump and motor are enclosed in a com- 
pact above-ground housing similar in 
appearance to Tokheim conventional 
"300" series pumps. Surface pumps like 
submerged and pit pumps, overcome 
the problems posed by long suction lines, 
temperature changes, large storage 
tanks and highly volatile fuels. 





You can push it farther, 
quieter, more dependably! 


» 
Ady 


Island dispensers for the Tokheim Central Serv- 
ice System are identical in appearance to the 
new Tokheim “300” series conventional pumps. 
They include such features as broad, new Vista- 
Dial, exclusive Magic Eye warning light, large 
new Visigauge and Retrév-A-Hose. 


Write for Bulletin! 


There is no substitute for TOKHEIM QUALITY / 


CTT CENTRAL SERVICE SYSTEM 





TOKHEIM CORPORATION 


Designers and Builders of Superior Equipment 
FORT WAYNE Since 190] INDIANA 
Subsidiaries: Tokheim N. V., Leiden, Holland — GenPro, Inc., Shelbyville, Indiana 
Factory Branch 1309 Howard Street, San Francisco 3, California 


Canadian Distributor H. Reeder 205 Yonge Street loronto Ontario 





i, 


“FOR PROFITABLE SPRING CHANGEOVER 
ORDER YOUR LUBRICANTS NOW FROM SUN 


One of America’s outstanding manufacturers 
of quality lubricating oils and greases 


FOR COMPOUNDERS BASE STOCKS to satisfy your every requirement for 
AND BLENDERS motor oils and greases. 


FOR MARKETERS LUBRICATING OILS AND GREASES for all automotive 
WHO DO NOT HAVE requirements including motor oils for all A.P.I. 


BLENDING EQUIPMENT service classifications—SAE 5W20 through SAES0. 


For complete blending data, price and delivery information call your Sun Representative 
or Wholesale Manager in any of the offices listed below. 





Boston .........HUbbard 2-7765 Dawuas...........PRospect 1611 New York Ciry . LExington 2-9200 
CHICAGO HArrison 7-2562 Derroir .......WOodward 1-7240 PHILADELPHIA ...KIngsley 6-1600 
CINCINNATI GArfield 3930 JACKSONVILLE E Xbrook 8-5715 PrrrspurGH........GRant 1-1645 


CLEVELAND VUlcan 3-6100 MONTREAL ........ Wlllbank 2131 Toronto ........GLadstone 3581 





GENERAL WHOLESALE DEPARTMENT 


SUN OIL COMPANY, Philadelphia 3, Pa. 


In Canada: Sun Oil Company, Ltd., Toronto and Montreal 





